LDERS ! 


you have not already sent 
your supply of FREE 
PERS featuring your own 
pendent Retail Hardware 
» do so today. It con- 
Qa real convincing mes- 
to your customers about 
Store. 


AUGER BITS and 
SCREW DRIVERS 


SOLD THROUGH WHOLESALE DISTRIBUTORS 


THE IRWIN AUGER BIT COMPANY 
WILMINGTON, OHIO, U.S. A. 


871942 
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WOOD SCRAPERS 


AND BLADES. MaDe gy FLETCHER A LP 
REPLACEABLE BLADES 





















SCRAPE IN CORNERS 


WH Mi 


Orr, 


Now is the time to order 


WOOD SCRAPERS 













Givea 

or gyn 

Buy assortments .. . develc 
Buying FLETCHER Wood Scrapers in AS- — 
SORTMENTS is the smart way to stock these Nov 
popular hand tools. They will provide you a small Lots o 
but complete stock of each model plus blades. Addi- get a] 
tional blades are included at no cost to give you an Mos 
additional profit on a small investment. ing th 
Your stock of scrapers will not be too large hack 

to move this season. Place an order with your jobber mere 
now for one or more of these assortments which EXTRA SALES with harde 
include an attractive self-selling display for counter EXTRA BLADES The 
gymne 


Keep your wood scraper sal 
alive with replacement blad 
Our unique book packaging si 


plifies stocking and handling a 
WOOD SCRAPERS «+ GLASS CUTTERS * PUTTY SOFTENERS, ETC. is appreciated by the user. 


THE FLETCHER-TERRY COMPANY| .... 


380 SOUTH STREET ° FORESTVILLE, CONNECTICUT 


or window use. Mi} 
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Write for our complete catalog 
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Give a boy a combination padlock ... for his locker at school 
or gym, tool chest or cupboard at home... and he begins to 
develop a feeling of ownership—a sense of responsibility 
toward his possessions. 

Now is the time to feature YALE Combination Padlocks. 
Lots of boys (men, too, of course) in your neighborhood will 
get a kick out of knowing the three “secret numbers”. 





Model 579 is the foolproof combination padlock. Dial- 
ing three numbers and turning knob automatically opens 
shackle. Pushing shackle in automatically deadlocks the 
hardened steel bolt and disperses combination. 


These locks can be masterkey-controlled for locker rooms, 
gymnasiums, and athletic clubs. 


and sports group: 
pest in protection for students and club 
: four jobber can supply y 


Yate 


jhe name 


hie Vi prake Mhe rate 


THE YALE & TOWNE MANUFACTURING COMPANY 


STAMFORD - CONNECTICUT - U.S.A. 

















Entered as second class matter March 24, 1933, 

















PITTSBURGH 


Make Your Store 
COLOR DYNAMICS HEADQUARTERS! 


Stock Pittsburgh Paints and take advantage 
of the new nation-wide trend to COLOR in the home! 


ILLIONS of home owners are 
interested in the use of color 

in the home. They are learning that 
bright, gay colors not only give them 
more attractive surroundings but 
also make them cheerier, more com- 
fortable and safer places to live in. 
You can cash inon this new trend with 
Pittsburgh COLOR DYNAMICS. 
Pittsburgh devised this new system 
of painting as an additional means 


PAINTS * 





. 


GLASS e@ 
ti. 2.8 U8 Gen 


to bring you more and bigger sales. 


Everywhere, thousands of home- 
owners are asking for copies of our 
new booklet, “COLOR DY NAMICS 
for Your Home?’ It explains how 
“Color Dynamics” makes use of the 
energy in color and contains nu- 
merous practical suggestions how to 
use this new painting method. 


Why not take advantage of the 


PITTSBURGH PAINTS 


BRUSHES 7 
GS i: 3 $ 


CHEMICALS ca 
Pigott 


interest in this new idea in painting 
and in the growing popularity of 
Pittsburgh Paints? We'll gladly have 
one of our representatives call to 
explain “COLOR DYNAMICS” to 
you and discuss with you the possi- 
bility of selling Pittsburgh Paints in 
your community. Write, wire or 
phone today! Pittsburgh Plate Glass 
Co., Paint Div., Pittsburgh 22, Pa. 


PLASTICS 
C om 
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450-8 
HASP LOCK 


Padlock, b 
safety hasp: 
one! Powerfu 
Laminated | 
manently | 
Keyed-alike, 
tra charge. 


» Maste 
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1 Cadmium plated 
2 Screws hidden... 
3 Pinless hinge... = 
4 Ribbed construction . . . FV ———— 





Met 4 the s S VC} N”107 lH) ¢ OF Mh Yas “a Padlock 















Si ore Sell the Safety of Master Hasps 
e 704 HASP 

Strong, modern Yes, sell DOUBLE protection — Master padlocks . . . on 

an" — reas Master safety hasps! A security team that can’t be beaten 

ntage pe sl ron . . . for superior strength .. . for high quality . . . for low 

ome ! proofed. Boxed cost! These are the kind of “buys” your customers are 
° complete with ‘ a } 
iia iiniiaee watching for! Make sales (and friends) selling DOUBLE | 
— security — Master padlocks . . . on Master safety hasps! 
ere Attracting the thrifty eye, too, is Master's new 450-B 
ite - hasp-lock. A husky hasp, a strong bolt and a Master | 
pf laminated padlock—all in one. Padlock cannot be dropped 
ore a ' 450-8 or stolen. Attractive display packaging! Feature NOW while 
7 O © HASP LOCK . . eas 
1e possi- |} padlock, bolt and news items appear in many consumer magazines! © These | 





are typical Master values. Check your padlock stock too! 
Order from your jobber. 


aintsin — safety hasp—all in 
: _ one! Powerful! Secure! 
wire Of | Laminated lock per- 
te Glass manently attached, 


22. Pa. & Keyed-alike, no ex- 
° ° 


| tra charge. ie ai 
a 
; 4 


| 








EVERY ONE AN OUTSTANDING VALUE 
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A FAST SELLING 
JOBBERS 


ITEM FOR 
AND DEALERS 


ay: BRUSHES BY 


ESTABLISHED 


1906 


1. e 2 \ : 


MAROON PLASTIC HANDLE BRUSHES 
STANDARD DOUBLE THICKNESS 


Boost your sales with these popular numbers. Quality brushes of 100% pure bristle with 
streamlined attractive plastic handl t maroon color expertly designed 
with a smooth finish. Easy grip and well balanced not to tire the wrist. The plastic handle 
will not break or peel under normal stress or use. Easy to clean and unaffected by paint 
cleaning solvents. 


FREE DISPLAY WITH INITIAL PURCHASE 


This attractive sturdy metal counter display is finished in red, white and black and easily 
set up. It holds 50 brushes in an assortment of 1” to 3 width. We repeat. THIS PITEGOFF 
COUNTER DISPLAY IS FREE TO YOU WITH THE INITIAL PURCHASE OF THESE BRUSHES. 





in per 





PITEGOFF BROTHERS. INC 












on the 
MAROON 
PLASTIC HANDLE 


SEND FOR OUR 


NEW 
CATALOGUE 
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TO MORE PEOPLE... MORE OFTEN 


More people have more reasons to rent a Sterling 
Sander from you more often! This handy light- 
weight, easy-to-operate portable electric sander has 
hundreds of uses about the home and in the shop. 


Wives redecorating furniture; husbands building 
bunk-beds for the twins; carpenters remodeling; 
painters refinishing; hobbycrafters—amateurs and 
professionals alike—all will rent it. All like the 
smooth, uniform surfaces it quickly produces. 


Small, compact, fast and safe, the Sterling is 
easiest to display, demonstrate, operate and carry. 
Let the multi-purpose Sterling start earning rental 
profits and selling related lines for your store now! 
Send coupon below! 


STERLING 


MODEL 1000 PORTABLE ELECTRIC 


SAN DER 


——) 
Women like to pain hate to sand by Build rental profits with your Sterlings and 
hand—here's a natural “plus” rental mar- sell more paint, varnish, brushes, etc. through 
ket for your Sterlings. increased store traffic. 





STERLING TOOL PRODUCTS COMPANY 

1338-A Milwaukee Avenue, Chicago 22, Illinois 

Canada: Terminal Warehouse Bldg., Dept. 39, Toronto 1, Ontario 
Send me full information on Sterling's complete kit of “rental-boosting”’ 


Hundreds of Uses, Such as sanding window merchandising materials. 
sills, stair treads and trim; smoothing plaster 
patches; sanding dry wall joints, doors, boats, STORE NAME 
built-in furniture; sanding small tables, book- 

cases and refinishing antique furniture. ATTENTION 











ADDRESS 





city 
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When you ask fora 
trade-marked product 


you get it! 











100% PURE 


= neate POLMERIK 


A HANDY ITEM IN EVERY HOME 














RECOMMEND 
POL-MER-IK BOILED 


Supertreated Pol-mer-ik Boiled 
Linseed Oil contains the correct 
proportions of quality driers to 
assure controlled uniform drying. 














ou DISPLAY 






WHEN Y 
pot 









SEND FOR THIS 
FREE SALES BUILDE! 


@ Take your linseed oil sales out of the small profit class! 
For example, retailers everywhere are making over 30% on sales 





















® by featuring the fast-selling quart size at 99¢ to $1.15...a 
ee eT ee TE ee better gross profit than on the usual paint or hardware item. 
r / “7 Pol-mer-ik is supertreated to produce a better looking, longer 
lasting paint job. It deserves and gets a better price. Available 
| ARCHER-DANIELS-MIDLAND CO. b in both raw and boiled, packed in handy, attractive, easy-to-sell, 
! Roanoke Building * Minneapolis, Minnesota | pint, quart, gallon and 5-gallon containers. 
| 684 f D ” 3 of -essfi =: : 
: . } o as thousands o successful retailers are doing. Send for 
Please send me your new profit-producing a this attractive, profit-producing sales builder. Put it next to 
| sales builder for use by my cash register. I your cash register. Enjoy real profits on your linseed sales. 
| t 
Name___ ta 
| 1 ca 4 F 
| Address__ ae 2 4 ew ti : Pd fee “ > 
| a bade 7° ye me eee 
| L We BSS oe oe . i Baw 
aaa ee State ———— 
| | 100% PURE LINSEED OIL 
| We purchase our oil from , 
a 








ba seis 
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\ ENVELOPE STUFFERS COLOR CHARTS za =a 
—\ eS 4 To mail out with bills or Printed in eight colors which> 2m —~ 
= statements. Size 3!/4," x 5". are now available in Kay-Tite. = a 

ae lie Four pages. Light-weight stock. Folds to 3!/, x 6!/,. Four pages. ms sense moe 
“Srweer- | Two colors. Fer Sn 





























HELP YOURSELF TO MORE 
KAY-TITE PROFITS WITH 
THESE SALES AIDS... 


Distribution of KAY-TITE literature to your customers and in your store builds greater 
profits. These new promotional pieces are available to you FREE OF CHARGE. 


DIRECTION SHEETS 


For the prospect who wants to |. ‘ we 
know how to apply Kay-Tite. 
Four page folder 6" x 7!/,". = - ica 


ASBESTO-LITE SHEETS 


4Gives details of applying Asbes- 
to-Lite to asbestos shingles. Size 
8!/." x 11". One color, one side. 





Fill in the coupon below and mail it today. 


























PRIMER SHEETS 


4 This sheet gives all the vital facts 
Se about Kay-Tite Primer. Size 8!/> x 
===—=--- 1 ||, Printed one side. 


























HYDROXIN SHEETS 


Explains in detail how Hydroxin> | =-~= 
accelerates hardening and densi- | == >-~~ 
fies concrete. Size 8!/" x II". | ses 
Printed one side. ree 














CONSUMER INSTRUCTION 
SHEETS FOR MAILING 





KAY-TITE 














Heavy paper. 














fot ee aus oo When waren seepaGt} Explains where to 

CONTROLS WATER SEEPAGE ar s voutose money s| OPPIy Kay - Tite 

= tis nd how easy i 

IN POROUS MASONRY ee @ 2A 0 GRD Lay) is to apply. Size 

Mek = cocemeevees ream — ill aad 8” long x II”, 

NEWSPAPER MATS sz | “Stier [zx | four pages, folds 

a o =S | acim |= ° ‘ “ 

4 WINDOW STREAMERS 10" high One column wide by = lee Space for imprint 

" ° 4" or 2 columns wide = |: stamp and ad- 

x 26" long. Blue on white. Gummed on ends. by 5". State which x: dressing when 
size is wanted. folded. 












3! 

8 WINDOW 

. POSTER 

, Full color cut out of heavy 
r cardboard. Easel back. 
e 4 Stands 44" high, 28" wide. 
l, 

r 

O 





KAY-TITE 
SPECIFICATIONS 
FOR CONTRACTORS 
KAY -TITE Specifications 
enable contractors to fill 
a out bids intelligently. Size 
eA" x II". One color, 
os printed one side. 














ACT NOW!...MAIL IN!... 
KAY-TITE CO., West Orange, N. J. 


Gentlemen: Please forward to us at the earliest moment, advertising material 
as listed below: 


QUANTITY 


QUANTITY 








Window Posters 

Color Charts Window Streamers 

Direction Sheets Newspaper Mats _ 

Pri Sheets | .......... Consumer Instruction 
o-nothe= | Sheets for Mailing 

Asbesto-Lite Sheets | KAY-TITE Specifications 

Hydroxin Sheets | for Contractors 


Envelope Stuffers 











Dealer's Name 


‘"""Mailiag Address 


I I eee | 
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GARDEN HOSE 


Don’t overlook this 
hidden asset for making 
more hose sales 


AIR HOSE 


STEAM HOSE 


U PONT "CORDURA" 


HIGH TENACITY RAYON 


You'll clinch more hose sales when you tell your cus- 
tomers the extra-quality story that goes with hose that’s 
reinforced with Du Pont Cordura* Rayon yarn. Tell 
them that this is the same material that gives truck tires 
their long-run strength and extraordinary durability. 
Prospects become purchasers when you demonstrate 
the exceptional merits of ‘‘Cordura”-reinforced hose. 


The advantages of stronger, lighter and easier-handling 
hose means easier selling and faster turn-over for you. So 
remember to specify Du Pont “Cordura” High Tenacity 
Rayon in all your hose orders. Send us a letter, and we'll 
promptly put you in touch with your nearest suppliers. 
Rayon Division; E. I. du Pont de Nemours & Co. (Inc.), 
Wilmington 98, Delaware. 


PAN 
BETTER THINGS FOR BETTER LIVING 
-». THROUGH CHEMISTRY 


*REG. U.S. PAT. OFF. 


For RAYON... for NYLON... for FIBERS to come... Look to Du Pont 


10 











STRONGER HOSE 


“Cordura”-reinforced hose 
has higher bursting strength 
than prewar hose... stands 
up against flexing and 


strain. 


LIGHTER HOSE 


“Cordura” permits reduc- 
tion of hose weight. Fewer 
plies—or lighter plies—are 
sufficient with this super- 
strong, light-weight yarn. 


EASIER TO HANDLE 
Besides weighing less, 
“Cordura”-reinforced hose 
has much greater flexibility, 
coils smoothly. 
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“So good I’m buying 
one for myself!” 


says Louis A. Haselroth 
Hardware Dealer 
Bellflower, California 


) NEW TORO 
' c= “TAKE A LOOK and you’ll see why this 
SPORTLAWN 7, new 1949 Toro Sportlawn will be the year’s 

por y 
b hottest seller. It’s packed with famous 
Toro features ... built the Toro precision 
way by craftsmen with more than 25 years 
of experience in building the finest power 
mowers for home use, for championship 
golf courses, parks and institutions. And 
talk about selling points! The Sportlawn 
is self-propelled by a dependable Briggs & 
Stratton engine, with V-belt and chain 
drive. It has a 5-blade 17” reel and bed- 
knife of Disston steel, ball-bearing mounted. 
Lots of power for steep terraces, and light- 
weight, balanced construction . . . simple to 
operate, a joy to own. And best of all, this 

sensational new Toro Sportlawn 


SELLS FOR ONLY 


50 


F.©. B. 
FACTORY 


.] 


2. “For small lawns and trimming I recom- 3. “For average lawns, I sell the Toro 4. “For estates I advise the Toro Starlawn, 


SE 
; reduc- 
|. Fewer 
es—are 
super- 
yarn. 


+. 


>, 1949 





mend the 17” Toro Sportsman hand mower. 
Built to championship golf course standards. 
Smooth and silent, precision engineered 
with molybdenum steel blades and bed- 
knife. S-h-e-a-r-s grass, never tears. Rigid 
construction. Chrome plated steel handle.” 


F 


5. “Farmers, fruit growers, resort owners 
and other folks who have to cut weeds and 
tall grass are enthusiastic about the Toro 
Zipper sickle bar mower, 36-inch cutting bar 
and 1% h.p. 4-cycle engine. Self propelled 
traction drive. Strong steel construction. 
Cuts close to fences, buildings, trees.’’ 
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Homelawn. Lightweight, dependable, easy 
to operate. Cuts 21-inch swath. Voted out- 
standing for value and performance in 
independent consumer tests. Pressed steel 
construction, with rigid alloy-iron side 
plates. Continental 1% h.p. engine.” 


6. “There's a Toro distributor near you... 
who specializes in mowing machinery. He’ll 
give you quick deliveries, parts, expert 
repair and overhaul service. This nearby 
assistance, plus Toro quality and compet- 
itive prices, make the Toro line the best 
choice by far!” 


Heavy duty power mower with floating 
axle for smooth cut on uneven ground, and 
high-low cut angle adjustment. 24”, 27” and 
30” widths. Finest pressed steel construc- 
tion. Independent reel and traction con- 
trols. Easy to operate.” 


1) | 
Att || 











eM 


ee 











7. America’s most complete line of power 
mowing machinery ...the new 1949 Toro 
line. Everything from lightweight hand and 
power models to the finest of heavy-duty 
equipment for golf course, park and insti- 
tutional use. Write for particulars! Toro Mfg. 
Corp., Dept. HA-4a, Minneapolis 6, Minn. 
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Horei Why Youu Cet hoveaaed Sales Mite 
Pittsburgh 


Lawn Fence and Flower Bed Border 





Here’s a fast moving line of Ornamental Lawn Fence and 
Flower Bed Border that will give you an opportunity for greater 
profit through increased sales. Pittsburgh Fence is nationally 
advertised in the American Home and Farm Journal magazines 
— has sales appeal built into its rugged welded construction — 
has the extra quality to please your customers. Stock the com- 
plete line of Pittsburgh Lawn Fence, Flower Bed Border, Farm 
Poultry Fence and Welded Steel Fabric — have it on hand 
when your customers ask for it. 








For more information on how you can increase your sales 
with Pittsburgh Fence write Department HA, Pittsburgh Steel 
Company, Grant Building, Pittsburgh 30, Pa. 





PITTSBURGH STEEL COMPANY ; * 





Grant Building - Pittsburgh 30, Pa. 
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OUTDOOR ACTIVITY NEEDS LIGHT: 













PS RT A 





To your customers, summer means more outdoor activity even 
after the sun goes down! Lawn games, outdoor dining, barbecue 
parties — after-dark work, too, like farm chores and roadside stand 
operation. These and dozens of similar activities need light —the 
light you can sell them now with General Electric floodlights. 
They’re easy to mount on a wall or a pole, or stand on their own 
base. They throw a wide beam and have a handy 6-foot cord and 
plug set attached. Snap-on glass lens makes bulb changing easy. 
Order this fast-selling profitable item from your distributor today. 
If he can’t supply you, wire Apparatus Dept., Section 674-6, 
General Electric Company, Schenectady 5, N. Y. 
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Here is the fast-selling line of on 
G-E Equipment for Shop-Farm-Home 


Motors 






Motor Starters 
Time Switches 
Welders 





SEE LBS 


Fach 
CNEE 
a ee 
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Floodlights 
Space Heaters 
Soil Sterilizers 
Soldering trons 
Stock-Tank De-Icers 


+ 
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» 
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Stock Waterers 
Battery Chargers 
Heating Cable 
Thermostats 
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Plan a special Spring promotion 






around this sales-packed 








Congowall-Congoleum spread—in 
COUNTRY GENTLEMAN for May 
(out in April) and in LIFE, May 30th 








Not one ... but two... opening guns in 


CONGOLEUM-NAIRN’S EXPANDED | | 
1949 ADVERTISING PROGRAM - |, 


ac 
Four-color .. . bleed . . . double-page spreads . . . latest trail- 


blazers in 39 history-making years of continuous advertising! 


Nairn, Congoleum, and Congowall are registered trade-marks of Congoleum-Nairn Inc. 4 


MAKERS OF NAIRN LINOLEUM - NAIRN ASPHALT TILE - 


NAIRN SELF POLISHING WAX+ CONGOLEUM - CONGOWALL : FIRST WITH THE FINEST FLOOR AND WALL COVERINGS 


Hl 
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thanks to your enthusiastic response 


TO LAST YEAR’S PRECEDENT-BREAKING ADVERTISING 


Yes! You did it... you and all the other floor and wall covering dealers from 
coast to coast. It was your immediate recognition of the eye-catching, sales- 
making drama of last year’s four-color spreads that is directly responsible 
for these new double-page spreads ... and all the rest of Congoleum -Nairn’s 


expanded 1949 advertising. Look at them now—and take a bow! 


MW 4 \ y | é , f 


Coys 
Le an wa aT 
fA 


Tie-in with this spectacular Nairn 
Linoleum spread in BETTER HOMES & 
GARDENS for May (delivered in April) 
and in the May 16th issue of LIFE 








— 


... read by more families than any other magazine 
carrying advertising in the world! 


... America’s outstanding farm magazine read by the 
rural families with the most money to spend! 


Now with the rp 


addition of... , 
an. ...read by more millions of families than the next 


two home service magazines put together! 


3 
—r~ pl | 


f] 
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| ©1949, 
Congoleum-Nairn Ine 


SATISFACTION 
(| GUARANTEED 


oR 
YOUR MONEY BACK /~ 








Low electric rates make selling sense | 
for G-E Electric Water Heaters! 


¥* R LOCALITY may be one of the many where 30- to 82-gallon capacities 
electric rates have remained the same while —galvanized or Monel tanks A 
other fuel prices have skyrocketed! 

This can give you anoth — sreat sales story for ee 
General Electric Automatic eiectric Water Heaters. 
For if heating water with electricity in your town is 
cheaper, you'll really be able to tell a tale of General 
Electric economy! 

So, check up with your local electric company! 


Put the sales sense of low electric rates to work for 





you, today! 


AUTOMATIC ELECTRIC 


WATER HEATERS — Dot course vs toc 





THESE GENERAL ELECTRIC FEATURES 
MAKE SELLING SENSE, TOO! 


Noninflammable glass fiberinsulation Calrod* heat-wrap units, precision-built 
three inches of it completely surround- thermostats, all-automatic operation, 


g, rust-resistant enamel, 


ing the tank. Keeps heat in the water sparkling, 
where it belongs—will keep unused 
Your customers get not only a water 
water hot for as long as three days = ¥ : 
. Herel heater that is dependable and economi- 
without reheating! 
cal for many long years, but they get 
Cold-water baffle helps keep incoming the General Electric ten-year protec- 
cold water from mixing with already tion plan, too! 
heated water. Heat trap prevents heat . . 
ies Pt ers Maximum of seven standard General 
loss from the tank to house water pipes : a . . , 
‘ : i Electric units will meet every combina- 
when hot water is not being drawn. ; , . 
: - tion of wattages required for your ter- 
Only two tank openings .. . to let cold 





2 ritory. General Electric Company, Ap- 
water enter... to let hot water out! 1a, : 
pliance and Merchandise Department, 
Plus all the other famous General Bridgeport 2, Connecticut. 


Electric features, such as the long-life *Trade-mark Reg. U. S. Pat. Off. 
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quality. . clags...value... 
priced for pron at under */- 22 


‘Tue Quanity Line of big-demand, big-value items ... made 
and guaranteed by one of the world’s foremost producers of 


precision glassware. 


Full 34" thick bars... smooth, crystal-clear, with rounded 
ends and spun-on chrome fittings. Each bar is individually 


packaged, complete with chrome screws. 


Two sizes, 18" and 24", No. 70-C_and 71-C, for resale at 
s9¢ and 98¢ respectively. Your cost is way low, allowing 
handsome profit margin. 


AND HERE’S QUALITY FOR THE “PRICE” TRADE TOO! 


DOUBLE-PURPOSE GLASS BAR, 
No. 62-C. Adjustable fittings allow using 





full length or with room for washcloths 
at ends. Full 24" length of !!i6" crystal 
glass. Substantial nickelled fittings. Your 








cost permits a retail of 45¢. 


BENT-END GLASS BARS, 
No. 18-C and 24-C, No. 18-0 and 
24-6. Sturdy, high-grade and attrac- 








tive, crystal or opal. Modern, strong 
fittings. Your cost permits a retail of 
25¢ to 39¢. 





BUTTON-END BARS, 
No. 10-C and No. 10-0. 18" towel bars, 
in either crystal or opal glass, sturdy 





metal fittings. Priced to retail at 15¢ 
and 19¢. 





) The towel above hangs on Kimble 
& Glass Bar No. 71-C, 24" long, 


= 


made especially for your 98¢ 
trade.” 70-C, its companion to’ 
sell at 89¢, is 18" long. 
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A GLASS BAR FOR EVERY PURPOSE 


KIMBLE GLASS ocote00 1, onto 


Division of Owens-Illinois Glass Company 





| 










Here is the most amazing record in the heating industry! Imagi 
A heater that sells for $60 to $90 more than the highest-pric 
competing unit, yet produces more dollar volume than 
heater in history! That’s the astonishing record of the fam 
Quaker 3210! And no wonder! Every sale leads to other si 
because every owner becomes an enthusiastic salesman for 
in your own community. And don’t forget this... once 
prospect sees and gets interested in a 3210 there’s no co 
tion! There’s no other heater like a Quaker 3210. What's 
only Quaker dealers can prove with simple demonstration? 
the QUAKER 3210 pays for itself in the fuel it saves. And 
















































make twice the average profit... between $80 and $90 * 
every sale! See the proof and judge for yourself! Write 
for the name of your nearest distributor. Just tear out and # 


the coupon at the right! 










SENSATIONAL QUAKERT 


Nothing like it! Supplies just the 
amount of air to the flame at every 
setting. No chimney worries... 
draft adjustments. QUAKERTROL gi 
perfect heating results automatic 
It squeezes every bit of heat f 
every drop of oil and saves up to 
in fuel per season! 





GIANT INNER HEATER DRU 


79% more primary heating surf 

... releases more heat into the ho 

.-. less goes up the chimney .. . 

fuel costs low! Scientifically engi 

eered to prevent waste ... anol M A 
reason why the QUAKER 3210 p 

for itself in the fuel it saves! 223 V 


WALL THERMOSTAT 


Step up your profits even more! Sell the QUAKER 
3210T with convenient, automatic wall thermo- 
stat. Just set it and forget it. The thermostat tends 
the fire and gives just the degree of heat wanted 
automatically! 





CSE 


' 
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Completely redesigned . . . inside and out to offer more heater 
per dollar at this price than ever before. Only the QUAKER 
Challengers are engineered for quick addition of optional, 
profit-boosting automatic heat circulators and mechanical draft 
boosters that increase efficiency and reduce fuel cost. The four 
basic Challenger models convert into the customers choice of 
14 different models that offer additional convenience, comfort 
and economy. You carry a minimum inventory ...and still 
have step-ups for extra profits. Mail the coupon below for full 


details... 


lusery! [magi 

 highest-pri 

lume than 

i of the fan 

} to other 

ilesman for 

this .. . once 

re’s no com| Install either heat circu- 
). What's me lator, draft booster or both 
onstration t in $5 minutes with just a 
saves. And yam screwdriver, Step-up your 
0 and $90 profits as much as 40%! 

if! Write x 

if out and 


UAKERT 


ies just the 
ime at every 
worries .., 
\KERTROL gi 
5 automatic 
of heat 
aves up to 


QUAKER MODEL #3013 


ITER DRt 


eating surf 

into the i QUAKER MODEL /3010 
nney... ki 

ifically engi 

a MANUFACTURING CO. 

aves! 223 W. Erie St., Chicago . Export: A. J. Alsdorf, Chicago 
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HERE ARE YOUR 


QUAKER MODEL #3308 
QUAKER MODEL #3008 





ug Uithout Looking. 


sells the MIRRO-MATI IC 


\ 


8-QUART 


MIRRO-MATIC | 
oS 


PRESSURE PAN 
AND CANNER 


Pressure cooks 8-Ib. ham, fowl, 
or roast. Pressure cans 7 pint- 
jars or No. 2 cans, 4 quart-jars 
or No. 2’ cans at a time! 


PRESSURE PAN 


-_egpectally € x 


eS hot ys summer 
authe ahe head? 


4-QUART 


MIRRO-MATIC @” 


aust Of Cr) 
CO Gepelives by 


‘Good House Housekeeping 
Stor 


¥ 

@ Those three little words suggest a 

whole new world of ease and convenience to any busy house- 

wife. They click, right away, because they offer what she’s 

been wanting for a |-o-n-g time...a quick way out of the 
kitchen and more time for other things. 


Cooking without looking is possible with this popular 
pressure pan, because of the exclusive, indestructible, MIRRO- 
MATIC Control, that automatically prevents pressure from 
going higher than recipe requires...5, 10, or 15 Ibs. You 
can hear it signal and you know, without looking, that it’s 
on the job. 


Hit these words hard, in your local advertising and in your 
store, for quick sales of MIRRO-MATIC, “the world’s most- 
wanted pressure pan.” 


: ) Ask Your Jobber for MIRRO-MATIC 


ALUMINUM GOODS MANUFACTURING COMPANY ¢ MANITOWOC, WIS. 


WORLD'S 


FIFTH AVENUE BLOG., NEW YORK 10 
LARGEST MANUFACTURER OF ALUMINUM COOKING UTENSILS 


MERCHANDISE MART, CHICAGO 54 
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AMERICA’S 
NEW FOOD MIXER 
SENSATION 


a atro™ 





REP IN NEWSPAPERS AND 


M 
AGAZINES THROUGHOUT THE 


7S Guaranteed by 
Good Housekeeping 
wor as ADVERTISED ai 


UNDERWRITERS’ 
APPROVED 


Its Small Beaters 
Even Fit into Glass 


W Portable Shape ; 
. ienes whi smal] as ectric Mixer THE = Casy eo 3. eececcsece 
qual eff; aS large > PORT. 
Clency alway. A 
> YS teady 
y 


Ceeeeeseesesees 


BLP 
- mix 
for Use €f is hune on a wall 
: “Wall brack 
et 


Popular demand for OSTERETT is really stepping up. And 
little wonder, because OSTERETT does every food mixing 
job with unsurpassed efficiency and convenience. It’s the 
handy, low-priced mixer your customers have been wait- 
ing for. There are already tens of thousands of happy 
OSTERETT users. Get your share of new mixer profits 
from this new mixer market. Call your supplier for 
OSTERETT today. 


The new OSTERETT is currently featured in large 
space national advertising in 


IC } LIFE...Good Housekeeping 
True Story... MecCall’s ; C — 
JOHN OSTER MANUFACTURING COMPANY nen ctrecive mae 1 


RACINE, WISCONSIN individyal display box. 
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Goodyear Viny! Hose 
a 
(Vinyl) 


Fill out and mail the coupon below for full information 
about the most complete line of garden hose. Get 
set now for a stronger selling season with Goodyear. 


THE GOODYEAR TIRE & RUBBER COMPANY, INC. 
Dept. 742C, Akron 16, Ohio 


Kindly send me full details of the merchandising plan for 
your complete line of garden hose. 


Street Address City, Postal Zone and State 


& 


Wingfoot, Pathfinder, Glide erald Cord—T.M's. The Goodyear Tire & Rubber Company 


Goops 


THE GREATEST NAME 


, co ‘LL put new strength into your gar. 
den hose sales this year by featuring 
the simplified Goodyear line. Here’s why: 


A complete line 


Wing foot, Pathfinder and Glide fit almost 
every garden need at prices that fit the 
homeowner’s pocket. They’re reinforced 
with rayon cord—are amazingly light, dur- 
able and kinkless. 


Emerald Cord — the extra-sturdy leader of 
Goodyear’s line — lets you sell estates, golf 
clubs and other users of highest quality hose. 
Goodyear’s new Vinyl hose — packaged, 
lightweight, in attractive red or green 
plastic —is the women’s choice. 


— Plus merchandising helps 


A complete line of merchandising helps, 
“How To Sell More Hose’’— the 
ten-minute course that gives your employes 


including 


all the facts and how to put them across 
It helps 


staff — reduce overhead — im 


about Goodyear Garden Hose. 


train your 
crease your sales. 
advertising inserts 


Add window banners, 


for hose coils, garden hose folders for 


counter or mail use, hard-selling news- 


paper mats. 

This complete program is FREE with 
your first order for 1,500 feet of Goodyear 
Garden Hose. 


Backed by “The Greatest Name in Rubber” 


You stand to sell more and profit more with 


Goodyear Garden Hose because 
customers know the Goodyear name spells 


QUALITY. 


your 


We think you'll like 
“THE GREATEST STORY EVER TOLD” 
Every Sunday — ABC Network 
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pust SALES up UP 


with CXCLOWE “Red Tag” Lawn Fence! 


@ Sales resistance fades away when 
Cyclone Lawn Fence enters the picture. 
In fact, Cyclone is the fastest-selling 
lawn fence on the market. And no won- 
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plus retaining its trim good-looks year 




















der—it does everything a fence should do, 


after year without upkeep expense. 

And when you've sold Cyclone Lawn 
Fence to a customer, sales of “companion 
products”—Cyclone Gates . . . Cyclone 
Flower Bed Border and Trellis — often 
follow. 

Remember that all Cyclone Hardware 
Products bear the famous “Red Tag” 
Label, and your customers respect it. So 
cash in on this familiar trade-mark by 
displaying Cyclone Products in a stra- 
tegic spot in your store. 





CYCLONE FENCE DIVISION 


(American Stee! & Wire Company) 
WAUKEGAN, ILLINOIS - BRANCHES IN PRINCIPAL CITIES 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


> 

















HENRY BOLTINOFF 
FAMOUS SATURDAY EVENING POST, 
ESQUIRE AND COLLIER’S CARTOONIST 


There’s more than hot air coming 
out of these registers...now that— 


~~ Evorithing Hinges. On Hager/, 


© 1949 


C. HAGER & SONS HINGE MFG. CO. - St. Louis, Mo.) Baas 
» YOUR 


© Write for 
» and Dealer 









FOUNDED 1849-— EVERY HAGER HINGE SWINGS ON 100 YEARS OF EXPERIENCE 
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NoDrip Tape Stops Condensation Drip 


| ORDER THROUGH 
ENce | YOUR JOBBER 


3 Write for Free Circular 
| Gnd Dealer Helps Sheet 


ee i ee eee 


rm : “54 


from Cold Water Pipes 


NoDrip Tape is known through our national ad- 
vertising for the past 5 years in American Home, 
Better Homes & Gardens, Good Housekeeping, 


Parents’ Magazine, Saturday Evening Post, etc. 


NoDrip is in demand—one 
satisfied customer tells an- 


other. 


COMME NDED 


¥ 
i ied PARENTS 
eh. SPS MAGALINE 
Good 


Good Housekeep 


4s sorters 


Roll Covers 
about 10 feet of '/2" pipe 
List Price $1.69 Higher west of 


Rockies and Canada 


Price to Dealers, 52 
List Price less 33 1/3% $13 per dozen 


Packed 12 rolls to carton 




















Complete 
price 
range 














*““Why do it the hard way? Get an Actionrod!”’ — 


@ Fishing experts everywhere say Actionrod’s live ac- 
tion tops anything they’ve seen. 

They know its delicate balance, responsive tip-action, 
“custom-built” feel is the result of years of experience 
in tapering and tempering. You'll like the way Action- 
rod whips out those long casts . . . easily, accurately. 

For faster fishing action—for live action—ask for 
Actionrod. Your favorite sports store has it. 


ORCHARD INDUSTRIES, INC. ¢ DETROIT 5, MICHIGAN 








Notched Wedge-Type Owner's Name 
Blade Lock Reel Lock On Handle 


ACTIONGLAS—Orchard’s great new development in glass rods. 
Available in bait casting and fly rods. $25 to $35. 


“SOLID STEEL WITH LIVE ACTION” 


ACTIONROD’S 


Funny Business 
MAKES MORE 


Fishing Business 
FOR YOU! 


The ad at the left is just one 
example ... Every month the 
nation’s leading cartoonists 
spread the Actionrod story 
before almost EIGHT MILLION 
readers in these national mag- 


azines... 


® True 

e Holiday 

@ Field & Stream 
@ Sports Afield 













® Hunting & Fishing 
® Outdoor Life 

@ Outdoors 

© Outdoorsman 

® Popular Mechanics 


® Popular Science 


That means your customers 
SEE Actionrod 
WANT Actionrod 
BUY Actionrod 


These are the ads that bring em 
in... Remember, for more sales 
action—sell the rod with live 


action... 


Actionrod 
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| just one 
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od story 
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YOUR CUSTOMERS 
KNOW AND TRUST 


@ For more than forty years,""Thermos” 
has been the leader in the field of 
vacuum ware—and a most important 
factor has been ‘‘Thermos”’ advertising. 
















As in this current advertisement, from | : : ae e : 
THE SATURDAY EVENING POST, T’s THE OutinG Krr— definitely ““Thermos’’— because it has two 
“Thermos” has consistently featured of those famous Thermos brand vacuum bottles, in the largest 






its trade-mark. Readers see the name 
and recognize a friend. Their appre- 
ciation of ‘Thermos’’ increases. It’s the It’s smartly styled from the top of the zippered leatherette case 
brand of vacuum ware they ask for— : 
and want. 





size, with nested breakproof cups on top. 








to the bottom of the metal sandwich box. It’s compact, compe- 





tent—carries both solid and liquid food. 


Qn You'll want this Outing Kit by “Thermos” for picnics, motor 














rs 
trips, sporting events. (And it’s a wonderful gift for friends.) 
j 
ionrod 
ng ‘em - 
e sales TRADE- MARK TH Ns 
th live TRADE-MARK REG. U. S. PAT. OFF. 
when you tay 

THE AMERICAN THERMOS BOTTLE COMPANY e NORWICH, CONNECTICUT 

Thermos Bottle Co., Ltd., Toronto Thermos Limited, London 
>, 1949 
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at a now low priee..."o° 


a new TELECHRON electric 
kitchen clock you can sell 


and SELL...AND SELL | 


[ORL 

















Model 2H19 
Never needs winding Red or white case : 
Can’t run fast or slow Modern style for modern kitchens be 
Guaranteed for a full year Big 4’2-inch face ' 
No springs to come unsprung _ Big, easy-to-read numerals ; 
No noisy “tick-tock” Marked in minutes 
Factory-new Sweep second hand 


TELECHRON INC., ASHLAND, MASS, A GENERAL ELECTRIC AFFILIATE 
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They don’t stop work at 5 o’clock... 


They're everywhere—in homes, in offices, in stores, in factories. They’re 
always ready to be used. Day and night, week days and week-ends, the 
‘yellow pages’ of the telephone directory are on the job. 


They're guides... buying guides...for 9 out of 10 shoppers. They tell 
these shoppers WHERE to find the products and services they need. 


Your name in the ‘yellow pages’ listed under the products you sell will 
help steer ready-to-buy prospects to your door. Why not find out more 
about this important aid to sales from your local telephone business office? 
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A COMPLETE LINE OF BEST SELLERS Wor 
ad: 













No. 85 GRIDIRON—Available in 
cast-iron or cast-aluminum 
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PICNIC 
BROILERS 





CAMP GRIDS 
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‘THE WASHBURN COMPANY 


ee WORCESTER, MASS. © ROCKFORD, ILL. 
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leading magazines 








‘ual “y, 


mean QUICKER SALES for you 
WINCHESTER om 


WINCHESTER REPEATING ARMS CO., NEW HAVEN 4, CONN., DIVISION OF OLIN INDUSTRIES, INC. 
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§ = leader 
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Sanding 
Waxing 
Grindin 
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A natural sales leader! A profit Each Craft-Pak contains a folder crammed with 
maker! A traffic builder that sets off a “chain _ ideas for building things from Tempered Presd- 
reaction” of sales on related products! That’s wood, including a blank for ordering construction 
what dealers say about Masonite’s new Craft-Pak plans prepared especially by famous Popular 
—the new idea in merchandising handy-size | Mechanics Magazine. 

« rT ¢ ite fre 2 3 7 ~ ° . . 
pane Is of Masonite ew I resdwood. Craft-Pak not only sells itself again and again— 
What a package it is! An attractive carton, with —_ jt induces sale of related items: hardware, nails 
unusual display value, containing five OF SIX and screws, paint, tools, lumber, etc. Stock Craft- 
f oa ©. Sa : 
parm Is of this “wonder wood of 1000 uses,” cut to Pak liberally. It turns over fast, returns a steady, 
the sizes most wanted by home workshop enthusi- 
asts, farmers, plant maintenance men, manual 
training students. Millions know about Presd- 
9 ° . . ad J," y ” ; oe i 
wood’s marvelous, time-proved characteristics Soe ew aw = 
| } f l 1 P ° e ] 6 panels, 44” x 1534” x 23%”. approx. 
through years of actual use and intensive nationa 5 panels, Ys" x 23/4" x 3554" ane 
advertising. y 6 panels, 4g” x 11%” x 35%"... . approx. 


all-year-’round profit. 


Four Craft-Pak sizes available: 


ACT NOW! 


MASONITE CORPORATION 
Dept, HA-3, 111 W. Washington St., Chicago 2, Ill. 


MASONITE «& 


REG. U. S. PAT. OFF. 


PRESDWOOD 24 bec soe 


Gentlemen: I'm interested in the profit-making potential of 
new Craft-Pak. Please send me further information about it. 


Name 
Address_— 


“Masonite” and "Presdwood" are registered trade-marks. ''Masonite"’ 
signifies that Masonite Corporation is the source of the product. 


ail ate 
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L fy" Drill \ 





FATHER’S DAY 


Great New ee Smashing National 


5” Sander-Polisher : = Advertising! 


$ 95 = twit , ' 
29 attochments | » a Split-Page Ads 
Sell it for - 4 me =| Wee 2 fora 
Sanding:Polishing @ >. * ae DOUBLE 
Waxing-Drilling {<A awake WALLOP 
Grindi _. ; 7" % oi — (= in these 
; : BIG 
MAGAZINES 





$g-25 Revolutionary new 
attachment sands 
peat bevels, angles. Sharpens 


Versatile Line 
of Drills and Accessories! Wares « Reet Mens O16 


for SATHER'S BAY “S55 
eo, 








eee NL 


$35-95 


V%" Electric Drill Kit ¥ 
$39-95 
Vertical and Horizontal Drill Stands 








—— 


§ Buffing & Polishing Kit « Abrasive Kits Advertising Reprint! 


Fee aie go 
"alata pbs 


The BLACK & DECKER Mfg. Co. 
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HERE'S HOW YOU WIL 
this Spring on the two bes 


More than 500,000,000 ads 
Ee Pe OURAKI 


this spring! = 
WILL PRE-SELL KEM-GLO 10 
YOUR CUSTOMERS! 


You'll sell more KEM-GLO alt, 
if te use these display 


comes | KkEM-GLO HZ Kinctine 


paint in new, bet- Rt HIS el 
ter way. Tells tHe MIRACLE U5: yv. WRACLE Whe FS 
Kem-Glo story For Kitchens, Sathrooms hie as Flat Matte Colors for Living 


dramatically, : ae 
tate ! | NOW! The PERFECT ve 
Ss COMBINATION...for 
‘ anf ey SMARTEST 
CO-OP ADS. Wide vari- Pa q : aut) 
pen “— ond sotto : woe "| asi i am a Gorgeous New Color Schemes in 
your tore as Kem- - | . ce eZ edie or Contrasting Shades 


nap hes samen : es, . — for Your Wells and Woodwork! 


















KEM-GLO COUNTER CARD. 
Features chips of glo- 
rious Kem-Glo colors. 
Points up sales-making 
‘‘baked enamel” story. 


WINDOWSET.5 foot streamer, smaller COMBINATION WINDOW DISPLAY. A large and beautiful 
units, giant can paster. ‘Tele- piece of lithograph art. Features glorious rooms in 
graphs” significant Kem-Glo sales full color. Punches over Kem-Glo, Kem-Tone story 
points, to passers-by. quickly, forcefully. Promotes companion sales. 


L00KS and 
WASHES 
like BAKED 


ENAMEL! “Ses 


For full information about Kem-Glo, Kem-Tone displa 
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TLMAKE THE MOST PROFIT 
des idvertised products in paint! 


‘a ore than 500,000,000 ads 
ee will sell oy fone 
| this spring! 
WILL PRE-SELL 
YOUR CUSTOMERS! 


0 an . Po 
spla [M-TONE this Spring Ta 
’ store and window! “SS SE 


a 


NEW COLOR CARD. Shows 
regular Kem-Tone 
shades, new Vogue 
Cod Mi [in WALL FINSSH Deep Colors and 


Intermixes. Suggests 
Lovely new colores. ~ Lcoutor slyled for a / many decorative uses, ~ 


ee Veron ea? 


| Sinweees CO CO-OP ADS. A coll : 
caacescecce 4 ¢ \ tion of dint ; 


ads and radio spots 


= 7 ot featuring your store 
= ey feet | My PMR 28 Kem Tone head: 
Saecaaaee - .$ ee \ quarters. 
ak freander ‘J oe of + “ a % 
=4 Perth accor tr a 
ee 
, 


‘| 


utiful 

ms in DE-LUXE ILLUMINATED MERCHANDISER shows 64 Kem-Tone WINDOW SET. Four self-con- 
“‘make-you-want-to-paint” colors in all their glory. tained pieces. Big streamer, 

Features regular Kem-Tone shades, the exotic new iant can and smaller units. 

Vogue Deep Colors, a variety of Intermixes. Atten- ye-catching. Sales- 

tion- montage Sales- 2-compelling! eo 

















<= MADE WITH —_ 


= = DECORATOR 
yg) THERMO TEMPERED dB STYLED 


Sa OIL! | === cowors/ 


your + Kem-Glo, Kem-Tone representative TODAY! 


Acme White Lead & Color Werks, Detroit . W. W. Lawrence & Co., Pittsburgh . The Lowe Brothers Co., Dayton 
Lucas & Co., Philadelphia . The Martin-Senour Ce., Chicage - Rogers Paint Products, inc., Detreit . The Sherwin-Williams Co., Cleveland 
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CHAIN FOR EVERY NEED 





Campbell is headquarters for chain: industrial, marine, 
farm, automotive. Campbell can supply chain to any 
desired specification (within commercial limitations) for 





special purposes and individual uses. Campbell is the 
wholesalers’ and retailers’ one source for supply. 


Every type of Campbell Chain is specifically designed 
for its purposes. Every piece of welded chain is thor- 
oughly tested before leaving the factory—all chain 
is carefully inspected. 





Campbell backs your sales campaign with complete 
merchandising and an outstanding nation-wide adver- 
tising program. 


There are ne weak links in the Campbell proposition. 











527 Cana 
New Orleans 1 

















INTERNATIONAL CHAIN & MFG. CO., YORK, PENNSYLVANIA 
36 HARDWARE AGE, MAY 5. 19) HARDWAI 









watch your profits soar wih Golan 


The Colonial customers are first \ f 























to get the benefit . . . for they know that 
Colonial always gives increased 
values at the lowest 


possible prices! 


g 











v 4 
OUR PLANT IS_TEN TIMES BIGGER TODAY .. 
THE RESULT OF OUR CUSTOMERS’ CONFIDENCE 
IN OUR MERCHANDISING EXPERIENCE FOR 
MORE THAN A QUARTER OF A CENTURY 


Colonial Brush Manufacturing Company, Inc. 
60 THAYER STREET e BOSTON 18, MASS. 
: TELEPHONE HUbbard 2-3588 


527 Canal Street 17 East 42nd St. 122 Se, Michigan Ave, Southland Hotel 1590 Eudora Street 1051 W. Peachtree St., N.E, 
New Orleans 16, Lovisiona New York 17, N.Y. Chicago 3, lilinois Dallas 1, Texas Denver, Colorado Atlanta, Georgia 
ANIA 


AY 5. 1949 
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CRAFTSMEN | 


‘RECOGNIZE | % ew fine feallines th 


QUALITY 





SIDE-CUTTING PLIERS 


HANDLES 


Shaped for comfort- 
able grip, tempered 
; for spring and 
MADE OF * 3 toughness. 
CRESTOLOY STEEL 

especially formulated 

for the manufacture 

of Kigh quality tools. 


AS SVs HANLE 
CUTTING EDGES ‘ ~ = —— as 
Will cut heavy wire ‘ % A ‘ ‘ % hgh : ~ i. , * a > } Labo 


easily and fine-strand 
and silk insulated 
wire, cleanly. 
BALANCED 


perfectly for easy 
manipulation. 














LETS YO 


INDIVIDUALLY TESTED l. Saves 
for strength and cut- . . A 
ting ability. Watch ; 
for the Crestoloy tag. 
PRECISION MACHINED [ff This PLIER is No. 1950, 2. Saves 
joint prevents strain made in 6, 7, and 8 H 
.. insures perfect jaw ; inch sizes. Other 
SURER GRIP \ alignment. Factory CRESTOLOY CUTTING 


‘ ‘ hitistentacl $i ss PLIERS available in ( . 
with .teeth that are §& u pag a easy Diagonal, End and 3, Saves 


milled-in (not pressed ‘ a, Soke Sido. ; ; 
or molded). " ‘ — Lig nities Ale N 
; 1’ 


The new 1 
order bolt 





THE | 
EVERYBODY 
RECOGNIZES | Gy M/  _ | : 
QUALITY | Oise 


ad 


ates and abroad, for wrenches and other tools. Sold by leading distributors and retarlers everywhere and made only by 


“Cretent’ is our trade-mark, registered in the United St 


cRES CENT TOOL COMPANY, JAMESTOWN, _N E W yv,vors 
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bed for it it... lore do 


_LAMSON PRESENTS 


HANDY TO HANDLE 
Labor Saving Pack 








1. Saves Nutting Cut-Thread Bolts! 
All cut thread bolts come with nuts attached. 


2. Saves handling large, clumsy cases! 
Handy LSP pack easy to manage and store. 
3. Saves time on ‘‘check in’. Large bolts in cartons! 


No “mixed” cases to sort when checking in. Bolts up to 
1” x 16” carton packed. 


The new Lamson Labor Saving Pack makes bolt inventory simpler, lets you 
order bolts less frequently yet have a fuller, more complete stock on hand! 


THE LAMSON & SESSIONS COMPANY 


General Offices: 1971 West 85th Street, Cleveland 2, Ohio 
Plants at Cleveland and Kent, Ohio * Birmingham ¢ Chicago 


Sé LS P is available ONLY through LAMSON DISTRIBUTORS 


SESS! 


LETS YOU MAKE MORE MONEY ON BOLT BUSINESS 


SY 
Write us for your copy of the LSP 
Booklet showing LSP benefits— how 
you can make more money on bolts 


and SPEND LESS TIME ON THEM. 


all — LAMSON & SESSIONS ~ 


ors an FASTENERS OF QUALITY 


5, 1949 " . fartencr Aales Lead ta Aales 
al manu other LhinaA 
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SHINYLAND 


MILLED STUDS 


Distributors find it pays to stock Shinyland studs 
because of the large and increasing demand for 
this quality product. 


Shinylands of the usual Ferry Cap high quality are A imply ps pecify 
furnished to regular milled stud standards with this 
additional feature — the land between threads a SHINYL AN os 


shiny, bright, mirror-finish. 


with land between threads, 
Shinylands are sold in standard catalog sizes in shiny, bright, mirror-finish 


attractively labeled packages and in bulk: sizes, 
%4” dia. and under. 


How's your stock of Shinylands? 


The FERRY CAP & SET SCREW Co. 


2155 SCRANTON ROAD * * CLEVELAND 13, OHIO 


CAP AND SET SCREWS + CONNECTING ROD BOLTS « MAIN BEARING BOLTS + SPRING BOLTS AND SHACKLE BOLTS ¢ HARDENED AND GROUND BOLTS « SPECIAL 
ALLOY STEEL SCREWS + VALVE TAPPET ADJUSTING SCREWS + AIRCRAFT ENGINE STUDS + ALLOY STEEL AND COMMERCIAL STUDS + FERRY PATENTED ACORN NUTS 
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REPEAT 
YOUR 
PROFITS 


Vv 


KEEP YOUR BILLINGS 








WRENCH DEPARTMENT 


FULL 


Each wrench on display has definite cus- 
tomer appeal. Buyers like to handle, examine 
and then purchase. Billings Display Boards 
are active merchandisers containing all the 
features necessary to create quick satisfactory 
wrench sales. .. . Alert dealers make certain 
that every hook is filled with Billings Wrenches 
and always refilled when a wrench is sold 
from any hook—continually repeating profits. 


Your Billings Wholesaler has Wrench 
Boards and wrenches for refills. 


BILLINGS 


WRENCHES 





TRE BILLINGS & 
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Yes, Bull Dog Friction Tape is a fast seller — 
and no wonder! There’s nothing better for 
repairs on electrical appliances and sports 
equipment. Bull Dog Friction Tape grabs 
tight, holds fast, doesn’t ravel or buckle. It 
ages well, too, and never dries out in the roll. 
Show it in our attractive display containers; 
it sells itself, builds real volume. 





Companion Profit Ttem! 
BULL DOG SPLICING COMPOUND 


A favorite for insulation against high volt- 

ages. Self vulcanizing into solid, watertight 

joint. Long aging. 

ALEXALL SPLICING COMPOUND — 

R with high resistance to electricity and 
ull Dog water. Teams with Bull Dog Friction Tape 

os to make strong, solid, long-lasting joint. 

WW EY Made to A.S.T.M. specifications. 

DISPLAY CONTAINERS hoy - 

No.1 Attractive counter display with 32 "tiction Top? 

individual po ser depen 4 cartons. 24 

containers per case, 768 rolls per case. : 

No. 1 Space Saver (not shown). Con- 

tains 16 individual cello-wrapped cartons. §HOP PACKAGE 


Takes only 814” x 414” counter space. f 

48 containers, 768 rolls per case. For electrical shops, garages, 
No. 2 (Not shown) Counter display  ¢t: Colorful and convenient. 
with 24 individual cellophane-wrapped Makes stock check and stock 
cartons. 16 containers, 384 rolls per case. control easy. Contains 10 
No.2 Space Saver (not shown). Con- rolls No. 8 ¥%” tape sepa- 
tains 12 individual cello-wrapped cartons. rated with wax paper. 10 
Takes 8” x 514” counter space. 32 con- Shop Packages per case, 100 
tainers, 384 rolls per case. rolls per case. 








All tape shipped freight prepaid or allowed on minimum of two cases. 


W\\\ fy Boston Woven Hose & RUBBER CO. 


Distributors in all principal cities 








pbre 


er PLANT; CAMBRIDGE, MASS., U.S.A, © P.O, BOX 1071, BOSTON 3, MASS. 
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[ the SENSATIONAL NEW 
PAYSWELL 










BUILT-IN 
COMPRESSOR 











NOMINAL 


WEIGHT 


seller — ONLY Ey 
ony 4 pounps ; 
sports g 
> grabs ‘heat J” 
ckle. It Bs 
he roll. 
tainers; 
‘ ; 
] STURDY COMPLETE™ 
CONSTRUCTION .; mare 
es . The PAYSWELL is the sprayer 


, 50 Ibs. pressure everyone has wanted. You can 













sell it and make money. 
MAIL THIS COUPON TODAY! 


Selice Corporation, 815 Andrus Bidg., Minneepolis 2, Minn. 
|, too, want to make money with the Payswell Sprayer. | woul 


S ‘ it LC 0 ( 0 R PO R AT 0 N like to see oll of your dealer aids and successful selling plan 


clong with discount schedules. 
815 ANDRUS BUILDING 







(Please Print) 


ADDRESS. 


Meet the 


LEVELO 


REGISTERED 





4" All-Purpose 


It’s not just Nylon... | ~~ ee 


It's a DEVOE NYLON BRUSH! 


Here’s the brush you and other dealers have been 
waiting for. It’s a Nylon brush you can stock with 
pride—and sell with profit! Back of it is five years 
of development in the famous Devoe Brush 
Laboratories—generations of Devoe brush-mak- 
ing skill. 

The result? A brush with unique “controlled 
taper”’ bristles that carries plenty of paint, and 
lays it on smooth as silk! 

It’s a proved hit with “home-style handymen”’! 
You’ll sell plenty—so stock plenty. 


Colorful 
Self -Vendor 
Builds Sales 


This smart self-vendor carries a dozen 
4" Levelor Brushes. Order at least 
one of these space-saving vendors 
that not only carries its own stock of 
12 brushes, but acts as an effective 
“silent salesman” as well! See your 
Devoe Salesman or write Dept. D-8 
today. 














DEVOE & RAYNOLDS COMPANY, INC. 


BRUSH DIVISION - PRINCETON, INDIANA 
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-THAT'S READY T0 USE 







ll-Purpose 
i Brush 








NO MIXING 
NO HEATING 





SCHOOLS 


IN EVERY STATE 
USE IT: 
Thousands of schools prefer Franklin 
because it saves time, eliminates 
chilled joints, assures quality work. 
Kidproof, foolproof. 





6 SIzés: 











BEST FURNITURE 


FACTORIES 


USE IT: 


There's no better recommendation. Leading fur- 
niture and woodworking factories use Franklin 
as a production glue. It assures dependable 
results. 


HOME CRAFTSMEN 


PREFER IT: 


Perfect glue for the homecraftsman who wants the best. 


GALLONS 






RETAILS FOR 


I$ ¢ 












TEST IT FREE 





free sample. 


Pleasant and easy to use, with no danger of chilled joints. THE FRANKLIN GLUE CO., Columbus 15, Ohio 


45 






HARDWARE AGE, MAY 5, 1949 


Y 5, 1949 





Hide glue has always been the choice of 
fine craftsmen. But FRANKLIN is the only 
genuine hide glue packaged for household 
use, ready-to-use. No waste, no souring 
or spoiling. Actually makes joints stronger 
than the wood itself. Tests show 100% 
wood failure, proved more than 3000- 
pounds-per-square-inch pressure required 











TUBES, %-PINTS, 





Y-PINTS, PINTS, 





QUARTS ANDO 









EXTRA-LARGE TUBE 


Write on your business letterhead for a 





STURDY extruded aluminum S10 





ALL FLOOR-ME 
FURNISHED IN 6 


‘LENGTHS ONLy 


RCHANDISER SECTIONS 
5° LENGTHS 
EXCEPT NOS. 7. B, 91-B and 


hap WHICH ARE SUPPLIED 


— 
eceatl 


c™> 
Own 





* 


Pe Hie fo EO 


201 COVE STRIP 
3/4” WIDE 


Ss 


5° LENGTHS OF 


SECTION 20] HAVE 
ONE END FINISHED 
AS SHOWN ; 
FOR USE AS f 
VERTICAL > 
INSIDE 


CHROMEDGE he 


Reg. U.S. Pat. Off, 


Metal Trims 


ing Shapes 
Handy 5 and 6-foot Lengths . . . 15 Fast-Selling Shap 


by CHROMEDGE distributor can 
nirsorgaes : ou with these sturdy, ent 
eae. ae Aves sections, specially package 
ae Soe -out” sales. The rich tone and ae 
i ae pges eve of these easy-to-apply mao 
map icker to win approval of wen a 
= ny wo speedier sales and more o a 
we “6 faster turnover and more profits. 
wei gh displays and sells the popular, pe 
ne cian Metal Trims. Available in 
highly popular shapes; 120 feet of 


, gre 
merchandiser does a bigger job fp 


: a 
each shape per tube. Write, wire 

istri to- 
call your Chromedge distributor 
day — or send for his name. 


Bix, eit 
CMO 


iiniinls Co. 
Columbus 16, Ohio - 





The B al 


ecm ll 


. 1-B OUTSIDE ¢ 
t 


A 


25/32 


141-XB DOOR EDGING 
OR CAP TRIM 


33 SEAM. BINDER 
OR PANEL TRIM 


CC = 


Pres, Bige 
32 EDGE BINDING OR CAP EDGE 


BAL 
1700 


SAFETY STAIR 
NOSING 








FOR ENAMELED 


ORNER EDGING 
SURFACE coy 


You can 
job that 
Mortise 
Simplifie 

Seeing 
you can 
this “dea 


70 NOSING 





| 
—_— 


RS teen br 
34 DOOR THRESHOLD 


OR SADDLE e 


| 


364 
AY T 
CORNER 


—— 4 


| 


365 
INSIDE 
CORNER 


81-B CAP TRIM 
FOR ENAMELED 


SURFACE CO 


V. 


91-B 
INSIDE CORNER 
FOR ENAMELED 
SURFACE Coy. 
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Fit every door with 


EASY ee 


Russwil 


SIMPLIFIED HARDWARE 


eat rn 





You can handle every residential and light commercial 
job that comes along with just 4 Tubular Locks and 4 
Mortise Locks included in this new Russwin Easy-4 
Simplified Hardware line. 
Seeing is believing ... ask your jobber to show you how No 1000 


you can simplify your stock and increase turnover with 
EASY TO DISPLAY! 


this “dealer-choice” line. 
A new, simplified numbering system makes Russwin’s new, handsome Wood Display Unit 








EASY TO ORDER!...... | 











5, 1949 


EASY TO IDENTIFY! 


ordering a cinch. No misunderstanding — no 
chance of mistakes. New Catalog tells the 
complete story. 





New, illustrated Color Bar-type Labels* on 
every box show shelf stock location at a glance 
— give full information — save you guesswork 
and fumbling. 


*Copyrighted 





ALWAYS HAVE THE EDGE 


(and now more than ever) 
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= EASY se sau. Sha 


wee SSeS Se SS Se “| 


shows hardware to its best advantage. Puts it 
out in front where your customers can see — 


and buy! 





Smart, attractive, custom styling by Russwin 
craftsmen makes Easy-4 Hardware a fast- 
moving, profitable line. A “just right” pattern 
for any type house. 


RIGHT NOW! Send this coupon for full details. 


Russell & Erwin Division 

The American Hardware Corp. 

New Britain, Conn. 

I’m interested. | would like to know the full story about Russwin 
Easy-4 Simplified Hardware. 


Name......... 





Address ... 








My Jobber is 
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SPEEDWAY 32’ 


A high speed, low 
cost model cuts a 32” 
swath 600 ft. pe: 
minute ... smoothly, 
cleanly, economi- 
cally. Automotive 
type differential and 
full swivel caster 
wheel. Sulky adds 
comfort, speed and 
60% more efficiency. 



































Big profits come easy to the dealer 
who taps the surprisingly large 
market for the bigger model power 
mowers by Eclipse. Clubs, parks, 
playgrounds, estates, schools, cem- 
eteries...wherever there is a large 
grass-cutting area...all are pros- 
pects for a Rolloway or a Speed- 
way. It takes little time and effort 
to line up your prospects ...and 
every sale more than repays you 
with the higher unit profit you 
make. That's why it will pay you 
to follow the example of dealers 
who are making those extra “big 
model” sales to add to their profits 
from pushing the entire line of 
power lawn mowers by Eclipse. 











This powerful model per- 
forms superbly on heavy 
cutting jobs...climbs 
slopes effortlessly... turns 
in close quarters withauto- 
motive type differential 
and full swivel caster 
wheel. Maintains lawn 
appearance at low cost. 


ROLLOWAY 25” 






















LAWN MOWER CO., 


| THE ECLIPSE 
2005 Railroad Street, Prophetstown, Illinois 
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HOT DIPPED! Hany nipped! 
Made to Build Sales and Customer Good-Will! 
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BURGESS 


Vibro -rprayer 


Pat. Applied For 





A self-contained, one unit electric 
sprayer. Weighs only 242 Ibs... . 
for one-hand operation. To be 
nationally advertised to millions of 
prospects. FREE DISPLAY AND 
LITERATURE WITH EVERY SHIP- 
MENT. 


“THERE'S A 


W-I-D-E O-P-E-N MARKET FOR BURGESS VIBRO-SPRAYER 


It’s your dream of a really hot money-maker 
come true! The handy Burgess Vibro-Sprayer 
is sO easy to use and priced so low millions 
of people can afford one. Anyone who has 
ever painted furniture, waxed a floor, touched 
up a car fender or mothproofed clothing is a 
prospect! 


Order Now For 


Exclusive nozzle 
gives smooth, 
even results! 


Built-in-head 
motor and 
compression unit! 








q3 i il y 
Efficient a 
strainer filters : Hy 

irt! a 3 i 
' ‘ 
t / 
+ ie * 

ia. 
Large 25 oz. 


4 mason-type jar! 








Never has there been anything like it! No 
motors, compressors, hose, or extras of any 
kind. Just plug into any 110 volt A.C. socket 
and spray household enamel, lacquer, var- 
nish, shellac, light oils, nesedallioe’ And, 
remember . . . you get a long, satisfying 
profit on every quick sale. 


Spring Delivery! 


BURGESS BATTERY COMPANY 


Handicraft Division e 
Copr. Burgess Battery Company 


Lake Zurich, Illinois 


point Sprayer 


Handy, finger- 
tip control! “s 
Simple spray 
% adjustment 
¥ screw! 


sce Ic A en 


Just plug 8’ cord 
into any 110 volt 
A.C. socket 
and spray! 

















7 vier N 


TY 


Coll your jobber or 
write for catalog and 
price sheet. 
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3 Business-Getting 
Ways 


dealers use 
Kyanize Golo Recipe 
SCRAPBOOKS 





TO GIVE (pbjlle- UP-TO-DATE 


A —— 


COLOR SCHEME HELP Each month, 


dealers clip the color reproductions of rooms from 
leading magazines... mount them in Scrapbooks with 
corresponding Color Recipes supplied by Kyanize. 


Result: An ever growing, up-to-date decorating 
service that means more business. 











TO LEND TO PAINTING (pileaiioe. 


Contractors, too, have the problem of helping women 
decide on color schemes. They find Kyanize Color 
Recipe Scrapbooks a big help... and you get the paint 
sale. 


Hint: Show your contractors’ customers how to use 
; your Kyanize Color Recipe Scrapbook. You'll get 
YER TO LEND TO REALESTATE (GB — ror Oi ee! 


You know the old stunt of selling the property decorated to 
the buyer’s taste? Well, Kyanize Color Recipe Scrapbooks 
help realtors close the sale quickly by showing customers the 


» color schemes from which to choose. & 
4, NATURALLY, YOU GET THE PAINT BUSINESS heyanize 
y . 


For information on a Kyanize dealer franchise, or for fur- TT 
ther information on the big Color Recipe advertising and we t bad = 
or : merchandising campaign, write, wire or phone today. 


Boston Varnish Company ° Everett Station * Boston 49, Mass, FOR Magazine-Featured Colors 
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Most painters are in a tight spot these days. 


Because of the situation in China, the bristle 
market is a bottleneck that’s causing brush deliv- 
eries to be cancelled, prices to be withdrawn, 
painters to suffer. 


But Rubberset prices have not been withdrawn. Our 
normal deliveries have not been cancelled. If you 
are a Rubberset customer, you know that now, as ever, 


ou're a Rubberset customer! 


Only 
Rueeerset 
has all 

these 
features 








3. Properly shaped handles 
give better balance, and ‘feel’. 
Won’t splinter, shrink or warp, 
because they’re made of hard 
wood. 


1. Full stock of carefully se- 
lected lengths of bristle gives 
speedy, even flow of paint-ma- 
terial over large surface areas. 


4. Minimum of short length 
bristles on outside of brush 
prevents splattering of paint. 


Rubberset is your most dependable source of supply. 
And we’re doing everything we possibly can to 
continue to supply you with the finest in brushes, 
both natural bristle and nylon. 


Because for 76 years it’s been an axiom of the 
trade that ‘‘The painter who knows says Rubberset”, 
for a guarantee of quality and service. 





2. Bristles are locked ever- 
lastingly in place, with Rubber- 
set’s exclusive setting compound. 
Try the “pliers test’’ yourself. 





5. Look for the name, Rubber- 
set—not just ‘Set in Rubber.” 
Only a genuine Rubberset Brush 
carries the Rubberset guarantee. 


Kusserset BRUSHES 


MADE ONLY BY THE RUBBERSET COMPANY 


The Rubberset Company, 56 Ferry Street, Newark 5, N. J Established 1873. Factories : Newark, 
N. J., Salisbury, Md., Gravenhurst, Ont., Canada—Branches- Los Angeles, Cal., Chicago, Ill. 
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Labor-Saving BOLENS HUSKI 
Tractors Save You Sales Effort, Too! 





MEET ALL CUSTOMER NEEDS WITH THE 
COMPLETE BOLENS HUSKI LINE 





1 h.p. tractor for work in 11/4, h.p. tractor for small 
yard or garden; handlebar acreage; a variable speed 
clutch control and pivoted for every need. (Model , , 

~= tool control steering. 12B.) / : 
(Model 10A.) 





BOLENS BOLENS 
HUSKI HUSKI 
Handi-Ho Power-Ho 
3 h.p. tractor for farmers, com- 5 h.p. tractor for all the big jobs on 
mercial growers, institutions. a small farm, and all the smaller jobs 
(Four models — BG6A4, BG6AS, -on a large one. (Two models — 

BGASS, BG6A20.) 35AA and 35AB.) 






<<. ae : BOLENS 
BOLENS arene | 
HUSKI 


HUSKI 
Ridemaster 


Gardener 





The COMPLETE Garden Tractor Line, 
Stocked and Sold by Responsible 
Dealers Everywhere. 





BOLENS 


PRODUCTS DIVISION 


Food Machinery and Chemical Corporation 
7 ii : 283-5 PARK STREET » PORT WASHINGTON, WIS. 


oa 


Go i 
BETTER PERFORMANCE, BETTER PRICE..YOUR BEST BUY 1S BOLENS 
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TRAIN YOUR SALES STAFF TO SELL 
Swan Garden Hose PROFITABLY! 


You'll sell more Swan Garden Hose with greater 
satisfaction—greater profits if your sales staff is 
fully informed of the many exclusive Swan features. 


Hold group meetings now, and study carefully the 
Line Swan retail selling guide which you'll find in your 
sible Swan Merchandising Brochure. Its pages are packed 





here. full of retail selling information—what to do—what 
to say to make a sale every time! 


Do it now—it’s later than you think! 





An informed salesman is a 
successful salesman. 















SWAN RUBBER COMPANY 


ition BUCYRUS, OHIO 
viS. WORLD’S LARGEST MANUFACTURER OF GARDEN HOSE 
ENS 
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Reciprocating Types for Shallow 
Wells. High efficiency and uni- 
form capacity at all pressures up 
to 50 Ibs. Capacity, 340 gph. 





NOW, LET'S 


VOLLOW T7HKU 


—AND MAKE IT REALLY PAY! 





MAY NATIONAL WATER SYSTEMS MONTH has started Myers Dealers on the way , ; 

° . ‘. “ ‘ ee : New Reciprocating Type for 
to the best business in all their history. By arousing public interest in water ated seevice tou Sieliow Wells. 
systems, the big May promotion has set the stage for much more profitable wong tal to a= and to oper- 
sales all year long. But, for Myers Dealers, it is only the kick-off to aggres- oe ene See 
sive follow-thru—to vigorous, sustained sales promotion, 


There’s no time to lose. Order now the Myers Dealer Aid material you will 
need to keep your local promotion in high gear all summer and fall. That’s 
the way to take full advantage of 1. The impetus of National Water Sys- 
tems Month, 2. Powerful and consistent Myers National Advertising, 3. The 
popular acceptance of Myers Water Systems, and 4. The most complete 
Dealer Aid Program in the field. The F. E. Myers & Bro. Co., Dept. P-59, 
Ashland, Ohio. 








i wimete 









PROFIT GROWS WHEN WATER FLOWS P 

Self-Oiling Working Heads. Top Sl 
performance at extreme depths 

and maximum discharge pres- Le 
sures. 6”, 9” and 12” stroke. D 




















(i Ejecto for deep wells only and 
“H" Series Ejecto. For either shallow normal discharge pressures. 5 


Self-Oiling Bulldozer. High efficiency and uni- or deep wells. 4 sizes,.%4 to 1 hp. sizes, 1 to 5 hp. Capacities to 
form capacity up to pressures of 100 and 250 Ibs. Capacities to 2200 gph. 4300 gph. 
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PINCOR’S ON-THE-SPOT STUDY 
SPOTLIGHTS YOUR LOCAL 


Why More 
POWER MOWER SALES VOLUME 
Pincor'scuren mack uy of your are Dealers Are 


This study is based on your area’s number of 
homes, income, population, lawn . 
growing season, lawn size, types of grass 
and special local factors that affect U at | ff 9 0 
Q your business. Only Pincor offers you 
this authoritative service. 


see 


= 


PINCOR SELLS 
DIRECT TO DEALER 












POWERFUL NATIONAL 
ADVERTISING 


Pincor’s four-color full-page and 

half-page ads in America’s leading 
Ss . national magazines reach three 
—— : out of every four power mower 
~prespects in your community. 












ons 
ROR 2 
So GE 


ie, 


PINCOR PRICES ARE 
FAIR TRADED TO PROTECT 
YOUR PROFIT 


COR DELIVERS 
FSTOMERS TO YOU 
meY WESTERN UNION 


Setvery Pincor national ad says 
‘For name of nearby Pincor 
dealer, call Western Union by 
number. Ask for Operator 25.” 
Pincor ads direct prospects to you! 


PINCOR GIVES YOU 
A COMPLETE LINE 






PINCOR P-24 


PINCOR P-20 ? 
24-inch cut 


: PINCOR P-18 
20-inch cut ae 


18-inch cut. 








Rvs es 
NOW—PINCOR > 165 
AUTHORIZED 
SERVICE AND 
LOCAL PARTS 
DEPOTS 


Nationwide service 





PINCOR’S NEW 
X-RAY BOOK GIVES 
one neon YOU AUTOMATIC 
depots are stra- Se + ‘ SELLING 

tegically located to * Apes BO. BFactory Tp ae Makes every clerk a star! 

give you prompt, ie Builds a complete Pincor 
efficient service. power mower before your 
customers’ eyes. Spotlights the 


features that make Pincor 
the best buy in power mowers! 


Write Today—Join the Fast-Growing Pincor Dealer Organization! 


PINCOR PRODUCTS 


Manufactured by Pioneer Gen-E-Motor Corporation, 5841-49 W. Dickens Ave. Chicago 39, HI. 


Ec] 
Electric Trimmer for @ $3450 
, Retail price POWER LAWN MOWERS . HAND LAWN MOWERS . ELECTRIC TRIMMERS 
Shrubbery, Hedges, Bushes! F.0.B. Factory 
>. 
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The Most Beautiful 
The Most Durable 
“lee roristocnat of 

STOVE MATS 





Not just ordinary stainless steel but bright, 
crystal clear, mirror-like finish stainless 
steel, gleaming with a sparkling lustre 
that will be lastingly beautiful. Made to 
our rigid specifications by UNITED 
STATES STEEL CORPORATION, 
producers of quality steel. Heavy asbestos 
cushioned back for heat protection, with 
patent safety ringed Kant-Kut Corners, 
and all other exclusive Aristo-Mat features. 
Sizes to fit every range. 


NATIONALLY ADVERTISED... cian 
In Ladies’ Home Journal, Woman's aera 
Home Companion, Better Homes & 7 
Gardens, Good Housekeeping, Mc- 

Call's Magazine, Woman’s Day, House Exclusive permanent show-rooms: 
Beautiful, Guide for the Bride, Life, 11-104 Merchandise Mart, Chicago, IIl. 
Saturday Evening Post, Liberty, Amer- Canadian Representatives: The D. G. Clark 


ican Magazine, Sunset Magazine, and Agencies — London, Ontario, Canada 
daily newspapers. 


For further information regarding other patterns, see your local jobber, 
distributor or write direct. 
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Adjust-O-Matic Iron $i1.95 
Het-lron Helder $1.98 
VALUE $13.93 
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and, of course, it’s Electric Ger es FOR THESE pig 
. “LINE KEY ¢ 
FOR WESTINGHOUSE RETAILERS May 10 «May aan, 





Me 7th . June 21st 




















It’s started! It’s on its way! « The big MAY and 
JUNE Appliance Drive! A brand-new line 
of Upright and Tank Cleaners with a big deal 
which allows you to give a year’s supply of 
Toss-Away Paper Bags, FREE. « A repeat 
performarice of the popular Westinghouse 
Iron Bonus Sale: FREE Hot-Iron Holder with 
every Iron purchase. « A big push on America’s 


fastest-selling Roaster and Gift Appliances. Say 
pitt 


@ A Gigantic Traffic Appliance Push to 
. Roll Up Record Sales for Westinghouse 
"Retailers During May and June 


— eye Tio dewuve: 





@ Big, Color Magazine Ads in Life, Posi, e Window Streamers « DiaMAGIC 
Collier's, Look, Ladies’ Home Journal, e Counter Cards nates — 
Good Housekeeping, Tree story e Newspaper Mats 


e Product Folders 


e Chatty, Sales-Stimeloting Commercials by 


Ted Malone over 220 ABC Stations e Big Bargain Flyers e Radio Spots 
Ill. 
ark @ Don't Miss the Big Profit Parade! Contact 
a 





Your Westinghouse Distributor Today 


WESTINGHOUSE ELECTRIC CORPORATION 
Appliance Division «© Mansfield, Ohio TUNE IN Ted 















++e Every Day, Monday through Friday... ABC Network 
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Can openers are no exception 


WEST wuss 


The world’s finest can opener 
gives them what they want today 


A look at the Westco 65 and the value 
and quality is apparent. It is the ‘Best 
Seller” in the famous Westco family 
that includes the famous big Westcos 
that are preferred by restaurant and 
hotel chefs everywhere . . . and manu- 
factured to the same precision standards. 
The chrome-plated die-cast frame car- 
ries a rotating cutting blade that shears 
out can tops cleanly and quickly with 
little effort. It tucks away in a drawer 
out of sight . . . out of the way and 
opens any can anywhere. Attractively 
packaged in individual boxes, you'll find 
Westco 65 easy to sell. Your customers 
will find it easy to use. 

Write now for prices and information. 
The Turner & Seymour Manufacturing 
Company, Torrington Connecticut. 
























SEE ounmenrEe un —— . 























(TRADE MARK) 
Featured by 
@ Lewis & Conger 
@ Jordan Marsh Co. 
@ Stern’s, New York 
@ John Wanamaker, N. Y. 


For More Profit! 


The MEAS-U-RITE has a durable 
meter that never gets out of order. 








MEAS-U-RITE vis; ens. 


























































High efficiency bur- 
ner, baffled radiator 
and precision adjust- 
ments. Baked finish, 


DEALERS: Get details today on the new B-F PLAN 
+ a cooperative merchandising program to insure 
your Profits. 


WRITE FOR CATALOG 49 


O/. OHIO FOUNDRY & MANUFACTURING CO. 
é Aginet aC Nanufactt 160s Designers 
STEUBENVI LLE- OHIO: U.S.A. 
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Accurately measures ground or G. 
powdered coffee, prevents waste; 
assures same correct strength every 
time. Air-tight, keeps coffee fresh jt 
to last tablespoon. In chrome and 
white enamel 
finish. 
i a 
use | 
Can Be Used National Sales ing a c 
As A Canister SMITH-BENNY SALES CO. bulbs, ( 
11 West 42nd Street (4) ab 
New York 18, N. Y. you've ; 
in the bi 
General 
MEL-GAUG Ez, ,., 
a ft Y It sup 
FOXON ROAD @ EAST HAVEN, CONNECTICUT e@ U.S.A. in to buy 
‘em up t 
custome 
KGa Another with a 
pitutaa FIRE Package 
ie MODERN HEATMAKER § casio: 
CAS LEBY// age! It's 
HEATERS ENGINEERED FOR ALL GASES to buy, « 
it’s featu: 
magazin 
The store aft 
3-WAY les 50 
CIRCULATOR apt 
plan rig 
4 Sizes a big he 
16,000-50,000 Btu. Package 
Equipped with Pilot single | 
and built-in Draft lamp sle 
Hood. her G- 
Either manual everwik 
or automatic 
control. ferred o 
make o 





G 
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How to add # and 2 
...and come up with 4 


Heep Speres on Haod 
By devoting most of your dis- watt Qn 8s 
play to the 4-Lamp Package, aaead or waas 
you sell up most of your cus- i ae 
tomers—get ‘em to buy 4 fa fon — 


47 OU'RE set up to se// up when you 
use the G-E 1-2-4 plan! By display- 








les ing a combination of (1) a few bare 
ALES CO. bulbs, (2) a few 2-lamp sleeves, and 
street (4) a big pile of 4-Lamp Packages, 
N. Y. you’ve got the hottest sales booster 


in the business—and it’s exclusive with : 
Some customers will 


General Electric! step up their purchase Ta LAMPS 


It supplies the customer who comes to 2 bulbs when they | (ii 
in to buy just one bulb. It sells some of 
‘em up to the 2-lamp sleeve. But most 


see these handy 2-lamp 
sleeves. 





customers won’t stop at one or two 
with a heap of those new G-E 4-Lamp 
Packages socking ’em in the eye! 


AKER Customers go for that 4-Lamp Pack- 
age! It’s bright and appealing—easy 
ASES to buy, easy to carry, easy to use. And 


it’s featured constantly in G.E.’s national 

magazine and radio advertising. In i a ee With a few bare bulbs 

store after store, it’s boosting G-Elamp FF te here, you catch the eye | 

sales 50-100-200%! : +. : of the person who plans 
i ee. to buy a single G-E lamp. 


y/ 


Start using General Electric’s 1-2-4 
plan right now—with 
a big heap of 4-Lamp 
Packages, plus a few 
single bulbs and 2- 
lamp sleeves. Remem- 
ber, G-E lamps are 
overwhelmingly pre- 
ferred over any other 
make of lamp bulb. 


GENERAL @@ ELECTRIC 
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CONVERTS ANY WATER | Back On The Market 


HEATER INTO A MODERN | | stRONGER THAN EVER! ||| 2— 
AUTOMATIC ELECTRIC 


WATER HEATER 


Here’s a fast-selling item 
that every owner of an 
old-fashioned water heater 
needs and will want. It 


will modernize any old 
! heater into an automatic Here is the polish that has achieved a reputa- 
storage system that will tion for effective metal cleaning never sur- 


2, provide constant hot water passed in its 39 years’ service. 


J 


Wwe 
























































service 24 hours a day. It : | Exclusive ingredients make it the me 
can be attached to any size | perfect, non-acid emulsion. No rub- 
boiler, old or new as a bing required. Will not injure hands 
pees or leave a greasy surface. I.C.U. is 
steady, unfailing source of the polish your customers want and 
hot water for the kitchen, will buy in preference to all others. 
laundry and bathroom. Order from your jobber, today. 
| L 





THE LIVINGSTON CO. 


CHESTER 153 Amity Rd. NEW HAVEN, CONN. 
ELECTRIC SIDE ARM 
HEATER 


The modern Automatic Hot Water Storage system 
makes increased comfort and convenience available 
at smaller cost. 


COMPLETELY AUTOMATIC 


Dependable built-in thermostat eliminates neces- 
sity of separate heat control. Factory-set to main- 
tain any temperature between 100° and 180° F. Sim- 
ply turn the dial for desired temperature. You'll 
have hot water—and plenty of it—in a hurry. 


SAFETY CONTROL 


Built-in safety control prevents accidental blow- : ~ 
out. In case water level falls exposing the heater to 4 AY ‘% 
the air, the thermostat cuts the current off and on 4 ng - 7: ae penene heat 
thus preventing overheating. 


ECONOMICAL \ As) 3 better beating job for 

Promotes big savings on initial cost, installation the customer. Nation- 
and operating cost. A 30 gallon tank will supply rely: i ally advertised. 
sufficient water for family of six—automatically. The 4 \ Bf. Replacement guar- 


smaller storage capacity means less heat loss and 
requires less current. \\ i» “a antee. 


EASY TO INSTALL 


No special tools required. Simplified instructions 
make installation easy — usually in less than two 
hours. No moving parts—nothing to wear out or get 
out of order. 


THE ORIGINAL 

















up sales and do a 
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THINK OF 


WRITE FOR COMPLETE INFORMATION ta V7, Ws d 


The CHESTER HEATER for 
MANUFACTURING COMPANY | PP¥tgra-@latfedltld <i felel K- 


| Dept. H CHESTERLAND, OHIO EDLUND COMPANY BURLINGTON, VT. 
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/ control gives you 4"8 


volume you want in @ radio 













Ki? 





gives you any ee 
pot just 3 or 5 or 7 in @ 





AUTOMATIC 
ELECTRIC 
RANGE 
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a need for cooking 
djust heat the way 

if too much, 
of the L&H 





ry temperature yO 
just one switch! You acy 
adio . - - cut it down 
control 









itch gives yO oe ae bette sier! 
Srich Be Sp dm, tt fate a tle WO 
lets har Coe iaapeore your am, save = = ee ohens 
Other features IMPr ee ifts up to form ext Mio controlled, 
an entire meal, = everything's aitomatically time = 
-ak ything tter cooking results, ye 
several steaks, 20% If you'd like to get better or dealer 
; - vou! See your deale 
even a surface unit é yn this is the range for you , Wis. 
s mgt oo & Hoverson Co., Milwaukee 7, ue BETTER 
nt sn RANGE THAT MAKES GooD coo 








L6H Electri¢ 
Yon Heaters 
10-year warranty 



















OOKING for a business stimulator? Want something that steps 
up sales, moves more traffic into your store? Then take a 
look at the L&H Vari-Speed Switch. It’s the prize profit-pro- 
ducer in electric range merchandising . . . an L&H exclusive. 
Made to order for swinging a sale, for winning women over to 
the unequalled advantages of electric range cooking. With the 
Vari-Speed Switch, controlling heat is as easy as controlling 
volume on a radio. One demonstration convinces any woman 
she should own an L&H. For over 74 years, dealers have found 
profit, prestige and progress in the L&H franchise. Write to 


LINDEMANN & HOVERSON CO. © MILWAUKEE 7, 
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THE MOST WANTED 
PRATURE IN 
ELECTRIC 


RANGES! 






——JA 


Alse manufacturers of LEH 
Electric Water Heaters, 
Midland Water Heaters, and 
LGH Kerogas Oil Ranges. 


WISCONSIN 
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ICE CREAM 


« FREEZER Mak 
Ice Cream 
Dolly Madison al tern 


cw HUSKY freezer 


You can double—triple—sell more home ice 
cream freezers than you’ve ever sold before 
—now, simply by using these gorgeous, 
natural color FREE displays—to promote 
the sale of Porter-made HUSKY HAND 
FREEZERS and DOLLY MADISON ELEC- 
TRIC FREEZERS. Watch them move when 
you put them out where shoppers can see 
them! Super-quality, feature-packed, 
Se HUSKY and DOLLY MADISON 
freezers are America’s biggest sellers. 
Backed by PORTER’s FREE promotional 
plan for you—they are sure-fire profit- 
makers—for you. But Hurry—the supply 
is imited—Write for your displays today! 


USE THEM 4 WAYS 


These easy-to-use displays are ideal for window, counter, 
table or floor displays. They will sell freezers all year 
‘round—in winter as well as summer. 


OU Le 


CORPORATION 


America’s Largest Manufacturers 


of Home Ice Cream Freezers YEARS OLD 


HOME OFFICE: OTTAWA, ILLINOIS — EXPORT OFFICE: 201 NORTH WELLS STREET, CHICAGO, ILLINOIS 
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5-Cup Foley Sifter Sifts As Fine 
* , , 
As Triple Screems Foci rss i inst sitter on 


SIFTER alone has all these features: 


Za 


Spring-Action Handle. Fits palm of hand 
for easy one-hand operation. 





Single Screen—sifts as fine as triple 
screen. Developed in collaboration with 
The Only Sifter That Comes Apart To home economists of leading flour mills. 
Wash. The screen lifts out completely 
... and it snaps right back in place. 


Light as a Feather! Aluminum—attrac- Nationally Advertised inleading women's 
tively designed. magazines. Priced right— $1.39 retail. 











No wonder the 5-cup Foley Sifter is the biggest MANUFACTURI NG COMPANY Searetoed by 


news in sifters today! Delivered to you through i lis 18, Mi t 


P 


the jobber of your choice—packed 6 to case. Makers of the Foley Food Mill, Foley Chopper, Foley Fork 





Good Housekeeping 
” « 


Sor as doveaniscn 








Name Foley T. M. Reg. U.S. Pat. Off. 
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there have been 
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OF THE 





20] ar.) :18 4 
VISE 


Despite the many attempts made to duplicate this re- 
markable hand-tool, VISE-GRIP still stands out as the ac- 
knowledged leader. Competition has served to emphasize 
VISE-GRIP's superior qualities. Today, VISE-GRIP wrenches 
and tools are stocked by far more jobbers and dealers— 
are sold in far greater volume—than any other similar tool. 
It is better known, easier to sell. 


@ Only VISE-GRIP is the original and genuine! 
@ Only VISE-GRIP can use the VISE-GRIP name! 
@ Only VISE-GRIP has these exclusive features: 
INVOLUTE JAW CURVE holds all shapes—nuts, rounds, 
irregular shapes, with unbelievable ease. 
KNURLED JAW TIPS hold to the very tip. 
THIN NOSE gets into close quarters. 


SUPER WIRE CUTTER cuts wire, small bolts. 
NEW GEOMETRY gives more power, easier opening. 


WE NO ons cwwie vewlswemeneme No. 7W— 7-inch, $2.25 
No. 10W—10-inch, $2.50 
WEVPITe GOONS co iiséevecccccwes No. 7C— 7-inch, $1.85 
No. 10C—10-inch. $2.25 
Also world famous original model....No. 7— 7-inch, $1.65 


No. 10—10-inch, $1.95 
VISE-GRIP Welding Clamp............. No. 9—9-inch, $2.95 





Order from your jobber 


PETERSEN MFG. CO., Dept. H-5, DeWitt, Nebr. 
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CHICAGO'S. 














The No. 40ST-O display features 

75 assorted pieces including couplings 

bearings . . . pillow blocks... 
adjustable hangers .. . . shaft collars, 
etc. all for f.h.p. drives. 

This display will make your store 
the headquarters for home, farm and 
factory transmission supplies ... there 
are no dust catchers here ... all items 
are proven sellers. 

Finished in red, white and blue and 
requiring a wall space only 13” wide 
by 25" high this attractive display 
will sell for you. 


O5 DEALER'S 
$2805 NET COST 
RETAIL VALUE $46.75 


*(See how you can save 7¥;% more) 





























3 NEW... 
DISPLAYS 


A COMPLETE POWER 
TRANSMISSION 
DEPARTMENT 


“Right at Your Fingertips” 


The No. 60ST-P pulley dis. 
play gives you a complete line 
of the 57 fastest selling A" sec- 
tion pulleys . . . sizes range from 
11," to 10" in diameter . . . bore 
sizes come in 1/2"-5@"-%4" di- 
ameters. 

There's no more hunting thru 
drawers or on shelves . . . all items 
are clearly marked and in full 
view. 

This attractive display is finished 
in red, white and blue, and re- 
quires a wall space only 16" wide 
by 36” high. 


$2 G 80 DEALER's 
—— NET COST 
RETAIL VALUE $43.00 


*(See how you can save 7Y;% more) 














The No. 80ST-M mandrel 
display offers you 7 of the 
fastest selling mandrels. 


There are models for saw- 
... for farm...home...and 
for farm... home... and 
factory use. 

Featuring this display will 
increase not only mandrel sales 
. . . but pulley, belt, saw and 
buff sales will increase as well. 
The display is 16" wide and 
32" high and is finished in red, 
white and blue enamel. 


$2258 DEALER'S 


NET COST 
RETAIL VALUE $37.80 


*By ordering one each of the 
above displays you save 74;%. 
Now you can have a complete 
transmission department for 
only $70.79. 


Chicaga DIE CASTING MFG. CO. 


2510-14 WEST MONROE 


CHICAGO 12 
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THIS FINE TEAM OF ENGLISH DRILLS 
a" MEETS THE GREATEST RANGE OF 


POWER 
ENT 


ss: | NEEDS IN THE INDUSTRIAL FIELD! 


$s range from 
ter... bore 


ioe ae Their ability is proved in 50 world markets and is now 


eval item winning recognition in American Industry 
and in full 






















ay is finished 
lue, and re- 
nly 16" wide 















SD4C 


This General Duty 2" Ball Bearing 
Drill, being lightweight, is especially adapt- 


$43.00 





able to many production jobs which require 
continuous operation in close quarters. Spin- 
dle speed on full load 400 R.P.M. with 34" 


per minute penetration performance in steel. 


@ Available in N.Y.C. 
for immediate delivery 





[~M mandrel 
u 7 of the 
drels. 


els for saw- 
>me...and 
ne... and 








Now available 
for Immediate 
Delivery EG2C 





display will 


EG2C 
randrel sales 


elt, saw and This 4" Lightweight All Ball Bearing Produc- 


ease as well. 
" wide and tion Drill is Amazingly Versatile and Durable! 
ished in red, 


amel. 


DEALER'S 
NET COST maintenance men. The low weight, short overall length and offset spindle make this 





This is a popular drill with aircraft manufacturers, body workers, shop-fitters and 


veennes machine particularly suitable for drilling in confined spaces and prevent fatigue in 


each of the 
| save 7Y,%. 
e a complete 
artment for 





the operator. The ratio of speed to power makes possible a wide variety of opera- 






tions and uses. 















Price and Distribution Particulars on request. Warehouse Stocks and Service 


§ 5. WOLF g CO LTD LONDON Depot—New York City. Address inquiries to:—U. S. Factory Representative, 
’ °F °F 


Fred L. Stuart, Room 808—1I10 East 42nd Street, New York 17, N. Y. LE 2-6176 
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Tests for Fusion 
assure 
waterproof splices 





@ In test after test, PANTHER and 
DRAGON Rubber Tapes prove why they 
make waterproof splices. Successive layers of 
these tapes readily fuse into a water-tight seal 
that also gives positive protection against 
electrical leaks. 


This protection is recognized by more and 
more tape users who ask for — and get — 
PANTHER and DRAGON. Sold only 
through recognized independent wholesalers. 
The Okonite idee Passaic, N. J. 





Panther and 1D) ragon_ 


| ‘friction and rubber tapes | | 





aah 
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This centrifugal starting 


switch from a Hoover 


Motor has oversize con 
tacts made from pure 


silver 





CONTACT! =i 


Dependable and long-lived, this start- 







ing switch typifies the engineered 
efficiency that makes Hoover Motors 
run smooth, quiet and cool—even incon- 


tinuous operation on the toughest job. 


But then, everyone naturally expects 
a rugged, reliable motor from the com- 
pany that has built more than 8 million 
of the world-famous Hoover Cleaners. 


National advertising is telling more 
and more people every day how Hoover 
Motors are better for home workshops, 
garages and farms. You'll be asked for 
them. So if you don't already stock 
Hoover Motors, write us today for full 
particulars. 


WOTORS 


Made in.capacities of Y% to 1% H.P 
Product of Kingston-Conley Division 


The Hoover Company, North Canton, Ohio 
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STEEL TAPES | / 
& TAPE RULES j 
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| 
WORITE WYTETACE | 
care 


Front and rear views of the new all-metal counter merchandiser that can increase your sales of WYTEFACE Steel Tapes and Tape Rules. 


mage your sales of WYTEFACE®* Steel tapes and 

Tape Rules by putting this new merchandiser to work in 

your store. It takes less than 1 square foot of space, yet: 

¢ It displays a popular assortment of WYTEFACE ot 
Tapes and Tape Rules where more customers 


jobber for either one of the two assortments which come 

to you packed in this handsome display. 
You, as a hardware dealer, already know the sales ad- 
vantages of WYTEFACE Tapes. The black markings on 
the white background are easy to read in any 





will see and buy them. 

* Its glass front and sturdy metal construction 
discourage pilfering. 

* It has a roomy back compartment which 
holds a complete stock. 


KE 


light. The patented white surface prevents rust- 
ing and will not crack, chip or peel off—and 
it is easy to keep clean. 

Now, with this new merchandiser, you can 
sell WYTEFACE Steel Tapes and Tape Rules 


: , Drafting, faster Vv r 1 i 
* It has sales helps printed on the back to aid |, Reprofachow, |, | Sauter thal ser Delon. Eo ere Esser Con 
your clerks in making sales. and Materials. it asl ws 


Next time you order WYTEFACE Steel 
Tapes and Tape Rules and Refills ask your 





Slide Rules, 
Measuring Tapes. 


Hoboken, N. J. 


*Trade Mark, Wyteface Steel Tapes are protected by 
U. S. Patent 2,089,209. 








KEUFFEL & ESSER CO. 


EST. 1867 


NEW YORK ¢ HOBOKEN,N.J. * CHICAGO °_ ST. LOUIS 
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DETROIT ° 


SAN FRANCISCO © LOS ANGELES * MONTREAL 
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Combination, Rip and 
Cut-off Circular Saws 


Today, more than ever, Ohlen-Bishop is 
your best source for Woodworking Saws sas 


Our new, modern plant is in operation. Production is streamlined for faster and 
better manufacture of every kind of woodworking saw. New equipment, the latest 
in manufacturing technique, has been installed. Automatically controlled machines 
temper, set and file our saws to a uniform precision never before attainable. : 

In addition to the styles shown at right, Ohlen-Bishop also makes dado saws, . 
special saws for mill and factory production and a full line of hand and carpenter 2 yw 
saws. Order Ohlen-Bishop’s for complete customer satisfaction. n 


OHLEN-BISHOP MANUFACTURING CO. 
1301 Kinnear Rd., Columbus, Ohio 





2 
a WD AAN 
Inserted Tooth Saws 





Wood-Cutting Band Saws 








J 


“FUTURA GRAY” | 
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Stil ile 


MATCH THEM 
BUILD-UP YOUR 
OWN UNITS 


IDEAL FOR 
DEPARTMENTAL USE 
STORE ROOMS 
INTER-DEPARTMENTAL USE 
STOCK DEPT. 














(A) 1600 —2-drawer storage cabinet 
equipped with lock. 3614” H.—24” H.— 
16” D. 3 storage compartments. $28.60 


(B) 1620 — 20-drawer storage unit — 
3614” H.— 24” W.-— 16” D. Dr. Dim. 
8%" W.—3” H.— 1534” D. Compart- 
mented on 1” centers—12 separate com- 
partments. $49.50 


ON SALE AT YOUR LOCAL STATIONER — OFFICE FURNITURE 


DEALER AND DEPARTMENT STORES. 


(C) 1610—Combo 10-drawer and 
storage cabinet ugit. Dr. Dim. 834” W.— 
3” H.—1534” D. 3 storage compartments. 
3614” H.—24” H.—16” D. $39.50 


LOW PRICED!— 
VERIFIED VALUE! 


(HIGHER ON WEST COAST) 


WRITE FOR CATALOG DEPT. ME 








PROGRESS DEPT. 
WORKS DEPT. 
SCHEDULE DEPT. 
HOME USE 





pert Steel Sates Corp. 


170 W. 233rd ST. + N. Y. 63, N. Y. 
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SOCKET COMPLETELY 
Role 430) 


APPROXIMATE WEIGHT 
3'3 T0 3% LBS. 


FEATURES 
1 Blade and front strap a single BLADE AND STRAPS 


unit. No weld. FORGED FROM HIGH 
2 Blade and straps forged from 
High Carbon Steel. oy. 4-10), 48 


3 Back strap electrically welded to 
blade. 


4 Straps are pre-formed. 
5 Blade and lower section of socket / 
carefully heat treated. 
6 Uniformity in lift and balance of 
every tool. ..hang and balance 
never change. Pre-forming of 
straps the guarantee. 
7 Handle is driven to the point of frog. 
8 Unequalled strength insures maxi- 
mum value. 


FRONT STRAP AND BLADE BACK STRAP 


TESTS PROVE IT THE STRONGEST ONE PIECE OF STEEL ELECTRICALLY WELDED 
WELDED SHOVEL EVER MADE 


V4 


C anes 2 
Cs ) beh Your Voller 


“i 1774 >) 


_Peamenseued, W. VA AMES BALDWIN WYOMING CG; NORTH EASTON, MASS 
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CLAMP DOWN MORE SALES 
with / dependable GLAMPS! 


#156B—Frame red 
enamel. Wrought 
steel frame. Bar 
and screw pol- 
ished steel. 3” 
jaw, depth 14%”. 
Also 41518, 1” 
jaw, depth15/16”. 
#152B, 2” jaw, 
depth %” 








Magnified 
Diagrammiati 
Cross-Sectio 
View 













OF YOUR 
BEST CUSTOMERS 


Men who use tools day in and day out 
in their work know how important high 


+157B — Speed quality is. 


print gat pe These good workmen have long 
ing jaw. Frame red . . 2 
enamel, Wrought known that the high quality of Klein 





steel jaws. Bar and ° ° . 
“imen ene pliers pays off in the quality of work 
bright steel. Maxi- they do—in the time Klein’s save them 


mum jopening of 


jaw 6” Barl wide. on the job. 


Be sure your stocks include the favor- eve 
ite Klein’s—electricians’ pliers, original 
Klein pattern and streamline pattern— 
long nose with or without cutters— 
oblique cutting pliers, standard pattern 
and heavy duty. 


These popular home-workshop items are a sure 
way to more sales, more satisfied customers. 
Because Judd all-steel clamps—like all Judd 


hardware—are precision-made to please the 
Distributed Through Jobbers 

Foreign Distributor: 
them...and cash in on Judd’s long-established International Standard Electric Corp., New York 


reputation for sturdy dependability. | 


most exacting craftsmen. Stock them...show 






The Klein Pocket Tool Guide, 
showing the Klein line and 
containing useful tool informa- 
tion, will be mailed on request. 


Since 1857 


H.L. COMPANY comm 6 LE EN xxx & Sons 


WALLINGFORD, CONNECTICUT 
87 CHAMBERS STREET, NEW YORK 7, NEW YORK 








For other wanted house- 
furnishing hardware 
items, consult yourcatalog. 










72 HARDWARE AGE, MAY 5, 1949 | HARDWA! 











ppenrarne es 


important 


improvements 
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Magnified 
Diagrammatic 
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view 





Years of rugged testing in civilian and tapes. Here is a tape that sells on sight. 
war-time usage have proved Lufkin Your customers will instantly recognize 
Chrome Clad Steel Tapes to be an these important features never before 
outstanding development in measuring found in a steel tape: 


sut 
gh 

1 Hardened steel tape—tough— flexible—kink-resistant 
ng —protects against line breakage, saving valuable 
on time and repair expense. 
- - . 2 Rust resistant coating. 
>m 


3 Multiple coats of electroplating give added protection 


re eve ele ; against corrosion. 


ial 

-_ . Q Heavy chrome plating with non-glare satin finish — will 
* not crack, chip or peel. Durable jet black markings 

a stand out sharply against this light-absorbing surface 

ro —easy to read in any light. . 


Markings are bonded to the steel base and are sunk 
below the chrome surface thus protecting them against 





MM wear even on concrete or gravel. 
3S steel tapes with easy to read markings that are durable 


PRECISION TOOLS + TAPES + RULES 


THE LUFKIN RULE COMPANY 
Saginaw, Michigan « New York City « Windsor, Ceneda 
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PRO-TEX 


thats why 
STOVE AND TABLE PADS 


outsell all others / 











HARVEST 


Newest PRO-TEX design. 
Fruits and vegetables in full 
natural color! Appeals to 
every housewife. 


puTcH COLONIAL 


Six gay colors! It’s the fastest sell- 
*, ing deluxe Pad on the market. Your 
customers will buy it on sight. 


See the Write 
full line for prices 
of PRO-TEX & illustrated 


Pads in color! catalog sheets! 


METAL PRODUCTS CO. 


1820 East 37th Street @ 


Cleveland 14, Ohio 
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A ‘CHIME DEPARTMENT” 
Just 10 inches wide! 























LIST, ONLY 


$6.95 


Wir this NuTone Chime display you’re in 
the chime business—profitably! You needn’t carry 
a complete line of chimes if you haven't the room. 
Concentrate on this low-cost, big-value “Repeat- 
a-Tone.” It chimes 3 ways and sells itself from 
the display. 

This attractive 2-color display is fully wired, 
with chime mounted. Size, 10” x 144%” x 7”. 
Available on Special NuTone Offer of display 
and 4 chimes—a $33.80 value for only $18.51. 

* 

Pick up more new business with NuTone Push 
Buttons and Door Knockers! Sales-making, 
space-saving displays are only 10 inches wide. 
Order from your distributor or write NuTone, 
Inc., Dept. H-59, 801 E. Third St., Cincinnati 2, 
Ohio... TODAY! 











THIS SELLS PUSH BUTTONS! 


| 3-color display (10” by 12”) 





shows 6 NuTone luminous 
push buttons. Costs dealer 
only $12.81 for assortment 
retailing for $21.35. 


SALES OFFICES: 


NEW YORK 
CHICAGO 
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THIS SELLS DOOR KNOCKERS! 
3-color display (10” by 12”) 
shows 2 solid brass NuTone 
knockers. Costs dealer only 
$14.22 for assortment retail- 
ing for $23.70. 


LOS ANGELES 
SEATTLE 
DALLAS 
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Caloric’s new ‘‘U”’ Series registers a 
new high in beauty, utility, salability! 

Again Caloric is placed high in the 
top brackets by the nation’s most de- 
pendable poll of public opinion—the 
preference of American homemakers 
as expressed by actual purchases. 


SEND FOR YOUR FREE COPY of “The New Way to 
Greater Sales— Larger Profits,”’ describing Caloric’s 
New Plan, which enables you to do more range bus- 
iness on less investment with greater profit. Caloric 
Stove Corporation, 1243 Widener Bidg., Phila. 7, Pa. 


All Ultramatic Caloric Gas Ranges are available with “CP” 
features. Specially engineered models for use with LP-Gas. 
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Again this year Caloric expects to 
lead in number of color advertisements 
in National Magazines and Rural Pub- 
lications. Over 180,000,000 separate 
messages. 

Caloric dealer helps, new literature and 
promotions will top all previous years. 


Ultiamatic 


() 


% * 
4 
¢ 

fan >” 


CPD-6468-UAMXX 40” — FULLY 
AUTOMATIC. One of the new Ultra- 
matic Caloric "U" models with the 
new acid-resisting porcelain top, 
front and sides. Many other “U” 
models in 40” and 36” widths, 
with wide choice of top burner, 


oven and broiler arrangements. 


Saunt ON stone gp 
'* Guaranteed by © 
Good Housekeeping 
St, ry 
45 aoveensto HS 





"L" MODELS still retain their pop- 
ularity. Complete line available 
in 40” and 36” widths—also 
36” Bungalow types and 21” 
Compacte. 
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AMERICA'S EASIEST RANGE TO KEEP CLEAN 


me 
éo 








QUIK FLAME 

The most efficient kindler ever developed for range burners. 
Patented open mesh construction provides best possible 
results with distillate oils. The extra-heavy wire core yarn 
keeps the kindler upright in the burner channel. Glass yarn 
at burning edge facilitates the removal of carbon deposits. 
Packaged 6 ft. to the box, 7g” and 1%” wide. 

























WOVEN GLASS 


The acme of perfection in stove kindlers, 
assuring long life and maximum stove per- 
formance. The only glass wicking woven 
with a wire core in every strand to protect 
the burning edge. Packaged 51/2 ft., 6 ft., 
and 100 ft. to the box in widths of 7’, 
1’, 1%" and 136”. 


TRI-WYR 
This is an extra- 
sturdy woven as- 
bestos wick, contain- 
ing a brass wire core 
in every strand. 
There are also three 
heavy reinforcing 
wires in the lower 
half of this wick 
Fits all range burn. 
ers. Packaged 51/2 
ft. to the box, 7” 
wide. Also 100-ft 
rolls, boxed or 
unboxed. 
















An 
R/M WICK 
FOR EVERY RANGE 
SS «COR HEATER 


KINDLERITE 
R/M’s standard quality 
woven asbestos kindler. 
A sturdy long-lived 
wicking with wire core 
in both warp and 
filling yarn. Packaged 
5Y2 ft., 6 ft., and 100 
ft. to the box, in 
widths of 7%’, 1”, 
1%" and 134". 


QUIK FLAME SETS 

The same Quik flame wicking 
that has proved popular in con- 
tinuous lengths is now available 

in crimped sets to fit all standard 

8” range burners. Packaged in 

sets of 4 oversize (1 wide) wicks. 


Raybestos-Manhattan manufactures a variety of wicks for every 
type of oil range or heater. Made of quality materials, made by one of America’s leading 
processors of asbestos, R/M wicks will give your customers long, efficient service. 
Ask your jobber for R/M. . . the pick of the wicks. 


RAYBESTOS-MANHATTAN, INC. 
ASBESTOS TEXTILE DIVISION, MANHEIM, PA. 
Factories: Manheim, Pa.; No. Charleston, S. C. 


RAYBESTOS-MANHATTAN, INC., Manufacturers of Asbestos Textiles « Packings 
Mechanical Rubber Products ¢ Abrasive and Diamond Wheels e Rubber 
Covered Equipment « Brake Linings « Brake Blocks « Clutch Facings 
Fan Belts « Radiator Hose e Powdered Metal Products « Bowling Balls 
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We're pulling your customers toward “GLASS WAX”... 


DISPLAYS 


‘GLASS WAX’ 


TO YOUR CUSTOMERS 















Look at this heavyweight line-up of advertising, selling 
new “GLASS WAX” buyers, reminding old... 


@ Arthur Godfrey Show, 5 days a week over 166 CBS stations 
@ Full-page ads in Life, Woman’s Day, and Family Circle 
e@ Full-page ads in 341 local newspapers 





... tested, proven advertising, right at the peak of Spring housecleaning! 


Se sure £0: — Stock enough “GLASS WAX” 
— both quarts and pints 


Display ‘GLASS WAX” 
Sell “GLASS WAX” 


Remember — Quart sales give you higher unit profit, greater dollar volume. 
Advertising features quarts ... your customers want quarts. 


4 LA WAX’ A PRODUCT OF THE 
GOLD SEAL COMPANY 
55 EAST WASHINGTON STREET, CHICAGO 2, ILLINOIS 


“GLASS WAX” is a registered trademark and is the exclusive property of the Gold Seal Company. 
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f © YOUR KEY TO 


BETTER PROFITS 


Not only will you save more 
money and make more money on 
quality TRUSPORT Athletic Goods 
and KINGFISHER Fishing Tackle, but 


* 
* you can also save on combined ship- 


ments, from Tryon, of your requirements 
on practically all nationally advertised 
brands. 


ATHLETIC 
GOODS 


The TRU-SPORT line offers you a complete variety of wanted 
athletic goods in quality and price ranges to meet your re- 
quirements for all customers—from youngsters up to those 
in high school and college leagues. For the amateur to the 
professional. You'll find the qualities in their respective price 
ranges better than usual and your margins of profit even 
greater. 


If you have not received our 40-page 
SPORTS SPECIAL, Send for your FREE COPY 


FISHING 
TACKLE 


Fishermen are trying harder than ever to s-t-r-e-t-c-h their 
dollars. The KINGFISHER line of fishing tackle, for all fresh 
and salt water needs, will meet your requirements as to 
quality, performance and price. The line is complete: rods, 
reels, lines, baits, plugs, flies, floats, creels, tackle boxes, 
etc., and many specialties. 






If you don't have our 32-page 
special tackle list, send for 
your free copy today. 


EDW. K. TRYON CO. 


a ne 


815-819 ARCH ST., PHILADELPHIA 5, PA. Est. 1811 
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The only paint spray that gives you 
1 HORSEPOWER PERFORMANCE 
AT 24 HORSEPOWER COST 






Binks new DP '3* portable spray painting unit is priced to sell! 
There’s no paint spray to compare with it. It’s built to exceed all 
present standards for this type of equipment. The % h.p. direct-drive 
piston-type compressor, operating at motor speed, actually produces 
1 h.p. spraying performance for only 3 h.p. cost. There are no mov- 
ing parts exposed. It won't ‘creep’’ when operating. The handle, 
which is also the air intake and air filter, is always cool. Produces 
smooth, pulseless flow of air, at 40 pounds pressure in more than 
ample volume for the operation of standard Binks spray guns and 
equipment. Weighs 47 pounds . . . can be taken anywhere, used 
anywhere. 

Backed by a national advertising campaign, dealer sales helps 
and displays. Profit from being the first Binks dealer in your locality 
to offer this new unit... it's worth money to you. 






*Direct-drive Piston 


Send today for complete information on 


Binks DP '/s Unit . . . ask about Binks special dealership plan. 












Dept. DP6, 3114 Carroll Ave., Chicago 12, Ill. 
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SPECIFICALLY DESIGNED TO ELIMINATE VARIOUS THE 


“COMEBACKS” FROM MECHANICAL DEFICIENCIES wn 8 2 4- 
_——s 


WHICH HAVE “JINXED’’ THIS TYPE LATCH... - 





fail i 


AP 
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Ou: reputation for an 

ding craf hip and rugged in our 
hardware has been envied for decades. This 
reputation is born of a skilled knowledge in pre- 
cision assembly of better machined and created 
parts plus an incorporation of superior metals in 
all our products. That is why we can now 
offer to you this 









LINE 


NEW ! 


because Skillman ofter 
two years of research has intro- 
duced a newly designed, highly 
improved, greatly desired assem- 
bly... to answer the crying need 


finest of tub- 
ular latch sets 
---our "824" 






for an all-round, excellent, easily 
installed, and life-long, easy act- 
ing, long-throw latch. One thot 
will completely satisfy builder, 
homeowner and hardware dealer 


At a reasonable price, and 
promptly available, you can now 
obtain Skillman’s rugged crafts- 
manship of long standing com 
bined with a sound mechanical 
principle which will absolutely 
insure you that the customer | 
will be well pleased with this | 
latching device. 
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HARDWARE MANUFACTURING COMPAN! 


aia TRENTON 4° W.3. + USA. 
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[i iH} Hh, Viviun Cometh i 


when cords or plugs 
fail in the pinch! For sure contact 
and durability, it’s best 
to feature 






APPROVED BY UNDERWRITERS LABORATORIES 


Selected by leading manufacturers . . 
why not by YOU 


A full line of Flexible Cords 
for the Repair and Service industry, 


obtainable through Jobbers and Distributors 


CORNISH WIRE COMPANY, 
15 Park Row New York 7, N.Y. 














fansomes CCEPTED--- 












AMERICA’S BEST-KNOWN, MOST POPULAR LINE OF KITCHEN HELPS 


" The 
Corsage 


of DALEY?" 


IN DAZEY 
KITCHEN -TESTED COLORS 


Gift-packaged set featur- 
ing the Dazey Deluxe Can 
Opener, Dazey Sharpit, 
and famous Dazey Juicer. 





Rein! of r #11080 of 


PF Oxnctiees by ™ 
Good Housekeeping 
245 aveanssto HES wt 
#100 DAZEY 
JUICER For more sales and better profits, 


feature Dazey Kitchen Helps in Dazey 
Kitchen-Tested colors—either in gift-pack- 
aged sets like the “Corsage of Dazeys”, or 
individual items in smart shelf-display cartons. 
Dazey products are universally accepted— 
quality tested—nationally advertised. Ask your 






Sia CAN OPENER 


a 3 regular Jobber about Dazeys, or write today 
(i (< )) for literature and prices. 
Sie, et j DAZEY CORPORATION ST. LOUIS 7, MISSOURI 
#900 DAZEY SHARPIT 
Knife and Scissors Ze Carte 
Shorpener 
Form a DAZEY 86 CHAIN of kitchen products 


CAN OPENERe KNIFE SHARPENER® JUICER 
ICE CRUSHER « BLEND-R-MIX « NUT 
CRACKER » FAMOUS DAZEY CHURNS 
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PLASTI- KOTE’S Complete line 
of Push Button 
Spray Products 


FAST SELLING" 


PACKAGED POWER LINE 
SAVES TIME — MONEY 
AND ENERGY 


PRAZIT Auto & Furniture Wax 


An easy, quick method of applying a film of pure, glass- 
like wox to furniture, autos, fixtures, etc. Leaves high 
luster that requires no rubbing or polishing. Ouvtlasts 


ordinary waxes many times. 
Retails at $1.98 


Ayrrhzir Plastic Spray 


Preserves and protects every type of material — wood, 
paper, leather, canvas, metal—with a single treatment. 
Thousands of uses for home, auto, office, hobbies, indus- 
try. Large household size 12 ounces. 


Retails at $1.98 


Zyprderr Air Conditioner 


New discovery based on new physical principle — attacks 
unpleasant smelis, washes them out of the air—KEEPS 
ROOM FRESH! Non-staining, non-toxic, non-flammable. 
2 second spray treats a room. 12 ounce can. 


Retails at $1.69 


PRAZIT Insect Killer 


Contains Pyrethrum, DDT plus Methoxychlor, sensational 
new DuPont discovery. This quick, easy method of using 
insect killer is fast death to flying and crawling insects. 
Equals 12 pints of old fashioned liquid insecticides. Li- 
censed by U.S. Department of Agriculture. Contents 12 oz. 


Retails at $1.69 


ZyPRdzrr Moth Proofer 


Sensational MTX formula kills moths, eggs, lorvoe on 
contact! Single treatment lasts year or more. Cedar 
scented, will not shrink fabric, will not cause colors to 
run, Loboratory tested. Large household size 12 ounces. 


Retails at $1.98 


PRAZIT Fire Extinguisher 


Puts out all types of fires instantly. Simple, compact, fast 

. fits anywhere! Meets the need of low-cost extin- 
guisher for home and auto. No pumping, no refilling, no 
periodic inspections. Contents 16 ounces. 


Retails at $1.49 — 3 for $4.35 
SEND COUPON TODAY FOR FULL DETAILS 
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SO a tng Mg hs Bn: : 
PLASTI-KOTE, INC. ( Send price lists and catalog ] 
| 425 LAKESIDE AVE., N. W. on SPRAZIT Push Button 1 
| CLEVELAND, OHIO f Spray Products —To: : 
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It not only saves 


money... 


it makes money 





for you! 


Whatever the size of your hardware store, or hardware 
department, a modern National Cash Register System will 
save money and make money for you, because it accounts 
for every transaction. 


Here’s how it saves money: 


e Figures, publicly displayed at top of register, permit accu- 
rate supervision of prices. 
Printed figures on store’s audit-strip give history of day’s 
business. 
Locked-in records and totals establish amount of money 
to be accounted for. 
Printed customer receipts enforce accurate recording of 
sales. 


source 


Here’s how it makes money: 

e Makes possible faster service that pleases customers. 

e Builds customer confidence, because customers know that 
prices charged are correct. 

e Shows you the activity of each salesperson. 

e Stimulates sales by providing incentive for salespeople. 

e Gives you the figures you need for control, and for in- 
telligent planning. 

Your National representative can show you a modern mech- 

anized system, designed 

for your business, that 

will pay for itself with 

the money it saves and 

makes. See him today, 


or write to: CASH REGISTERS - ADDING MACHINES 


ACCOUNTING MACHINES 


THE NATIONAL CASH REGISTER COMPANY, DAYTON 9, OHIO 
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No. 3 in a Series 
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paint brushes 
carty’ paint 7 








By capillary attraction. The bristle, 
when enlarged under a microscope, 
shows a scaley substance extending 
the entire length of each bristle. The 
combination of scale and the natural 
split ends, or “‘flags’”’ of the bristle, 
gives it capacity, or the ability to 

















PITTSBURGH'S Big Value Line 
Gives Dealers Faster Turnover! 


Painting . « « In Pittsburgh, you have a reliable 
source of supply for a complete line of quality brushes. 
It includes Gold Stripe, Nylon, Neoceta and Bristle- 
Neoceta brushes—the biggest value in the industry. 


Maintenance . . . When it comes to sweeps and 
scrubs, Pittsburgh’s “Lightning Line” pays off again! 
Rugged construction, perfect balance, and uniform 
quality—they set a new standard for staple-set brushes! 


Your customers want the best. Stock Pittsburgh 
Brushes for more sales—more profits! Call the Pitts- 
burgh Branch near you, or write Pittsburgh Plate Glass 
Company, Brush Division, Baltimore—29, Maryland. 


carry paint. 

Like any of nature’s products, bristles 
vary in quality. So Pittsburgh uses its 
century-long brush-making experi- 
ence to make sure you get the very 
best brushes. Pittsburgh’s bristle 
craftsmen keep close supervision to 
insure a constant batch quality. This 
expert skill and knowledge result 
in America’s finest painting tools 
Brushes by Pittsburgh! 


Staple-Set Brushes, too! 














— 
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One Source—One Quality—One Name to Remember—PITTSBURGHI! 


Cpold Stripe BRUSHES 


BRUSHES - PAINT - GLASS - CHEMICALS - PLASTICS 


PITTSBURGH PLATE 
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MOTO-SANDER-POLISHER | 


It's ''Good-Bye"’ To Hand Sanding & Polishing! 


and lowest 

Sell Moto- 
redecorating. 
Ideal for light sanding jobs. Quickly and smooth- 
ly sands woodwork, furniture, workshop projects. 
ete. Straight-line action (non-rotary) 
burn or scratch surface, also, quickly polishes 
furniture, automobiles, other waxed 
without effort. Delivers 7,200 strokes a minute 
weighs only 2% 


Here’s the lightest, most practical 
priced electric sander on the market. 


Sander for finishing, refinishing, 


. gets into tight corners... 


lbs. Furnished complete with 6 sheets 
plus felt pad 
Operates on 


grade Garnet Paper for sanding, 
and sheepskin for wax polishing. 
110-120 V., 60 cycle A.C. 


SELLS ON SIGHT! 


Housewives buy Moto-Sander wherever 
displayed or demonstrated, because 
it takes the hard work out of so 
many jobs around the home. Write 
today for details. 


APPROX. 
27,000 R.P.M. 


HIGH-SPEED STEEL CUTTERS! 


Moto-Tool is packed with more con 
venience and long-life features than 
any other hand grinder . . more 
popular than ever for grinding, en 
graving, carving, drilling, routing, 
and dozens of other operations 
High-speed steel cutters and other 
accessories bring steady repeat busi- 
ness. Send today, for free catalog 







ony $§.85 





surfaces 


Only 


$14.85 


$93.50 Accessories ) 


(WITH 3 SAW BLADES) 


Electric SCROLL SAW 
Safer Than 
a Hand Saw 


will not 





assorted 








GREAT FOR 
AUTO POLISHING 


FOR STILL MORE 
PROFIT! 


MOTO-TOOL 


THE ‘'POCKET-SIZE 
MACHINE SHOP" 


MOTO-TOOL No. 2 


Only $1650 






MOTO-TOOL KIT No. 2 
with 23 Accessories 

(High-Speed Steel Cutters, 

Only = Grinding Wheels, Polishing 


NEW PORTABLE 
DRILL PRESS 


Only $9.95 
(Less Moto-Tool) 


This 12” high precision 
drill press is ideal for 
model making, wood 
carving, routing, ete. 
Utilizes No. 2 Moto 
Tool which 
can be quickly 
removed for 
off-hand use. 


MOTO-SAW 


Here's a tool for boys from 8 to 
80... an electric scroll saw 
that’s safer than a hand saw! 
Just guide it. Cuts the most 
intricate designs . . . works at 
any angle. Moto-Saw runs 
7,200 strokes a minute... 
has only two moving parts. . . 
never needs oiling. Operates on 
110-120 V., 60 cycle A.C. 
Write today for information on 
Moto-Saw. Sells for only $5.85! 


DREMEL MANUFACTURING CO. 


DEPARTMENT 159-E * 
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RACINE, WISCONSIN, U.S.A. 
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7 homes 
out of 10 

















All-Steel 
Easy-To-Adjust 


FLOOR JACKS 


DOUBLE 
PINNED 
For Extra 
Safety! 





If you want to earn 
greater, quicker prof- 
its, switch to TAPCO, 
the precision-engi- 
neered, streamlined 































floor jack. Tapco has 
many superior advantages that 
make it the top choice with alert 
dealers everywhere. 





For free literature and 
name of your nearest 
distributor, write .. . 








TAPCO DEPT. H-10 


THE AKRON PRODUCTS CO. 


SEVILLE, OHIO 
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They're buying them by the 
thousands every day! women love 0-CEL-0° 


Cellulose Sponges...can’t resist them! The sponges 


are so much more attractive and sanitary 











<S cwent >, ae D> 

<" Guaranteed by ® 

Good Housekeeping 

RECOGNIZED \e0r 4s AnveanseD ws 
Wrapped in colorful cellophane 


lbeis bearing the Good Housekeeping 
GUARANTY SEAL. 





than grimy rags...they make housecleaning much easier too. 
Housewives everywhere are switching to O-CEL-O Sponges... 
creating a new buying habit and a brand-new profit line for 
you. Here’s your chance to stock something new. 
highly profitable. Send in the coupon today! 


MULTIPLE SALES 


Four job-fitted sizes 
to meet every clean- 


.. fast-moving... 





» ing and polishing 
> requirement. 









EYE-CATCHING 
Packaged in colorful 
counter display car- 


A 
40% 


PROFIT | 
ne. 
1 


Women buy 







-0, incorporeted ‘aia 
os a. ., 1200 Niagere St., Buffalo 5 
aking money with O-CEL- 


d me complete details: 


tons for maximum 









7 \‘m interested in m 
Sponges. Please sen 















so 
tr = — 
them...use the Our Supplier is 
...wear — 
“ every day Address ae 
Your customers deserve the =o . } them we ~ it 
best... insist on O-CEL-O® = 


more of them. 


O-LEL-D cle’. Manufacturers of Cellulose Sponge @¢ 110 Thomas Building, 
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Pump Profits 
A’ PLENTY 


with 


Home Water Systems 





Jet-Type Water Systems 


One or two-pipe deep well jet 
pumps for wells of 2°,2%°,3",4” 
and larger diameters. Lift ca- 
pacity to 120 feet and maximum 4 
output of 1,470 gallons per hour. ‘a 





Now’s the time to get on the band 
wagon of pump selling. Home building in suburban 
areas is at a peak. Farmers have far more to spend 
than before the war. 


Why not get your share of this business with a top- 
quality line? Jacobsen home water systems are built 
to the same high standards as famous Jacobsen power 
mowers. This line includes deep and shallow well 
pumps for every home pumping need. 

Jet-type deep well pumps can be installed in a shed, 
barn or basement . . . in the most convenient place, 
away from the source of water. The exclusive Center- 
Flex Hollow Shaft motor eliminates misalignment, in- 
creases pump life. 

The Jacobsen shallow well reciprocating pump draws 
water from shallow wells, cisterns, lakes and springs. 
Long pump life is insured by all working parts operating 
in oil bath and motor with built-in overload protections. 
Ask your jobber for complete 
information. 










Shallow Well 
Reciprocating Pumps 


Designed to pump water at suc- 
tion lifts to 25 feet, capacity to 
350 gallons per hour. 





MANUFACTURING COMPANY 
RACINE, WISCONSIN 


Also Manufacturer of Jacobsen Power Lawn Mowers 
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For more than 50 years Griffin E 

hinges have been known for their s 

‘ 

fine materials and workman- You , 

t 

ship. Griffin hinges are g 

part of a wide variety of light You 

builder’s hardware . ia 

, quality produced by e1 

iy Griffin. You I 
i) y 

BiSvery DOOR NEEDS THREE! Zs 

ti 

\ “Tinto” say 

— EVERY : 

FRESHLY 


anufacturing Company 


ERIE » PENNSYLVANIA 


REPRESENTATIVES 
B. S. ALDER COMPANY—45 Warren Street, New York 7, New York 
WILBUR H. DAVIS—1639 Fargo Avenue, Chicago 26, Illinois 
GEO. A. GREG Woodward Avenue, Detroit, Michigan 
AUSTIN & EDDY, INC.—II5 Broad Street, Boston, Massachusetts 
CHARLES L. LEWIS—703 Market Street, San Francisco 3, Cal. 
W. S. JOHNSON—917 St. Charlies Avenue, Atlanta, Georgia 
E. H. ee ane he Harwood, Dallas, Texas 
R. F. BEVERS—4524 East 60th Street, Seattle, Washington 
L. J. FULLER, JR.—785 North President Street, Jackson 6, Mississippi 
HARVEY D. RUSH & SONS—4638 Mill Creek, Kansas City, Missouri 

IN CANADA 

MANNING I. SHORE—Merchandise Sales of Canada 
15 Wellwood Avenue, Toronto, Ontario 
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You’re an independent business man, 
interested in the extra profits possible 
with a reliable line of paints. You want 
to avoid tying up your money in a 
top-heavy paint stock including many 
finishes and colors, yet you want 

to offer your customers complete 

color selection in all products ... 
without wasting shelf-space on 
slow-moving colors. 










































This Is for You... 
SEIDLITZ . 


ut adie W 7 
PAINTS and the bin | Plan 


You Stock seiaiicz MultiTint Paints in whites only 
in nine basic finishes—a paint for every purpose... 
House Paint & Primer, Flat Wall Finish, Interior 
Gloss Finish, Semi-Gloss Finish, Quick-Drying 
























Sriffin Enamel, Brick & Stucco Paint, Porch & Floor 

‘hate Enamel, Wall Primer-Sealer and Enamel Undercoat. 
. i ~ 
initia You Selll mutcitine Paiats in any of 36 colors, 










through 60-second point-of-sale paint tinting that’s 
es are guaranteed to produce uniform colors every time. 


f light You Produce precision colors with no tubes to 
squeeze and no oil colors to remove or measure from 
jars or cans—and at no cost to you or your custom- 
ced by er. No complicated formula or directions to follow. 


riffin. You Increase turnover possibilities 36 times... 


with less than 10 per cent the stock required by 
ordinary paint lines. You have fresh stock at all 
times .. . no obsolete items or slow-selling colors. 


“Tinto” says: 
—— EVERY SHADE 
, FRESHLY MADE 


e. 





You're Sure to Succeed... 


because your MultiTint franchise is guarane 
eed by The Seidlitz Paint and Varnish Co 
...an independent manufacturer serving the 
















an independent dealer since 1910. MultiTint’s 
1] fine quality ingredients, longer wear and 
ond greater color permanence mean more cus- 
tomer satisfaction 
sh Jobb d Deal 
New York © ] ers an ea ers, 
i WRITE TODAY FOR FULL DETAILS! 
ei 
gia 
Mississippi sii ae 
Missouri MultiTint Division 







Seidlitz Sales Corporation 
Baltimore 30, Maryland 


nada 


Seidlitz Paint & Varnish Co. 


Kansas City 10, Missouri 
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ee 
CARBORUNDUM 


Abrasives by ( 


“Carborundum”’ is a registered trademark which indicates manufacture by The Carborundum Compal) 
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is PROFITABL 
Y MARKET 


If you knew the exact number of potential customers 

for foorsanding rentals in your community, the size of the 
figure might well startle you. Here is a market that can 
mean steady day-after-day profits for you seven days 

out of the week. And, all it needs is to be shown how 
easy and inexpensive it is to refinish floors. 





























Now, dew displays and instruction booklets by 
CARBORUNDUM even do that job for you. In brief, 
step by “> simple language, they point out 

how easy, fast and economical it is to sand and finish for 
varnishing, painting or shellacking every type of floor. 


Results in store after store, where this promotional material 

is used, show added sales in rentals, abrasives, paint, 

brushes and other equipment. The extra profits realized make 
the promotion of floorsanding rentals well worth while. 





To tap this profit-building market is simple. Try it and see if 
there isn’t a waiting list for your floorsanding equipment. 
Start off by putting up the booklet-dispensing counter displays 
by CARBORUNDUM. Your local jobber can supply all 
that you need as well as the abrasives by CARBORUNDUM 
required. Dealers find that packaged cut sheets and discs 
are best. They are easier to handle and store. It takes less effort 
and much less time to supply customers requirements 
in the correct grits and sizes from clearly marked packages. 
The Carborundum Company, Niagara Falls, New York. 





THE KEYS TO EXTRA PROFITS 


These attention-getting displays 
and folders by CARBORUNDUM 
hurdle the barrier to more profit- 
able floorsanding rentals, 


- of . . 
' y/ 
3 


zm Company : E MARK 
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Do you know the sales points for 


DISSTON Hand Saws? 


LISSTON VRUE TAPER GRIND 


—insures clearance in the cut 


Looking straight down on the back edge you see the perfect 

lengthwise taper grind of every Disston Hand Saw. Blade 

thicker at butt—uniformly tapered to the point.* 
Looking straight back at 
the point edge you see the 
perfect upward taper 
grind of every Disston 
Hand Saw. Thicker at the 
tooth edge — uniformly 
tapered to the back edge.* 








Ge Beaty Foaih alltel, 
thisSew cannet be Eccelled 


pe ae Henry Bisitor 


| | 


Looking straight down on the tooth edge you see the absolutely uniform gauge 
of the steel from the butt to the point. All the way, the tooth edge is SAME WIDTH.* 


Talk it straight... you'll cash in strong 


When you show and talk all this, the Disston clearance—for true, smooth, 


man who wants a saw is sure to see how 
much more he gets in a Disston Hand 
Saw. He sees extra skill, extra opera- 
tions, extra inspections, going into this 
Disston true taper grind—so accurate 
that full uniform gauge is preserved 
all along the tooth edge! 


Your customer gets the picture 
of Disston balance—Disston flex — 


fast, easy sawing. And the only thing 
that permits the flawless shaping of 
the blade is the right steel—Disston 
Steel. It gives the Disston user the 
longest stretch of mighty good work. 
Tell people. They’ll buy—and talk up 
your store. 


*Actual proportions of the tapers are emphasized 
for visibility in these small diagrams. 


When you sell a DISSTON product you 


Henry Disston & Sons, Inc. 


554 Tacony, Philadelphia 35, Pa., U. S. A. 
Canadian Factory: Toronto 3, Ont. 
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Stanley Pull-Push Rules 


Vertical reading... 
Replaceable blades 


® Aad Invis 


Stanley pioneers again! New convenience makes new 
business for you. Vertical reading blade 
ends head twisting when working in narrow 
y—\ Spaces or taking overhead or 
a down below measurements. 
Read the answer with cer- 
tainty and without lost motion. One look 
shows customers advantages they need every 
day, on every job. Ideal gifts for handyman 
or housewife. 
Choice of white blades or patented nickel-plated 
blades for higher visibility. In 6-ft. or 8-ft. models. 
Replaceable blades —safe, positive method of replacing 
blade. Broken blades can’t destroy the usefulness of these 
rules. Costs just a few cents, 
takes just a minute to slip in a 
new blade and restore the rule 
to full usefulness. 
Pocket-size case — two-tone chromium finish—attractive 
and durable finish. 


CSV ows cin: a0vn => 


sm osinasye GD 


Attractive packaging Ceunter display card Envelope stuffer 


Individually boxed, Holds actual sample Highlights features 
six to a carton with of rule for counter of these rules for 
selling card. selling. your customers. 


Order a full stock of rules and sales helps from your distribu- 
tor now. Be the first in your area to show these new Stanley 
Pull-Push Rules. Stanley Tools, New Britain, Conn. 


Xa elt TA 


[ STANLEY | 


Reg. U.S. Pat. Off 


HARDWARE - HAND TOOLS: ELECTRIC TOOLS 
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We Are In A 


Position to Ship 
You Now! 


BRONZE GALVANIZED 
Screen Wire Screen Wire 
$@300 | 18 x 14 


PER 100 


SQ. FT. | MESH 
16 MESH | 

















SIZES: 24” — 26” — 28” — 30” | amet «i wl note 
32” — 36” = 42” bh 48” i 3 = —~ = 


@ Longer Lasting @ Will Not Crack 


@ Will Never Rust @ Won't Melt or Burn 
@ Won't Melt or Burn @ Sturdily Made 


FREE 


| 
Hardware _ 


Square Footage 


Cloth Wire CHART . 
Width ; Lite - 0 * Glass 7 


1," mesh: : 

24” - e. - 36” — 48” F Available in 

y,” mesh: P All rolls of screen wire 36” widths 

» — 30” — 36” — 48” packed and shipped in 

24 . 100 lineal ft. rolls and 
in Stonewall cartons. 














Firm Price Firm Price 


ACE WINDOW SCREEN CO. of America 
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Im) =AKRON HARDWARE MFG.CORP 


LONG ISLAND CITY NY 


ection) 
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PPRECIATE 
KRON 





On the open road to Spring Merchandising, ALL SIGN- 
POSTS p me the Hardware Trail POINT THE WAY TO 
AKRON CABINET HARDWARE. In keeping with the 
season, the beauty and charm of the AKRON LINE 
give it unmistakable SALES APPEAL. 


QUALITY GUARANTEED FOREVER . . . NEW LOW 
PRICES .. . MIRRO-CHROME FINISH . . . MODERN 
ATTRACTIVE PACKAGING . . . CONSTANT SCI- 
ENTIFIC RESEARCH ... AND A FREE DISPLAY WITH 
THE PURCHASE OF A WELL BALANCED ASSORT- 
MENT OF FAST MOVING ITEMS, HAVE KEPT 
AKRON MOVING CONSTANTLY UP FRONT .. . 


JOIN THE MANY OTHERS WHO ARE MAKING THIS 
PLEASANT TRIP ALONG THE ROAD TO AKRON, 
BY PLACING ORDERS WITH YOUR JOBBER . . NOW. 


MAIL COUPON TODAY! 


We are interested in the AKRON LINE of 
| CABINET HARDWARE. 
Name... 
Address 
| City... State 
| JOBBER'S NAME 


b 











The Sheffield Bronze Pe 


CLEVELAND 19, 





LOR WITH 


aE ad 


Hardware stores ... paint stores 
everywhere clamored for something 
like this! Customers everywhere kept 
asking for a selection of colorful 
enamels in small sizes! It took Shef- 
field to develop it into a completely 
merchandised unit . . . and here it is! 
Finest quality quick drying enamels 

. in a selection of fourteen beauti- 
ful shades... packaged in two and 
four ounce bottles . . . with a wide 
opening to allow a brush to enter! 
Place this self-selling unit in a promi- 
nent point in your store . . . and watch 
Rainbow Colors walk out of your store ! 


House 
~ WRF 
Ry” Soa 


on This And 
prs By Shef- 
nd literature 
lays, envel- 
bper mats to 


Bronze Paint Corporation 


LEVELAND 19, OHIO 
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Circle ® Bolts and Nuts are 
under constant development by a fully- 
equipped research staff. Dealers handling the Circle ® 
line are able to offer their customers bolts that incorporate 
the latest and best developments in metallurgy and manufacture. 


BUFFALO BOLT COMPANY 
North Tonawanda, N. Y. 
Sales Offices in Principal Cities. Export Sales Office: Buffalo International Corp. 
50 Church Street, New York City 


PRODUCERS OF CIRCLE @ PRODUCTS — BOLTS + NUTS 
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RIVETS 


AND SPECIAL FASTENERS 
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Carving Knife and 
Fork Set 


Steak Knife 
Sets of 
4,6 
and 












3-piece 
Carving Knife 
Set. (Also avail- 
able with fork) 








Carvel Hall “SS 
Cutlery all 


Carving Knife and Fork 


If you’re interested in fast selling items, here’s something 
you can’t afford to overlook... Carvel Hall Cutlery by Brid- 
dell! 


Keen hollow-ground chrome-vanadium steel blades are set 
in handsome ivory Lustrex handles with sparkling chrome- 
plated safety bolster and ferrule. You can sell individual 
Steak Knives, Carving Knives, Slicers, Carving Forks or 
Honing Steels in sets. And talk about packaging! Besides the 
standard Briddell plastic jewel box case, there’s a new line 
in colorful limed-oak frames with burgundy velvetyn lining 


and plastic cover with tremendous display possibilities. You | 


can sell a wide price range, too (from about $3 to $35 retail). 


Carvel Hall Cutlery and the dealers who sell it are backed 
up by Briddell’s big advertising campaign in Good House- 
keeping and Better Homes and Gardens. There are special 
gift promotions in the peak selling seasons. See your jobber 
and cash in on these fast selling cutlery items today. 








Famous Carvel Hall | 


Cutlery bears the CHAS. D. ry | 

Good Housekeeping | 

sims! ay Briddell — 
<7 J 


Saale. dae ee INCORPORATED 
Oe ’- | 
%, Guaranteed by * swe” CRISFIELD, MARYLAND 
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Sse Dine Quality Culler a | 





FETY IOLL 


Trade Mark Reg. U. S. Pat. Off, 







Wall Model Can Opener—with 
patented “DROP-A-WAY” feature 


The finest can opener for home use. 
Effortless and safe—it rolls the edge 
smooth as it holds and opens square, 
round or oval cans. New, improved 
design with heavier steel construction 
and new spring supported blade assure 
longer life. “‘DROP-A-WAY” feature 
allows opener to hang flush to wall 
when not in use and permits instant 
removal for cleaning. 


All metal parts bright nickel plated. 
Individually packed in attractive 
3-color carton complete with mounting 
bracket and screws. 


Retail price 89¢ 


b 














Manufacturer 


World's Largest 







of 


eM SRAM lela Webel ai iceeemm Bottle Openers 






3211 CARROLL AVE. © CHICAGO 24, ILL. 





and Can Openers 


































The Most Beautiful Line of 
Household Brushes Ever! 


Order through Your Wholesaler 


fe Hellegg 
elloga (a calily 
QUALITY 


Kellogg Brush Mfg. Co., Westfield, Mass. 
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Table Stove No. 1417 
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Raise Monotube coil, ift ou ft out rer ik 
which operates on a coil st aluminum fram 
swivel to upright with de 
position 


e clean 


amp cloth. 




















No. 1420 is an exceptionally fine model—up-to-the-min- 
ute in design and appearance. Has famous*Tuttle & 
Kift units — more efficient, longer life, easier cleaned. 


Many Models for Many 


This is table stove season! People are moving—new equipment is need- 
ed. Vacation season is just ahead—cottages, trailer owners and many 
others are ripe prospects for this compact, portable cooking equipment. 
Capitalize on this diversified line of table stoves from one of the 
country’s largest table stove manufacturers. A range of prices, sizes 
and features to fit every kitchen need. 


DOMINION ELECTRIC GORPI 


A v 


A full line of traffic appliances 
available through reputable distributors across the nation 











f 


Were you in‘on the | 





Electric Water Heaters 


For the past two years, the sales volume of Storage Type 
Electric Water Heaters has been over 1,000,000 units a year. 
This represents more than $126,000,000 annual sales volume, 
and that’s not peanuts in anybody’s language. 


If you didn’t promote and sell Electric Water Heaters, how 
much of that volume did you miss? 


Proof that Electric Water Heaters are what people want 


Not only actual sales volume but surveys—by such maga- 
zines as McCall’s and Successful Farming, and by NEM A 
—show the rapidly increasing demand for modern Auto- 
matic Electric Water Heaters. 


Here’s WHY people want Electric Water Heaters 


This trend is growing daily as people see for themselves the 
many advantages of the modern Automatic Electric Water 
Heater: 


(1) Automatic (continuous hot water, no attention); (2) 
CLEAN (smokeless, sootless); (3) DEPENDABLE AND TROUBLE- 


MONARCH ¢ 


98 


Free (as electric light); (4) Economicat (fully insulated 
storage, short hot water lines); (5) SAFE (all electric, depend- 
able temperature control); (6) FLEXIBLE (can be installed 
anywhere, even in living quarters; no flue or vent). 


Here’s why dealers like to sell Electric Water Heaters 


Not —_ do people want to buy Electric Water Heaters, but 
dealers like to sell them because of: 


© Larger Individual Sales. One Electric Water Heater 
represents as much dollar volume as two or three smaller ap- 
pliances. Each sale also represents . . . 


© More Profits fur You. Dealers make attractive pi 
on the sale of Electric Water Heaters. And there is also the 
added advantage of . .. 


e Pleased Customers who come back to you for other 
electrical appliances and services. 


That’s why you're missing plenty of sales and plenty of 


rofits unless you stock and sell modern Automatic Electric 
‘ater Heaters! 


ELECTRIC WATER HEATER SECTION, 
155 East 44th Street, 
BAUER « FAIRBANKS-MORSE « FOWLER ¢ FRIGIDAIRE * GENERAL ELECTRIC 


NORGE « PEMCO e REX « RHEEM « SELECTRIC 


SEPCO 
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that were sold last year? 


he Pagt Points 10 the rUTURE 


During the six years preceding war-time manufacturing restrictions, 
sales of Automatic Electric Water Heaters almost tripled. Since the 
war, sales have really soared. The years 1947 and 1948 showed a 
gain of more than 500% over the best pre-war year. This points to 
a high volume for years to come. The Electric Water Heater is 





Woter Heaters 
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- --- OF COURSE, IT'S ELECTRIC 











900,000 











800,000 








~— 


700,000 
600,000 | 














500,000 








[ 


400,000 








[ 


300,000 


























what people want! 
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1935 1936 1937 1938 1939 1940 1941 1942 1945 


Source: January, 1949 Statistical Issue, Electrical Merchandising Industry Figures developed from Statistics compiled by NEMA. 


National Electrical Manufacturers Association 
New York 17, N. Y. 
* HOTPOINT « 


HOTSTREAM « JOHN WOOD «+ KELVINATOR « 


1946 


LAWSON 


1947 1948 





MERTLAND 


* SMITHWAY « THERMOGRAY + TOASTMASTER «¢ UNIVERSAL « WESIX « WESTINGHOUSE 


HARDWARE AGE, MAY 5, 1949 


99 








Sree 


Se 


STEPPED UP Siew MASTER 


VOLUME 
These Boxes Have Everything 


in May and June Sales Appeal, Turnover, Profit! 


Super Model No. T-3119 
19” long, 614" wide, 614" deep 


NOW AUTOMATIC or LIFTOUT Trays 


For choosy customers with a definite need in mind. 
Six different models. Make attractive window and 
table displays. Many outstanding features never 
before offered at such popular prices. Order an 


OUTDOOR LIFE assortment from your jobber today. 
16 
e J 
Attractive 


Popularly 
: 
Priced 


We've stepped up the volume of H-I’s national 
advertising in May and June. Large-space, hard- MODELS 


hitting advertisements in leading general and out- m 
. : A eluxe Model 
door magazines will be preselling H-I tackle— to No. T-2016 
and sending buyers into your store. are See Seep 


You’re sure of bigger-than-ever volume in fast- Choose PACKED INDIVIDUALLY! 


moving H-I tackle during the next two months. Dealers who want to feature superior boxes 
The H-I line is designed—and priced—to appeal from choose MASTER deluxe, special and heavy-duty 
to the great mass tackle market. Display and models. All packed 1 to carton. Order any quantity. 
feature H-I for more tackle profits—in May, June, ORDER 


and throughout the season. FROM If your jobber cannot supply complete assortment, 
WRITE TODAY for literature on complete line,— 


YOUR include your jobber’s name. Also Master Cash and 


HORROCKS IBBOTSON CO. JOBBER bond Boxes. 


UTICA, N. Y. | MASTER METAL PRODUCTS, Inc. 


Manufacturers of the Largest Line of Fishing Tackle in the World 321 Chicago Street Buffalo 4, N. } & 
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Corbin Cabinet Lock 


THE AMERICAN HARDWARE CORPORATION 


New Britain Connecticut 


100 YEARS 


1849 CORBIN) 1949 














BECAUSE EVERY HOME NEEDS | 


"AY FYR ARM 


s Fire Sw 
phia — Warns of Fire auto- 
‘Funnsw sae stinewennn| matically with a shrill 
“| whistle that can be 
=| — heard 1 mile away. A 
necessity for home, 
farm or cottage. No 
moving parts 
compact . . . reason- 
able in price. 
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GLUU 


The Industrial 
Safety Glove that 


WEARS 
LIKE 
IRON! 





Tee 


. were = 53 
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Plastic Coated and 
impregnated for 
Long Hard Wear 
Get more hours of 
wear per dollar with 
Belle City’s tough new 
“Plastigluv”! Full cut 
and comfortable, with 
cotton fabric base, 
“Plastigluv” is superior in every respect 
to neoprene rubber coated gloves and 
ordinary leather palm gloves. 








Knit Wrist, 
Sofety Cuff ond Gauntlet, 
also Ladies’ Styles 





Note these outstanding “Plastigluv” features: High dielectric strength 
Far longer lasting—no exposed seams * Acid, alkali, heat and flame resist- 
ont ¢ Impervious to most oils * Waterproof * Abrasion-resistant * Non-slip 
finish * Conforms to hand's natural grip, effecting smooth palm grasp * Com- 


plete flexibility makes it serviceable for any job * Easily washed—dirt can’t 
penetrate °* Ideol for use in all industries. 


Factories in Racine, Wis, and Kewanee, Ill. © Write for information and prices 


a% BELLE CITY GLOVE COMPANY 


e CHICAGO 11, ILLINO'TS 





nee 112 EAST CHESTNUT ST 
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NOW 
IS THE 


TIME 


TO DISPLAY 
THIS FAST 
SELLING 
ITEM 





WITH EACH CARTON OF 
TWELVE LINE HOLDERS... 


FREE 


AN ATTRACTIVE 2 COLOR DISPLAY CARD THAT HOLDS 
SIX JIFFY LINE HOLDERS ... CARPENTERS, BRICKLAYERS, 


MASONS, SIGN PAINTERS, FURNACE MEN, GREEN 
HOUSES, NURSERIES, HOME OWNERS, AND MANY 
OTHERS USE JIFFY LINE HOLDERS. 


... ORDER NOW... 


IF YOUR 
JOBBER 
CANNOT : 
SUPPLY YOU SS a 
WRITE OR WIRE Naar netaeae is gy 
cae 

AND an WILL aa = 
SHIP YOU DIRECT. 


AN-DEAN MFG. CO., 


; 
4 
4 


INWOOD, 


INDIANA 




















IT’S NEW 
IT’S PROFITABLE 
Be The First In Your Territory 
To Handle This New Idea of 
Assembling a NAME PLATE 


In a Few Minutes 
While The Customer Waits 


For HOMES, 
APARTMENTS, 
OFFICES, etc. 


Rust-proof. 


Requires No 
Polishing. 





Made of Bakelite with steel back—Holds |! Letters—Blanks are used 
to fill spaces in short names—size 3!/4''x2"'. 

The low retail price of 98¢ per Plate complete with screws, gives you 
a very good margin of profit. Comes in attractive assortment box 
containing 36 Plates, 39 Letters, 36 Instruction Envelopes, | Gross 
Screws and Display Card. Ad. Mats furnished. Descriptive folder 
on request. 


M. & G. HARRIS CO. 


71 High School Ave. Cranston 10, R. |. 
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(These are unsolic- 
ited comments. 
Names and addresses 
are available if 
desired.) 













70 Arround America's Shoreline 


EXPERTS AND BEGINNERS ALIKE ACCLAIM 


The WEW OCEAN CITY INDUCTOR 250 


Never in the History of the Tackle Business 











Such an Enthusiastic Reception for a New Reel! Seen 
Why They’re Praising it! 
'S We knew fishermen would like it . . . but frankly, we didn’t : 

; FEATURES OF THE 
expect such universal approval, such wholehearted, rousing INDUCTOR REEL 
applause! We knew the trade would find it a good item... hati 
but we weren’t prepared for the flood of congratulatory " et tation na oes 
letters and orders the first samples have brought forth! emeodher casts adtbent 
backlash. 


@ Spool and end-plates of 
lightweight, tough 


Evidently this is the surf reel everybody's been waiting for! 
From reports in thus far, we predict that this summer will 
see the Inductor ‘*250” reel ring up sensational sales for 
























dealers all along both coast-lines. Please place your order amgners 
3 ‘ : E ‘ e One thumb-screw 
with your jobber well in advance so that we can give you take-apart. 
prompt delivery. e Heavy duty synchro- 
mesh gears. 


i @ Oilite bearings, patented 
sre used ] Cc E y .\ he Cc ! T Y a 3 E L $ lock nut and wrench and 
° Cite Mite Cok ; : other great features. 

cean City Mfg. Co., A & Somerset Sts., Phila. 34, Pa. List Price... $25 


ives you 
ent box 


1 Gross ; Pp The Ocean City Inductor 250 is the 
Fall MONTAGUE RODS Meier 


stant research and development. 
e 








Montague Rod & Reel Co., Montague City, Mass. 
ich SelM BLEIBT iene PLS ett 


WORLD LEADERS IN RODS AND REELS 
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You sell one Pumping Unit for 
either shallow or deep wells 


No mechanical pump change to make. To convert the shallow well 
system into a deep well system, simply add an inexpensive BURKS 
Educer to the famous BURKS Super Turbine Water System. Every 





shallow well system prospect wants this important feature, as it 
means security against possibility of water level dropping below 28 
feet, in dry seasons. 

Dual Purpose water system with “LIFE-LOK” gives BURKS 
Dealers two big advantages that increase sales and profits. 


i 


THIS 
PART, 
THE EDUCER, 
IS NOT 
REQUIRED 
FOR SHALLOW 


Only BURKS Super Turbine Systems have the WELLS 


LIFE-LOK feature that enables these quality systems 0 
to outlast any other by as much as 40%. LIFE-LOK ADDS 40% NO 


is the greatest sales clincher in the Water System 
Business today. BURKS Dealers are cashing in on it. LONGER LIFE z grote 
+ PUMP CHANG 


We back all dealers with national advertising, store 


tising. Your inquiry ie invited BURKS SYSTEMS | 


DECATUR PUMP COMPANY, 52 ELK ST.DECATUE 70, ILL. 
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Bethlehem Steel Products for the Hardware Trade 


FARM FENCE -* FENCE POSTS « BARBED WIRE «+ ° BOLTS AND NUTS «+ NAILS AND STAPLES 
SILVER STAR BALE TIES * GALVANIZED ROOFING AND SIDING 


BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 
On the Pacific Coast Bethlehem products are scld by Bethlehem Pacific ist Stee 
Export Distributor: Bethlehem Stee! Export Cor 
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THE SECOND GREAT 


AIREX SALES SENSATION 


~. HANDIER! 


Airex’s beautiful feather- 
weight aluminum dispenser is 
streamlined to fit a woman’s 
hand perfectly! 


QUICKER! 


The exclusive Airex push- 
button control is quicker and 
easier to operate. Much easier 
than old-fashioned spray 
guns, bombs and cans! 


SURER! 


The positive-action spray 
valve always works smooth- 
ly. No leaking . . . sputtering 
. spitting. No back-firing! 















pesapreieipstoter sine SUPER-CHARGED WITH 


insects for as little as 14¢.. 

and your customer gets 20% EN ET 4 N°! j 
more insect-killing mist for 

her money —thanks to exclu- 


sive ““Genetron” dispersant. SUPER- PA CKED IN 
STREAMLINED ALUMINUM! 


EWOEGT KILLER! 





J 
nel 


ITH ness .. 
} with good profit margin! 
What's more—every sale’s a com- 
plete sale...no refills, no parts to 
9 replace or repair. 


WERFUL! | 


Exclusive “‘Genetron” dis- 
rses a greater volume of 
killin mist than or- MEX 
6 ~ Dispenser 
dinary aerosol dispersants! 


FECTIVE! 


he ideal insecticide. Airex 
ives quick knock-down, 
re kill—has finer particles, 

e particles to reach more 


sects! 
a 


LEASANT! 


Airex has a fresh, clean scent 
your customers will like. No 


fensive odors with this in- 
t killer! 


The fair-traded, fast-selling 
Airex Insect Killer gives you 
big business . . . repeat busi- 





. turnover business 





Brand new! Different! The most appealing package in the 
insecticide field ,.. and the most effective aerosol house- 
hold insect killer ever sold! AIREX Insect Killer out- 
classes all competition ... and you will see it outreach em 
all in sales response! 


CONCENTRATED ADVERTISING IN YOUR LOCAL 


NEWSPAPERS! Big, hard-hitting advertisements . . . 
ads designed to sell Airex fast . . . will appear on regular, 

uent schedule in the newspapers your customers read! 
And they'll tie-in, gain prestige from current advertising 
on famous Airex Moth Killer! 


HARD-SELLING FREE DISPLAYS! 


You get a striking, attractive addition to your counter. A 
rich-looking 6-unit display carton that shows the beau- 
tiful Airex dispenser to its greatest advantage. And, 
there’s an attention-getting window banner in every box! 


were of THE ABREX une) 


| MOST EFFECTIVE AEROSOL 
* MOTH KILLER EVER! 


9 MOST EFFECTIVE AEROSOL 
* INSECT KILLER EVER! 


3 SENSATIONAL NEW 
e (500 AIREX AIR FRESHENER! 





ORDER FROM YOUR JOBBER TODAY! 
Produced By 


GENERAL CHEMICAL DIVISION 


ALLIED CHEMICAL & DYE CORPORATION 
40 RECTOR STREET, NEW YORK 6, N. Y. 














FOR HALF A CENTURY 
A GREAT NAME 
IN AMERICAN INDUSTRY! 
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A SPECIAL 





FOR THE 
HARDWARE 
DEALER 


Special “Get Acquainted” deal package. 





: Counter display free—packed 
A in each special deal carton. 


To introduce you and your customers to the fast- 
selling, extremely popular Model 1308, we have 
prepared this special assortment. Consisting of 6 
scales—3 white, 2 red, and one yellow—it gives you 
a variety of appealing colors to satisfy increased con- 
sumer demand for kitchen color harmony. 

In addition, we will supply with each deal an eye- 
catching, 11” x 14”, 2-color counter card, as shown 
in the above illustration. This card is die-cut so that 
a scale may be set into it, thus creating an attractive, 
sales-promoting display. 

Each scale is individually boxed, then packed 
with display in special deal carton. 


Assortment No. 321-1308 Total List value............ $19.50 


Onder from your Jobber. 
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Informal Editorial Comments 


By Charles J. Heale 





Many Familiar Hardware Executives Were Present 
At Largest Mill Supply Convention of Record; 
Conference Booth Plan an Even Greater Success 


LEVELAND, OHIO, was host 

to the recent record-breaking 

Industrial Supply Convention, 
known for many years as_ the 
Triple Mill Supply Convention, 
which reminds me that my first at- 
tendance at this particular gather- 
ing was also in Cleveland approxi- 
mately 25 years ago. It has grown 
greatly since then—both in size, 
importance and accomplishinents. 
The 1949 convention rolled up a 
total official registration of 2308, 
including 240 ladies, by far sur- 
passing any previous registration 
of record. 

As usual, many long-time, well- 
known hardware distribution and 
production executives participated 
prominently as officers, committee 
members and some on the formal 
convention program. Among the 
manufacturers who took advan- 
tage of the Conference Booth idea 
there were a great many company 
and individual names, very famil- 


iar to hardware folks. The official 


published registration lists gave 
further and eloquent evidence that 
hardware manufacturers and dis- 
tributors are increasingly inter- 
ested in the industrial supply field 
and likewise increasingly impor- 
tant factors in this field. 

The Conference Booth plan, in- 
augurated at the Atlantic City con- 
vention last year, was again used 
at the Cleveland gathering—and 
with greater success and participa- 
tion. Although there were some 
differences of opinion, freely ex- 
pressed, about adjusting the num- 
ber of hours and days for the 
Conference Booth operations, it 
was very evident that from 2 p.m. 
to 6 p.m. on Monday and Tuesday, 
more manufacturers talked with 
more distributors than was ever 
possible under traditional conven- 
tion procedure. 

Having covered an estimated 
1000 trade conventions in the last 
33 years, in all parts of the coun- 
try, I make so bold as to express 


oo @ 


the strictly personal opinion that 
the Conference Booth idea is the 
one new and different development 
and the outstanding contribution to 
making business conventions more 
valuable to those who attend. It 
was my own experience, and that 
of my several associates who at- 
tended, that more people were con- 
tacted usefully those two after- 
noons in Cleveland than could be 
even waved at or given a hasty 
“handshake and kello” in three 
average annual gatherings. 

In common with many others, I 
am hoping to see the Conference 
Booth idea established as soon as 
possible at the October conventions 
of hardware manufacturers and 
wholesalers. I understand that 
some effort has been made to use 
this plan but that the Public Audi- 
torium in Atlantic City cannot be 
made available for this purpose 
until 1950 or 1951, due to prior 
commitments by the management 
of that establishment. 


The $64 Question at the Cleveland Convention © 
Was, of Course, “How Does Business Look for 1949?” 


ppm! every speaker on the 
formal program and definite- 
ly everyone with whom I had an 
informal conversation talked about 
the business outlook for 1949. 
With the exception of a spokesman 
for the machine tool builders’ field, 
most formal and informal com- 
ments indicated an expected sales 
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volume decline—but not too seri- 
ous a trend in that direction. 
While most people who ex- 
pressed themselves compared 1949 
progress to date with both 1947 
and 1948, they all seemed to 
quickly emphasize that those two 
years, in practically all business 
fields, were abnormal and super- 


abnormal years, respectively and, 
therefore, not particularly useful 
or accurate gages for comparison 
purposes. With this I must whole- 
heartedly agree, as we face in 
1949 a definite leveling off—not 
so much because of slackened de- 
mand—but more basically because 
the lush times are over. Goods of 


lll 








all kinds are more available and 
while taxes, materials, labor and 
other basic costs factors show lit- 
tle chance of decreasing, there 
seems the hope, if not the com- 
plete belief, that production can 
be speeded to an extent that some 
economies can be developed which 
could lead to some lower prices. 
Remember | said “some,” for it 
seems to me that few hard lines 
producers can make many sub- 
stantial decreases in their selling 
prices and, if they do, it will re- 
flect most acute competition more 
than any fundamental savings in 
their operations unless production 
can actually be stepped up con- 
siderably. 

I still think 1949 will be a good 


business year for those dealing in 


hard lines. I am quite sure that 
sales volume and profits will not 
equal 1948 or perhaps 1947 but, 
in the memories of those who have 
been in business for 20 or more 
years, I believe both profits and 
volume will be relatively good— 
but only for those who work hard, 
watch their costs and who are com- 
petitive, not only on prices but very 
much on service, availability and 
variety of good values and those 


_who seek sales*and not merely sit 


back and wait and hope for sales. 
These same thoughts were 
brought out several times during 
the Cleveland Industrial Supply 
Convention and, frankly, were the 
keynote thoughts expressed. 
Obviously, all types of business 
have enjoyed unearned sales and 


no Oo 


profits because customers had the 
money, the desire and many goods 
were scarce. As a result, expensiv: 
habits developed and many other- 
wise sound businessmen permitted, 
andx,even encouraged, extrava- 
gances on the basis that it was 
mostly “tax money anyway.” These 
same business operators would not 
have been so careless about oper- 
ating and other expenses a few 
years previous and now it will be 
an uphill fight and call for much 
“intestinal fortitude” to pull heavi- 
ly on the check rein and see that 
costs of all kinds are under more 
rigid control. Where this takes 
place, it is conceivable that com- 
paratively good profit records will 
develop despite reduced overall 
sales volume. 


There Must Be a Little Panic Thinking 
About Inventory Control in Some Places 


> too many years all types of 
distributors could literally sell 
any line, type or kind of goods 
they could put in stock—and with 
a minimum of effort and/or plan- 
ning, or even thinking. That so- 
called “honeymoon of soft selling” 
is, of course, over and now we 
have to really SELL and WORK. 
We will all be better off for this 
change, learn again the value of a 
dollar and the wise ones, at all 
levels, will seriously think in terms 
of giving full value whether it be 
in labor, services or goods or all 
three. That is a healthy way for 
our economic structure to carry on. 

It was probably natural, even 
inevitable, that when business 
started to ease up and it required 
selling, with sweat, to get the de- 
sired volume or almost get it, that 
many distributors would start de- 
veloping an excessive, and not 
always intelligent, urge to cut in- 
ventory investment—not by lines 
or items but just on the bald dol- 
lar basis. And that is what has 
happened in many places in re- 
cent months, with too little regard 
to what can be sold and what might 
better be sacrificed. 

Mind you, no intelligent opera- 
tor can fail to control his invea- 
tory investment if he expects a 
profit at the end of the year but 
all controls should be weighed and 
balanced and I don’t think this 
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has been done as much as it should 
have been done. 

Too many distributors have just 
ruthlessly canceled a lot of orders 
which I think is too eloquently 
illustrated by reports I heard at 
both the Palm Beach and Cleve- 
land conventions from too many 
producers. At least a dozen names 
come to mind, at each place, where 
| heard a story and in some cases 
saw written evidence which may 
best be summed up (paraphrasing, 
I admit) as follows: 

“Here are quite a few cancel- 
lations, one-third of which come 
from distributors we have never 
sold at all. Apparently, they are 
just sending out a form letter to 
all known sources of supply be- 
cause their dollar inventory 
looks too high and are not even 
differentiating between those 
who sell them and those that 
don’t and we do not believe this 
is a sound inventory control.” 
Now, of course, they didn’t all 

say the same precise thing or give 
the same figures but the above 
quoted, indented paragraph is 
quite typical. At that, there was 
not an alarming volume included 
in the cancellations I saw, but I 
did note that in most cases they 
were the same letters from the 
same firms. This suggests panic 
thinking which is not justified by 
present basic economic factors. 


It was impossible to escape un 
balanced and even top-heavy (dol- 
lar-wise) inventories as we ap- 
proached the close of the “soft 
selling” period and, definitely, 
some actually rigid curtailment of 
inventory investment was bound 
to take place—but such curtail- 
ment should be tempered with seri- 
ous appraisals, department by de- 
partment or line by line, on this 
basis: 

(1) The seasonal nature of 
sales opportunities for cer- 
tain lines. 

(2) The staple nature of de- 
mand for certain lines and 
their turn-over and margin 
possibilities. 

(3) Whether or not certain 
lines in stock determine 
whether or not you have the 
kind of balanced and com- 
plete stock that makes you 
really a long haul factor in 
your special kind of busi- 
ness and market. 

(4) Whether or not you can 
afford not to continue cer- 
tain lines and/or add newly 
ly available lines. 

And these are only a few high 
spots that come to mind as I think 
about the importance of inventory 
control based on reasoning and 
not panic thinking at the first sign 
that “soft selling” is being re- 
placed by selling with sweat. 
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Kids will 
buy an ILCO 
Black Knight padlock 
on sight to protect that 
brand new, or repainted, bike 
this summer. Put this rubber cov- 
ered 5%” shackle lock on display 
in your window. 










Boathouses need 
locking too. An 
ILCO 378 ex- 
truded brass pin 
tumbler padlock 
with a bronze 
chain provides positive protection 
against intruders, will withstand 
fresh or salt water elements. 







latches, in three di 








gray or neutral finish. 


















Tool sheds, left unguard- 
ed all summer, are easy 
prey for snoopers. But 
tough ILCO 382- to 385- 
type solid brass padlocks 
(4 sizes) with hardened 
steel shackles will help 
keep valuable tools where 
they belong. 
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Garages can be 
made into safe 

summer storage 
places with the ad- 
dition of a rugged, 
ILCO 201 Night Latch 
on side doors. The 201 fits 

all standard backsets, has a dur- 
able die cast pin tumbler cylinder. 










.* 





Rear and 
entrance d 
on houses o 









lock - protected. 


way to worryless vacati 





Summer camps 
need plenty of 
year ‘round protec- 
tion. ILCO Stream- 


ent models at three price 


levels, are made to order 
for the job. Choice of ivory, 


aren’t sufficiently 


peak security, an ILCO 
401 jimmy-proof lock or a 


modern 265 Streamlatch is 
i a 










ffer- 





side 
oors 
ften 


For 








ples are on display in 


seasonal hardware. 


display boards. 


Fitchburg 


June, July, August... 
your opportunity 
for extra lock sales 


Check your stock of these items. Make sure you have 
enough oft hand to get your extra share of the busy 
three months’ season ahead. Then see that actual sam- 


your windows and on counters. 


Get them before consumers and watch your sales 
automatically and steadily skyrocket on this class of 


Write for information about sample mounts and 


* Massachusetts 


independent Lock Company 
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Cash Registers Echo 
Peal of Wedding Bells 


Hardware dealers stand to benefit in the tremendous wedding market 
along with jewelers, florists, bakers, and others, when they awake to sales 
possibilities. They have scores of acceptable wedding gifts to display 
and advertise. And there are nearly two million brides each year. 


Rieur now is the time 
when tens of thousands of young 
women in every part of the land 
are busily engaged in assembling 
their trousseaus; planning decora- 
tive schemes and other details of 
their new homes; ordering invita- 
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tions, and attending to numerous 
other details attendant on the proc- 
ess of becoming a bride. 

An equal number of men with 
eager, and perhaps worried ex- 
pressions, are visiting jewelers to 
purchase rings for their intended 
brides; other jewelry for their 


attendants; or are being fitted for 
“tails” or perhaps just a new suit 
for the big occasion. 

Uncounted millions of dollars 
and much sole leather is being ex- 
pended by relatives and friends on 
wedding gifts. 

(Continued on page 116) 
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1948 Marriage Licenses, Month-by-Month, by Cities 


National Office of Vital Statistics Compilation for Cities of 100,000 Inhabitants 
(or the county in which they are located) 










































































. Percent 

Increase (+) or 

City or Decrease (—) 
City and County Jan. | Feb. | Mar. | Aprit | May | dune | July | Aug. | Sept. | Oct. | Nov. | Ds. |] 1948 | 1947 | 1947 to 1948 
Total (91 areas) ......... 46.377 | 34,210 | 45,531 | 49,868 | 55,829 | 76,194 | 49,940 | 62,672 | 57,195 | 48,178 | 46,392 | 41,433]| 613,819 | 673,440) —8.9 
Percentage of year's total...| 7.5] 56] 7.4, 82] 9.1] 124] 81] 102] 93) 79) 76) 68 
MN Sot iodsrdiien 332| 279] 339| 321] 384| 627| 381] 514] 439/ 362] 345| 341] 4,664) 5,575) —163 
REE: sinsspeae-nnes 6o| 114] 147} 175| 237| 130| 198] 158| 133| 18} (73}) 1.03) 1816) —117 
ITI en pes siaesecae 478} 439| 520} 479| 595| 669] 536] 558| 538] 596] 449) S70]/ 6337) 7.013} —96 
Baltimore, Md. ......022.00- 1,378] 1,053| 1,282] 1,405| 1,345] 1,752] 1,390] 1,523| 1.496] 1,243] 1,278] 1,201]] 16,346] 18.250) —10.4 
Birmingham, Ala. ........... 325| 352| 451| ‘476| ‘4az| ‘607| (477| 's37| ‘469| 431] 3 560|| 5.516| 8846, —37.6 
og ppaipaadennsanics 7a9| 441} 851} 852| 988| 1,290] 729| 1,199] 1,091] 904] 727| 606|| 10.427/ 10.977 —5.0 
Bridgeport, Conn. ........... 175| 77| 149| 185| 237] ‘231| 155] 218] 193] 173) 166|  86|| 2045) 2,207) —7.3 
Buflalo, N.Y. ....... 0.0.00 4s7| 229| 416| 555| 758] 1,054] 660] 793] 737) 518| 524) 277|| 6978] 7,582; —S.0 
Cambridge, Mass. 02.00.05. 128} 66| 163} 145| 128] 235} 149] 194] 191] 134] 134] 98] 1,755) 1907) —S0 
EID vewreees<-csee 123} 89] 147) 167} 163} 205| 123) 155] 1e@s| 157) 128) 93]| 1.735) 1.775) —23 
*Canton, Ohio .....-. +--+ +--+ 226| 145| 200) 206| 284] 366] 245| 314| 273) 212} 218| 192]| 2\881|/ 3.202] —100 
Charlotte, N.C... 02.00.00. 72| 66} 80) 78| 74] is7] ‘72| iz] (93) 92] (75) 103]) 1.075] 1139) —56 
Chattanooga, Tenn. .........-- 36| 26| 39} 43| S6| 87] 53| 93/ 60| 37| 47] 47} 624) 746) 16-4 
rn casaisxe aces 4,281| 3,199] 3,650| 4,747| 5,634| 7,029] 4,775| 5584| 5,661] 4,594] 4,173| 3,487]] 56.814] 60.684, —64 
Cincinnati, Ohio? ......... ais| '210| 373| 469) 552} ‘711| 437| 573| soa) ‘ai9| 470) ‘262]] 5.395] 5996] —100 
Cleveland, Ohio 2.2.2.2... 1,139| 739} 993] 1,333| 1.430] 2,028] 1.551] 1,707] 1,515] 1,293] 1,154| 823]] 15.705] 17.453) —10.0 
“Columbus, Ohio ...........-- 350| 276| 394| 34a) ‘479! 733| ‘al2| ‘S29| ‘aa6| 350] ‘3a8| aaa] 5.102] 5.208) 92.7 
ID ircasesiphicnicont 699| 623| 658| 647| 642} 888} 786| 771| 696| 649| 633| 748}} 8.440| 9.200| —83 
*Dayton, Ohio ......222.cc ss. 326| 202| 280} 303| 346] 479] 381] 427/ 300) 310/ 322| 255}| 3.931) 4.474) —12.1 
Demer, Colo. |...... 2... 0.0. 393| 306| 430| 406| 474| 780| 472| 570} 526] 403) 439] S10}! 5.710) 6492/ —I12.0 
*Des Moines, lowa? .........-- 220| 177| 172} 230| 205} 374) 242] 270| 273] 197| 221] _229}| 2810) 2926) —a0 
Detroit, Mich. ............- 2,083| 1,157| 1,765] 2,135| 2,652] 3,140] 2,266| 3,005] 2,376| 2,221| 1.818] 1,449] 26.067| 29.036] —10.2 
Duluth, Minn... 2... ...sce.. 142| ‘111] '133| ©'140| “"190| 326] “‘219| "‘285| ©'233| “‘les| 155] ‘139}| 2.239/ 2397) —66 
Elizabeth, N. J. 125} 49} 129| 118| 153] 169] 83] 125] 183] 114] | 86] 1445) 1581) 62 
BE casacouscttorcs 201] 121| 194) 244) 287| 385| 303) 321] 247| 234| 186] 130)) 2.853) 3.074) —72 
Fall River, Mass-? 104] 34] 121} 152] 166] 216] 105| 180/ 134] i09| 116] 60]! 1497| 1662) —99 
CPUieE, TIER. 2. ccccccccccces 177 173 158 188 229 382 249 306 22k 240 148 172 2,643 3,121 —15.3 
Fort Wayne, ind. .... 2.0.0... 194 130| 143] 221| 234| 298] 262] 291] 209| 212} 188| 14ii) 2.523] 2971| —I52 
Fort Worth, Texas ........... 336| 286] 349] 293/ 401| 453| 364| 399/ 376| 334) 318| 397f| 4,307) 4968, —132 
I ce istemeseness | aie] 316] 325| 420} si0| 601| si7| s97| si8| 475| 452) 368) 5.515| 5,592) —14 
“Grand Rapids, Mich. <2... 203| 160| 207) 256| 339} 491] 259] 381/ 240| 293| 235] 185i] 3,249| 3588) —94 
Hartlord, Conn... 0.2.00... 199} 105] 196| 210] 225) 283] 208 264| 247) 195] 157| 122] 2411] 2603) —T7.4 
*Houston, Texas oo... cs 6.. 853| 780| 914| 888| 910] 1.130) 993] 1,072] 912) 818] 909] 953] 11.132| 11,703) —49 
indianapolis, Ind. ........... 515| 492] 492] 563] 486] 1,012; e886] 679| 457| sez} 730] sz7j| 7.421| 8,073) —8.2 
*dacksomville, Fla. ........... 102} 101] 102] 98] 102) 177] 116) 123| 108] 89| 103) 127] 1,338] 1,786) —25.2 
Jersey City, Nod. ooo ccl os aa7| 197| 352] 382| 483| S21} 299| 444 468) 408| 361| 267} 4629) 4989) —72 
*Kansas City, Kans. .......... 175| 145} 119| 181| 177] 251] 154] 200] 197| 188] 138| 137}] 2062] 5194) —60.3 
*Kansas City, Mo. ............ 588| 515| 612} 676| 671| 965| 613| 743| 781) 651| 597] 647}} 8.059) 6554) +230 
*Knenville, Tenn. ... 2.0.0... 99 99| 112| 83; 93] isi] 119] 141] 130] 81] 22] 126 1,345) leas) —I183 
* 

Py ng = 2,673| 2,450| 2,704] 2,683] 2,787| 4,483| 3,118] 3,806] 2.981] 2,532] 2,650| 2,726]] 35,593] 38,792) —82 
Louisville, Ky. 2... ..2.. eee 40s] 372| 405| 425| 438| 726| 423| so9| si3| 407| 474] 396]| 5.494] 6304) —I28 
Lowell, Mass. 2000000000000 88| 44] 85/ 99) 135) 181} 86| 172] 113) 98] aa] 72) 1.284) 1.271 +10 
Memphis, Tenn. ............ 1a} 1s} 126| 125| 136] 255] 137) 168| 164] 14] 144| 1259]| 1,760) 1861) —54 
emma 441} 418| 504| 486| 440) 571| 385) 430| 387) 387] 382| 439)| 5.270] 5651) —6.7 
*Milwaukee, Wis... 629| 344) 536] 842| 1,111| 1.374] 777| 1.160| 930] 794) 686] 413]! 9596] 10452) —S2 
*Minneapolis, Minn. 535| 373| 555| 627| ‘862| 1.162} 670| ‘984| 803) 634| 532] 494] 8.231] 8900| —7.5 
*Nasmwille, Tenn. ...... 00.00. 161| 139] 167] 183] 197) 285] 220] 229| 202] 175| 173| 232\1 2,363] 2,706) —I127 
— geeappeaaabaias 483} 369| 432] 606] 483| 757| 463| £55| 682} 20| 522| 399] 6.271] 6.739) —69 
New Bedford, Mass. .......... gs| 63| 66| 163| 136] 218] 107| 130| 139 12) 115} S7} 1394) 1.686) —I7.3 
New Haven, Conn. ........... 152} 111| 163} 182| 236| 278] 173) 273| 221] 197| 151] 125] 2262) 2581) —I2.4 
New Orleamt, La a62| _ 310 526| 460| 647| 505| 397| 496| 452) 414| 422i] 5.486) 5935] —76 
New York, N.Y 7,697| 8,672] 11,260] 6,281| 9,304| 9,137| 7,384| 6.942] 6,384]] 93,836| 97.658} —39 
UNG Wh ssesescns<enase 223| ‘216| 284] 195| 201| 218| ‘205| 210| 246|] 2,591) 2874) —98 
*Oakland, Calif. ............. a77| 495| 855| 589| 665| S67| 449) 453| 510]! 6,598) 7,341) —10.2 
*Otlzhoma City, Okla. 270| 309] 432] 319) 349] 291] 281] 290| 323} 8,709) 4,053) —85S 
*Omaha, Nebr. .......... 5... 278| 274] 413| 228] 363} 319] 276) 251| 2164] 3.247) 3299) —16 
Paterson, N. J. 161 140] 200) 113| 127] 199] 149| 149| so] 1682) 1942) —I134 
*Peoria, ill... 170| 156} 242} 235| 188] 203| 185| 185] 176 2.220) 2458) —97 
Philadelphia, "Pa. 1,533| 1,872| 2.123] 1.051| 1.776] 1,908] 1,453] 1,323] 1,080]) 18.014] 19.307) —67 
*Pittsburgh, ‘Pa? 1'338| 1.641| 2.220] 1,472| 1/862] 1/358] 1,160| 1:22] 831] 15.847| 17.419) —90 
*Portland, Oreg. . 312| °335| °'595| ‘383| (533| °385| ‘261| '307| 282i] 4.214] 4639) —92 
Providence, R. I. 323| 325| 526] 290] 360) 422| 327| 328| 170} 3,683| 3986| —7.6 
NIN Seinen sassonss 187| 260; 352] 156| 262} 199) 177| 220} 158] 2471) 2656|" —7.0 
Richmond, Va. .... 0.2.0... 262| 271| 403| 269) 296| 327| 274) 277| 304i] 3, 3,735| BS 
Rochester, N.Y 30 294| 354| 416] 643] 334| 487| 428) 304| 273| 173]] 4115) 4600) —105 
*Sacramento, Calif. .......... 131| 103} 147) 158| 162] 204] 186) 172] 152] 126] 158] 156] 1,855) 2114) —I12.3 
ITER oscecronsese=s 907| 774| 843] 1,061| 1,147] 1,663| 994| 1,071| 1.226| 1,054] 1,140] 770] 12,650) 14.036} —99 
*St Paul, Minn. |... 20.0... 293| 139) 261] '337| “ani | ‘S8a| 321/486 393) 313] “319| 210i] 4.149| 4.443) —67 
Salt Lake City, Utah 222.1 1s5| 182} 253| 248| 249] 518] 236| 427| 384) 215] 280| 251}} 3.428) 3.728) —80 
*San Antonio, Teas .......... 525| 362| 515| 486| 507| 657| 473| 533| 500| 466) 476| 551] 6051) 6902) —I23 
*San Diego, Calif. 2.2.1... 301| 314| 363| 308] 256) 533| 353] 470| 338] 308| 315] 396)| 4,255) 4,765) —10.7 
San Francisco, Calif. ...... 732| 617| 716) 728| 726| 1,042] 731| 857| 790| 696| 666] 702|| 8997| 10,259) —I23 
Scranton, Pa. '.......0.000 234| 107| 236| 266| 350| '379| 262| 332| 289/ 238) 223| 140}] 3.056) 3492) —I125 
“Seattle, Wath. ..... 2s... 717| 603| 746| 627) 749| 987| 724) 939| 832] 697| 710] 703]| 9.034) 10,392) —I3.2 
Somerville, Mass.) =o... 2... 105} 58} 122] 119] 158| 203] 130) 222/ 153] 126) 124] 72H) 1582) 1652} —42 
SSouth Bend, Ind. 22.221! 205| 174| 197| 224] 284| 398| 273| 326| 260) 269] 251| 182}) 3,043) 3620) —I59 
Spokane, Wash. .........--.. 164| 152| 158] 183] 176) 268| 168] 244] 172] 156| 167) 142) 2150) 2.407) —10.7 
Springfield, Mass. 222222222 140| 65| 138] 187| 200) 301) 165| 237| 207| 174) 146] 97]) 2,057) 2294) —I103 
TW evenssscseces 178] 117| 154] 254] 237] 410] 203] 319| 280) 223] 168| 123] 2.666) 2940) —93 
Tacoma, Wath, «2.2.0... .0 ee 247} 211| 288] 249] 261) 382) 308) 320) 277| 223) 268] 284)) 3318) 3,717) —107 
EE osc yaackerercens 170} 173] 236| 205| 176| 267] 195| 66] 181) 134| 178) 203]) 2,284) 2,798} —I8.4 
“Toledo, Ohio ss... ..c....cee 487| 421| 483| 545] 571| 815) 700| 683| 618| 616) 576] S47}| 7.062) 7.604) —7.1 
BEER B scccrscsseses 145| 92| 98] 181] 147| 174] 154] 168] 150) 149/ 155] 86]] 1.699) 1,741} —24 
EY Senereresvecs 198} 184| 212| 186] 271| 320| 203| 268| 243) 192| 198] 249}) 2.744) 2656) +33 
I sincnimonscesenal 94} 60] 70] 11a] 134] 180] 103) 155} 141} 112/ 92] So 1,302] 1417) —8.1 
Washington, D. C. 916] 731] 897| 947] 976] 1,393| 919] 1,021] 1.035/ 893] 938] 925}] 11,591| 12,775] —93 
Wichita, Kans. 180] 148] 152] 170] 202] 303} 1 232| 209} 191] 195) 226]] 2398] 2.722] —119 
*Wilmington, Del. 173| 91] 199] 196) 192] 254] 197) 211] 215] 202] 170] 152]} 2252) 4.448) —49.4 
, Mass.) 161] 64] 163} 219] 228| 385} 183] 325] 236| 217) 180) 116) 2477) 2801) —IL6 
— ee 19} _s2| 102} 120] 152] 17} 115] 145] 352] 102] 98) 47]} 1,375) 1.545] —IL0 
*Youngstown, Ohio. ........... 221| 135] 175| 234] 336] 428) 304) 342| ‘288| 249| 235) 152]) 3,099) 3,325 8 

* Includes figures for county in which the city is located. 1 Intentions filed. 2 Applications for licenses. 3 Marriages performed, 
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Jewelers, florists, dressmakers, 
bakers, beauticians and _ others 
most directly concerned with sup- 
plying all of the merchandise and 
all of the services which are part 
and parcel of a memorable wed- 
ding day, are pretty cognizant of 
the stupendous amount of busi- 
ness that is created by what might 
well be termed the marriage 
market. 

On the other hand, it’s safe to 
state that some hardware dealers, 
as well as merchants in other lines 
of trade not so immediately con- 
cerned with the marriage market. 
are overlooking tremendous sales 
possibilities, perhaps because of a 
proper appreciation of the busi- 
ness which is generated in even 
the smallest community by brides 
and their friends. 

More hardware dealers should 
realize that they could probably 
pick scores of items from stock 
which they might well feature in 
window displays and in their ad- 
vertising, as being most acceptable 
as wedding presents. 


Potential Sales 


Of even more importance to the 
hardware dealer than the immedi- 
ate sale of a food mixer, a set of 
glass cooking ware, or perhaps a 
set of steak knives, as a wedding 
present, are the potential sales of 
the countless requirements for 
everyday living in the new home 
to be established by the newly- 
weds. 

Last year was not the greatest 
marriage year in history—only the 
third highest—but there were ap- 
proximately 1,841,457 marriages 
in the United States, according to 
an annual survey conducted by the 
Jewelers’ Circular-Keystone, a Chil- 
ton publication affiliated with 
Harpware AGE. 

The marriage rate declined in 
1948 as compared with 1947, but 
the drop was not as severe as it 
was in the case of 1947 compared 
with 1946. But the downward 
trend is understandable in the 
light of all the marriages that had 
been forestalled by World War IT 
and which were finally effected 
after V-J Day. 

Nineteen forty-two had been the 
greatest marriage year until 1946. 
In 1942, principally because of 
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Selective Service, the number rose 
to an estimated 1,800,000. The 
year 1947 was the second greatest 
marriage year, when there were 


an estimated total of 2,000,000 


ceremonies. 


The Marriage Month 


Everyone naturally thinks of the 
month of June in connection with 
marriages, and quite properly so, 
since last year 12.4 per cent of all 
marriages took place in_ that 
month. However, the difference 
between that and any other month 
of the year may be less than is 
commonly supposed. August, for 
instance, the second greatest mar- 
riage month, last year had 10.2 
per cent of all marriages. The 
other months, in the order of their 
importance, last year, were: Sep- 
tember, 9.3 per cent: May, 9.1 per 
cent; July and April, 8.1 per cent; 
October, 7.9 per cent; November, 


7.6 per cent; January, 7.5 per 
cent; March, 7.4 per cent; Decem- 
ber, 6.8 per cent, and February, 
5.6 per cent. 

Last year, as in the previous 
year, June and August were the 
first and second most important 
marriage months, and February 
was the worst. 

Hopefully, the jewelers’ trade 
publication predicts that 1949's 
marriages will be only approxi- 
mately 10 per cent below those for 
1948, but this would bring the 
total to approximately 1,822,000— 
still a lot of marriages and some- 
what about the 1942 mark, which 
had been the all-time high until 
the first post-war year. 


Consult the Chart 


In order for hardware dealers 
to make a comparison of their 
monthly sales volumes of last year, 
with the marriage rates for the 
largest centers of population in 
their vicinity, a chart of the mar- 
riage license issuance in the 91 
most populated centers (issued by 
the National Office of Vital Statis- 
tics) is shown upon page 115. 
These 91 centers represent all 
cities of 100.000 inhabitants, or 
the county in which located. 


Overhead Garage Door Display Serves 
Double Use for Bennett 





An overhead garage door display built in the H. H. Bennett Co., Easton, 
Pa., hardware store serves as an operating demonstration unit and to sep- 
arate the store's display and storage rooms. This practical display has sold 
many customers, on first examination, and has the added utility of enabling 

the store staff to move bulky items into and out of the display room. 
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A large sun um- 
brella was aft- 
tached to every 
table and served 
as a reminder to 
people who were 
in need of these 
items. Sales of 
these umbrellas 
increased more 
then 50 per cent 
as a result. 


ag. Oo 








Spot Displays Help Sell 


Lawn and Garden Goods 


NW, 
E must take ad- 


vantage of the summer months to 
sell all our garden and lawn mer- 
chandise,” says Ray J. McLaugh- 
lin, manager of the Edward J. 
Lyons, Inc., hardware store, Ard- 
more. Pa. “If we don’t sell it, we 
have to store it in our basement 
for the next season, which means 
lost profits for the current year 
and retaining merchandise that 
may not sell the following one. 
“Garden and lawn merchandise 
are leading sales lines in our store, 
but only during the spring and 
summer months. We must push 
these lines at that time or sell them 
at a below cost mark-down sale at 
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Edward J. Lyons, Inc., used a three-polnt program 
in promoting this type of merchandise during the 
spring and summer season — and it did the job 


the end of the summer. To avoid 
this, we have prepared a three- 
point program to push our stocks 
of garden and lawn merchandise.” 

In the Ardmore area, most of 
the homes are either detached or 
semi-detached. Each home has a 
large lawn and area in the back 
or surrounding the house. It is 
for these areas that the Lyon 
store sells garden and lawn mer- 
chandise. 

“There isn’t a home in the Ard- 
more area that doesn’t have either 
a chaise lounge, large sun um- 
brella, wooden garden seats or 


other lawn merchandise,” says Mr. 
McLaughlin. 


should sell this merchandise and 


“Hardware stores 


can if the proper merchandising 
campaign is started.” 

Mr. McLaughlin’s three-point 
program for selling garden and 
lawn merchandise to (1) Make 
sure that there is enough stock to 
make proper displays; (2) display 
this merchandise properly in the 
store. and (3) contacting right 
customers to sell the merchandise. 

In addition to year ’round lines, 
hardware stores must stock sea- 


(Continued on page 264) 
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Aerial view of down- 
town Cleveland. 


Go 





A Review of the 1949 


——— triple convention in Cleveland, Ohio, April 25-27 at Cleveland and 
Statler Hotels and the Public Auditorium, had record-breaking registration of 2068 
delegates. Conference Booths attracted 20 per cent more manufacturer-member par- 
ticipation than in previous year. Distribution cost reduction, better management and 
adequate stock controls for industrial distributors considered. National resources and 
security, Communism's menace and the citizen's obligations discussed. K.R. Beardslee 
heads American association and Ray C. Neal is National group's new president. South- 
ern distributors elect George G. Weaks as new president. Atlantic City, N. J., chosen 


|* E need for real 
salesmanship in a competitive 
market, the importance of lower 
distributors’ overhead and en- 
thusiasm for continued coopera- 
tion between manufacturers and 
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for 1950 convention. 


distributors in solving their mu- 
tual and individual problems 
were among the highlights of 
discussions at the Industrial 
Supply Convention, April 25-27, 
1949, in Cleveland, Ohio. Al- 
though there was general ap- 


proval of the Conference Booth 
program, Monday and Tuesda) 
afternoons in the Public Audi 
torium, both manufacturers ana 
distributors felt that some ad- 
justment in the hours and days 
of operating the plan should be 
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Industrial Supply 
Convention 


given serious consideration. 
Some favored only one day for 
the program and others ex- 
pressed the opinion that it 
should run for three days, but 
possibly for shorter periods each 
day. Under the plan, which was 
first put in operation at the 1948 
convention, executives and sales- 
men of manufacturers were in 
attendance each of the two af- 
ternoons at their booths, to meet 
the industrial distributors. 


Record Registration 


Delegate registration totalled 
2068 for distributor and manu- 
facturer delegates and there 
were 240 ladies registered, mak- 
ing the official registration 2308, 
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biggest in the history of the 
three associations. Sessions were 
held at the Hotel Cleveland, Ho- 
tel Statler and the Public Audi- 
torium, the latter being the scene 
of the Conference Booth Pro- 
gram. More than 400 manufac- 
turer association member-firms 
were represented in the Con- 
ference Booth Program. 

Atlantic City, N. J., was se- 
lected as the scene of the 1950 
Industrial Supply Convention, 
with the Conference Booth Pro- 
gram to be conducted in the Pub- 
lic Auditorium. 


a 


Cleveland Convention 
and Visitors’ Bureau, Inc. 


The American Supply & Ma- 
chinery Manufacturers’ Associa- 
tion, National Supply & Ma 
chinery Distributors’ Associa- 
tion and the Southern Supply & 
Machinery Distributors’ Associ- 
ation each elected or announced 
new presidents at their individu- 
al annual meetings. 

George G. Weaks, Weaks Sup- 
ply Co., Ltd., Monroe, La., suc- 
ceeded Richard Alcott, Riech- 
man-Crosby Co., Memphis, Tenn., 
as president of the Southern 
Supply & Machinery Distribu- 
tors’ Association. Ray C. Neal, 
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Three retiring presidents cut the ribbon at the Public Auditorium to of- 

ficlally open the Conference Booth Program on Monday afternoon. Left to 

right: E. H. McLaughlin, Union Hardware & Metal Co., Los Angeles, Cal., 

National association; J. G. Geddes, H. K. Porter, Inc., Somerville, Mass., 

American association, and Ricard Alcott, The Riechman-Crosby Co., Mem- 
phis, Tenn., Southern association. 


R. C. Neal Co., Inc., Buffalo, N. 
Y., was elected as president of 
the National Supply & Machin- 
ery Distributors’ Association, 
succeeding E. H. McLaughlin, 
Union Hardware & Metal Co., 
Los Angeles, Calif. At its an- 
nual meeting the American Sup- 
ply & Machinery Manufacturers’ 
Association, Inc., announced the 
results of its mail ballot, K. R. 
Beardslee, Carboloy Co., Inc., 
Detroit, Mich., being the new 
president, succeeding J. G. Ged- 
des, H. K. Porter, Inc., Somer- 
ville, Mass. Complete lists of of- 
ficers of each association are 
shown elsewhere in this issue. 

James G. Geddes, H. K. Porter, 
Inc., Somerville, Mass., presided 
at the opening triple meeting, 
Monday morning, in the Concert 
Hall of the Cleveland Public 
Auditorium. He and E. H. Mc- 
Laughlin, Union Hardware & 
Metal Co., Los Angeles, Calif., 
as the National association’s 
president and Richard Alcott, 
Riechman-Crosby Co., Memphis, 
Tenn., as president of the South- 
ern association, made brief open- 
ing remarks. 

President McLaughlin of the 
National association pointed out 
that of its membership, 188 con- 
cerns have a business history of 
50 or more years and that 40 of 
these have records of 100 or 
more vears of continuous opera: 
tion. 

Featured speaker of the open- 
ing session was Dr. Theodore A. 
Distler, president, Franklin & 
Marshall College, Lancaster, Pa., 
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who delivered a thought-provok- 
ing address, “Is It Time to Start 
Selling? If so, What?” 

Dr. Distler declared that the 
greatest commodity we have to 
sell today is the “American Way 
of Life” and claimed that our 
first duty is to sell it to the bulk 
of the American populace since 
only about 50 per cent of the 90,- 
000,000 citizens eligible to vote 
participated in the last presiden- 
tial election. 

The educator called for a re- 
newal of faith in our political 
and economic system. He de- 
clared, “We need a faith that will 
not only make our system work, 
but make it work so well that it 
may indeed become the pattern 


for the new world order in which 
we all hope for peace and justice 
and tranquility. That implies a 
complete understanding of our 
particular form of democratic 
government. Our government is 
a form of civil authority based 
upon the recognition of the dig- 
nity of the human being and a 
respect for the inviolable char- 
acter of individual rights.” 

Explanation of the Conference 
Booth Program, offered to save 
the time of both manufacturers 
and distributors, was outlined by 
Walter H. Gebhart, Henry Diss- 
ton & Sons, Inc., Philadelphia, 
Pa., member of the American 
association’s Advisory Board, 
who had been that group’s pres- 
ident when the plan was inaugu- 
rated last year at the Atlantic 
City convention of the three in- 
dustrial supply groups. He re- 
ported that this year’s subscrip- 
tion to booths was 20 per cent 
greater than last year. 

In this and following pages 
are presented reports on each of 
the sessions of the three asso- 
ciations, and major portions of 
many of the individual addresses 
and discussion papers. 


Entertainment Program 


A varied and interesting en- 
tertainment program was pre- 
sented for the ladies of the con- 
vention, hostesses being: Mrs. 
R. C. Klemm; Mrs. J. F. Dona- 
hue; Mrs. G. Rider Neff; Mrs. E. 
E. Stvan; Mrs. W. E. Lowles and 
Mrs. E. J. McOsker. On Monday 
the ladies attended a luncheon 
and style show in the Ballroom of 


NEW ASSOCIATION PRESIDENTS 


ey FF 
ay 


KENNETH R. BEARDSLEE 
Carboloy Co., Inc. 
American 








GEORGE WEAKS 
Weaks Supply Co. 
Ltd. 





RAY C. NEAL 
R. C. Neal Co., Inc. 
National 


Southern 
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the Hotel Cleveland, the style 
showings being provided by Hig- 
bee Co., department store, and 
the luncheon by the convention. 
The next day the ladies were 
guests of the Lamp Department 
of the General Electric Co., with 
luncheon and a tour of that com- 
pany’s Lighting Institute at 
Nela Park. 

An informal dance was given 
Tuesday evening, at the Hotel 
Carter Ballroom, with the com- 
pliments of Cleveland distribu- 
tors and manufacturers. 

Sunday evening, officers of the 
three associations and members 
of the Cleveland Convention 
Committee attended a dinner in 
the Rainbow Room of the Car- 
ter Hotel. 

The National association held 
a luncheon in the Pine Room, 
Hotel Statler, Monday noon and 
a breakfast meeting, Tuesday 
morning at the same hotel for 
those “40 and under” and for 
those attending their first con- 
vention. Tuesday noon the Na- 
tional Association also had a 
luncheon at the Statler. The Red 
Room, Hotel Cleveland was the 
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The new president and vice-presidents of the Southern Association. Left to 

right: George G. Weaks, Weaks Supply Co., Ltd., Monroe, La., new presi- 

dent; M. N. LeNeave, Allison-Erwin Co., Charlotte, N. C., first vice-presi- 

dent, and Joe W. Pitts, Brown, Roberts Hardware & Supply Co., Ltd., 
Alexandria, La., second vice-president. 


scene, Tuesday morning, of a 
breakfast meeting for all mem- 
bers of the Southern association. 
The American association, held a 
new members breakfast in the 
Rose Room of the Hotel Cleve- 
land, the same morning. 
Wednesday noon the Board of 


oOUddlhUO 


Governors of the National As- 
sociation held a luncheon meet- 
ing, at the Statler. The new ex- 
ecutive committee members and 
advisory board of the American 
association held a luncheon at 
the Hotel Cleveland at the same 
time. 


K. R. Beardslee Elected President American 
Supply & Machinery Manufacturers’ Assn. 


R. BEARDSLEE, vice-pres- 

»s ident, Carboloy Co., Inc., 
Detroit, was installed as the 
new president of the American 
Supply & Machinery Associa- 
tion, at the annual meeting, 
Wednesday morning, in the Ho- 
tel Cleveland Ballroom. The 
election was conducted by mail 
ballots, prior to the convention. 
Mr. Beardslee, who was chair- 
man of the Projects Planning 
Committee of the association, 
succeeds James G. Geddes, vice- 
president, H. K. Porter, Inc., 
Somerville, Mass. 


Activities Explained 


In place of a lengthy report 
on his term as president, Mr. 
Geddes called on three mem- 
bers to explain three important 
phases of the association’s ac- 
tivities during the past year. 

One of the most news-worthy 
developments of the three-day 
convention was the report of 
Chester F. Conner, of the B. F. 
Goodrich Co., Akron, Ohio, who 
gave a full explanation of the 
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association’s new Monthly In- 
dex of Orders program. 

This business index, which 
had been charted for 10 months, 
shows the amount of new or- 
ders for tools and supplies re- 
ceived each month by about 125 
member firms, as compared with 
the orders received for the base 
month of July, 1948, which was 
arbitrarily selected as the start- 
ing point for the continuing 
study. 

It is believed by the associa- 
tion that this index may prove 
to be one of the most sensitive of 
all barometers of industrial ac- 
tivities for it will show what 
the country’s industries are buy- 
ing in order to keep the wheels 
turning and should be a fairly 
accurate gage of trends of in- 
dustrial business. 

The New Order Index Chart, 
shown by Mr. Conner (see page 
135), shows a close parallel be- 
tween the new index and the 
Federal Reserve Board index. 
The former index, however, an- 
ticipated the business decline last 


August while the Federal Re- 
serve Index did not reflect the 
trend until two months later. 


Regional Meetings 


Ralph M. Johnson, Norton 
Co., Worcester, Mass., chairman 
of the Marketing Methods Com- 
mittee of the association, gave 
a report on the regional meet- 
ings that had been held during 
the past year. 

Mr. Johnson said that three 
new reports had been completed 
for improvement of selling func- 
tions of the member companies. 
These outline duties and. re- 
sponsibilities of manufacturers’ 
sales representatives; duties 
and responsibilities of distribu- 
tors’ salesmen, and stimulation 
of sales by distributors’ sales- 
men. Representing the first in- 
dustry-wide reports of the kind, 
they will be distributed to mem- 
bers. A methods analysis sur- 
vey of “how to conduct distribu- 
tors’ sales meetings” is being 
prepared for future use, he 
stated. 








Robert Wier, Jr., Osborn Mfg. 
Co., Cleveland, chairmen of the 
Membership committee told the 
assemblage that as a result of 
the Conference Booth program, 
which was instituted two years 
ago, and some of the other asso- 
ciation activities, a great deal 
of interest has been generated 
among non-member manufact- 
urers. This simplifies the work 
of finding new members. He re- 
ported that the committee’s 
work is now primarily one of 
screening applications. He an- 
nounced that 20 companies had 
been accepted as members dur- 
ing the year and that 10 more 
applications are pending. 


The Situation Abroad 


In the principal address of 
the Tuesday morning session, 
J. Y. Scott, president, Van Nor- 
man Co., Springfield, Mass., who 
had been in Europe with a Busi- 
nessmen’s Mission, gave his in- 
terpretation of the current situ- 
ation abroad. 

He stated that at present the 
United States is the one great 
source of mechanical produc- 
tion since Great Britain, Ger- 
many, and Japan, three former- 
ly great industrial powers lost 
their eminence. However, he re- 
ported that England is making 
great efforts to regain her lost 
markets, in spite of its out- 
moded industrial eauipment. 

Mr. Scott said he was im- 
pressed by the fact that En- 
gland is wondering how it will 





utilize the 7,000 who will grad- 
uate from its colleges this year, 
whereas in this country there 
will be a great demand for the 
50,000 who will graduate as en- 
gineers, this spring. 


Conference Booth 


Mr. Beardslee, the new presi- 
dent of the American associa- 
tion, announced on Wednesday 
that the Conference Booth pro- 
gram will be held again, at the 
1950 convention, in Atlantic 
City. He placed emphasis on the 
fact that we must go back to 
real selling, because of the com- 
petitive market we are in. He 
declared that from 60 to 70 per 
cent of today’s salesmen in the 
industrial field, have never 
known a real competitive mar- 
ket such as existed 10 years ago. 

In a discussion of association 
activities, at the final session, 
enthusiasm was expressed for 
the Conference Booth program, 
but opinions varied as_ to 
whether it should be shortened 
to but one day, increased to 
three days, shortened as_ to 
hours or lengthened as to hours. 


Distributors’ Problems 


“Distributors’ Problems Un- 
der Current Conditions” was the 
subject of R. C. Neal, president, 
R. C. Neal Co., Inc., Buffalo, 
N. Y., newly-elected president 
of the National Supply & Ma- 
chinery Distributors’ Associa- 


” % 
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tion and chairman of the Joint 
Industry Committee of the Na- 
tional and Southern Supply & 
Machinery Distributors’ Associ- 
ations, who favored the 2 per 
cent cash discount as a reward 
for prompt payers. He favored 
manufacturer pre-payment of 
freight, where allowed, instead 
of having the distributor pay it 
and then asking credit. Mr. 
Neal also urged manufacturers 
to utilize simplified discounts to 
replace string discounts and 
said that it would often be bet- 
ter for a manufacturer not to 
send any sales representative to 
call on the distributor than to 
send one with insufficient train- 
ing. He strongly advocated 
training in plants, for a longer 
period of time, saying that 
“your factory man should be 
trained so he can teach others. 
He should be able to conduct 
sales clinics . . . know how to 
instruct and hold attention.” 


Must Be Interested 


Mr. Neal said, in part, “Your 
factory representative should be 
vitally interested in helping the 
distributor maintain an ade- 
quate, yet properlv assorted in- 
ventory. ... Too often the repre- 
sentative is more interested in 
an initial order, and then not 
having goods returned if some 
prove slow movers. He would 
rather risk the good will of his 
distributor than to have this 
show as a credit against his 
sales.” 


ad “ 


Some of the new officers and members of the executive committee of the American Supply and Machinery 
Manufacturers’ Association, left to right: James Tate, The Dunmore Co., Racine, Wis.; R. M. Johnson, 
Norton Co., Worcester, Mass., second vice-president; K. R. Beardslee, Carboloy Co., Inc., Detroit, Mich., 
newly elected president; Robert Wier, Jr., The Osborn Mfg. Co., Cleveland, Ohio; C. F. Conner, The B. F. 
Goodrich Co., Akron, Ohio, treasurer; F. T. Stone, Columbus-McKinnon Chain Corp., Tonawanda, N. Y., first 


vice-president; W. J. Eberlein, 
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Greenfield Tap & Die Corp., Greenfield, Mass. 
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National Supply & Machinery Distributors Association officers, from left to right are: Henry R. Rinehart, 
Philadelphia, secretary-treasurer; Richard H. Barr, Reilly Bros. & Raub, Lancaster, Pa., Area 2 representa- 
tive to the board of governors; James H. Ruddell, Central Rubber & Supply Co., Indianapolis, Ind., vice- 
president for Areas 3 and 4; J. D. Nicholson, The Mine & Smelter Supply Co., Denver, Colo., Area 5 rep- 
resentative; Ray C. Neal, R. C. Neal Co., Inc., Buffalo, N. Y., president; Harold D. Holden, Silliter-Holden, 
Inc., Hartford, Conn., Area 1 representative; Harold E. Torell, Syracuse Supply Co., Syracuse, N. Y., 
vice-president for Area 1 and 2; A. W. Lohn, Ducommun Metals & Supply Co., Los Angeles, Cal., Area 6 
representative; E. H. McLaughlin, Union Hardware & Metal Co., Los Angeles, retiring president. Others not 
present when the picture was taken were: William A. Haseltine, J. E. Haseltine & Co., Portland, Ore., vice- 
president for Areas 5 and 6; Charles T. Bush, The Chas. A. Strehlinger Co., Detroit, Mich., Area 3 repre- 
sentative, and William C. Teare, Sterling Products Co., Inc., Chicago, Area 4 representative. 


Ray C. Neal Heads National Supply 
& Machinery Distributors’ Assn. 


HE 44th annual convention 

session of the National asso- 
ciation, Tuesday morning, in the 
Euclid Ballroom of the Hotel 
Statler, was termed an “experi- 
ence” meeting, with members 
presenting brief talks on eight 
questions with which distribu- 
tors of industrial supplies are 
currently confronted. Ray C. 
Neal, president, R. C. Neal Co., 
Inc., was elected president of the 
National association, succeeding 
E. H. McLaughlin, Union Hard- 
ware & Metal Co., Los Angeles, 
Calif. 

President E. H. McLaughlin, 
Union Hardware & Metal Co., 
Los Angeles, presided and in 
his annual address gave his ob- 
servations on business condi- 
tions generally and in the in- 
dustrial supplies market of the 
Pacific Coast. He concluded that 
despite some vexing problems 
he expects that 1949 will “be 
quite satisfactory.” 


Association Activities 


H. R. Rinehart, secretary- 
treasurer, gave a brief account 
of the activities of the associa- 
tion’s national office and called 
attention to the printed report 
which outlined most of the ac- 
tivities of the year. 
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William T. Todd, Jr., Somers, 
Fitler & Todd Co., Pittsburgh, 
chairman of the Research and 
Planning Committee, called at- 
tention to phases of the commit- 
tee’s work, which were later 
outlined in considerable detail 
by other members, R. H. Russell, 
of J. Russell & Co., Inc., Holy- 
cke, Mass., and H. H. Kuhn, 
president, Hardware & Supply 
Co., Akron, O. 

Ralph H. Vincent, general 
manager, C. W. Marwedel, San 
Francisco, discussed the ques- 
tion, “What are the Most Im- 
portant Functions of Manage- 
ment Under Present Condi- 
tions?” 

H. H. Kuhn, president, The 
Hardware & Supply Co., Akron, 
O., spoke on “What Key Figures 
Should an Executive Receive 
and Check Regularly to Formu- 
late Sound Management Poli- 
cies?” 

Frank M. Cruger, partner, In- 
diana Manufacturers Supply 
Co., Indianapolis, had as his 
subject, “Should Management 
Prepare or Brief Salesmen 
Prior to Sales Meetings?” 

Stanley Sheldon, sales man- 
ager, Chase, Parker & Co., Bos- 
ton. talked on “What Facts of 
Value to Management can be 
Secured From a Perpetual In- 
ventory System?” 


W. C. Teare, president, Ster- 
ling Products Co., Inc., Chicago, 
had as his topic, “What Provi- 
sions in Manufacturers’ Sales 
Policies are Required for the 
Successful Management of a 
Distributor’s Business?” 

G. Cheston Carey, president, 
Carey Machinery & Supply Co., 
Inc., Baltimore, spoke _ on 
“Should Management Give More 
Attention to Our Fair Trade 
Laws?” 

P. A. Parachek, president, 
Mill & Factory Supply Co., To- 
ledo, gave his views on “What 
Selling Problems Will Require 
Management’s Special Attention 
in the Immediate Future?” 


Training Salesmen 

Howard F. St. George, vice- 
president, Shadbolt & Boyd Co., 
Milwaukee, and J. W.. Vickers, 
manager, of industrial sales, 
The Geo. Worthington Co., 
Cleveland, both discussed the 
topic, “How Can Management 
Train Salesmen to Sell for Prof- 
it?” 

Eugene McCarthy, Beals, Mc- 
Carthy & Rogers, Inc., Buffalo, 
N. Y., was chairman of the reso- 
lutions committee. The result 
of the election of officers, con- 
ducted by mail, was read by F. 
Marsena Butts, Butts & Ordway 
Co., Cambridge, Mass., a former 
president of the National Supply 
& Machinery Distributors’ Asso- 
ciation. 

Mr. Rinehart announced that 
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the following firms had been en- 
rolled as members of the Na- 
tional association during the past 
year: 

George F. Blake, Inc., Wor- 
cester, Mass.; Jones Hardware 


Co., Ltd., Long Beach, Calif., 
W. A. Tydeman & Son, Easton, 
Pa.; Henry Upjohn Co., Inc., 
Kalamazoo, Mich.; J. M. Warren 
& Co., Troy, N. Y.; Central En- 
gineering & Supply Co., Passaic, 
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N. J.; Oregon Supply Co., 
Eugene, Ore.; A. W. Davis Sup- 
ply Co., Portland, Ore.; R. A. 
Babb Hardware Co., Eugene, 
Ore.; and Fulton, Mehring & 
Hauser Co., York, Pa. 


Southern Distributors Elect 
George G. Weaks as President 


HE Southern Supply & Ma- 

chinery Distributors’ Associa- 
tion, Inc., held its 47th annual 
meeting, Tuesday morning, in 
the Empire Room of the Hotel 
Cleveland, which was presided 
over by Richard Alcott, Riech- 
man-Crosby Co., Memphis, Tenn., 
retiring president. George G. 
Weaks, Weaks Supply Co., Ltd., 
Monroe, La., was elected as the 
new president of the Southern 
association. 

In his address Mr. Alcott, re- 
viewed activities of the past year 
and praised the efforts of vari- 
ous committees. In part, he 
stated that, “There is no doubt 
we have seen the peak of the 
postwar boom. ... One thing we 
do know is that we are in a 
period where selling is absolutely 
necessary.” 


Recommendations 


Mr. Alcott made several rec- 
ommendations as follows: 

“1—I recommend that there 
be a continuance of all commit- 
tees that were functioning dur- 
ing the past year. 

“2—I recommend that the 
mid-year meeting be continued 
and placed on an invitation basis, 
because of the usual hotel limi- 
tations. 

“3—I also desire to present 
for your consideration the fol- 
lowing: 

“That members of the Associ- 
ation hold area monthly luncheon 
meetings for the purpose of dis- 
cussing problems pertinent to 
the industry. 

“T make this last reeommenda- 
tion because the association 
members in Memphis hold such 
meetings regularly and it has 
been an opportunity for us to 
know each other better. Many 
friendships have been formed, 
and the good fellowship, con- 
structive ideas and community 
pride have been greatly strength- 
ened through these meetings.” 
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Reporting for the Executive 
Committee, Lloyd B. Mize, presi- 
dent, Industrial Supply Corp., 
Richmond, Va., announced that 
the association had authorized 
a meeting Jan. 12-13, 1950, in 
Biloxi, Miss., and also another 
survey of hourly wage rates in 
the industrial supply field. He 
reported recommendation of 
adoption of a standard chart of 
accounts. 

E. L. Pugh, Atlanta, Ga., sec- 
retary-treasurer of the associa- 
tion, and later reelected to that 
office, reported as treasurer of 
the association that the organiz- 
ation has a favorable financial 
condition. Paul H. Griner, Oliver 
H. Van Horn Co., Inc., of Hous- 
ton, Houston, Tex., reported that 
11 new members have become 
affiliated with the Southern as- 
sociation. These are: Bruce Rog- 
ers Co., Fort Smith, Ark.; Mill 
& Mine Supply Co., N. Little 
Rock, Ark.; Phillips Hardware & 
Supply Co., Columbus, Ga.; In- 
dustrial Hardware & Supply, 
Inc., Baton Rouge, La.; General 
Equipment & Supply Co., Miami, 
Fla.; Weeks Supply Co., Ltd., 


Natchez, Miss.; Patrick H. Dil- 
lon, New Orleans, La.; Piedmont 
Mill Supply Co., Salisbury, N. C.; 
Choctaw, Inc., Memphis, Tenn.; 
Norman Supply Co., Norfolk, 
Va., and Engineering Supply Co., 
Dallas, Tex. 


Planning and Development 


The report of the Planning and 
Development Committee was pre- 
sented by George G. Weaks, pres- 
ident, Weaks Supply Co., Ltd., 
Monroe, La. For the sales pro- 
motion committee, M. N. Le- 
Neave, vice-president, Allison- 
Erwin Co., Charlotte, N. C., and 
later elected a vice-president of 
the association, pointed out that 
it is difficult to please all dis- 
tributors. He recommended con- 
tinued studies of distributors’ 
catalogs and how distributors 
can afford to have them. 

In a discussion of “Material 
Handling and Stock Control by 
the Industrial Supply Distribu- 
tor,” Walker L. Wellford, Jr., 
president, J. E. Dilworth Co., 
Memphis, Tenn., outlined for his 
audience various materials han- 
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STANLEY SHELDON H. H. KUHN R. A. PARACHEK 
Chase, Parker & The Hardware & Mill & Factory 
Co., Inc. Supply Co. Supply Co. 


dling methods that can be used 
in effecting time savings in ware- 
houses. He also outlined in great 
detail the mechanical stock con- 
trol system used by his company 


and how it was set up to keep 
track of the numerous items. It 
was his contention that a stock 
control system such as he de- 
scribed would, as a_ business 


D0 0 O 


grew, decrease in cost percent- 
agewise and that its benefits 
more than offset the investment 
and expense. 

In the informal discussion at 
the annual meeting of the South- 
ern group, one distributor re- 
ported that all stock orders, in 
his company, are sent out in an 
average of 1 53/100 days, unless 
they are “rush” or “wait” or- 
ders. Several distributors em- 
phasized the need for “standing 
on our feet and getting our own 
houses in order.” Another urged 
those in the trade not to try to 
get people to buy merchandise 
they don’t need, can’t use and 
don’t want, just because of lower 
prices. Another distributor re- 
ported that his house has never 
had on its books, at any time 
during the past seven years, 
more than 30 days’ business. 

Several present at the meeting 
suggested that distributors sell 
their surplus items to each other, 
instead of making drastic reduc- 
tions just to clear their stocks. 


Distributors Learn of Planning 
For Defense in Case of ‘Emergency’ 


HE two distributor associa- 

tions met jointly, Wednesday 
morning, for one of the most 
stimulating and_ enlightening 
programs of the convention. The 
co-chairmen of the session were 
President McLaughlin of the 
National, and President Alcott 
of the Southern association. 

Edward V. Hickey, director of 
production, National Security 
Resources Board, Washington, 
outlined what is happening in 
Washington in the way of plan- 
ning in anticipation of another 
“emergency,” in the event of 
another war. He explained some 
of the various agencies that 
would spring into immediate ac- 
tion at the first moment of hos- 
tilities. 


Two Major Programs 


Mr. Hickey commented on two 
major programs now being de- 
veloped for the quick conver- 
sion and expansion of ,;industry 
should there be the need for all- 
out mobilization. One, he said, 
calls for action that would cut 
across many industries, an ex- 
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ample of which is the Controlled 
Materials Plan used in World 
War II to guide the allocation 
of steel, copper, and aluminum. 
In this connection he also re- 
ferred to a small industry pro- 
gram in which detailed plans 
are being made to utilize fully 
the vast production potential of 
smal] industry. 

Plans regarding small busi- 
ness contemplate a thorough ad- 
vance appraisal of small manu- 
facturing plants, he said. They 
contemplate making available to 
smal] concerns, adequate blue- 
prints and other tools and 
“know-how” so they can be 
ready to pitch in and produce 
the moment their products are 
needed for national security. 

The second program, Mr. 
Hickey mentioned, calls for 
preparation of complete mobil- 
ization plans for each individ- 
ual industry. As a foundation. 
he pointed out, a _ product 
assignment list has been devel- 
oped that: assigns manv thou- 
sands of manufactured prod- 
ucts to specified industry divi- 
sions. 


A proposed Chart of Ac- 
counts, which has been pre- 
sented to the executive commit- 
tees of both the National and 
the Southern distributors’ asso- 
ciations, was outlined to the 
members of the two organiza- 
tions at the joint meeting, by 
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T. J. Kenny, of the S. B. Hub- 
bard Co., Jacksonville, Fla. 
Mr. Kenny is chairman of a 
committee which was formed a 
year ago to prepare a uniform 
chart of accounts, which will 
provide detailed break-downs of 
operating costs of distribution 
for members of the two indus- 
trial associations and also for 
industrial distributors who are 
members of the National Whole- 
sale Hardware Association. 


Four Benefits 


Mr. Kenny stated that the 
four principal benefits that will 
accrue to members through the 
adoption of the standard will 
be: 

1. A more detailed financial 
story on an individual business. 

2. The means of making an 
accurate comparison with other 
member’s operations, which will 
reflect excessive operating costs 
where they exist; 

3. A means by which a mem- 
ber can determine whether his 
payroll is in line with the in- 
dustry in proportion to sales. 

4. A convenient method of 
displaying to the stockholders 
of an individual .company that 
its operating costs are in line 
with the costs prevailing in the 
industry. 

Others who worked with Mr. 
Kenny in preparing the Stand- 
ard Chart of Accounts were: 
W. T. Todd, Jr., president, and 
A. F. Swearingern, treasurer. of 
Somers, Fitler & Todd Co., 
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Pittsburgh; F. L. Steinmeier, 
treasurer, Central Rubber & 
Supply Co., Indianapolis; and 
Harry Rinehart, secretary-trea- 
surer of the National associa- 
tion. 


Lowering Overhead 


Ben S. Barker, Jr., Pye-Barker 
Supply Co., Atlanta, Ga., speak- 
ing on “How Manufacturers 
Can Help Lower Distributors’ 
Overhead,” pointed to the fol- 
lowing three “sure fire’ ways 
of accomplishing this reduc- 
tion: wider margins of profit; a 
uniform 2 per cent cash dis- 
count, and pre-payment of 
freight by manufacturers, the 
freight charge to be added to 
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the distributor’s invoice when 
the charge is not allowable. 

Mr. Barker also outlined a 
program for increasing the suc- 
cess in their respective fields 
for both the manufacturer and 
the distributor. He began with 
the product, its appearance and 
packaging and continued with a 
discussion of its advertising and 
concluded with suggestions for 
closer cooperation of and better 
sales training of both the manu- 
facturer’s salesmen and the dis- 
tributor’s salesmen. 


Training Salesmen 


In discussing the problem of 
how to coordinate the training of 
salesmen he placed the manufac- 
turer’s responsibility on provid- 
ing the planning and furnishing 
the facilities and personnel. The 
distributor’s responsibility was 
to furnish the personnel and pro- 
vide the time. 

R. H. Russell, J. Russell & 
Co., Inc., Holyoke, Mass., in pre- 
senting his address, “What 
Lines Are Profitable,” empha- 
sized the need for streamlined 
merchandising as the path to 
more profitable business. He 
summarized the components of 
streamlined merchandise as im- 
proved packaging and labeling, 
decimal quantities, net user 
prices, quantity differential 
prices, and uniform code. 

Mr. Russell also expressed the 
hope that distributors would be- 
come more research-minded and 
less reticent about disclosing 
sales figures. 
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Joint Distributors Wednesday Meeting 


Activities of the 
National Security 
Resources Board 


WO major programs are now being developed 

simultaneously for the quick expansion and con- 

version of industry in an all-out mobilization. ~One 

plan cuts across many industries, the second calls 

for complete mobilization for each individual indus- 

try. Mr. Hickey describes briefly how these pro- 
grams will operate. 


By EDWARD V. HICKEY 
Director of Production, 
National Security Resources 
Board, 
Washington, D. C. 


W,. have discovered 


through sad experience that we 
cannot sit idly by, hoping that 
our own devotion to the cause of 
peace somehow will prove con- 
tagious and soften the hearts of 
would-be aggressors. Now we 
are being more realistic. We are 
doing something in peacetime to 
keep our muscles flexed, to main- 
tain all of our  resources— 
human, material, industrial and 
financial—in a state of constant 
readiness for any emergency. 
The people of the United 
States, through their represen- 
tatives in Congress, have made 
provisions for such preparedness 
in the National Security Act of 
1947. One section of that law 
created the National Security 
Resources Board to keep watch 
in peacetime and help the Presi- 


dent to prevent complications 
that could delay mobilization in 
a sudden emergency. 

The National Security Re- 
sources Board is a civilian staff 
agency of the President. Thus it 
functions on the same top level 
of Government as the National 
Security Council, the Bureau of 
the Budget and the Council of 
Economic Advisers. To the 
Board, Congress has assigned 
the heavy responsibility of ‘ad- 
vising the President concerning 
the coordination of military, in- 
dustrial and civilian mobiliza- 
tion.” In addition, the statute 
lists six specific areas in which 
the Board must make recommen- 
dations to the President. These 
are: 

1. Policies concerning indus- 
trial and civilian mobilization in 
order to assure the most effec- 
tive mobilization and maximum 





EDWARD V. HICKEY 


utilization of the Nation’s man- 
power in the event of war. 

2. Programs for the effective 
use in time of war of the Na- 
tion’s natural and industrial re- 
sources for military and civilian 
needs, for the maintenance and 
stabilization of the civilian econ- 
omy in time of war, and for the 
adjustment of such economy to 
war needs and conditions. 

3. Policies for unifying, in 
time of war, the activities of 
Federal agencies and depart- 
ments engaged in or concerned 
with production, procurement, 
distribution or transportation of 
military or civilian supplies, ma- 
terials and products. 

4. The relationship between 
potential supplies of, and poten- 
tial requirements for, man- 
power, resources and productive 
facilities in time of war. 

5. Policies for establishing 
adequate reserves of strategic 
and critical material, and for the 
conservation of those reserves. 

6. The strategic relocation of 
industries, services, government 
and economic activities, the con- 
tinuous operation of which is 
essential to the Nation’s se- 
curity. 

The law provides that the 
President shall appoint the 
Chairman of the Resources 
Board from civilian life. The 


"It is a big task we have before us—this mission of planning for total mobili- 

zation when all of our instincts are for peace. Grave decisions will have to 

be made. The welfare of the whole nation has to be our major concern in 
every step that is taken to bolster our defenses.” 
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Richard Alcott, left, The Riechman-Crosby Co., Memphis, Tenn., retiring 

president of the Southern Supply & Machinery Distributors Association, 

receives a gift of a silver pitcher from the association. The presentation 

is being made by T. J. Kenny, S. B. Hubbard Co., Jacksonville, Fia., a member 
of the executive committee and his predecessor as president. 


other members, designated by 
the President in an Executive 
Order, are the Secretaries of 
State, Treasury, Defense, Inte- 
rior, Agriculture, Commerce and 
Labor. At the present time, 
Presidential Assistant John R. 
Steelman is serving as Acting 
Chairman of the Board. 

Even though the Resources 
Board was created by the same 
statute that set up the National 
Military Establishment, it is im- 
portant to remember that they 
are distinct entities. The close 
relationship of the Board to the 
President reaffirms this Nation’s 
traditional concept of civilian 
control in providing for its se- 
curity. Incidentally, the officers 
of the armed services with whom 
I have been working want it that 
way, too. 


Munitions Board 

Of the many units of the Na- 
tional Military Establishment, 
the Munitions Board obviously 
has the most contacts with the 
National Security Resources 
Board. As a result, it has been 
easy to confuse the fields of op- 
erations of the two agencies. I 
shall try to explain briefly how 
the two Boards are different. 

To the Munitions Board, the 
statute gives the assignment, 
among other duties, of planning 
for the military aspects of indus- 
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trial mobilization. As such, the 
Munitions Board is the claim- 
ant of the armed services before 
the National Security Resources 
Board in the more comprehen- 
sive planning for marshalling 
all of the nation’s strength in 
time of war. It is up to the Mu- 
nition’s Board to translate the 
strategic plans of the Joint 
Chiefs of Staff into requirements 
for manpower, weapons, machin- 
ery, equipment, food, uniforms, 
medical supplies and the count- 
less other items that have to be 
furnished to fighting forces in 
wartime. 

To those anticipated require- 
ments, which are likely to be 
changing all the time, the Na- 
tional Security Resources Board 
must add the claims of the De- 
partments of Commerce, Agri- 
culture, of Interior, and of Labor 
in behalf of the civilian popula- 
tion, of the Department of State 
for foreign aid, of the Maritime 
Commission for the merchant 
marine and all other demands 
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“It the need should arise, we shall 
know in advance what temporary 
agencies are to be created and how 
they will operate. Key personnel to 
staff such agencies is being con- 
tacted throughout the country and 
is being kept advised of the devel- 
opment of mobilization planning as 
it progresses.”’ 


—Edward V. Hickey 


that are not made by the mili- 
tary. Then, the sum total of 
what probably would be needed 
for the defense of our freedoms 
is compared with the best cur- 
rent estimates of our potential 
capacities. 

Where shortages are _ indi- 
cated, the Resources Board re- 
ports to the President on 
measures recommended for in- 
creasing production, for making 
better use of certain resources 
or for substitution of materials 
in manufacturing processes. It 
may be necessary to ask the 
President to allocate some re- 
sources in advance among the 
claimants. And, in very tight 
situations, the Board could de- 
cide to advise the President that 
the strategic plans should be al- 
tered to meet the realities of the 
probable flow of supplies during 
a specified period. 

In the whole field of mobiliza- 
tion planning the Board must 
look at the problem in broad, na- 
tional perspective. We must not 
overemphasize any phase of pre- 
paredness at the expense of ig- 
noring others. Our plans must 
not be top heavy. 

Collection and appraisal of the 
information on which many of 
the Board’s recommendations 
are based is centered in the Of- 
fice of Plans and Programs. 
With the help of agencies 
throughout the Government and 
many organizations outside the 
Government, a small group of 
experts in that Office is prepar- 
ing balance sheets of resources 
and requirements that will be 
kept constantly up to date. 


Resources List 


These detailed lists include 
key raw materials, major end- 
products, critical components, 
fuels, electric power, transporta- 
tion and manpower. Such bal- 
ance sheets serve a dual purpose. 
In peacetime, they make it 
possible for the Board to advise 
the President on steps to 
strengthen our economic readi- 
ness position or to lessen our 
economic vulnerability. And in 
wartime, they provide the fac- 
tual basis for operations by the 
war agencies. 

Thus we should be spared, if 
we are forced to mobilize again 
the costly months of uncertaint) 
and working at cross purposes 
after Pearl Harbor on such vi- 
tal matters as assumptions 
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méthods and techniques for mea- 
suring war needs, how to estab- 
lish relative priorities and how 
to balance programs within the 
limits of scarce resources. Plans 
for coordinating the emergency 
activities of the Government in 
the event of war are being 
worked out by the Board’s Office 
of Mobilization. 


Procedure and Organization 


Any economic command in 
time of war always has been 
extemporized and staffed by men 
and women who are pressed into 
service from the ranks of those 
who are to be commanded—in- 
dustrial leaders, labor leaders, 
businessmen, lawyers, bankers, 
doctors, scientists, teachers and 
others. 

This policy has had several ad- 
vantages for us. It insures the 
continuance of the established 
Federal departments as agencies 
of service. It insures that the 
temporary agencies of economic 
command will dissolve rapidly at 
the end of the war because of 
the desire of the leaders of those 
agencies to return to their nor- 
mal pursuits. It facilitates 
bringing into the temporary war 
agencies the best talent in the 
country. 

If the need should arise, we 
shall know in advance what tem- 
porary agencies are to be cre- 
ated and how they will operate. 
Key personnel to staff such 
agencies is being contacted 
throughout the country and they 
are being kept advised of the de- 
velopment of mobilization plan- 
ning as it progresses. 

An integrated legal basis for 
total mobilization has been built 
up under the leadership of the 
Office of the General Counsel of 
the Board. Working in close 
harmony with other Government 
attorneys and with lawyers in 
private practice who had exten- 
sive experience during World 
War II, this Office has prepared 
stand-by emergency legislation 
for consideration in peacetime. 
Thus, there could be established 
in advance clear-cut authority 
for many of the actions that had 
to be improvised during World 
War II. 

An important factor in our 
strength is our tremendous ¢ca- 
pacity to produce. To harness 
that capacity for maximum effi- 
ciency, to give our fighting men, 
if need be, the kind of material 
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“All that will be necessary if there 
is an "M-Day” will be for a Govern- 
ment agency to send out telegrams 
authorizing execution of the ''Phan- 
tom Orders". With those telegrams 
serving as legal "letters of intent” 
from the Government, the manufac- 
turers would be able to go to their 
local banks immediately and obtain 
whatever financing may be necessary 
for their expanded operations." 


—Edward V. Hickey 
og 


support they have come to ex- 
pect, the Resources Board has 
established an Office of Produc- 
tion. As director of that Office, I 
shall tell you how we are going 
ahead with our task. 


Industry Conversion 


To arrange now for the quick 
expansion and conversion of in- 
dustry that would be demanded 
for all-out mobilization, we have 
two major programs in the Office 
of Production that are being de- 
veloped simultaneously. 

One calls for action that would 
cut across many industries. An 
example is the Controlled Mate- 
rials Plan, which was used in 
World War II to guide the allo- 
cation of steel, copper and alu- 
minum. We are trying to sim- 
plify the great mass of paper 
work involved in the plan. And 
we intend to arrange in advance 
for the speedy reproduction of 
what forms will be necessary. 

Also affecting most segments 
of industrial activity is our 
small industry program. De- 
tailed plans are being made to 
utilize fully the vast production 
potential of small industry. We 
are confident that, if those fa- 
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cilities are lined up well in ad- 
vance, there will be no disposi- 
tion to overlook them as a matte1 
of expediency. 


Small Business Plans 


Our plans regarding small 
business contemplate a thorough 
advance appraisal of small man- 
ufacturing plants for the pro- 
duction of war materials. They 
contemplate making available to 
small concerns adequate blue- 
prints and other tools and 
“know-how” so that they can be 
ready to pitch in and produce the 
moment that their products are 
needed for national security. 
Small manufacturing facilities, 
which are already dispersed in 
widely separated areas, would be 
in a position to bridge a produc- 
tion gap that might be disas- 
trous in the event of wholesale 
destruction of large factories in 
highly congested—and, there- 
fore, vulnerable—areas. 

Even under present conditions 
we are taking positive steps to 
encourage a fair participation of 
small enterprises in the current 
production of military require- 
ments. These military expendi- 
tures are now running at the 
rate of approximately one bil- 
lion dollars a month. 

Our second program calls for 
the preparation of complete mo 
bilization plans for each individ- 
ual industry. As a foundation 
for this job, we have developed 
a product assignment list that 
assigns the many thousands of 
manufactured products to spe- 
cific industry divisions. This list 
shows each industry where its 

(Continued on page 155) 
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Manufacturers’ Tuesday Session 


Selling, 1949's 


ERMANY, Great Britain, Japan and the 
United States were the toolshops to the world 
before World War Il, but today this country stands 
alone as the great supplier of the world's mechani- 
cal needs, says industrialist who went abroad to 
study the situation. He states that the U. S. A. 
can produce more than it can absorb but says there 
is a market somewhere for everything produced, 
if we can develop sales techniques to dispose of our 
great production. 


|= thought struck me 

that you would like to hear some 
of my observations of Europe 
and then swing over to the main 
subject of this talk. The reason 
I would like to make these ob- 
servations of Europe is that 
whether we like it or not, the 
recovery of Europe has a tre- 
mendous stake in the future busi- 
ness conditions here in America. 
Let us remember this. Prior 
to World War II there were four 
great workshops producing me- 
chanical goods in the world. 
These four great workshops 
were, in order of their impor- 
tance, United States, Germany, 
Great Britain and Japan. After 
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the most disastrous war in his- 
tory, with hundreds of billions 
of dollars being spent to win a 
war and secure peace, we find 
a condition that defies the com- 
prehension of the average man. 
We have but two of these great 
workshops left intact—the 
United States and Great Britain. 


German Economy 


The German economy, as you 
well know, has been stalemated, 
while that of Japan is only now 
starting to show any signs of re- 
vival. How, therefore, can we 
expect to have a normal trade re- 
lationship throughout the world, 
which is essential to the well be- 
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Big Job 


By J. Y. SCOTT 


President 
Van Norman Co. 


ing of all peoples, when during 
the last 10 years we have seen 
the dissipation of the production 
capacity of two of the great na- 
tions on this earth. 

In the latter part of 1947, I 
was requested to go to Germany 
with the Businessmen’s Mission 
to look over the German Indus- 
try. Unfortunately, I was un- 
able to make the trip, but did go 
over last year and I would like 
to tell you some of the impres- 
sions that I received from that 
trip and why these things will 
ultimately hit home to all of us. 

I was commissioned to ad- 
dress the British Engineering 
Conference in Wolverhampton as 
a representative of the Ameri- 
can Engineering Society. I was 
much impressed during that 
meeting, which, by the way, was 
one of the best attended gather- 
ings I ever addressed, by the tre- 
mendous diversion in the man- 
agement groups _ represented 
there. In other words, there was 
the top management composed 
of keenly intelligent men, who 
were there to absorb as much as 
possible from the four speakers, 
one from Belgium, one from 
France, one from Sweden and 
myself. The thing I missed, 
however, was the tremendous 
group of secondary management, 
out of which we in this country 
ultimately get our top manage- 
ment, namely, the chief engi- 
neers, chief metallurgists, and 
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J. Y. SCOTT 


planning engineers. These seem- 
ed to be lacking, whereas there 
was a tremendous group of fore- 
men and sub-foremen present. 
One of the men brought out that 
England was going to graduate 
7000 men from their English col- 
leges this year and where would 
these men go. I had learned just 
a few weeks before that we in 
this country graduated over 50,- 
000 trained engineers per year 
from our schools and the demand 
for these men is, as you know, 
tremendous. I give it to you, 
gentlemen, as long as we have 
this tremendous backlog of engi- 
neers starting from the bottom 
of our economic structure, we 
will retain the leadership which 
we have so rightfully earned dur- 
ing the past 150 years. 


English Production 


I would like to talk to you a 
good deal about the situation as 
I saw it there, but I will just say 
this. Whereas I saw plants that 
certainly were built before 
Noah’s Ark—and the machinery 
must have been purchased about 
that same time—it also was my 
pleasure to go through plants 
where every modern machine 
tool manufactured in Europe and 
America was in use and being 
operated to maximum efficiency. 
Likewise, there is tremendous 
pressure in England to increase 
the productive capacity of their 
existing equipment. That they 
are meeting with success cannot 
be denied. The people I talked 
with are determined that Eng- 
land will again recover its place 
as the number one exporter of 
the world and we are going to 
have competition in every mar- 
ket, no matter where, from a re- 
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vitalized and determined British 
Empire. 

I would like to touch on one 
other item which may be of real 
interest to the men here. I have 
been working through the Na- 
tional Machine Tool Builders’ 
Association and our Washington 
friends too, endeavoring to find 
out what we could expect in the 
way of purchases of machinery 
under the ERP. In discussions 
with various officials it is ob- 
vious that the basic principle of 
the European Recovery Pro- 
gram, namely, the rehabilitation 
of the manufacturing facilities, 
is to be carried out to the great- 
est degree possible through in- 
terchange of trade between the 
various countries in the Euro- 
pean pact. It is obvious that if 
France needs 10 milling ma- 
chines and England has them 
available, it is to the advantage 


"... we in this country grad- 
uated over 50,000 trained en- 
gineers per year from our 
schools and the demand for 
these men is, as you know, 
tremendous. . . . as long as 
we have this tremendous 
backlog of engineers starting 
from the bottom of our 
economic structure, we will 
retain the leadership which 
we have so righifully earned 
during the past 150 years." 


—J. Y. Scott 
Goo 


of our program in Europe to 
have these supplied from Eng- 
land instead of from the Van 
Norman Co. here in the United 


States. it hurts, gentlemen, but 
that is the way it is going to be. 

Likewise, within the past few 
weeks a new directive has been 
issued whereby all billing on the 
ERP goods will be net, without 
distributors in those countries 
being paid in the currency of the 
country to which the goods are 
assigned. 


Our Tax Dollars 


One thought I leave, namely, if 
we are to compete successfully 
against the revitalized European 
countries, being revitalized by 
your tax dollars and my tax dol- 
lars, we have a real job to do 
not only in the foreign markets, 
but in the markets here at 
home. 

Now to come back to our own 
situation here. In May, 1947, 
the Council of Economic Ad- 
visers published the following 
very interesting report: 

“An initial depression appears 
within two or three years after 
each major United States war. 
This pattern held for the Revo- 
lution, the War of 1812, the 
Civil War and the first World 
War. These depressions were 
quite severe in many respects, 
but usually were short-lived. 

“Prosperity then takes hold 
after the initial dip and appears 
to continue for a period of 10 
years or so. 

“A major depression follows 
along in the 13th or 14th year 
after the end of the war. His- 
torically, this has been an eco- 
nomic crisis of relatively long 
duration, characterized by fall- 
ing prices, declining production 
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and rising unemployment. In 
these mayor set-backs, prices 
have dropped back to the prewar 
level, or to points below that 
level. 

“Experience after World War 
Il suggests that the historical 
pattern still is being followed 
in broad outline.” 

Gentlemen, you are probably 
wondering why I start off by 
reading an excerpt from the 
Council Report. The fact was 
and is that we are all basically 
interested in what is happening 
to the economic life of America 
at this particular moment—what 
the past means in relation to the 
present and what these two fac- 
tors will mean to our future 
economy. 


Seller's Market 


Everyone of you is entirely 
familiar with the phrase—a sell- 
er’s market. Haven’t we had it 
to a great degree during the last 
10 years? Despite all the con- 
trols placed on us by our Govern- 
ment, it was still a seller’s mar- 
ket. Priorities and all other 
factors notwithstanding, the 
manufacturer or producer was 
in the driver’s seat. The demand 
for goods was so great that he 
was the king omnipotent who 
could do no wrong because he 
had the materials, goods, and 
services that you and I wanted 
in the worst way. And his big 
innings came with the expira- 
tion of the O.P.A. and the re- 
turn of the free market to our 
country. 

But the market that we found 
after the expiration of the 
O.P.A. was not a free market in 
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“The people ! talked with 
are determined that England 
will again recover its place 
as the number one exporter 
of the world and we are go- 
ing to have competition in 
every market, no matter 
where, from a revitalized and 
determined British Empire." 


—J. Y. Scott 
ao 8 & 


every sense. Oh no. The short- 
ages created during the war-time 
period only led to an easy-going 
boom time period with no return 
to the competitive ways of yes- 
terday. Yet everyone expected 
these competitive days to happen 
some time, but many business 
men hated to think of such a 
normal and logical return to 
competitive business-life and 
thought that war-time and post 
war costing would last forever. 

The great thought seemed to 
be to build up their inventories 
as fast as they could, get as much 
of the available market as pos- 
sible and, in the phraseology, 
which all of us know so well, they 
all believed in “The American 
Way of Life.” 

We are now faced with an en- 
tirely .different situation. No 
matter how one looks upon it, by 
what media, method, chart or 
logarithmic equation he applies, 
the fact remains that we have at 
the present moment greater ca- 
pacity in this country to produce 
goods than the country can ab- 
sorb. I don’t think there is a 
man in the room who will not 
agree with me on this particular 
fact. 

It all stems back in a way to 
the war, from the expansion of 
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plants, machinery, plus the tech- 
nological improvements _ that 
came out ot the tremendous 
caldron of war that has left us 
with this colossus of production, 
waiting, as it were, to find mar- 
kets for all the products that we 
are capable of producing. 


Selling, A Big Job 


Now, gentlemen, I am not an 
economist. I am just a plain 
businessman, but I would like in 
the next few minutes, to review 
some of the facts with which we 
are faced, bringing our thinking 
up-to-date, whether pro or con 
on these facts, and then give 
what I believe is a partial solu- 
tion to the problems that are fac- 
ing us. I would sum the whole 
thing up in the title of this pa- 
per, namely, “Selling —1949’s 
Big Job.” 

Somewhere in the world is a 
market for everything. Did you 
ever hear the story of the Bra- 
zilian pianos as told by Merle 
Thorpe, who was the editor of 
Nation’s Business? Mr. Thorpe 
stated a responsible New 
York concern manufacturing 
pianos had made a shipment to 
its distributor in Brazil. They 
were horrified to find that the 
distributor had refused to accept 
the sight draft on arrival of the 
cargo of pianos and they were 
in storage. 

The manufacturer contacted 
the distributor asking for the 
reason for the failure to make 
payment and accept the ship- 
ment. The distributor, replied 
they weren’t able to pay the 
draft. One of the principal 
sources of revenue in Brazil was 
from exporting cocoa. The ware- 
houses in New York were hold- 
ing large quantities of cocoa and 
there was no sale for that which 
was on hand in Brazil. 

The manufacturer thereupon 
rushed one of his best men to 
Brazil with specific instructions 
to sell those pianos no matter 
what the price, as pianos don’t 
stay together very well in a 
warehouse atmosphere. Imagine 
the chagrin of the salesman 
when he arrived there to find the 
pianos had all been sold and that 
he was the recipient of an addi- 
tional large order for pianos at 
full price. 

What happened is that a drug- 
gist in a small town in Iowa had 
originated and marketed a choco- 
late coated ice cream bar, which 
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. "... if we are to compete 
successfully against the re- 
vitalized European countries, 
being revitalized by your tax 
dollars and my tax dollars, 
we have a real job to do not 
only in the foreign markets, 
but in the markets here at 
home." 

—J. Y. Scott 
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he called Eskimo Pie. In addi- 
tion to his own production, he 
licensed others to make and sell 
the confection. The consumption 
of chocolate increased, cocoa 
stocks in the warehouses were 
depleted and a druggist in Iowa 
ended the depression in Brazil. 


Ideas and Jobs 


Far reaching? Not at all. 
Somewhere along the line some- 
body is thinking and developing 
a new sales technique, a new 
sales medium, a new way of dis- 
posing of his product, whether it 
be cocoa, toasters, automobiles or 
airplanes. Some place in the 
world some idea is going to jell 
that will bring to countless thou- 
sands employment where no em- 
ployment exists today. 

The automobile is a prime ex- 
ample of mass employment by a 
new industry, but there are manv 
other industries that are doing 
their part. All of these indus- 
tries which are supplying the 
great mass of employment to- 
day, have had tremendous tech- 
nological development added to 
natura] inventive genius, plus 
the priceless ingredient, the 
ability to dispose of the goods. 

Someone asked me the other 
day if I didn’t think the auto- 
mobile market had about run 
out. Hadn’t the automobile com- 
panies supplied all the cars that 
were needed for 1949 and 1950? 
So I asked him to look out the 
window of our plant to a park- 
ing space located across the 
street where our employees keep 
their cars. Then I asked him 
how many of those cars are 
either eight or 10 years old or 
over. There were several hun- 
dred cars in the lot and I do be- 
lieve the estimate he made, 
namely 50 per cent was pretty 
close to right. No, there is still 
a tremendous automobile market 
in America. The job, of course, 
is selling those fellows the idea 
that they want that new car, a 
job which the automobile com- 
panies have had on their hands 
for the last eight years. 


HARDWARE AGE, MAY 5, 1949 


Just think of the tremendous 
job they are faced with building 
up new sales forces, developed 
around men who are thoroughly 
familiar with the competitive 
markets which the automobile 
companies have always enjoyed, 
or appeared to be enjoying, and 
which has driven that industry 
to build more competitive prod- 
ucts which will reach in and take 
the dollars from my lady’s 
pocketbook or her husband’s 
purse. 

It has been the good fortune of 
most of us to have been con- 
nected directly or indirectly with 
sales for many years, whether as 
a manufacturer or a distributor. 
It bothers me at times to hear 
top executives state that they 
are not basically interested in 
selling, that theirs is a man- 
agerial function. And _ what, 
may I ask, constitutes the most 
important function of manage- 


ment in this year of 1949? Sales 
is the $64 question, and the chal- 
lenge that is being placed be- 
fore the American manufac- 
turer and the American mill sup- 
ply distributor is to get those 
sales, while at the same time 
reducing distribution costs 
through more effective selling. 
And I know of no way to get 
more effective selling than to 
have pressure brought from all 
sides to the sales force so that 
the maximum efficiency and ef- 
fectiveness of that body can be 
utilized to dispose of the manu- 
factured products of our plants. 


An Outstanding Report 


All of us are familiar with the 
Supplemental Report B, put out 
by our own organization. The 
most impressive thing about the 
report is not the fact that it is 
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New Orders Index Holds Great 


A CHART based on new order bookings of 125 

member companies of the American Supply & 
Machinery Manufacturers’ Association, represent- 
ing three-quarters of a billion dollars of business 
annually, in the first seven months of its use, has 
virtually paralelled the Federal Reserve Board Index. 
The association hopes that it may prove to be the 
most sensitive recorder of industrial activity and 

serve nation's economists. 


By CHESTER F. CONNER 
B. F. Goodrich Co. 


I. telling you about the 
New Orders Index, I want to 
make it clear that neither I nor 
any other members of our com- 
mittee are experts in business 
analysis. Like many of you at 
this gathering, we are managers 
of sales organizations and we find 
it an important part of our duties 
to know what is going on and, 
if possible, what is coming in 
the future. 

Next to the weather, probably 
the most common topic of con- 
versation among men is “how is 
business.” Most of the time, we 
can tell only about our own busi- 
ness-or what we have observed. 
We have the help of certain gov- 
ernment statistics and indexes of 
various types, but they tell us 
only where we have been and are 
usually a little late in telling us 
that. 

It seemed to us that inasmuch 
as this association is made up of 
the leading manufacturers of the 
kind of tools and supplies which 
are in daily use to keep the wheels 
of American industry moving, we 
might well find that we have in our 
own ranks the pulse of American 
business, and it seems reasonable 
that the amount of supplies and 


tools which are being bought to- 
day for use by American fac- 
tories, mines and construction 
jobs and for replacement of such 
sales from distributor ware- 
houses, is a good indication of 
how busy those users of supplies 
and tools are going to be in 
future months. 


Anticipates Trends 


We thought that if we had a 
current report to tell us how the 
volume of business for such pur- 
poses goes up and down from 
month to month, it should be a 
good way to prophesy how fast 
the wheels ‘would turn around in 
the days ahead. 

In other words, it would be a 
way of measuring how our busi- 
ness varies from time to time in 
the same way as our index of 
industrial distribution tells us 
how business varies from place 
to place. 

We worked out the plan with 
the help of expert statisticians 
and after working it out we sub- 
mitted it to three leading busi- 
ness analysts of national reputa- 
tion who endorsed it, in principle 
and in method, with some enthu- 
siasm, expressing the belief that 
it would give a new index of busi- 





CHESTER F. CONNER 


ness activity not available from 
any other source. 

We had two things particularly 
in mind as practical benefits. If 
an individual sales manager sees 
his business going downhill, it is 
certainly a great advantage to 
him to know whether his own 
sales organization is slipping or 
whether his decline in business is 
simply a part of a general move- 
ment. One specific industry mak- 
ing a single class of products 
might have the same kind of re- 
ports but they could easily be dis- 
torted by conditions which might 
be peculiar to that industry, such 
as a rush to buy before a price in- 
crease, for example. In an asso- 
ciation, like this, there are so 
many different industries that 
such casual influences are ab- 
sorbed in the general volume. 

The second purpose we had in 
mind was, if possible, to forecast 
future activity of business. 


Many Firms Cooperating 


The plan was accepted by the 
membership and some 125 mem- 
ber companies representing about 
three-fourths of a billion dollars 
annual business are contributing 
at the end of each month the dol- 


",.. it seems we have a crystal to gaze into and something sensational for 
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the economists.” 
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Promise as Industry Barometer 


lar value of their new orders, less 
cancellations. For the sake of 
simplicity, no attempt is made to 
break this down into different 
classes of sales. The figures go 
under confidential cover to Main 
& Co., certified public account- 
ants, in Pittsburgh, who combine 
them. The unique part of the 
plan is that each report is for 
two months, the current month 
and the preceding month. The 
report comes out to the members, 
in all cases, as a percentage com- 
parison with the _ preceding 
month’s business; also, a _ per- 
centage comparison to the base 
month which was July, 1948. 
There is no particular signifi- 
cance to this base month except 
that it was the first month and 
serves the purpose of a starting 
point as well as any other figure. 

We have now had reports for 
10 months which we have plotted 
on this chart. The red line rep- 
resents the New Orders Index of 
the American Supply & Machin- 
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ery Association and the scale on 
the left is the per cent of each 
month’s business with relation 
to the base month. The black 
line represents the month to 
month movement of the Federal 
Reserve Board Index of produc- 
tion, in accordance with the scale 
on the right side of the chart. 


The Time Lag 


You will notice that they fol- 
low a similar pattern. 

The most interesting thing to 
observe is the time lag. It ap- 
pears we may have been right in 
our theory that the fluctuations 
of the New Orders Index would 
forestall changes in the Federal 
Reserve Board Index. You will 
notice that the peak in our New 
Orders Index was reached in 
August, whereas the peak of the 
Federal Reserve Board Index oc- 
curred two months later. You 
will also notice that the definite 
down-trend of the New Orders 


~~~ NEW ORDERS INDEX ¢ — 
FRB INDEX ot PRODUCTION. 
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Index was evident about a month 
before the Federal Reserve Board 
Index started downhill. Perhaps 
this was just a coincidence, but 
it seems reasonable to expect that 
in future months the New Orders 
Index will forecast a similar 
movement of the Federal Reserve 
Board Index. If that is true, as 
it now appears to be, we will have 
a crystal to gaze into and some- 
thing sensational for the econo- 
mists. 

Some of the members have this 
index reported to them each 
month by collect telegram. We 
are certainly going to watch it 
with intense interest, hoping for 
an up-turn which may forecast 
the end of the down-trend and a 
rise in the index of production. 

We have one appeal we would 
like to make—90 per cent of the 
contributing members have their 
figures in the hand of the pub- 
lic accountants by the 10th of 
the month. Some send them in 

(Continued on page 158) 
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CHESTER CONNER EXPLAINS THE NEW ORDERS INDEX WHICH HE DEVELOPED for the American Sup- 


ply & Machinery Manufacturers’ Association to Kenneth 


association, and James G. Geddes, (right,) the retiring president. 

The chart is based on new order bookings by about 125 member companies and seems to anticipate 
business turns ahead of the Federal Reserve Board Index. The project was started in July, 1948 by the 
association. It is believed by the association to be the most accurate and sensitive index for industry, 
since it reflects the orders for tools and supplies sold to mills, mines and construction firms throughout 


the country. 
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R. Beardslee, newly-elected president of the 
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ing job. There is a thrill in the 
life of a good salesman that 

comes from no other occupation. 

3ut this morning I want to 

' talk about another selling job 
* that is not particularly con- 

Is It Time nected with material products. 
It is connected with the most 

important commodity that we 

can possibly sell — our Amer- 


a 3 . —_ 
To Start Selling? x" 2% 


realize that the American Way 


has somewhat different mean- 
lf So What ? ings for different people. Our 
I 4 e republic is dynamic — it is not 


static — it moves in this direc- 
tion and then in that — it makes 
adjustments here and modifica- 


Opening Triple Session 


THe greatest commodity we have to sell is the tions there, and quite honestly 
American Way of Life, states college president. makes its fair number of mis- 
More Americans must be urged to exercise their takes. But, at the core, there are 


certain fundamentals that form 
the basis of our society of free 
men which we call these United 


right to vote, and all of us should behave as good 
citizens in our daily lives ‘as examples to others, he 


declares. States, that are as valid today 
as they were the first day they 
were enunciated. If we are going 
By DR. THEODORE A. DISTLER to do a real selling job for the 
President, 
Franklin and Marshall College, 


Lancaster, Pa. 


American Way, we have to ana- 
lyze it very much as we would 
analyze any other sales proposi- 
tion. 





What Is the Market? 


What is the market ?—the po- 
tential? They are the ninety mil- 
lion people who could, if they 
would, exercise the franchise. 
The power resides in them. They 
are the ones who, by their action 
or lack of action, can make or 
break our particular form of 
democracy. It is upon them that 
we must depend for the perpetu- 
ation and improvement of our 
way of life. You will remember 
that Abraham Lincoln said: 

“Why should there not be a 
patient confidence in the ulti- 
mate justice of the people? Is 
there any better or equal hope 

DR. THEODORE A. DISTLER in the world?” 
The answer to Lincoln’s question 
is that there is no greater hope, 





provided the average American 

| are coming into the era when is an enlightened and thinking 

NEED not belabor the We are going to wear out more American, for let us all remem- 

point by quoting statistics, nor shoe leather in seeking cus- ber that Thomas Jefferson, in 

yet opinions of economists and tomers than we are trouser seats 1787, in speaking about the 

business men, to tell you that in sitting at the telephone. And preservation of peace (and in 

we are in a buyers’ market. All I am inclined to believe that this he was explaining his philos- 
over the country we are polish- many of us are going to enjoy ophy), spoke as follows: 

ing up our sales techniques. We getting back to doing a real sell- “And say, finally, whether 


"We can defend and perpetuate this government only upon the assumption 
that human dignity and individual rights have been given mankind by some 
authority superior to government." 
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(Cleveland Convention and Tourists Bureau, Inc.) 


The Cleveland Public Auditorium which was the scene of the opening 
triple session of the convention and the Conference Booth Program. 


peace is best preserved by giv- 
ing energy to the government, 
or information to the people. 
This last is the most certain, 
and the most legitimate engine 
of government. Educate and 
inform the whole mass of the 
people. Enable them to see 
that it is their interest to pre- 
serve peace and order, and 
they will preserve them. And 
it requires no very high de- 
gree of education to convince 
them of this. They are the 
only sure reliance for the pres- 
ervation of our liberty.” 


The Hope of America 


The great hope of America lies 
in these, our fellow citizens, pri- 
marily the 90,000,000 who could, 
if they would, exercise their 
franchise. They represent all 
economic and all social levels, all 
races and all creeds, with all the 
strengths and weaknesses of hu- 
mans. But I am just as con- 
vinced as Lincoln was that in our 
republic we must rely upon their 
enthusiastic support and action 
for our way of life. And I am 
just as convinced as Jefferson 
was that ours is not the easy 
task of strengthening a central 
government to make pronounce- 
ments and to organize and regu- 
late our lives — ours is rather 
this more difficult task: to en- 
lighten our citizens, to dispel 
the abysmal ignorance which 
abounds in our society today. We 
must portray not only the glori- 
ous freedoms and rights of citi- 
zenship in our society, but re- 
sponsibilities as well. That is 
our selling job. That is the job 
I feel every one of us who knows 
and believes our wavy of life has 
to sell to those who do not know 
and do not understand. 

Let us study that market for 
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a minute. First of all—Knowl- 
edge: We have to re-educate and 
re-sell. No product ever stays 
sold forever and a day. And so 
it is with our product, the Amer- 
ican Way of Life. We must en- 
lighten our people in the origins 
of our country. We must help 
them recapture the genius which 
was written into our great docu- 
ments at the time of the found- 


To DB 


“In our kind of a republic, 
because its ultimate strength 
and continuance rests in the 
people, we have a responsibil- 
ity to be intelligent citizens.” 


—Dr. Distler 


ing of our country. The men who 
sat down to the Constitutional 
Convention in the late 1700's 
represented as fine a group of 


thinkers as could be found any- 
where in the 18th century. They 
were fully aware not only of the 
tremendous task which confront- 
ed them — they also saw the 
glorious opportunities for the 
tirst time to establish a nation 
conceived in liberty and dedi- 
cated to the proposition that 
all men are created equal. They 
knew of past civilizations — 
the Babylonian, the Greek, the 
Roman, the great Christian- 
Judaic tradition. They knew the 
strengths and weaknesses of 
these past civilizations, and they 
diligently molded here a new con- 
cept which they felt would work. 
The past 160 or more years have 
demonstrated how right they 
were, but we who have been the 
beneficiaries of their thinking 
have long forgotten the prin- 
ciples which they upheld and 
which we too must uphold. 


Must Resell It 


Yes, we have to re-sell our 
political structure in both its im- 
plications and its proper prac- 
tice. We have to sell our eco- 
nomic system — oh, not by writ- 
ing great tomes on economics, by 
theorizing, but by explaining so 
that everyone may understand 
the simple every-day thinking 
that we have to deal with — 
profits, wages, how jobs are set 
up, ownership, production, costs, 
taxes, etc. We have to recall the 
marks of a freeman, not the neg- 





E. H. McLaughlin, right, retiring president of the National distributors’ 

association, was presented with this handsome silver pitcher in recognition 

of his service. The presentation was made by F. Marsena Butts, who pre- 
ceded him in office. 
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Walter H. Gebhart, Henry Disston & Sons, Inc., Philadelphia, American ad- 

visory board, left, presents a movie camera, projector and other equipment 

to J. G. Geddes, H. K. Porter, Inc., Somerville, Mass., retiring president 
as a token of the association's esteem. 


ative philosophy which has slow- 
ly been creeping into our na- 
tional philosophy, but the posi- 
tive things that imply that a 
man doesn’t want to be protected 
from something; that a man, by 
his own volitional acts, wants to 
live in a society where he par- 
ticipates in the removal of both 
real and imagined fears. We 
want to reinculeate in man the 
fact that this is a land of free- 
dom and opportunity, of freedom 
of speech, of freedom of worship, 
freedom of franchise, freedom of 
movement, and of freedom and 
the right to own and _ possess 
what one has earned by the 
sweat of one’s brow, and what 
one uses decently and honestly 
and without injury to others. 


Of Our Own Making 


These are just a few of the 
things that we have to sell, but 
it is not easy, for let us remem- 
ber that a good many of the ten- 
dencies and philosophies of the 
day which we so blithely blame 
on government, or on a particu- 
lar political party, are really of 
our own making. In 1896—83 
per cent of the potential voters 
cast their ballots; in 1916— 
71.5 per cent of the potential 
voters cast their ballots; in 1944 
—only 56 per cent voted; in 1948 
about 50 per cent of the poten- 
tial voters cast their ballots. 
These figures spell apathy. They 
spell a lack of regard and a lack 
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of understanding of what we 
ought to be doing as citizens. 
Now let me quote some other 
figures: In 1915—30 per cent of 
our taxable dollars went to the 
federal government; 18 per cent 
to, the state and 52 per cent to 
local government. In 1948 74 
per cent of our taxable income 
went to the federal government; 
13 per cent to the state and 13 
per cent to local government. 
This has not been because of the 
grabbing of any group in Wash- 
ington, but because we have not 
done the thing we should have 
done at home. We have somehow 
adopted the attitude of “Let 
George do it.” It may be that 
we shall have to come to the 
Australian ‘system where an 
Australian is fined the equivalent 
of about $7 if he fails to register. 
If he registers but doesn’t vote, 
he is fined an additional sum. Be- 
fore these fines were imposed, 
65 per cent of the Australians 
voted. Now 90 to 95 per cent 
vote. Recently in Sweden they 
were terribly disappointed be- 
cause only 85 per cent of the 
population voted. As late as 


Sb 


“In the halls of Congress 
we need more men of suffi- 
client courage who are more 
concerned with what is best 
for the nation and its people 
than they are about being 
re-elected..." 

—Dr. Distler 


April 138, 1949, in a dispatch 
from Washington I quote the 
following: 

“Students of government 
have reached a startling con- 
clusion. The United States, 
they say, is suffering from a 
menace which is more threat- 
ening to the future of the na- 
tion than any danger from 
outside sources. This menace 
is the growing indifference of 
the citizens in exercising their 
right to vote, an indifference 
which has changed this nation 
from the democracy visioned 
by our founding forefathers. 
About 95,000,000 of our citi- 
zens were eligible to vote in 
the last presidential election. 
With the nation facing per- 
haps the most crucial period of 
its existence only 48,680,416 
voters, about one-half of the 
electorate, took the trouble to 
go to the polls and vote, ac- 
cording to one tabulation of 
the official returns.” 


Our Greatest Menace 


This lethargy, this apathy, is 
singly our greatest menace. It 
beclouds our thinking. Yes, we 
need to educate politically and 
economically. Our people just 
don’t understand. You see evi- 
dence of it at every hand. Less 
than 30 per cent of the people 
in the United States can explain 
the Bill of Rights. Less than 30 
per cent of the people know what 
balancing the federal budget 
means. I could go on and give 
example after example of lack of 
knowledge. And in our kind of 
a republic, because its ultimate 
strength and continuance rests 
in the people, we have a respon- 
sibility to be intelligent citizens. 

There is a second selling area, 
or re-selling area. Perhaps I 
should call it a revival. A re- 
vival of Faith, if you will. A 
faith that we can make our poli- 
tical and economic system work. 
Not only make it work, but make 
it work so well that it may in- 
deed become the pattern for the 
new world order in which we all 
hope for peace and justice and 
tranquillity. That implies a com- 
plete understanding of our par- 
ticular form of democratic gov- 
ernment. Our government is a 
form of civil authority based 
upon the recognition of the dig- 
nity of the human being and a 
respect for the inviolate charac- 
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ter of individual rights. We can 
defend and perpetuate this gov- 
ernment only upon the assump- 
tion that human dignity and in- 
dividual rights have been given 
mankind by some authority su- 
perior to government. We too 
frequently forget that this is 
and must ever remain a God-cen- 
tered nation which believes, and 
ought to live as though it be- 
lieves, in the fatherhood of God 
and the brotherhood of man. We 
must revive our faith in God and 


in our fellow-man. This faith 
implies that we shall be willing 
to make such individual sacrifice 
or such group sacrifice as may be 
necessary for the good of the 
whole. 

It means, for example, that in 
the halls of Congress we need 
more men of sufficient courage 
who are more concerned with 
what is best for the nation and 
its people than they are about 
being re-elected. It means that 
we must have men of stature 





OFFICERS 
of the 
NATIONAL SUPPLY AND MACHINERY 
DISTRIBUTORS’ ASSOCIATION 
Installed April 26, 1949, Cleveland, Ohio 


President 
*Ray C. Neal, R. 9. C. Neal Co., Inc. 


Vice Presidents 
Areas 1&2 
*Harold E. Torell, Syracuse Supply Co. 
Areas 3 & 4 
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Area 4 

*William C. Teare, Sterling Products Co., Inc. 
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* Newly elected 
** Reelected 


HARDWARE AGE, MAY 5, 1949 


" ... we had better, and 
soon, stop dividing our country 
as though our interests were 
truly divided. This is not a 
nation of labor unions who 
require special privileges, 
nor of management and indus- 
try that requires special 
privileges, nor of farmers who 
require special privileges..." 

—Dr. Distier 


wo 8 


who will resist the tugs and pulls 
of pressure groups taking from 
their presentations those things 
which are best for all. It also 
means that we had better, and 
soon, stop dividing our country 
as though our interests were 
truly divided. This is not a na- 
tion of labor unions who require 
special privileges, nor of man- 
agement and industry that re- 
quires special privileges, nor of 
farmers who require special 
privileges. This is a nation in 
which all of the approximately 
60 million of us who are produc- 
ing the nation’s goods and ser- 
vices ought to be concerned not 
only with fair treatment for our- 
selves, but indeed for fair treat- 
ment for all. This implies a lot 
less pressurizing and far more 
cooperation. Here is another 
area in which a great selling job 
must be done. 

I am convinced that by and 
large the individual American 
citizen, from whatever of these 
groups I have mentioned, and 
when he is at his best, has 
neither low, mean, nor selfish de- 
sires. If he understands, truly 
understands, then he would be 
not only willing, yea, enthusias- 
tic, about @ program which pro- 
vided equity, fair dealing and 
justice rather than privilege. The 
American heart is a great heart. 
Just recently we had an exam- 
ple. While critical issues were 
being discussed in the world. 
while Congress was engaged in 
heated debate on vital issues, 
when business men were con- 
cerned about the economic situ- 
ation, a little girl just three 
years old fell down a well. Amer- 
ican eyes were turned to Califor- 
nia. American hearts were torn. 
American prayers were offered 
from all races and creeds and 
colors. People offered help of 
every kind. Workmen risked 
their lives. No one ever asked 
the cost. Thev did not ask for 
time-and-a-half for over-time, 
nor indeed for anything. Just 

(Continued on page 185) 








Wednesday Joint Distributors’ Session 


How Manufacturers 
Can Help Lower 


Distributors’ 
Overhead 


HREE "Sure Fire" suggestions for manufacturers 

are—wider margins of profit—uniform 2 per cent 
cash discount—prepaying of freight by manufac- 
turers. Mr. Barker also outlines a general program 
for sales promotion in which manufacturers and dis- 
tributors can cooperate which he offers as a means 
for increasing the success of both. 


By B. S. BARKER, JR. 


Pye-Barker Supply Co., 
Atlanta, Ga. 


4 have been re- 


ceiving letters from your Indus- 
try Committee and we are re- 
ceiving replies from these letters. 
It is surprising to see that a 
large ‘majority of these letters 
request that we do something 
with our manufacturers to se- 
cure for the distributor a wider 
margin of profit. That’s a “sure 
fire’ way for manufacturers to 
help distributors lower their 
overhead. 

When such a request is made 
to your manufacturer, remember 
he too is suffering from rising 
costs and he too is alarmed about 
his overhead. However, I grant 


that regardless of the fact that 
some manufacturers are suffer- 
ing from excess high costs, etc., 
there are quite a few manufac- 
turers who certainly should 
grant the distributor more profit 
on their lines. 

Let’s work individually on 
our manufacturing connections 
where we feel this wider margin 
is justified. But, if you go after 
your manufacturer, be sure you 
are not already giving away 
some of the present margin you 
are now enjoying. In other 
words, be sure you are not “cut- 
ting prices” or giving away the 
profit that rightfully belongs to 
you. If you desire actual proof 





B. S. BARKER 


in figures on the subject of price 
cutting, I suggest that you write 
Henry R. Rinehart, secretary- 
treasurer of the National Sup- 
ply & Machinery Distributors 
Association and request a recent 
paper entitled, “What It Costs 
to Slash Prices.” 

During the past _ several 
months some distributors have 
voluntarily lowered the present 
margin to an appalling degree. 
If you are one who is guilty of 
price cutting, then don’t ask for 
wider margins from your manu- 
facturer. 


The Cash Discount 


The second “sure fire” way for 
manufacturers to help distribu- 
tors lower overhead is to grant 
to distributors a uniform 2 per 
cent discount. It is beyond me 
as a distributor to know why a 
few manufacturers during the 
past few years changed the his- 
toric, established cash discounts 
that have been in practice since 
the establishment of the mill 
supply industry. This change 
from two to one per cent and to 
one per cent net by a few of our 
manufacturers has been confus- 
ing and has caused considerable 
direct financial loss to distribu- 
tors. 

“Mr. Manufacturer, if you 
have to have 2 per cent more for 


"If we co-operate with our manufacturer, play ball on his team, we can 
effect lower overheads for the distributor. | feel, to be a successful dis- 
tributor, my manufacturer is just as important to my operation as my 


customer." 
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your goods, please put it in the 
price of the product to us. We 
can pass this increase on to our 
customer without any additional 
complicated paper work. Due to 
the very nature of our business, 
the cost of extending these vary- 
ing terms to our customers is 
prohibitive. The result is that 
we suffer an inexcusable loss.” 


Freight Charges 


The third “sure fire” way for 
manufacturers to help lower dis- 
tributors’ overhead is to do 
something about freight charges. 
At present there are many dif- 
ferent methods used by manufac- 
turers in handling freight allow- 
ances. It would simplify the 
distributors’ problem  tremen- 
dously and reduce a lot of his 
paper work if manufacturers 
would prepay all shipments and 
add the transportation charges 
to the distributor’s invoice when 
it is not allowable. 

For example, a manufacturer 
makes a shipment to the dis- 
tributor, freight allowed. Before 
the manufacturer can invoice 
the distributor it is necessary for 
him to get the weight of the 
shipment, figure the freight 
allowance and deduct it from the 
invoice. When the distributor 
receives the shipment it is neces- 
sary for him to pay the freight 
bill, then match it up with the 
supplier’s allowance to see that 
it is correct. When discrepancies 
occur, it necessitates additional 
correspondence, checking and 
paper work on the part of both 
parties. 


NATIONAL BOARD OF GOVERNORS 


EUGENE F. McCARTHY 
Beals, McCarthy & 
Rogers, Inc. 


If the manufacturer makes the 
shipment prepaid, all that is 
necessary for him to do is to 
check and see that the transpor- 
tation company has made the 
proper charge. Since most manu- 
facturers have a freight bureau 
to check all their transportation 
bills, it would not involve any 
additional paper work and they 
would save the time they are now 
using in getting the weight of 
the shipment, figuring the 
charges and deducting from the 
invoice. This method of han- 
dling the freight charges by 
manufacturers would eliminate 
all the details that are being 
done by both distributor and 
manufacturer, as well as addi- 
tional headaches which follow 
when errors occur. 


AMERICAN EXECUTIVE COMMITTEE 





JOHN G. SEILER 
Tube Turns, Inc. 
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J. A. PROVEN 
Sterling Tool Products 
Co. * 


JAMES TATE 
Dumore Co. 


F. MARSENA BUTTS 
Butts & Ordway Co. 





E. H. McLAUGHLIN 
Union Hdwe. & Metal Co. 
National Assn. 


This handling of paper work 
on different methods used by 
manufacturers in making ship- 
ments of merchandise has be- 
come so burdensome to us that 
we are now stamping the follow- 
ing instructions on each of our 
purchase orders: 

—Important— 

“Please prepay this shipment 
and if charges are not allowable 
add to the invoice.” 

This practice has just been 
adopted and we hope it will be 
effective as it will reduce our 
paper work tremendously. 


Can Lower Overheads 


If we cooperate with our 
manufacturer, play ball on his 
team, we can effect lower over- 
heads for the distributor. I feel, 
to be a successful distributor, my 
manufacturer is just as im- 
portant to my operation as my 
customer. We must work jointly 
with our manufacturer as our 
suecess—both distributor and 
manufacturer—depends on our 
mutual relationship. 

We charge our manufacturer 
with the following. He should 
manufacture a product to the 
very best of his ability, assum- 
ing, of course, his product is one 
that is fitted to the needs of the 
industry. He must employ the 
very latest and up-to-date shop 
methods in manufacturing. His 
product must be thoroughly 
tested in his laboratory and 
above all, tested in the field of 
industry to be sure his product 
is one that is equal and if pos- 
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"Be sure you are nof al- 
ready giving away some of 
the present margin you are 
now enjoying . .. be sure 
you are not "cutting prices” 
or giving away the profit 
that rightfully belongs to 
you.” 

—B. S. Barker Jr. 


ew i A 


sible superior to any similar 
product on the market. 

A great deal of emphasis must 
be put on the finish and appear- 
ance of his product. Customers 
remember and know a product 
by its appearance. I want to put 
emphasis on the packaging and 
labeling of a product. The manu- 
facturers are now doing a great 
deal to improve their packages 
and cartons. This improvement 
alone is assisting distributors in 
lowering their handling costs by 
keeping their stocks neat and 
clean. 

The manufacturer now thus 
far has a good product, a well 
made one and a neatly packaged 
one, 


Product Advertising 


The manufacturer next should 
advertise, inform the prospective 
customer of his product, its 
merits and how it will save him 
money if used in his plant. In 
other words, build product ac- 
ceptance in the field. 

Advertising also should iden- 
tify the distributor who handles 
his product. The next step is 
for the manufacturer and the ad- 
vertising agent to study and un- 
derstand the size, type and kind 
of literature that is best suited 
to the needs of the distributor, 
for his use and distribution. 
Sales promotion definitely is one 
of the finest tools a manufac- 
turer can use for promoting the 
sale of his product. 

We now have the product— 
also the proper advertising and 
sales promotion material. We 
now need the important cog in 
the wheel—a good sales force. 
Having proper sales personnel in 
the field makes or breaks the 
manufacturer. 





Training Salesmen 


A manufacturer’s sales repre- 
sentatives should be trained at 
his factory before he takes the 
field. By training, I mean he 
should be put through a thor- 
ough course at his factory to fa- 
miliarize himself with his prod- 
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uct from every angle; to know 
its application in the field. He 
should know something of the 
background of his company, its 
organization, its position in the 
industry and something also of 
his competitor’s position and the 
merits of his competitor’s prod- 
uct. He should tell his distribu- 
tor the type of consumer that 
uses his product, even to the 
point of giving him leads or 
names of industries where his 
product can be sold. Then he 
should give the distributor all of 
the sales data and information 
necessary to sell his product in- 
telligently. 

We charge distributor and 
manufacturer alike for the fol- 
lowing. I believe the most im- 
portant factor under this head- 
ing is proper sales training of 
distributors’ salesmen by the 
manufacturer’s salesman. I firm- 
ly believe the manufacturer’s 
salesman of the future must in 
most cases be trained not only to 
sell, but must also be equipped 
to train distributors’ salesmen. 


How then shall we coordinate 
the problem of training distribu- 
tor salesmen? 

It seems to me that we can re- 
duce it to the following es- 
sentials: The manufacturer 
must provide the planning; 
furnish the facilities and per- 
sonnel. The distributor must 
furnish his personnel; provide 
the time. 

If the basic theory upon which 
the manufacturer-distributor re- 
lationship rests is actually to 
work efficiently, the manufac- 
turer must recognize his re- 
sponsibility for training all of 
his sales force including dis- 
tributor salesmen and the dis- 
tributor must recognize his re- 
sponsibility to the manufacturer 
he represents by affording the 
opportunity for training his 
men. 

Assuming we have had sales 
meetings of distributor’s sales- 
men, these meetings are in 
charge of the manufacturer’s 
salesman. We have seen pictures 


(Continued on page 182) 








OFFICERS 
of the 
SOUTHERN SUPPLY AND MACHINERY 
DISTRIBUTORS’ ASSOCIATION 
Elected April 26, 1949, Cleveland, Ohio 


President 
George G. Weaks, *Weaks Supply Co., Ltd. 
Vice Presidents 
M. N. Le Neave, *Allison-Erwin Co. 
Joe W. Pitts, *Brown, Roberts Hardware & Supply Co. 


Secretary-Treasurer 
E. L. Pugh** 
Executive Committee 
W. L. Wellford, Jr., J. E. Dilworth Co. 
T. J. Kenny, S. B. Hubbard Co. 
B. S. Barker, Pye-Barker Supply Co. 
Lloyd B. Mize, Industrial Supply Corp. 

C. McD. England, Jr., *Logan Hardware & Supply Co. 
L. F. Perkins, *Henry Walke Co. 
Richard Alcott, *Riechman-Crosby Co. 
Advisory Board 
J. A. Riechman, Riechman-Crosby Co. 
Ernest Howell, Capital City Supply Co. 

Cc. C. Krueger, San Antonio Machine & Supply Co. 
T. W. Lewis, Lewis Supply Co. 

W. W. Doe, Alabama Machinery & Supply Co. 
Alvin M. Smith, Smith-Courtney Co. 
Robert S. Page, The Henry Walke Co. 
Howard M. Schramm, Turner Supply Co. 
D. D. Peden, Peden Iron & Steel Co. 

W. M. Given, Young & Vann Supply Co. 
George Winship, Fulton Supply Co. 

C. A. Dillon, Dillon Supply Co. 
Edward F. Stauss, Stauss & Haas, Inc. 

J. M. Bates, Moore-Handley Hardware Co. 
John R. Crimmins, Mills & Lupton Supply Co. 
Harry P. Leu, Harry P. Leu, Inc. 

F. M. Archer, Superior-Sterling Co. 


“i Newly elected 
** Reelected 
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distribu- e-: . 
= emington 
. RENNER I once an see RARER 
wing es- 
‘acturer 
Manning; 
and per- | = ae emma 
or must 
provide | ’ 
a _| HERE’S A TIP ON KEEPING 
— YOUR AMMUNITION 
— INVENTORIES BALANCE 
monte NVENTORIES BALANCED 
J all of You know that hunters and shooters 
ing dis- spend more money in a store that can 
the dis- always give them just the ammunition 
» his re- they want. And you may be experiencing 
ifacturer the problem of trying to satisfy all shoot- 
ding the ers and maintain a proper inventory at 
ing his the same time. 

j . One solution might be found in setting 
ad sales 4 ‘ up a program of “‘selective merchandis- 
’s gales- | — ing.”’ See which shooting items are pop- 
i ular locally. Select one or two brands and 

are = j stock well-balanced assortments. It will 
acturer’s pay you to concentrate your investment 
pictures and sales effort on the brands that do the 
82) What is it? The trick is to put on sportsmen in your community, you best over-all job for you, stocking —_— 
; plete line of such brands in the various 
your hat. . . walk out of your store can most easily put your finger on gauges, load combinations, calibers and 
... and meet your customers on their their shooting needs. You can be ab- bullet weights to enable you to get a 
| home ground. Hunt and shoot with solutely certain you’re stocking the satisfactory turn-over. 
them. By talking to them and gain- most popular brands of arms, ammu- Balancing your stock means more than 
ing their companionship, you’ll be- _ nition, traps, targets and accessories. stocking a good quantity of the top sellers 
come acquainted with their shooting You’ll have the straight dope from only. You need some of the less widely 
habits, preferencesandrequirements. the men who make your sales— your used types of ammunition, too, to round 
Why is the Hat Trick so important own customers. out your line—to keep customers from 
today? Because by getting closer to going “‘down the street.”” By so doing, 
you'll serve your customer—and your- 
L self—most profitably. 





To help make inventories easier, send 


DEALER FINDS SPRING EXCITING GUESSING CONTEST © | for free Remington Check Sheets. 


They’re easy to mark and read. For 


WEATHER WARMS UP POPULAR WITH CUSTOMERS your supply, write Remington Arms 
22 AMMUNITION SALES ..- GOOD FOR SALES ie ganhcatelne —_— 


‘*Hi-Speed”’ and ‘“‘Kleanbore’’ are Reg. 





A prominent dealer writes: ‘22 ammu- | There’s still time for U.S. Pat. Off. by Remington Arms Com- 

nition sells pretty well all year round. | you to cut your slice pany, Inc., Bridgeport 2, Conn. 

But I always notice a healthy upsurge | of profit from this at- 

when the first warm weather appears. tention-claiming ——_ - 

of salesmen make it a habit to suggest sp ring promot ion. WAAL, THESE REMINGTON HI-SPEED 

22 ammunition to people buying fish- | Spring is 22 time, and 

ing tackle and camping equipment.” this sure-fire guessing 225 BRING COWN GAME SO 
contest will arouse FER AWAY | GOTTA SALT 


‘EM TO KEEP THE GAME 
FRESH TILL | GIT THAR! 


plenty of interest . . . draw customers 
into your store. 

A card to Remington will bring you 
full particulars. The contest material 
you’ll receive includes: clearly printed 
contest card that quickly informs the 
passer-by he can win a prize by guess- 
ing ‘“How many 22 cartridges?” in your 
goldfish bowl, two colorful window 








Fishermen, campers, ‘‘plinkers” . . . . 
all go for Remington “Hi-Speed” 22’s. streamers, entry blanks, display car- 


They have power, penetration, hair- | tons, and _sales-spurring Remington 
line accuracy and flat trajectory. And | consumer folders. By fitting this proved 
Remington ‘‘Kleanbore” priming ends | sales-worthy contest into your window 
the chore of gun cleaning. These are | display, you’ll be started on a big sales 
your strong selling points when talking | season. Write today: Remington Arms 
about Remington 22’s to a customer. | Company, Inc., Bridgeport 2, Conn. 
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Manufacturer's 


Distributors’ Problems | U 





with 

D'SCUSSING varied problems, of the distributor, margi 
Mr. Neal favors the two per cent cash discount aang 

to reward prompt payer. He opposes charges for must | 
circulars, catalogs, etc., urges decimal packaging, ag 
better packaging and labeling that is completely tablis 
informative. Favors manufacturer prepayment of The 
freight, simplification of discounts and use of net — 
pricing. Mr. Neal, further urges manufacturers to some 
employ properly trained representatives and sug- . 
gests representatives be given longer periods of cas 
factory training before going to call on the dis- are pl 
tributor. Emphasizes that clean inventories of fast “de : : 
moving goods are important not only to the dis- set in 
tributor but also to the manufacturer and suggests source 
re ° . total | 

that manufacturers help distributors in arranging | r-segnl 
exchanges of slow movers and excess stocks among You 1 
each other. In some instances, he maintains, manu- RAY C. NEAL adhe 
facturers appoint an excessive number of distribu- ee ye Ee ductio 


ing sources. theret 


Thanks to the foresight of 
the American Association, its 
patience, its aggressiveness and 


tors in a given area, to detriment of all concerned. 


during that time, but due to 





a has been my privil- 
ege to work; first, “on the old 
manufacturers’ relations com- 
mittee of the National Associa- 
tion,” and secondly, “fon the 
Joint Industry Committee of the 
two distributor associations.” 

The experience of the past 10 
years has developed some 
thoughts which I hope will 
prove beneficial and profitable 
for the future. They qualify 
under the subject, “Distribu- 
tors’ Problems Under Current 
Conditions.” 

The conditions under which 
we operate today are consider- 
ably changed from those under 
which we operated 10 years ago. 
This, in itself, calls for change. 
The relationship established be- 
tween you gentlemen, our 
sources, and ourselves, your dis- 
tributors has improved greatly 


New Deal thinking, it has be- 
come necessary to further ad- 
just our relations and opera- 
tions to comply. 


Aid From Manufacturers 


When it was my privilege to 
become inter¢sted several years 
ago, in association work, there 
was a considerable amount of 
thinking among distributors 
that manufacturers should take 
care of them. There also was a 
great diversification of thoughts 
and ideas among distributors 
themselves as to what they 


of i 


. . « aims of all three asso- 
ciations, through the close 
cooperation of their officers, 
are today very much more in 
accord than in the past.” 
—R. C. Neal 


leadership; the relationship be- 
tween the Southern, Nationai, 
and American Associations has 
become closer each year. The 
result is that the aims of all 
three associations, through the 
close cooperation of their of- 
ficers, are today very much 
more in accord than in the past. 
Not only are they very much 
more in accord, but the plan- 
ning and the actual execution 
of these common thoughts and 
ideas are more in agreement. 
During this same period of time, 
industrial distributors have 
realized more and more that 
they also have an increasing re- 
sponsibility in the distribution 
of merchandise to industrial 
plants. 

“Distributors’ problems under 
current conditions” are many. 
They run the gauntlet, from too 
low established resale prices 


“Our profits are set in many cases by ... our sources, since 74 per cent of 
the total cost of doing business is for wages and salary payments..." 
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Wednesday Meeting 


Under Current Conditions 


with the resulting inadequate 
margin of profit through em- 
ployee relations to local busi- 
ness taxes on sales, taxes which 
must be absorbed from profit as 
the tax cannot be added where 
a line has well advertised es- 
tablished resale prices. 

There are two classes of 
problems — major and minor. 
Each class has some perennials, 
some new. I shall present only 
a few, and not necessarily in 
order of importance. You will 
note that the situations which 
are problems today are caused 
by the steadily rising cost of 
doing business. Our profits are 
set in many cases by you, our 
sources, since 74 per cent of the 
total cost of doing business is 
for wage and salary payments. 
You will perceive that nearly 
all problems stem around the 
functions of labor and the re- 
duction of the costs related 
thereto. 





Cleveland's Union Terminal, in the center, is flanked 
by the Hotel Cleveland, where the Manufacturers held 
their meetings and the scene of the Southern Distrib- 
utors' annual meeting and election of officers, and 
left, by The Higbee Co. department store building. 
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By RAY C. NEAL 


R. C. Neal Co., Inc. 
Buffalo, N. Y. 


Chairman, Joint Industry Commit- 
tee of National and Southern Sup- 
ply & Machinery Distributors’ As- 
sociations and New President, 
National Supply & Machinery Dis- 
tributors Association 


a oO 


1. Here is a major perennial 
—the 2 per cent cash discount. 

The problem is to convince 
our sources of its fairness and 
need. 

Why do you seemingly fight it 
so hard? We do not ask you to 
absorb this amount in your 
costs. We do say—please charge 
us $1.02 in place of $1, and al- 
low those who pay promptly a 
cash discount premium of two 
per cent. If one does not pay 


promptly, you make the two per 
cent extra to which you are en- 
titled for your extended credit. 
It does give to those who pay 
promptly a small reward, to 
which we feel they are justly 
entitled. Are the prompt payers 
not penalized when you make 
them pay almost the same net 
return to you as those who take 
60, 90 or 120 days when you 
allow only % or one per cent 
cash discount? Think it over. 
The prompt payer should be re- 
warded. 

The two per cent cash dis- 
count is such an established 
custom in the industrial trade 
that the distributor is almost 
compelled to give it to his cus- 
tomers, irrespective of the dis- 
count he receives. It is imprac- 
tical for the distributor to try 
to so arrange his invoices, to 
his customers, according to the 
cash discount which he receives 
from his source. He gives two 


The Statler Hotel, in which National Supply & Ma- 





chinery Distributors held their annual meeting, Tues- 
day and also the locale of the joint Wednesday session 
of the National Supply & Machinery Distributors’ and 
the Southern Supply & Machinery Distributors’ Ass'ns. 
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C. McD. ENGLAND, JR. 
Logan Hdwe. & Supply 
Co. 


per cent and receives one half 
of one per cent on many items, 
therefore, he loses quite a large 
per cent of his profit. Perhaps 
you will all be more interested 
in doing something about this 
now for your own benefit, since 
two per cent may mean more 
prompt payments to you in view 
of the present tendency for 
slower collections. We cannot 
accept as reasonable many of 
the reasons advanced by manu- 
facturers to substantiate their 
changing the amount of the cash 
discount. Among them are, such 
as the cash discount they re- 
ceive on raw material, etc., 
which should have no bearing 
on the cash discount of the sale. 


Manufacturer Problems 


Now, gentlemen, believe it or 
not, we distributors are just as 
interested in your problems in- 
sofar as they affect our rela- 
tions, as we want you to be in 
ours. We are interested in your 
making money, being solvent, 
etc. We want to see you get 
your money’s worth for all you 
spend for mutual benefits, ad- 
vertising, catalogs, circulars, 
sales personnel, etc., but it does 
bite a bit to read your financial 
statements, trade paper notes, 
etc., as to your having the best 
years of your existence, and 
then have you remove some of 
the help, or customs of the past; 
such as, beginning to charge 
for catalogs, circulars, etc., and 
also removing one per cent or 
one-half of one per cent of our 
cash discount. 

2. Decimal Packaging—Bet- 
ter Packaging—Labeling: 
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L. F. PERKINS 
Henry Walke Co. 


Up to now these things were 
never considered a problem, but 
high operating costs have 
brought them into the limelight 
as a means for providing a 
source for relief. 

These subjects are relatively 
new, and are many times treated 
separately, but can here I be- 
lieve for all intents and pur- 
poses, be dealt with together. 

Decimal packaging is, I be- 
lieve, self-explanatory. The rea- 
sons are obvious and sensible. 
The Hack Saw and Band Saw 
industry under the leadership 
of Dan Northup, has proven this 
advance step can be made ad- 
vantageously. We are told that 
other industries are considering 
this move as soon as it can be 
conveniently and economically 
done. One is the wrench indus- 


try. This, the distributors know 
will take time. The momentum 
this idea has, however, we are 
sure will carry on to other fields. 
In fact we hope so, because it 
is one of the moves which will 
contribute its share of reduced 
overhead for the distributor. 


A Basic Need 


Better packaging, a com- 
panion to decimal packaging, is 
now a basic need. It means not 
only stronger cartons, but few- 
er odd shapes and sizes where 
possible for better shelf storage. 
It also means, where possible, 
the development and adoption of 
a larger carton containing a 
specified number of smaller con- 
tainers. Such cartons could be 
the minimum economic unit of 
sales at the stipulated resale 
price. A broken carton sug- 
gested resale price should be 
established by the manufactur- 
ers for this smaller unit of sale 
of from 25 to 40 per cent ad- 
vance, thereby to a small ex- 
tent, eliminating some of the 
loss in handling small orders 
now a major problem for you 
and for us. This would have 
to be worked out in detail in 
each industry, such as was done 
by the hack saw and band saw 
manufacturers, so that the new 
established units have some re- 
lation to the average sale if the 
standard sizes and slow moving 
sizes and shapes would be put 
in cartons in practical jobbing 
quantities. 

(Continued on page 186) 
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D. W. NORTHUP 
The Henry G. Thompson 
& Son Co. 





R. G. THOMPSON 
The Lufkin Rule Co. 





HERBERT P. LADDS 
The National Screw & 
Mfg. Co. 
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Mr. Dealer, you can increase your chain sales 
volume and profit by one simple action: Put 
Cleveland chain on display so it can sell itself! 


Chain on display consistently outsells chain in 
bins or on shelves by 40%. 





The Reel Salesman turns the spotlight on chain 
—makes it a star attraction. It holds 4 reels or 
their equivalent in % or reels. 





These Cleveland merchandising tools 
will boost your chain sales! 


Customer attraction of Cleveland Chain is en- 
hanced by attractive, convenient packaging, mod- 
ern displays and sales aids. 


Put Cleveland profit-makers in your store today. 
Your jobber will gladly give you full details. 


ELAND ¢ 
on ge 


Phe Clasaiane Chain ¢ Misc» 








The Sales-Master is built for heavy-duty service, 
streamlined to the needs of the busy, big store. 
Holds six reels . . . promotes sale of heavy welded 
chain such as Proof Coil. 
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Proof Coil and BBB Coil Chain in 





‘Salim samme! 4 There’s beauty, col- 


‘Keq-ette or, sales appeal in Se 7 ee 
We . | this new dog chain Lhe Cleveland Chain & Mfg. Co. 
PROOF COIL CHA!" display. Plastic Cleveland 5, Ohio Ohio ' 


handles in 4 colors 


add to the bright Cleveland 5, Ohio * The Bridgeport Chain & Mfg. 
: Co., Bridgeport 1, Conn. © Seattle Chain & Mfg 
attractiveness of 


nickel plated chain. So. San Francisco and Los Angeles 54, California 





Associate Companies: David Round & Son 


Co., Seattle 8,Wash. ¢ Round California Chain Co., 
Woodhouse Chain Works, Trenton 7, N. J. 








popular sizes now available in at- 2 

tractive plywood “Keg-ettes.” ERY 

(250 ft. of 36”. 150 ft. of 4”. lex 

100 ft. of 46%”. 75 ft. of %”.) Can 

be reshipped by jobber without 

‘epacking. green 
yellow 
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Distributors’ Joint Wednesday Session 


A Standard Chart 
Of Accounts 


J. KENNY, chairman of a sub-committee of 

* the National Supply & Machinery Distributors’ 
Association, outlined a proposed standard chart 
which is intended to make it possible for large in- 
dustrial distributors and large distributors in the 
industrial and wholesale hardware fields to make 
comparison of their individual costs with those of 
others in every part of the country. Will provide a 
minute break-down of operating costs so that dis- 
tributors can compare their own with those of 
others doing a comparable sales volume. 


By T. J. KENNY 
S. B. Hubbard Co. 


Jacksonville, Fla. 
Southern Executive Committee 





T. J. KENNY 


A VERY good 


friend of mine told me years 
ago how his father built his 
financial independence through 
the means of a comparatively 
small general store. 

It was located in a small town 


in Illinois. For years, his sales 
averaged from $36,000 to $40,- 
000. He owned his store and 
home. Real estate taxes were 
low. He grossed about 25 per 
cent on his annual sales. His 
expenses were few and small. 
He had no hired help, no de- 


livery service, or telephone, no 
income or social security taxes; 
heated the store with coal or 
wood and used kerosene for the 
lights. His operating expenses 
averaged around $4,000 per year 
which gave him $5,000 to $6,000 
annually to invest. Over a period 
of twenty years he had built a 
sizable fortune for that period 
of time. 

His bookkeeping consisted of 
a record of the accounts due him 
and his checkbook reflected his 
cost of purchases and expenses. 
He never worried about a chart 
of accounts, general ledger or a 
monthly balance sheet and profit 
and loss report. 

Business methods and _ prac- 
tices then were entirely different 
to the methods and practices 
that prevail today. 


Unusual Sales 


During the period from the 
close of the war, the industrial 
distributor has been favored with 
unusual sales volume record- 
breaking turnovers and earnings 
so liberal to allow for many ex- 
travagances. Rebuilding and 
training a post-war organization 
has involved considerable  ex- 
pense, and with a downward 
trend in sales, it brings very 
forcefully to light the much 
talked about “high breaking 
point” of profits. 

A study of operating expenses 
is, or has been in the minds of 
most managements today—what 
expenses are essential, what ex- 
penses if reduced, may impair 
sales. 

It seems to me that the start- 
ing point of an analysis of oper- 
ating expenses must first start 
with a comprehensive chart of 
accounts. A chart of accounts 
is the selection of the general 
ledger accounts that a manage- 
ment feels will best furnish the 
monthly information to enable it 
to accurately and minutely main- 
tain a control of expenses in 
proper proportion to sales and 
gross profit earned. 


No Great Effort 
Sometimes it is felt that a 
detailed chart of accounts sub- 
stantially increases the work in 


",.. while sales compensation, salaries and wages may contribute 60 to 
75 per cent of over-all expenses, if is surprising to ascertain what money 
can be saved by a careful constant scrutiny of all other expenses." 
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CASH IN 
SUPERIOR FA 


Superiors stop faucet leaks 


NOW ON 
we INSERTS! 


Easier to install 
than washers 







Put Superiors on display 


*5 out of every 8 customers who enter 
your store will buy Superiors —if you place 
your display box in a prominent spot and ask 
this simple question: “Do you want to perma- 
nently stop faucet leaks?” 

Superiors fit 95% of all faucets, combination or 
single . ..do what washers, re-seating, reaming can 
never accomplish. They Stop Leaks! bonis make old faucets 
work better than new! 

Sold on an unconditional money back g 
give you added profits, steady repear 
satisfaction. Ask your jobber for full 
















Installed in 


Sminutes, 


.. . Without re- 

moving faucet ~ 

from water line ee: 

... nothing to = ‘i, 


fit... . or adjust 


Remove 






old faucet stem 


HERE’S HOW SUPERIORS WORK. supetior ins 
faucet mechanism — new stem, new seat, new threads, new Compr 
ing bronze bearing is forced up by water pressure when handie is “on” rc 
down as handle is turned “off”, sealing water flow. All turning ection is ‘on bronze 
float —washer does not rotate. agg washers to replace of seats to wear or score! New 
handle lock fits any faucet handle. 


SUPERIOR Standard Model (Brass Stem) 
List Price—75c each 


SUPERIOR VALVE MFG. CO, | 2°/#%* Mods! (Chromesiem) ch 


3301 Mayflower Rood * Cleveland 15, Ohio 




















Attractive Display Case—Free! 


With your order for complete assortment of 4 dozen inserts, you get an attractive dis- 
play case—free! Note how each insert is mounted on an attractive display card with 
simple installation directions on the rear. © And, remember! Superiors are nation- 
ally advertised . . . full assortment of hard-hitting sales helps is yours for the asking. 


Superior products are sold xclusively through jobbers, 
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WOME 
WE SOLVE CUTTING PROBLEMS 


Hand Power 
Cutting “Jools 


INFO 


SEND A NOTE FOR MORE 


H. K. PORTER, INC. 
SOMERVILLE 43, MASS. 
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an accounting department, but 
frankly, if the operating portion 
lists 30 or 55 accounts, there is 
little additional work, with the 
exception of the preparation of 
monthly reports. A comprehen- 
sive chart of accounts very fre- 
quently eliminates many special 
analysis reports that manage- 
ment has to ask for to obtain 
badly needed additional details. 

The second step in the control 
of expenses as we see it, is a 
comparison of the sales, gross 
profit and detailed expenses for 
the month this year compared 
with the same month last year, 
and the year to date figures of 
this year, compared with the 
same period last year. This com- 
parison can bring to light many 
trends in the business that can 
be corrected. In some compari- 


sons it may show the period 
where diminishing returns in 
proportion to sales went into 


effect. It is the starting point 
for an intimate study of what 
makes the business ‘“‘tick’’—the 
trend in departmental sales, the 
direction of gross profit and the 
close study of all items of ex- 
penses. It even brings to the 
front jobs created because of 
conditions that existed sometime 
ago that do not exist today, and, 
while sales compensation, sala- 
ries and wages may contribute 
60 per cent to 75 per cent of the 
overall expenses, it is surprising 
to ascertain what money can be 
saved by a careful constant scru- 
tiny of all expenses, other than 
payroll. 


"A chart of accounts is the 
selection of, the general led- 
ger accounts that the man- 
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fer Fast Sales — 
Quick Profits — 


Shipped 3 
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~. Steady Turnover 


1ti-Line 
a RYER | 


CLOTHES DP 


Gives full 50’ of dry- 
ing space in floor 
space 2’ x 2’. Sets up 
in a jiffy, weighs only 
12 Ibs. Easily moved 
from room to room 
for ironing, washing, 
drying baby clothes, 
Perfect for the apart- 
ment or home utility 
room. 


Look at these Features 


Fifty feet of drying 
space when open; 25 
feet with top collapsed. 
Snag-proof and warp- 
proof — no splinters, 
nails or screws. Fin. 
ished in bright, rust- 
proof Kromolite finish 
for easy cleaning. Built 
for lifetime service. 


Folds down to 
space 7” deep 





Sure-fire with every 
picnicker or camper 








agement feels will best fur- 
nish the monthly information 
to enable it to accurately 
and minutely maintain a con- 
trol of expenses in proper 
proportion to sales and gross 
profit earned.” 

—T. J. Kenny 


After the above comparison 
has been made, many companies 
find that by going one step fur- 
ther, they bring about a more 
rigid control of expenses, and 
that is in the preparation of an 
operating budget, developed 
after making a careful selection 
of the operating expenses they 
plan to make to support the sales 
volume and gross profit income 


HW:300 
Shipping weight, 
10 Ibs. ea. 

! 
Cooks complete meal HOTTEST 
without pans. Four heat HOTTER! 
levels broil, fry, grill or HOT! 


boil. Easy as home-cook- 
ing. Complete with sturdy 








carrying case. 


“ZIPPER TOP" 
Unique! — with non- 
loseable, ‘‘push- pull” 
top and stronger, sag- 
proof “Volcano” bot- 
tom that gives power- 
ful draft — complete 
burning. Galvanized 
finish. Heavy duty, 
HW303; Price Leader, 
HW1270. Shipped 12 
to bundle. 


UNION STEEL 
PRODUCTS COMPANY 
Albion, Michigan 





Sell-on Sight 
RUBBISH BUR 





NERS 


“FOLD-FLAT" 


Easy to sell, easy to 
stock! Folds flat to 
3134” x 28” x 114”. 
Quick-Burn “tunnel” 
draft gives faster 
burning. Non-loseable 
top opens at a flick. 
Galvanized finish. 
Catalog No. HW1310. 
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"... accurate industry op- 
erating costs may well estab- 
lish in many member's opera- 
tions, a much better par to 
shoot for than is disclosed by 
any company's internal com- 
parison.” 


—T. J. Kenny 


Bo 


they believe they see ahead. This 
budget turns out to be the “blue 
print” of their business opera- 
tion. It serves as their “Par” 
for all items of expenses. A 
monthly comparison of the ex- 
penses budgeted, with the actual 
expenses for each month, imme- 
diately shows up all excessés and 
invites prompt action. 

There is still one more com- | 
parison that can be employed as | 
a guide for a company’s operat- 
ing costs, and that is the Annual 
Overhead Expense Reports com- 
piled and furnished to the mem- 
bers of both associations by the 
respective association offices. The 
National Wholesale Hardware 
Association has furnished a sim- 
ilar overhead expense report to 
its members since 1914. How- 
ever, while only 33 members con- | 
tributed their data in 1914, by 
1946, 154 member firms were | 
actively furnishing their operat- 
ing percentages which is real 
evidence that the members found | 
the annual operating report of | 
real interest to them. 

However, there are two serious | 
weaknesses in the information 
furnished by our Annual Over- 
head Expense Report. 


More Details Needed 


1—There are approximately | 
15 classification groups, but the | 
total of four of the classification 
groups comprise 74 per cent of 
the total of the 15 groups. With 
the leveling off of sales, and op- 
erations moving closer to the 
break-even point, it seems to m2 
that there is a need for a more 
minute breakdown, if members 
are to fully benefit by a compari- 
son of their operating costs, with 
the costs of other members doing 
a comparable sales volume. To- 
day’s comparison seemed similar 
to a golf player comparing his 
score, not hole by hole, but by a 
froup of four holes at a time, 
regardless of whether a group 
involved three, four or five par 
holes, 

2—The other serious weak- 
ness is the absence of a uniform 
method of classifying expenses. | 
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The choice of 
young rémerica 2 the 
UNION HARDWARE 

Wo. § roller shate 


The choice of remerican dealers <2 
UNION HARDWARE 
bamboo and steel fishing rods 


UNION 
HARDWARE 
COMPANY 


TORRINGTON, 
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Manufacturers 


ROLLER AND ICE SKATES 
FISHING RODS 
HAND TOOLS 











Jim Ruddell, in his talk on 
this subject at the 1948 conven- 
tion, presented several wide 
variances which I will repeat. 

In several member reports, 
selling expense was reported as 
high as 13 per cent of sales. 


Other members reported Offi- 
cers and Executives Salaries, 
Bonuses and Expenses varying 
from zero to 9% per cent of 
sales and Salaries of Office Em- 
ployees were reported varying 
from 1.1 per cent to 11 per cent 
of sales. 

Aside from internal account- 
ing comparisons that a manage- 
ment can make, there is nothing 
that can excel in importance the 
comparison of a member’s oper- 
ating costs with the operating 
costs of similar firms, doing a 
comparable sales volume, located 
in the same section of the 
country. 

To make that comparison 
worth while, we, in the indus- 
trial supply business should, and 
we can, if you men desire, adopt 
a Uniform Chart of Accounts. 


Sets Par for the Industry 


It will cause some work in the 
accounting department to set up 
the general ledger to conform to 
the Standard Chart of Accounts. 
For the first year, it will make 
comparisons of monthly operat- 
ing costs difficult to reconcile 
with the same month and same 
period of the previous year—but 
after the first year, it will make 
it possible for all of us to talk 
the same language when we re- 
fer to operating costs. The bene- 
fits that will accrue will many 
times offset the confusion of the 
first year, and the comparison of 
a member’s costs with those of 
other members reporting, will 
disclose many avenues through 
which expense can be better con- 
trolled. I have yet to visit an 
industrial supply distributor’s 
plant, that I did not find some 
operation that was an improve- 
ment over what we were doing 
in our company, and, accurate 
industry operating costs may 
well establish in many member’s 
operations, a much better par to 
shoot for. 

A year ago, The National Af- 
fairs Committee organized a 
committee to develop a Uniform 
Chart of Accounts to present to 
the membership of both Associ- 
ations. This committee was or- 
iginally composed of W. T. Tood, 
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Jr., president, Somers, Fitler 
& Todd Co., Pittsburgh; A. F. 
Swearingern, treasurer of the 
same company; F. L. Steinmeier, 
treasurer, Central Rubber & 
Supply Co., Indianapolis; Harry 
Rinehart and your speaker. 

We had a meeting several 
months after the convention, 
drafted a preliminary form of 
Chart of Accounts which was 
submitted to the executive com- 
mittees of both associations for 
criticism and suggestions. The 
criticisms and suggestions were 
numerous, but as a whole, very 
constructive. One of our promi- 
nent members suggested that we 
add a member to our committee 
who was actively engaged in the 
wholesale hardware industry, so 
that if possible, a chart of ac- 
counts could be adopted that 
would not only furnish the neces- 
sary information for the Indus- 
trial Associations, but would 
enable members of our associa- 
tions who are also members of 
the National Wholesale Hard- 
ware Association to furnish 
similar data to that association. 
On request, N. F. Luekens, trea- 
surer, The Geo. Worthington 
Co., Cleveland, joined our com- 
mittee and met with us in Cleve- 
land early this year. He con- 
tributed very constructive infor- 
mation. The committee reviewed 
every criticism and suggestion 
and the Chart was re-worked to 
take advantage of every change. 

A Chart of Accounts was 
unanimously agreed upon by the 
committee and referred to the 
Research and Planning Commit- 
tee for their approval. 

The Chart of Accounts will be 





RICHARD ALCOTT 
Riechman-Crosby Co. 
Southern Assn. 


SOUTHERN 
EXECUTIVE 
COMMITTEE 


submitted to the members of 
both associations in two forms: 
Form A: composed of 15 op- 


erating income and _ expense 
groups. 
Form B: composed of the 


same 15 operating income and 
expense groups with sub-classi- 
fications that we believe will be 
satisfactory to both the large 
industrial distributor and the 
large distributor engaged in 
both the industrial and whole- 
sale hardware fields. 


Many Advantages 


There are many advantages 
that can accrue to our members 
by the adoption of the Standard 
Chart of Accounts, some of 
which are as follows: 

(a) A more detailed financial 
story of your business. 

(b) It makes possible an ac- 
curate comparison with other 
member operations which will 
reflect excessive operating costs 
where they prevail. 

(c) It furnishes a means 
whereby a member can deter- 
mine whether his payroll is in 
line with the industry in pro- 
portion to sales. 

(d) It may be a very con- 
venient method of displaying to 
your stockholders that your op- 
erating costs are in line with 
the industry costs. 

I sincerely hope that the mem- 
bers of both associations will 
adopt the proposed chart of ac- 
counts for our industry, so that 
we can establish the most accu- 
rate yardstick for our opera- 
tions. 





LLOYD B. MIZE 
Industrial Supply Corp. 
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* Proof Coil Chain* 

*BBB Coil Chain* 

* Hi-test Chain* 
*McK-Alloy Chain* 

*lron Dredge Chain* 

*Feed Chains 

* Conveyor Chain 

* Ohio Pattern Cow Ties 

* Victor Breast Chains 

* Harness Chains 

* Tie-Out Chains 

* Halter Chains 

* Wagon Chains 

* Breast Chains 

*Trace Chains * Heel Chains 
*Pump Chains * Log Chains* 
* Well Chains 

*Stage Trace Chains 
*Stretcher Chains 

* Victor Pattern Coil Chain 

* Twist Link Coil Chain 

*Sash Chain 

*Machine Chain 

*Tire Chains 

*Sling Chains* 

*RepairLinks * Chain Hooks 


*These Chains are 
always Proof Tested 


CHAINS 
for Every Use 

from ONE Central 
Source 
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McKay is the chain line that most 


dealers prefer for all-around satis- 
faction. Made in types and sizes to 
fill every requirement, McKay “En- 
gineered” Chain offers steady and 
profitable sales volume. 

When you stock McKay “Engi- 
neered”’ Chain you make “every sale 
. for you can supply 


—every time”’ 





your customers with exactly the 
chains they need for every home, 
farm, shop and factory use. 

For full details on the many types 
and sizes of McKay Chain available 
—see your nearest McKay jobber or 
representative. Write us for his name 


and address. 


FOR MORE INFORMATION — 


See your Jobber or Write Direct... 
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. . . repor 
True Temper Rods took more than half the prize-winning fish, caught seal 


on rods of well-known make. In addition, True Temper took 7 first work. 
prize winners out of 14, in most popular fresh water fish classes. Th 


True Temper rods have won the title ‘““Rod of Champions” year after — 

° ° ° ar 

year because they are tops in action, power and value. Price range an 
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Edward V. Hickey's Address 


(Continued from page 129) 


home is for the purpose of plan- 
ning and mobilization. 

On the basis of those assign- 
ments, our 30 division directors 
have appointed more than 200 
task groups comprising a total 
of several hundred leaders of 
business and industry, to pre- 
pare mobilization plans for spe- 
cific industries. Those groups 
are carefully selected as to loca- 
tion and size of companies rep- 
resented. Many of them have 


reported already. Others are 
nearing completion of their 
work, 

Those industry teams have 


been reviewing their own World 
War II experience, the limita- 
tion orders that were issued by 
the War Production Board and 
other controls that affected their 
productive effort. They have 
been adding up the current ca- 
pacity of their industries, antici- 
pating potential production bot- 
tlenecks in the event of war and 
recommending means for avoid- 
ing those bottlenecks. 


Task Groups 


The proposal of the task 
groups now are being studied by 
the division directors of the Of- 
fice of Production and will be re- 
viewed and integrated by the 
Industry Advisory Committee 
cooperating with each division. 
Thus we shall have integrated 
plans to assure maximum war- 
time production if the defense 
of our nation demands it. 


The work of our task group 


for the machine tool industry | 


may be fairly cited, I think, as 
a splendid example ot very prac- 
tical mobilization planning. 
This group 
among other things, the placing 
of emergency schedules of pro- 
duction, now popularly described 
as “phantom orders,” with the 
Nation’s machine tool manufac- 
turers. At our request, the De- 
partment of Commerce, made a 
detailed survey of the potential 
productive capacity of the indus- 
try, broken down by individual 
companies and types of tools 
each was best qualified to make. 
The Munitions Board provided 
us with a list of 100,000 general 
purpose tools that would be 
needed in any expansion pro- 
gram to support a war effort. 
On the basis of this informa- 
tion, pool orders for more than 
$750,000,000 worth of tools have 
been distributed. Manufacturers 
thus are able to make their own 
plans for production, for expan- 
sion, for manpower and for sup- 
plies and parts. They are check- 
ing with subcontractors to make 
sure that they are not counting 
on the same sources for quick 
deliveries under pressure. 


All that will be necessary if 
there is an “M-Day” will be for a | 


Government agency such as the 
Reconstruction Finance Corpo- 
ration to send out telegrams au- 
thorizing execution of the or- 


AMERICAN ADVISORY BOARD 





WALTER H. GEBHART 
Henry Disston & 
Sons Inc. 
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H. K. Porter, Inc. 
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True JEMPER 
THE $} STA 







1. HEDGE AND 
PRUNING SHEARS: a 





True Temper Dynamic hedge. Vastly 
improved design eliminates wrist and 
hand strain in cutting. Forged cutlery 
steel blades with genuine shear cut. 
Hardened pivot bolt. 


om HAMMERS: Dynamic design (patented) 
4. steps up driving power and pulling 
leverage. 
3 AXES: Perfect and Flint Edge. User pre- 
ferred the world around. 
SHOVELS: Solid Shank and Dynamic 
Forged Socket... blade, shank and socket 
forged in one piece. 
STEEL GOODS: Value leaders for more 
than 100 years. Fire-Hardened handles 
add extra utility. 
/ RODS AND BAITS: The Rod of Cham- 
™ pions... The Lure of Experts. 
w HATCHETS: Patented, power centered 
* Dynamic design. Value and quality 
unmatched. 
GRASS CUTTING TOOLS: Complete line 
“™ of quality toois produced by modern 
methods on modern equipment. 


THE AMERICAN FORK & HOE COMPANY © CLEVELAND 15, OHIO 


Fine Tools + Fishing Keds 
Gols Shafila 
Truce TEMPER 

PrRooOUCTS 
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ore than ever... 


the Leader 





in the field 





| Give Briggs & Stratton 4-cycle, air- 


| their power range. 





cooled gasoline engines any job within 


You’ll soon see why Briggs & Stratton engines are 


recognized as the leaders in the field. 


You'll find the Briggs & Stratton engines are tough, 


dependable, trouble-free — why they outperform and 


outlast any other engines of equal horsepower — and 


why they are today’s outstanding power value. 


BRIGGS & STRATTON CORP., Milwaukee 1, Wis., U.S. A. 





Maintaining Since 1917, more than 

- 30 years without inter- 
Leadership ruption, it has been the 
aim at Briggs & Stratton to build the best 
4-cycle, single-cylinder, air-cooled gasoline 
engines that engineering brains and preci- 
sion manufacturing can provide. 


The attainment of that goal is acclaimed 
by more than 4,000,000 engines which have 
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been built and put into the hands of users, 


Constant field and laboratory testing—con- 
stant developing and experimenting have 
added feature after feature, improvements 
and refinements. 

New manufacturing processes, too, and 
ever-increasing precision in production and 
assembly are further assurance of the max- 
imum in efficiency and performance, 









"We have developed yardsticks for 
measuring plans for industrial ex- 
pansion and construction of new fa- 
cilities. Space between key instal- 
lations is the best protection against 
attack with atomic weapons, our ex- 
perts have determined. They urge 
that essential units be separated by 
at least three miles and that, where 
economically feasible, new plants 
be constructed in communities of 
50,000 people or less.” 


—Edward V. Hickey 
oS & & 


ders. With those telegrams serv- 
ing as legal “letters of intent” 
from the Government, the manv- 
facturers would be able to go to 
their local banks immediately 
and obtain whatever financing 
may be necessary for their ex- 
panded operations. 

Experts who were close to the 
production problems of 1942 are 
convinced that this program 
alone will save the nation from 
six months to a year in any 
future mobilization, time that 
could spell the difference be- 
tween victory and defeat. 

Similar detailed planning is 
under way in other fields. Right 
now we are concentrating on 
critical components—standard 
parts such as fractional horse- 
power motors, metal cutting 
tools, ball bearings and other 
items that were bottlenecks in 
World War II. To get these 
things into production on a poul 
basis while manufacturers are 
busy analyzing contracts from 
the armed services will mean 
that the components will be 
ready when needed. 


Plant Dispersion 

Another major project in the 
Office of Production is the drive 
for plant dispersion under the 
guidance of our Division of In- 
dustrial Services. 

After a careful study of the 
problem of decentralization on a 
countrywide basis, we have de- 
veloped yardsticks for measur- 
ing plans for industria] expan- 
sion and construction of new 
facilities. 

Space between key installa- 
tions is the best protection 
against attack with atomic weap- 
ons, our experts have deter- 
mined. They urge that esential 
units be separated by at least 
three miles and that, where eco- 
nomically feasible, new _ plants 
be constructed in communities 
of 50,000 people or less. 

In keeping with its statutory 
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striae! exe responsibilities, the National Se- ship of the Board’s Office of 
of new fa- curity Resources Board also has Human Resources. 
ao tae an Office of Transport and Stor- Under present conditions, a 
ae ane an age. All of us know how vital the | sudden mobilization could well 
They urge rapid movement of men and ma- be hampered by limitations of 
varated by terials is to a successful war manpower. To prevent a costly 
hat, where a 
ew plants effort. squeeze on our labor force, the 
unifies of Integration of transportation staff of the Board is keeping 
and storage facilities is the goal abreast of such current informa- 
V. Hickey of plans now being formulated tion as how many people are em- 
with the help of Government ployed in what kinds of occupa- 
agencies and private industry. tions; how old they are; how 
Delays encountered in World many men, and how many wo- 
rrams serv- War II and pileups of goods be- men; where they live; how many 
of intent” cause of inadequate storage new workers, of what skills, are 
the manv- space are being explored thor- entering the national manpower 
le to go to oughly and ways of preventing pool each year, and how many 
mmediately such snarls are being planned. are leaving it. 
financing Special committees are shap- As a result of this informa- 
r their ex- ing up mobilization plans for tion, recommendations will be 
ocean shipping, rail transporta- prepared for overcoming short- 
lose to the tion, air transportation, highway ages in critical skills. Training 
»f 1942 are transportation by trucks, buses, programs will be devised with 
program local transit and private cars, the help of labor organizations 
ation from coastal shipping, inland water- and other agencies—programs 
ar in any ways traffic, shipping on the that could be launched before | 
time that Gréat Lakes, pipe lines and stor- war strikes. Suggestions will be | 


‘rence be- 
‘eat. 

lanning is 
Ids. Right 
rating on 
—standard 
nal horse- 


age facilities. 

All these proposals will be 
wrapped up into one package 
and checked against plans of the 
30ard’s other units. For ex- 
ample, recommendations for 
more steel for freight cars and 








developed for increasing the out- 
put of individual workers. We 
still have a substantial way to go 
in these fields. 

The Medical Division is keep- 
ing up-to-date inventories of our 
resources in doctors, dentists, 














il cutting for the merchant marine must be nurses, sanitary engineers, hos- 
and other reconciled with other demands. pitals and medical supplies and | 
lenecks in Then the final plan will be sub- equipment. The objective is to | 
get these mitted to the Board and by it to strike a balance between antici- | 
on a pool the President. pated military and civilian needs | 
urers are and then to keep that balance | 
acts from Manpower Needs currently adjusted. ; 
will mean Requirements for housing and ‘FASTER PROFITS 
will be Wartime problems envisioned community facilities are being 
in the fields of manpower, medi- studied, too. Migrations of work- FOR SURE 5 AR 
cal services and housing are be- ers to meet mobilization condi- | "WHEN YOU STOCK 
on ing ironed out under the leader- tions would mean new demands | 
ect in the Whetevér metal is cut there is 
the drive an overwhelming preference for 
ice diag NATIONAL AREA REPRESENTATIVES Sieur tenealk haidah had querer hank 
ion of In- saw blades. For faster, easier, less 
costly metal cutting has been syn- 
dy of the onymous with Star blades for 
ition on 4 years. Stock the complete Star 
have de- line of blades and frames—build 
* measul- more sales, build good will with 
al expan- Star’s two handy references on 
of new selection, use and care of hack 
saws...'‘Metal Cutting’, the 
installa- booklet for pocket or tool kit... 
orotection The Star Wall Chart for work- 
mic weap shop wall—and you can be dou- 
ye deter- bly sure of faster profits the year 
t esential ‘round. Supplies of the booklet 
at least and wall chart are yours CTD 
here eco- absolutely free. 
w plants @® 013 vot 
amunities . oto 
c ' Li - W. 
eee The nag Ay *-- enentiiae ee. Ducommon Metals CLEMSON wa middleton, tt ¥. 
statutory Co & Supply Co. | Makers of hand and power hack saw blades, frames, 
4 band saw Blades and the 
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or 8 screws /— 


AT ONCE / 





PRE-COUNTED PROTECTED 
in any number or supplied points and threads covered if 
uncut on spools you wish 
COLOR-CODED PRINTED 


for size or material with your name 


AVOIDS LOSS 


cannot roll away 


NO MISTAKES 


eliminates human error 


IO LTT _ 


TAPED / 
SCREWS 


... the sure, rapid, and economical answer for the manufacturer who 








must include a specific number of screws with his packaged product. 
Holtite Taped Screws eliminate the tedious and costly process of 
counting screws by hand. They save the expense of envelopes or bags. 
They allow the packer to put the exact number in the package — ina 
single operation — without a chance for error! For free sample and 
estimates, write to 


CONTINENTAL 
1 SCREW COMPANY—~ 


NEW BEDFORD, MASS., U.S.A. 
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"We are taking positive steps to en- 
courage a fair participation of small 
enterprises in the current production 
of military requirements. These mili- 
tary expenditures are now running at 
the rate of approximately one bil- 
lion dollars a month.” 

—Edward V. Hickey 


oo oo 


for housing that would compete 
for materials and labor sched- 
uled for other production. 


Economic Mana~ nent 


The remaining unit of the 
Board’s mobilization planning 
staff is the Office of Economic 
Management. It has the dual 
responsibility of developing pro- 
grams to maintain economic sta- 
bility within the country and to 
wage economic warfare beyond 
our shores. 


A Big Task 


It is a big task we have before 
us—this mission of planning for 
total mobilization when all of our 
instincts are for peace. Grave de- 
cisions will have to be made. The 
welfare of the whole nation has 
to be our major concern in every 
step that is taken to bolster our 
defenses. 

With full understanding of the 
problems and willingness to ac- 
cept temporary restrictions for 
the sake of more lasting protec- 
tion of our freedoms, every 
American will be ready to fulfill 
his role if total mobilization is 
thrust upon us. 


Chester F. Conner's 
Address 


(Continued from page 135) 


by the 4th or 5th working day 
after the end of the month. We 
suggest that you all inquire of 


the persons who are sending in J 


these figures for your respective 
companies to see if you can’t re- 
port them more promptly. One 
of the values of this index is the 
speed with which it is made avail- 
able to the participants. If all 
reports would come early, we 
could compute the monthly index 
sooner, 

This New Orders report is now 
maintained as a confidential ser- 
vice to members of our Associa- 
tion and we trust it will be in- 
creasingly valuable as time goes 
on. 
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PORTER-CABLE » , 
of the 
to ac- 
is for : 
rotec- 
every 
nu SAWS 
ion is 
® This unusual string test is the proof of Sales 
Appeal! The Speedmatic Saw is so beautifully 
balanced that its many superior features—the 
"s direct result of BALANCE—actually bring in 
more customers . .. more sales . . . more profits! 
) BALANCED when you hold it! The handle of the Speedmatic is 
centered on top—exactly where it should be. Does not tilt over 
x day on its side. Does not tip. Does not ‘‘nose@iown”’ like some saws. 
We The Speedmatic is always in a horizontal position— 
© ready to saw! A true one-hand saw in any working position. 
re of Speedmatic Saws : 
ngm, BALANCED when you use it! The blade on the Speedmatic is SELL FASTER... because every Cuetor 
active on the right of the Saw’s center line. Therefore, the Saw rests t hat S$ d tic BALANC 
’t re- in a steady, balanced position on the main piece of the work... wan SW a peeamatic 
One and not, like some saws, on the piece being cut off. This means can give him! ’ eS 
. extra safety, less effort, a clean cut. e 
rehen , ACT wow! Porter-Cable distribu- 
i . — gee you ren it! Start the powerful motor . os tors everywhere say this “balance story’”has 
a and you e amazed! The Speedmatic does not have the powerful sales appeal! And it’s backed up 
, we dangerous twist or jerk due to starting torque. All moving : : 7 * 
index parts are dynamically balanced! The smooth-running Speed- by smashing national ads - + + promotion 
matic is always under sure control. Easy to guide and feed! pieces...mats...direct mail material. Write 
Straight, on-the-line cutting! today for complete distributor information! 
1 soni K-75: 2Y2” cut K-88C; 2%” cut 
— BK-10: 3%” cut BK-12: 4%” cut 
SOCla- 
ye in- 


goes PORTER-CABLE Machine Co., 1765 N. Salina St., Syracuse, N.Y. 


Manufacturers of SPEEDMATIC and GUILD Electric Tools 
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Wednesday Joint Distributors’ Session 


What Lines 
Are Profitable? 


THe five factors of streamlined merchandising, 
Mr. Russell discusses are improved packaging 

and labeling—decimal quantities—net user prices 

—quantity differential prices—uniform code. 


By R. H. RUSSELL 


J. Russell & Co., Inc., 
Holyoke, Mass. 


E vscvarion of line 
is a method by which a distribu- 
tor can study any individual 
single line of merchandise and 
measure its absolute profit to his 
business. The research and 
planning committee has _ been 
studying this for twu years with 
three active subcommittees and 
the end is not in sight. There 
are some who think the only 
way this could be accomplished 
would be in a business that com- 
prised one line only. Certainly 
when a distributor has a hun- 
dred lines of merchandise, the 


problem is most complicated and 
a further complication arises 
from the great variation in the 
type of operation of different 
members. This variation is ap- 
parent in the individual reports 
on the standard overhead ex- 
pense report and in fact in every 
study that the association con- 
ducts as, for instance, the dollar 
business per man hour where the 
variation (from low $5.23 to 
high $23.55) is 414 to 1. Cer- 
tainly, the need for evaluation of 
a line of merchandise is great 
enough so that we should keep 
in motion in the hope that we 


SOUTHERN ADVISORY BOARD 


JOHN B. CRIMMINS 
Mills & Lupton 
Supply Co. 
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T. WALKER LEWIS 
Lewis Supply Co. 





W. W. DOE 
Alabama Machinery 
& Supply Co. 





R. H. RUSSELL 


will stumble on a practical solu- 
tion. 


Streamlining 


In the meantime, great prog- 
ress has been made in the 
adoption of streamlined mer- 
chandising. I know you were 
all amazed at the article in 
Printer’s Ink, “Put Profit Into 
Profitless Small Orders” which 
has been circulated among the 
membership. This article did 
not confine itself to the supply 
industry and there were a few 
outside illustrations. But mem- 
bers of our three associations 
dominated the article. It is a 
grand feeling to realize that the 
accomplishments of the supply 
industry are outstanding on a 
national basis. 

What is streamlined mer- 
chandising? The factors are in- 
terwoven and one factor can not 
be well considered without the 
others. First, chronologically, is 
improving packaging and label- 
ing. On this we are having ex- 
cellent co-operation of our sup- 
pliers and we should specially 
mention the recent refinement of 
packaging in reshippable con- 
tainers in quantities that lend 
themselves to resale. Some of 
the supply items now packed in 
reshippable cartons are grinding 
wheels, machine bolts, carriage 
bolts, coach screws, pipe fittings, 
wire rope clips, valves, hand 
tools and plumbing bibbs and fit- 
tings. We have come a long way 
on better packaging and labeling. 

Tied in closely with packaging 
is the matter of decimal quanti- 
ties. That we should use dozens, 
gross, yards, quires, reams, in 
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How do the planes you stock 
measure up to this plane in quality? 


Order several Millers Falls planes from your Because no single tool is bought with closer 
jobber. Examine them carefully and you'll attention to quality than the bench plane, hard- 
find many features which mark them as better ware dealers in all parts of the country are 
values for your customers. stocking Millers Falls planes. They like to sell 
Note the three-point bearing lever cap... the plane that’s sure to satisfy their customers. 
then, the solid tool steel cutter . . . and last, Millers Falls makes smooth planes, jack 
the perfectly fitting cap. No other plane offers planes, jointer planes, block planes, and many 
all three — the three-point bearing lever cap others. They’ re all big profit-makers. Try them. 
‘sa Millers Falls exclusive. Millers Falls Company, Greenfield, Mass. 
Back again: SOLID ROSEWOOD MILLERS FALLS TOOLS now advertised in 


KNOBS AND HANDLES on “Millers 
Falls” bench planes. Comfortable, 
hand-fitting, long-lasting beautifully 
finished. 










7 THE SATURDAY EVENING 


MILLERS FALLS 
TOOLS 


SINCE 
1868 


Millers Falls Tools 
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the atomic age is an indication 
of immobility. It’s a long time 
since you got 12 buns for a dime, 
and the word “dozen” should be 
stricken from our language. As 
an indication of what this leads 
to, we had a quotation in 1949 
by the gross yards, which I 
figure means 432 ft. But who 
wants exactly 432 ft. and imagine 
the figuring involved for a cus- 
tomer requiring 100 or 1000 ft. 
when your price is in gross 
yards? Let’s package and price 
in units of 10 or multiples of 10. 

With merchandise properly 
packed and labeled, it naturally 
follows that we should attack the 
greatest time killer and nuisance 
of the supply industry “list and 
discount.” Our board of gov- 
ernors has approved net pricing 
“when practical” and don’t think 
that it isn’t practical. Our sup- 
pliers are cooperating faster on 
furnishing net pricing than on 
any other streamlining factor 
because the advantages are so 
evident and many of our mem- 
bers are net pricing their own 
merchandise before getting net 
user prices from the manufac- 
turers—and with outstanding 
savings. Not only is list and dis- 
count an unnecessary tribulation, 
but it is an inveterate trouble 
maker. Following is an example 
of figuring the price of 1°4 dozen 
of 10 in. mill bastard files at list 
$5.60 dozen less 20-10 per cent 
discount. This can be figured 24 
different correct ways with 12 
correct different answers vary- 
ing from $6.90 to $7.11. [Ex- 
ample is elsewhere on page—E.d. | 


Pricing 

Now we come to quantity dif- 
ferential pricing which removes 
the only serious objection of in- 
dustrial customers to our system 
of selling. Incidentally, it also 
gives distributors a chance to 
sell small quantities without loss. 
Let manufacturers furnish us 
with net user prices varying 
with the quantity involved and 
make these prices subject to a 
single discount to distributors. 
Yes, I mean that we should pay 
more when we buy in retail 
quantities ! 

A good example of quantity 
differential pricing is drill rod 
which in %4 in. diameter sells to 
consumers per pound: 

Less than 25 pounds — .6705 

25to 49 pounds .5600 
50 to 99 pounds -4820 
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100 to 199 pounds 3910 
200 to 499 pounds 3455 
500 to 999 pounds 3130 
And costs distributor 

in ton lots .2565 


On this basis, you just hope 
the customer buys a small quan- 
tity. And the supplier is going 
to get ton lot orders from his 
distributors and everyone is 
happy. 


Uniform Code 


The final factor of stream- 
lined merchandising is uniform 
code. Do you want an illustra- 
tion? Take a molybdenum steel 
hack saw blade 12 in. by 1 in. by 
.065 by 10 teeth. This is now 
variously called: R1210, 850S-M, 
D12460, NM1012. 

What an improvement it will 
be when all manufacturers code 
it 124610 to use the 6 figure code 
or even 12460 or 2460, all of 
which indicate the specifications 
without a code book and set of 
instructions. 

Let’s pay tribute right here tu 
the hack and band saw industry 
which is making available to dis- 
tributors the advantages of all 5 
factors of streamlined mer- 
chandising: Improved packag- 
ing and labeling; decimal quanti- 
ties; net user prices; quantity 
differential prices, and uniform 
code. Who’s next? 

No one knows as much about 
distributor selling as the dis- 
tributor. We do the selling. And 
industrial distributors can have 
anything that is good for the in- 
dustry as soon as they unite in 
asking for it. But how is the 
manufacturer going to give us 
the advantage of streamlined 
merchandisihg without factual 
knowledge of how we make the 
sales? It costs a lot of money to 
revamp a line and our suppliers 


explain what I mean by all of u 
If all the distributors in the 1) 
largest cities were canvassed, 
the country would only be 32 pei 
cent covered. And when would 
a manufacturer ever get to 
Holyoke, Mass., which is 89th 
from the top? 

If a manufacturer canvassed 
his 25 largest accounts, he still 
wouldn’t be near first base since 
70 per cent of the membership 
of the National Supply and Ma- 
chinery Distributors’ Associa- 
tion is reporting on sales under 
$1,000,000. Let’s recall that only 
650 of the 1800 distributors and 
members of both associations 
and a large proportion of 1150 
non-members are small volume 
distributors. The big market for 
the supplier is in the large num- 
ber of small distributors and 
their needs may be quite differ- 
ent from those of the large op- 
erators. 


Sales Pattern Studies 


It is quite evident that a pat- 
tern of sale (P. O. S.) study of 
a line of merchandise made by 
the entire membership of the 
National and Southern associa- 
tions would furnish the basis for 
streamlined merchandising. Your 
research and planning commit- 
tee has developed a pattern for 
this study and has tried it out 
on members of the board of gov- 
ernors. This was a trial run and 
does not give an overall picture 
of the national distribution, but 
does indicate what we may ex- 
pect to learn and has demon- 
strated that co-operation can be 
expected and that the simple di- 
rections needed can be followed. 
We asked these members to list 
their sales of a specific product 
for two weeks and following is a 
tabulation of results. 








P. O. S. Tabulation 


Industrial Lines 
Margin °%, 
Ratio Sales to Inventory . 
Average Line of Billing 
Average Value of Order 
°/, Orders Less $5.00 Number 
°/, Orders Less $5.00 Amount 


a B C 

20 28 35 

2.06 2.9 4.8 
$3.87 $10.81 $23.28 
10.09 20.74 26.88 
54. 36. 36.! 
12.4 3.2 - 4. 


Line A—7 Distributors Total Indicated Annual Sales $224,000. 
Line B—7 Distributors Total Indicated Annual Sales $159,000. 


Line C—93 Distributors. 








have got to be sure that it is done 
right the first time. 

They are asking all of us for 
this information and they are 
due this co-operation. Let me 


In studying the tabulation, it 
is interesting to recall a study 
made by 15 Central States dis- 
tributors who furnished audited 


(Continued on page 181) 
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Southern Distributors Tuesday Meeting 


Material Handling 
And Stock Control 
By the Industrial 
Supply Distributor 


THE routing procedure for orders and receipts 
through his company's central stock control sys- 
tem is outlined by Mr. Welford. He contends that 
as the size of the business increases the stock con- 
trol costs become less, percentage-wise; the bene- 
fits from the knowledge of inventory size and costs 
more than offset the expense and investment. 


By WALKER L. WELLFOROD, JR. 
President, 
J. E. Dilworth Co. 


Southern Executive Committee 


S INCE all of you are 


a part of the management of the 
industrial supply business it will 
not be necesssary for me to go 
into detail about a great many 
things which would have to be 
gone into otherwise. However, 
to bring to mind some of your 
problems it might be well to 
enumerate the basic principles 
of your business and my bus- 
iness. 

An industrial supply house has 
nothing to sell except service and 
in order to make this service 
better than that of its competi- 
tor it must fill an order as 
quickly and as accurately as pos- 
sible and with no more than a 
reasonable mark-up over the 
price on the article as set up by 
its manufacturer. Success in all 
three of these endeavors can 
come only through proper han- 
dling of goods in the warehouse 
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and through the exact knowledge 
of the quantity on hand at any 
time. 


Handling Goods 


Let us consider the matter of 
handling goods in an industrial 
supply house. There is probably 
no other type of business with 
the exception of the mail order 
supply house that handles such 
a varied list of items. We have 
heavy items and light ones—we 
have large items and small ones 
—we have items that are ex- 
tremely difficult to move around 
the warehouse and we have items 
that can be carried in the hand. 
Some are very fragile. While 
we do not, as a rule, have items 
which are perishable as do the 
wholesale grocery houses, we 
handle things which are subject 
to deterioration if kept for an 
extremely long time. 

Each of these various types of 
goods must be stored in a place 





WALKER L. WELLFORD, JR. 


in the warehouse where it can 
be accessible to the order pullers 
when an order is_ received. 
Things which are hard to move 
should be in such a position that 
they can either be picked up 
with a crane, a fork truck, or 
some other type of equipment 
which can economically handle 
heavy goods. Items which are 
frequently called for should be 
in the most accessible position. 
Any arrangement involves many 
compromises. 

It would not be logical to place 
one type of bronze globe or gate 
valve in one portion of the ware- 
house because it does not move 
quickly and place in another part 
of the warehouse another type, 
because it does. A decision must, 
therefore, be made at the time 
the warehouse is planned, plac- 
ing each bine of goods in the lo- 
cation that will give the best 
overall results. A line of valves 
or bolts which comprise hun- 
dreds of different sizes and 
types should, of cotirse, be ar- 
ranged in a manner that new 
personnel can easily become fa- 
miliar with the location of each 
size and type. The bins or 
shelves on which these goods are 
stored should be spaced and sized 
so that a minimum quantity can 
be placed in plain view and 
space provided nearby for over- 
stock. 


Handling Roll Goods 


Roll goods, such as flat belting 
are usually best placed where 
they can be unrolled along a floor 
which is plainly marked in feet. 
The material can thus be ac- 
curately cut in accordance with 
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the order. If insufficient space 
is available to do this, the belt- 
ing can be placed on short pieces 
of shafting in a rack and ar- 
ranged similarly to a bleacher or 
grandstand. This would mean 
that some means of lifting the 
heavy slabs of belt in place 
would have to be provided. This 
would be expensive. 

Electrical wires in small rolls 
can be placed best in bins. The 
larger sizes, if any quantity is 
handled, can be located adjacent 
to the wire rope section in a 
rack preferably under a crane. 
Wire rope because of its weight 
must be racked in some manner 
because orders are usually for a 
greater length than that of the 
warehouse. Some type of a re- 
winding machine is very desir- 
able which will reel off and mea- 
sure the required number of feet. 
The cost of handling wire rope 
with such a machine can be re- 
duced to at least 20 per cent of 
the cost of handling by hand. 

Pipe, shafting, and all kinds 
of bar stock can either be placed 
on the floor and layer after layer 
built up with strips of wood be- 
tween each layer, or it can be 
placed in a rack. There are sev- 
eral types of racks all of which 
have their good points as well as 
bad ones. If a rack is made in 
one piece with bins or compart- 
ments, it is, of course, necessary 
to load the goods in at one end 
which increases materially the 
handling cost. If it is made in 
sections, the material may be 
loaded in bundles. Section after 
section can be stacked one above 
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ROGER TEWKSBURY 
The Oster Mfg. Co. 


L. M. KNOUSE 
Stanley Electric Tool 


G. H. HALPIN 
Minnesota Mining 
& Mfg. Co. 


Div., The Stanley Works 


the other. Unloading would still 
have to be from the end in most 
cases. A type of rack which re- 
quires somewhat more space but 
which permits loading and un- 
loading either in single pieces or 
by the bundle is made with a 
section similar to an A-frame, 
having arms projecting out from 
it and forming small triangular 
bins and compartments. The in- 
side compartments will hold slow 
moving sizes. 


Using a Conveyor 


In filling orders for small 
average size material a conveyor 
can be used effectively. While a 
conveyor perhaps is somewhat 
more expensive than an equiv- 
alent number of hand trucks, it 
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H. H. KUHN 
Hardware & Supply Co. 
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P. RIDINGS 
Syracuse Supply Co. 





JOHN T. POTTS 
The Galigher Co. 


is something that is out of the 
way when not needed and it is 
something that will save a great 
deal of time on the part of the 
order pullers. Where a ware- 
house is built on one floor a con- 
veyor can be built flush with the 
floor and run from one end of 
the warehouse to the other. If a 
warehouse was not over 200 ft., 
the greatest distance that the 
order puller would have to walk, 
if the conveyor ran down the 
center of it, would be 100 feet 
and the average distance, of 
course, would be 50 ft. Assum- 
ing that a warehouse 200 feet 
wide would be at least that long 
the average walking distance 
without a conveyor would be at 
least three times that of the 
warehouse with the conveyor. In 
addition, the stock clerk would 
have to push a truck and bring 
the truck back with him. 

In a warehouse from 300 to 
500 feet long, an order puller 
would have to take at least five 
times as many steps if there 
were no conveyor. As orders are 
received each day in the ware- 
house they can be pulled and 
placed on the conveyor. The con- 
veyor should be located so that 
orders will come off of the end 
near to the shipping bench. In 
some cases warehouses having 
several floors can use a gravity 
conveyor to an advantage. Such 
a conveyor would, of course, 
be more complicated than one 
straight conveyor on a single 
floor. 

I think it would be in order to 
make some comments on heating 
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® This new “silent salesman” has been de- 
signed with one idea in mind: To help you 
sell more drills. Now for the first time you 
can display a complete range of drill sizes 
in minimum space, with maximum conven- 
ience to your customers and yourself. <> 
Measuring 12 by 15 inches, it takes up 
slightly more than one square foot of counter 
area... yet it holds 29 sizes of drills, from |‘ 
to !5 inch by 64ths.dt is durably constructed 
of heavy sheet steel, with attractive gray 
finish. Clear plastic lid gives perfect visibility. 
Stocked with fast-selling C@eveland Drills— 
the brand that outsells all others in Amer- 
ica’s big factories—you have a combination 
that can’t be beat! For price and full in- 
formation, ask your jobber or write to our 
nearest Stockroom. 





THE CLEVELAND TWIST DRILL CO. e¢ 1242 East 49th Street e Cleveland 14, Ohio 
Stockrooms: New York 7 ¢ Detroit 2 « ee * Dallas! «¢ San Francisco S ¢ tos Angeles 11 ¢ €E. P. Barrus, itd., London W. 3, England 


ieee a“ y 
i 2% 
Cleveland Jobbers everywhere 
_ are ready to serve youl) 
ee _ voli *. 
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MORE PROFIT 
with 
Lafayette 





CIRCULAR 


SAWS 
Made Right 
Priced Right 


FOR HOME AND 
FACTORY USE 


Made of finest quality heavy gauge 
alloy steel, properly tempered to with- 
stand hard usage in home workshop 
or factory. Each blade attractively 
packaged. 

Deliveries promptly made from fac- 
tory stock. Mail and phone order 
shipped pronto. 


DEALERS! 


Step up saw profits with the 
competitive Lafayette Line! 
sell quality at a price! 


write for free data sheet and price list 


LAFAYETTE SAW & KNIFE, INC. 
115 Banker Street, Brooklyn 22, N. Y. 
Manufacturers of 
Circular Saws—Band Saws—H. S. Planer & Jointer Knives 
—Moulding Blanks—Beveled Edge Shaper Steel—Dado Sets 
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and cooling of warehouses. A 
warehouse which is uncomfort- 
able or cold will not operate as 
efficiently as one in which is pro- 
vided a reasonable amount of 
comfort. Since the men in the 
warehouse are active, a tempera- 
ture of 60 deg. is adequate and 
in extremely cold weather when 
the people are acclimated, 55 
deg. is probably sufficient. A 
person that is uncomfortably 
cold cannot do as good a job as 
one who is comfortable, and, in 


| addition, it is not human to ex- 


pect him to stay at his job if 





there is a stove in the shipping 
department that he can stand by 
and get warm. 

Many times the shipping de- 
partment is located near the 
doors that are used for bring- 
ing goods in and out of the ware- 
house. Since the shipping clerk 
needs warm hands to make tags 
and pack goods that are to be 
shipped it is very important that 
the temperature in this area be 


| at least 65 deg. If this temper- 


ature is provided by unit heaters, 
either water, steam or gas fired, 
a considerable quantity of the 
heat will be wasted as cold air 
coming in through the door 
openings will sweep across the 
floor and allow the warm air to 
go out either through windows 
in the upper part of the build- 
ing which have cracks in them or 
through the walls. This rapid 
movement of air will also call for 
a higher temperature to achieve 
comfort. If the floor in the ship- 
ping department contains a pipe 
grid connected to a warm water 
supply it can be warmed and 


those in that area can be made 
comfortable at about half the 
heat cost. Since there is less 
heat being put into the building 
the draft is less and people can 
be perfectly comfortable at 60 
deg. if they are engaged in any 
kind of activity which keeps 
them on their feet. 


Stock Control 

In setting up a warehouse tv 
handle industrial supplies a per- 
son has a great deal of experi- 
ence to draw from, much of 
which is positive and helpful, but 
in setting up a stock control sys- 
tem much of the experience is 
negative. In order to make clear 
our reasons for setting up such 
a system it is necessary for me 
to make a few personal refer- 
ences. 

We became the owners of an 
industrial supply business which 
had been engaged in profitable 
operations for more than 25 
years. During that period it had 
grown at a more or less uniform 
rate and in such a manner that 
its management was able to keep 
its fingers on the pulse of the 
business and by years of experi- 
ence could tell with sufficient ac- 
curacy just how much _ profit 
there was in a previous year’s 
business. Any time during the 
year the management knew rea- 
sonably well the condition of the 
business and whether or not the 
inventory was large enough or 
too large. 

“However, our experience was 
mainly in manufacturing and we 
did not feel that we could safely 
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Cc. A. DILLON 
Dillon Supply Co. 


EDWARD F. STAUSS 
Stauss & Haas, Inc. 


R. S. PAGE 
Henry Walke Co. 
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curry on a business with a finan- 


cial statement being made but | 
once a year. We realized that at | J one oF | 


some time in the future the | 
spiral of upward prices would | 
level off and perhaps fall again. 
To make a satisfactory profit and | 
loss statement, it is necessary to | 
know accurately the dollar and | 
cent value of your inventory on | 
hand. You are familiar enough 
with your business to realize the | 
terrific expense of taking and | 
pricing an inventory. We, there- | 
fore, hoped that some way could | 
be worked out to keep a running | 
inventory priced at cost. A hand 
kept card system was in the 
process of being set up at the 
time we acquired the business 
but it was not thought practical 
to cost them. 


Mechanical Accounting | 


We took up the matter with 
one of the accounting machine 
companies and they told us that | 
a machine could be furnished 


which would post on cards simi- | | 


lar to this one, the quantity of | 
items on hand and extend the 
total dollar and cent value of 
those items at cost or market. 
Whenever goods were received 
they could be entered upon the 
card and suitable extensions 
made; similar entries to be made 
when goods were shipped out. 
After considerable discussion the 
order for the machines was 
placed. We felt that we were 
well along the way to having a 
perpetual inventory. However, 
we did not realize that our per- 
petual inventory was just in its 
embryonic stage. 

One of the problems which 
seemed almost insurmountable 
was the fact that when the time 
came to set up the new cards, we 
were afraid it would take so 
much time the stock clerks would 
get behind with their postings 
and never catch up. Having 
nearly 40,000 items which must | 
be priced was no small job to | 
face and in order to tie this in | 
with the actual inventory on | 
hand the work had to be planned | 
to finish up at the time of the 
annual inventory so that one 
posting and extension could be 
made simultaneously. However, 
if the price were posted in Octo- 
ber and the inventory were taken 
in late December prices would 
have gone up or down in the 
interim which would mean that 
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4. Perfectly aligned cutting edges 
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REASONS WHY UTICA TOOLS ARE BETTER 





There's a complelé variety 


of UittA 1006S 


Utica is the one source that has all 
the pliers you need as a manufac- 
turer, hardware dealer, or individual 
. «+5 sizes of adjustable wrenches, 
too. And from the cost angle, buy- 
ing from one source gives you maxi- 
mum freight savings. Every item in 
the complete UTICA line is the same 
dependable high quality! 


FOR UTICA TOOL LEADERSHIP 


Special alloy steel 
Electronically hardened edges 
Smooth working joint 


Complete variety of tools 
Hcnd-honed cutting edges 


Sold Through 
Recognized Distributors 


UTICA 4, NEW YORK 












UTICA DROP FORGE and TOOL CORP. 
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QUAN. ORD 


S00# 


FORWARDED 


JAN 4 s- 24 
EB 4 49 
4 49 
5 49 
FEB 7 49 
21 49 
FEB 26 49 
R 6 49 
PR 13 49 


Too TEMS MEMPHIS 
Acma 49993.6-VV 


J.E. DILWORTH CO. 





Sample of card used by J. E. Dilworth Co. in its stock control system. 


the inventory as extended would 
not be up to date. 

Another problem which in- 
volved a few minutes of mental 
effort to solve was the limit on 
the number of cards posted per 
day on one machine. The ac- 
counting machine company sup- 
plied us with a figure which they 
thought was conservative. Based 
on this figure it appeared that 
we would need three machines. 
The many thousands of cards 
were to be placed in four wheel 
carts or tubs as they are called 
by their manufacturer and each 
tub would hold about 8,000 cards. 
Assuming that an order for 10 
items came through to be posted, 
it was entirely possible that 
these items would turn up in 
six or seven different tubs. Since 
it is impractical to move either 
the machine or the tubs without 
a very elaborate system of track 
and carriages we were at a loss 
as to how an order would be 
routed about the room in which 
the machines were located. 

However, this matter has been 
worked out very satisfactorily 
by dividing the cards into sec- 
tions just as they are divided in 
the warehouse. Each department 
or section has the items compris- 
ing it lined up alphabetically and 
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with a few months’ experience 
any girl having training with 
posting machines can learn to 
post orders and invoices in a 
very satisfactory manner. Men 
who have had considerable ex- 
perience with hand posted cards 
and who knew something about 
supplies are able to make better 
time in posting even though they 
were not initially familiar with 
the machines. The following pro- 
cedure is followed in routing on 
orders and receipts through the 
control system. 


Processing of Orders 


1. All orders are sent to the 
stock control room. Here each 
item is edited as to specifica- 
tions, etc. Each item is checked 
against the records and issued 
out if the item ordered is in 
stock. All items not in stock are 
indicated with “‘O” and items in 
stock are indicated “X” or a 
check mark. The orders then 
are passed to “order entry” 
where they are typed up on our 
special forms. Then the orders 
go to the shipping department 
for shipment. The process of pre- 
posting all orders before they 
are shipped enables us to tell 
customers accurately whether or 


not items they desire are in 
stock. 


Processing of Receipts 
To Stock 


2. All receipts to stock are 
posted from actual receiving 
slips. The receiving slips are 
matched up with copies of manu- 
facturers invoices. This enables 
us to check on quantities and 
correct specifications. Also any 
changes in prices of items is 
noted and necessary adjustments 
are made to the records. This 
way we are able to keep an ac- 
curate cost of all goods received. 


Processing Returned Goods 


3. Returned goods are handled 
the same way as receipts to 
stock. All postings of returns to 
stock are indicated in red to dif- 
ferentiate between actual re- 
ceipts to stock and returned 
items. 


Posting Operation 


4. All postings to the records 
are made by computing machines 
which do all the necessary addi- 
tion, subtraction and multiplica- 
tion. Each machine has a con- 
tinuous ledger sheet which shows 
all of the daily postings. At the 
finish of each day’s postings, the 
totals for issues and receipts are 
indicated on this ledger sheet. 
The total issues are subtracted 
from and the total receipts add- 
ed to the previous day’s total in- 
ventory. This gives us the new 
present dollar value inventory. 


Periodic Physical Checks 


5. Wherever the human ele- 
ment enters in there is chance 
for errors. Therefore, to keep 
the records as accurately as hu- 
manly possible, periodic checks 
are necessary. We have a sched- 
ule made that shows which item 
we want checked. These sheets 
are sent to the warehouse and 
actual physical counts are made 
of these items. We then check 
our records and make necessary 
adjustments, if any. This way 
we are able to keep our records 
accurate. 


Lower Costs 


There are many other prob- 
lems which we ran into in set- 
ting up this system. The system 
had its defects and, of course, 


HARDWARE AGE, MAY 5, 1949 


FITS-ALL 
SCREEN OD 


Three sizes 
nearly any ; 
hances the t 
and acts as 
too. Comes 


screws—any 
Made of A 
with silvery 
will not rust 





ee 


Does the j 
putty, and m 
profits too! 
vertised, na 
and nationa 
uyon Nu-Gl 





Same fine 

Speed Load. 
ng Compou 
in'% pint, ] 
on, 5-gallon 
gallon drums 
Standard of 








are in 


ipts 


ek are 
ceiving 
ips are 
_ manu- 
enables 
ies and 
Iso any 
ems is 
stments 

This 
/ an ac- 
eceived. 


Goods 


handled 
ipts to 
‘urns to 
| to dif- 
ual re- 
eturned 


records 
achines 
‘y addi- 
Itiplica- 
a con- 
h shows 
At the 
igs, the 
ipts are 
> sheet. 
tracted 
ts add- 
otal in- 
che new 
ntory. 


ecks 


ian ele- 
chance 
to keep 
ras hu- 
checks 
2 sched- 
ch item 
> sheets 
ise and 
‘e made 
n check 
cessary 
his way 
records 


r prob- 
in set- 
system 
course, 


5, 1949 





SPRING TIME 
FIX-UP TIME 


ORDER THESE 
ITEMS NOW! 





FITS-ALL ADJUSTABLE 
§(REEN DOOR GRILLE 


Three sizes available to fit 
nearly any screen door. En- 
hances the beauty of a door 
and acts as a rigid brace, 
to. Comes complete with 
srews—anyone can install. 
Made of Alacrome metal 
with silvery satin finish— 
will not rust or tarnish. 


INSTEAD OF 
PUTTY 


Does the job better than 
putty, and makes you bigger 
profits too! Nationally ad- 
vetised, nationally known 
ind nationally used. Stock 
upon Nu-Glaze today! 


= 
Nu-CALK 
CALKING 


% | COMPOUND 


Same fine product as in 
Speed Load. Nu-Calk Calk- 
ng Compound is available 
in % pint, pint, quart, gal- 
on, $-gallon cans. Also 55- 
tallon drums. Nu-Calk is the 
Standard of calking quality 











here's the 
most efficient, 


most popular 
calking load 
on the market! 


Ni (ALK 
SPEED LOAD 


Easy to use? YES! And even easier to sell! 
Here are some of the reasons why the new, improved 
NU-CALK SPEED LOAD enjoys such nationwide 
popularity. The specially designed cap insures perfect 
contact with gun nozzle—can’t pull loose from fiber 
LoXey-tae Whatley @at-T ys tel-mobtet-toMucrele-ttsl-tae CME bi aso) gele) MiB cole) Co 
ture-proof, practically vacuum packed. With 
SPEED LOADS the user’s hands never 
touch the compound. Always has a 
smooth, even flow, and easy 
. trigger action. 











and 


HERE’S THE 
STREAMLINED GUN 
TO GO WITH IT! 





Here’s the other half of this famous sales- 
making combination! This SPEED LOADER 
calking gun retails at a price that paves the 
way to more calking sales. It’s-light, sturdy, 
fool-proof. Retails for only $1.95. Show it and 
you'll sell it! 





Your order will be shipped same day received! 


STANDARD CG-3 CALKING GUN AVAILABLE PACKAGED 10 LOADS TO A CARTON 


There are 10 
Speed Loads to 
each carton 
(Appr. one gal.) 
and 4 cartons to 
each case. Please 
order in multi- 
es of 4 cartons. 
ull freight al- 
lowed on orders 
of 8 cartons or 
more. 


MACKLANBURG-DUNCAN CO. 


OKLAHOMA CITY 1, OKLAHOMA 





Experienced calking appliers still favor 
our CG-3 Standard Calking gun’s easy 
trigger action and powerful piston action. 
Fitted for use with either Nu-Calk Speed 
Loads or bulk calking. 
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ATKINS 


Cler Stel No. 65 












“Silver Steel” Blade 
Solid Apple Handle 
20, 24 and 26 in. Lengths 


pee 


| ATKINS You Sell 
at Builds Steadier 
GER PROFITS! 


E — When You Sel 
aa | the QUALITY th 
Business and BIG 


@ You bet it's his kind of a saw—the kind that makes o 





renother SALES BUILDER! world of difference in how he feels at the end of a day's work. True 

taper ground ... with perfectly shaped teeth fitted for fast, easy 

_ i. NN cutting ... blade of superbly tempered “Silver Steel” for longer service 

; ie "F ' between sharpenings, the Atkins No. 65 is a perfect example of the 

The ATKINS No. 2000—Light but extra quality that makes every Atkins an easier, more satisfying saw 
stiff blade, taper ground. “Perfect- to use. 

lb sgitnee ta ofa When you sell your customer an Atkins you know—and he knows—that 

callus hands. Straight back, ship you are selling quality-right merchandise that gives him a generous 

point, 22 and 26-in. lengths. dollar's worth for every dollar-he spends. There is no surer way to 








build satisfied patronage than to recommend and sell Atkins Saws. 


Cher Stel’ SAWS an 








v 


E. €C. ATKINS AND COMPANY ) 
Home Office and Factory: 
402 S. Illinois Street, Indi polis 9, Indi 
Branch Factory: Portland, Oregon 


Branch Offices: Atlanta + Chicago « Los Angeles * New Orleans ° 
New York ¢ San Francisco “ATKims atwars ANEAD 


MAKERS OF BETTER SAWS FOR EVERY CUTTING J08 











170 HARDWARE AGE, MAY 5, 1949 











nol 
in 
sta 
Ho 
nes 
les: 
oul 
cru 
the 
tha 
ves 
wit 
pri 
fou 
bal: 
and 
sar’ 
the 
in 


Sam 
war 
mor 


HARI 





hat makes a 
s work. True 
rr fast, easy 
nger service 
imple of the 
tisfying sow 


knows—that 
a generous 
surer way fo 
Atkins Saws. 





$ alwar: anna” 


NG J08 


AY 5, 1949 





AMERICAN ADVISORY BOARD 





H. F. SEYMOUR 
Columbian Vise 
& Mfg. Co. 


not only required an investment 
in the machines but has a con- 
stant salary expense to keep up. 
However, as the size of the busi- 
ness increases this cost becomes 
less, percentage wise, and it is 
our opinion that the benefits ac- 
cruing from the knowledge of 
the inventory size and cost more 
than offset the expense and in- 
vestment. Most concerns faced 
with the tremendous increase in 
price of goods during the past 
four years have seen their cash 
balance at the bank evaporate 
and many have found it neces- 
sary either to borrow or increase 
the capitalization of the company 
in order to maintain even the 
same quantity of goods in their 
warehouse. For this reason it is 
more important now than ever 


D. S. BRISBIN 
Columbus McKinnon 
Chain Corp. 


IRVING LEMAUX 
Indianapolis Brush & 
Broom Mfg. Co. 


that no more of any one line of 
goods be on hand than is abso- 
lutely necessary to give good ser- 
vice. 

Unless a record of constant 
knowledge of the goods on hand 
is available, many things will re- 
main in the warehouse for six 
or nine months, or even a year 
without being noticed. It is diffi- 
cult if not impossible, for one to 
walk through the warehouse and 
by looking at the goods tell 
whether they have moved, that 
is, until they have been there so 
long that they have rusted. 

A person posting will notice 
cards which do not have postings 
on them of recent date and peri- 
odically can thumb through the 
entire section listing the goods 
on hand which have not been 
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R. C. DUNCAN 
R. C. Duncan Co. 


WILLIAM T. TODD, Jr. 
Somers, Fitler & 


Jit 
A. J. GLESENER 
The A. J. Glesener Co. 


Todd Co. 
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Now! 


famous 
SWEDISH WOOD CHISELS 
have 
UNBREAKABLE 
PLASTIC 
HANDLES 





Machined Plastic 
handles 


Tanged-Butt 
for longer life 


Beveled edges 
for straight 
cutting 


Swedish steel 
blades tem- 
pered and 
honed 


Extra handles 
available for 

replacing 

- chisel, file and 
other handles. 
3 sizes. 


A 


ip id ‘I wu u 
See your Jobber—Write for Literature 


GENSCO 
TOOL DIVISION 


GENERAL STEEL WAREHOUSE CO, INC 
1802N. KOSTNER @ CHICAGO 39, ILLINOIS 








$5.07 saved a contract 
eeeand a man’s business 








Special switches were needed to complete an electrical instrument contract. 
Late delivery of finished items would kill chances of future orders and lay off men. 
Switches were 1100 miles away, but Air Express delivered the 15-lb. package 
at 3 a.M.—8 hours after pick-up. Cost, only $5.07. Air Express now used 
regularly. Keeps down inventory, improves customer service by early delivery. 


Low as $5.07 was, remember Air Ex- 
press rate included door-to-door service, 
receipt for shipment and more protec- 
tion. It’s the world’s fastest shipping ser- 
vice that every business uses with profit. 











= ‘i H 
Pt #4 g : ‘ 
Bei bn 


World’s finest Scheduled Airline fleet 
carries Air Express. 24-hour service — 
speeds up to 5 miles a minute. Direct to 
over 1000 airport cities; air-rail for 
22,000 off-airline offices. 


FACTS on low Air Express rates: 


17-lb. carton of hearing aids goes 900 miles for $4.70. 


12 lbs. of table delicacies goes 600 miles for $2.53. 
(Same day delivery in both cases if you ship early.) 








moving. Lists made from these 
cards can be turned over to the 
sales department and a special 
effort can be made to move the 
items shown. This information 
is of equal importance to the 
purchasing department, for in 
placing orders the quantity can 
be reduced on slow moving 
items. 

One may think that the same 
information could be gained 
from manually posted cards on 
which only the quantity and not 
the cost is kept. Theoretically 
this is true. But in hand post- 
ing, it is difficult to find clerks 
who can make uniformly clear 
entries and once the system has 
been allowed to get in a sloppy 
condition it is natural that those 
referring to it will not consider 
it accurate. The process of post- 
ing quantity and extending the 
total value requires more care 
and makes more likely the dis- 
covery of any considerable error 
One hundred and _ ninety-six 
abrasive wheels written in pen- 
cil on a card does not make a 
very deep impression but 196 
abrasive wheels at $5.30 each 
represents a sizable figure in 
dollars and cents and should an 
error in subtraction and addition 
be made, it would be much more 
likely to show up. 

Our experience of this system 
is not sufficient to enable us to 
tell how large an inventory a 
company would need in order to 
justify the use of a machine 
posted inventory control system, 
but we do feel that we have just 
begun to utilize the benefits that 
can be obtained from one. 
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Only Air Express gives you all these advantages: Special pick-up and 
delivery at no extra cost. You get a receipt for every shipment and delivery is 
proved by signature of consignee. One-carrier responsibility. Assured 
rotection, too—valuation coverage up to $50 without extra charge. 
ractically no limitation on size or weight. For fast shipping action, 
phone Air Express Division, Railway Express Agency. And specify 
‘Air Express delivery” on orders. : 









Rates include special pick-up and delivery 
door to door in principal towns and cities 





EUGENE F. McCARTHY 
Beals, McCarthy & 
Rogers, Inc. 
Chairman, Nationa! 
Resolutions Committee 





AIR EXPRESS, A SERVICE OF RAILWAY EXPRESS AGENCY AND THE 
scHEeDULED AIRLINES oF THE U.S. 
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Deming “MARVELETTE” Shallow Well Water System—Capacity: 250 Gallons per Hour 


+S Comere VALVES are high grade rubber 
seating on bronze grid seats. * 
Shape of o> 


Side tet lastoli’ fpr STAINLESS STEEL PISTON ROD 


assures long semvice and protects 
Stuffing box and packing. 


Y-- 























DROP FORGED COUNTER-BALANCED 
CRANKSHAFT operates on extra 


long bearings, automatically oiled. 


ALL BRASS PISTON of unit con- 


struction is easily removable. 








LIVE RUBBER CUSHIONS between ¥ 


pump and tank contribute to the 
remarkably QUIET operation of the 
Deming ‘‘MARVELETTE”’. 


Other Features include 
Bronze Connecting Rod with 
split adjustable bearing... 
Splash Shield which prevents 
water leakage into oil reser- 
voir... and Capacitor Motor 
with over-load protection. 


No other pump in its low price range offers the same 

HIGH QUALITY FEATURES built into the Deming "MARVELETTE.” 
Point out these important features to your prospects for 

shallow well water systems! Those are the BUYING FACTS... 

the REASONS WHY more “MARVELETTES” are selling 

today than ever before! Deming has the 

FEATURES that help you sell more water systems! 





Ask your 
DEMING Distributor 
or write to us, for com- 
plete details about 


the sales winning 
“Marvelette” shallow Pwa e Lar 
well water system. ; Wir 







THE DEMING CO., 517 BROADWAY, SALEM, OHIO 












PUMPS AND WATER SYSTEMS 
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National Distributors Tuesday Session 


Should Management Prepare 
Or Brief Salesmen Prior 
To Sales Meetings? 


A RRANGING a sales meeting in advance brings 
out the complete interest of the group, says 


Mr. Cruger. 


He suggests a questionnaire which 


can be used to stimulate interest and discussion. 


M., N AGEMENT 


should give salesmen _ oppor- 
tunity to prepare their ideas 
prior to sales meetings. To do 
this intelligently, let us first con- 
sider the real purpose of a sales 
meeting. A sales meeting is a 
group sale in which all parties 
must engage. You make a 
speech, a presentation, or demon- 
stration and yuu sell a group. 
A sales meeting is often thought 
of as a list of subjects and 
speakers, a family of products 
to be demonstrated, each in its 
turn, an advertising campaign to 
be presented, or a plan explained 
step by step. Perhaps this ac- 
counts for many dull sales meet- 
ings. The session is regarded as 
a mechanical job when it should 
be considered. as a psychological 
appeal, in other words, a sales 
effort. Your group attending the 
sales meeting wants to know 
what they get out of it, and your 
meetings should be planned to 
answer that question. Good sales 
meetings are built around dis- 
cussion. To keep the discussior 
alive and going, questions are 
needed. 

To arrange a sales meeting 
that will bring out the complete 
interest of your group, your 
salesmen should have notes of 
their ideas, planned in advance, 


so that a question and answer 


program will result. To sell any- 
thing, first learn the interest of 
your prospect. This applies 
equally to sales meetings. Ques- 
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By FRANK M. CRUGER 
Partner, 
Indiana Manufacturers Supply Co. 


tions written in advance by your 
sales organization will reveal the 
interest of each, when the ques- 
tions are asked at the meeting. 
How can we brief salesmen in 
advance? To begin, it is im- 
portant that management fur- 
nish its salesmen with a schedule 
of manufacturers’ representa- 
tives who will attend meetings, 
two weeks in advance so that 
salesmen may make notes of 
their questions. You could in- 
form your salesmen by letter, or, 
if your company employs a great 
many salesmen, a short printed 
form with space for notes, could 


be used. Your salesmen should 
have one or more of these re- 
minders in process continually. 

Very few manufacturers’ rep- 
resentatives could conduct a 
profitable and interesting sales 
meeting if they did not prepare 
in advance, and by the same 
token, your distributor personnel 
can contribute to the success of 
your meetings if they have pre- 
pared questions. Distributors 
using this idea find that factory- 
men will be impressed, and will 
not again have occasion to com- 
pare some distributor salesmen 
with wooden Indians. 

Most industrial supply dis- 
tributors have some salesmen 
who will not ask a single ques- 


SOUTHERN ADVISORY BOARD 


GEORGE WINSHIP 
Fulton Supply Co. 


HARRY P. LEU 
Harry P. Leu, Inc. 





F. M. ARCHER 
Superior-Sterling Co 
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Colorful display stops customers — makes ‘em buy! 
Measures only 10” x 10’. Turns a little counter space 
into lots of cash. Display package holds 24 cards — 
four of the most popular wrench sizes on each card. 
ASK YOUR JOBBER FOR YOUR STOCK OF TOUGH 
‘N’' GRIP TOOLS TODAY. 


Suggested retail price 49¢ per card of four tools 























Place tool over end of Use it as you would a ASSEMBLY WORK ofall REPAIR JOBS can be HOUSEHOLD REPAIRS 
finger — pick up nut in wrench for all types of kinds goes faster with done fast without un- make a natural market 
hexagonal opening. assembly and repair Touch ‘N’ Grip tools. necessary disassembly for Touch ‘N’ Grip tools. 





ONLY ‘py! tools can grip hard-to-reac! ; ind bofts tl 1S) ly 
OUCH 'N'GRIP 








Here’s a counter item that really sells on sight. with a wrench. Repairmen, householders, assem- 
Customers just can't resist buying the new Touch bly workers, hobbyists—in fact all your customers 
‘N’ Grip tool set, because anyone who does repair -— have had this trouble, too. They need the new 
or assembly work needs it. When you put your Touch ‘N’ Grip tool set, and they won't pass 

first carton on display, notice how your customers’ _ up a chance to buy it. It’s made right —it's 
say, Why didn't somebody think of that before?” priced right — it’s displayed right, for 
You know from your own experience how often really fast turnover. 
you strike a situation where you can’t reach a nut PAT. PENDING 






CONTACT YOUR JOBBER 


for a carton of Touch ‘N’ Grip tool sets right away. 
the can't supply you, write for information on this 
amazing, new fast seller to: F. E. Redfield, 31 Colonial 
Parkway, Dumont, New Jersey. 
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# ing lenses. Completely 


a 


ait? of PLASTIC 


REFLECTING 
HOUSE NUMBERS 


Catia aly! 


Never before sold at 


less than 79¢. Three- NQWRETAILAT 
inch numbers of gleam- 
ing white or rich green 4 0 ¢ 
Dow Styron plastic, ea. 
sealed in cellophane, 
with screws. Patented, 

YOUR PROFIT 


precision crystal reflect- 


weatherproof. Fast- 
selling Spring and 


40% 
Summer item. 


JOBBERS AND MANUFACTURERS’ REPS.: 
Exclusive territories available. Write 
for information. 


tlent salesman free 
Takes only 1 sq 
er space. Mail coupon be 


Reflecto Letters, Inc., 411 E. 101 St., N. ¥. 29 
Ship at once 

asstmt(s), 1 doz. ea. of 10 WHITE 
____asstmt(s), 1 doz. ea. of 10 GREEN 
numbers, complete with ‘‘silent salesman,’’ 
and bill us at $28.80 per asstmt., FOB factory. 
(Additional numbers for filling in stock avail- 
able at $2.88 per doz.) 





Name 
Store. 
Address 
City & State 
Jobber. 
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tion, or answer a question, un- 
less especially prompted to do so. 
In analyzing these salesmen, you 
find, in some cases, a fear of me- 
chanical problems. Occasional- 
ly, an otherwise good salesman 
hesitates to ask questions in 
meetings, because, he feels his 
question may seem elementary, 
or at least not, in keeping with 
the subject salesman’s own im- 
portance. He remains silent, 
rather than take a chance on de- 
flating his standing before his 
fellow salesmen. Prepared ques- 
tion and answer programs will 
correct such conditions. 

What kind of notes should a 
salesman make prior to a sales 
meeting with a manufacturer of 
one of your selective or exclusive 
To suggest a few, notes 
may be made, concerning dis- 
tributor salesman wanting fac- 
tory sales assistance, concerning 
price deviation, concerning ap- 
plication of product, concerning 
competition, concerning delivery 
service, and many other im- 
portant conditions your salesmen 
will report. The advantage of 
this system is that nothing de- 
pends on memory—it is written 
down and is not forgotten. You 
may be certain that all angles 
are well covered, at the end of a 
sales meeting, when your sales- 
men use notes made prior to the 
meeting. 

If you find your sales people 
will not faithfully make notes of 
the subjects they wish to dis- 
cuss, the next method, the most 
reliable system, is to use a 
mimeographed form with ques- 





WILLIAM T. TODD, JR. 
Somers Fitler & 
Todd Co. 
National Chairman Re- 


and Planning 
Committee 
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You Can & 


SUUWULMIE SALES 


WITH 


BURGESS 


FLASHLIGHTS 


You too will say that these attractively 
carded, handsome flashlight cases are 
superb profit builders. They sell like hot 
cakes... help sell other merchandise, too! 


No. 146 $1.75 











No. 346 $1.55 


No. 446 $2.30 





No. K-2 75 


a 


Above prices are retail prices with cells. 


TOP QUALITY 
BATTERIES! 


As a tie-in for your | 
flashlight sales, high | 
quality Burgess Flash- 
light Batteries packed 
in eye-catching dis- 
plays give you an- 
other fast-selling, 
traffic-building 
item! Order from 
your nearby Bur- 
gess distributor, 
today! 


BURGESS 


BATTERY COMPANY: FREEPORT, ILLINOIS 
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tions that will cover nearly all 
lines, the answers to be filled in 
by your salesmen a week or so 
prior to the sales meeting. The 
salesmanager, with questions 
and answers before him, may act 
as moderator between his sales 
force and the factory representa- 
tive. The use of this method will 
soon result in all of your sales 
organization actively taking part 
in your meetings. 

There are many methods of 
obtaining audience participation 
in your meetings. For example, 
have a round table discussion in- 
stead of a regular meeting. Send 
a note to your salesmen asking 
“What do you want to discuss?” 
The subjects submitted should 
form the basis of your program. 
Let each man talk about his 
idea and have all these men say 
at least a few werds about the 
other fellow’s subject. This type 
of discussion helps clarify think- 
ing and lets off steam. 

Another suggestion for co- 
operative sales meetings is to 
have one of your’ salesmen 
demonstrate a tool or a piece of 
equipment. Allow 15 minutes for 
this demonstration at each sales 
meeting. Assign this job to 
your salesmen on a rotating 
basis and give a week’s advance 
notice, so your men will have 
time to prepare. As an alternate 
to the demonstration idea, have 
a salesman describe the most 
efficient manner in which to pre- 
sent manufacturers’ literature. 
This will vary, depending on the 
products covered and the style 
of literature. I believe many dis- 
tributors dispense this literature 





ROBERT WIER, JR. 
The Osborn Mfg. Co. 
American Executive 
Committee 
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1949 marks South Bend Toy Mfg. Co.’s 75th year of 


manufacturing toys. Since 1874 this company under one 


ownership has enjoyed some prosperous periods, and 
weathered some lean times — has, as a consequence, gained 
a lot of hardheaded, useful knowledge and experience. 
These years have brought, along with a position of 


leadership, certain responsibilities to South Bend Toy: 


FIRST, the continuing manufacture of a quality product that 
can be offered at a “selling” price. 
SECOND, a maintenance of the fine business relationship 
which South Bend enjoys with its many, many customers. 
THIRD, a consistent improvement in product design 
to parallel trends in consumer taste. 
FOURTH, a sustained program of plant improvement and 
expansion to fill the requirements of the trade. 


SOUTH BEND TOY MFG. CO., SOUTH BEND 23, IND. 
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COMMENDED 


PARENTS 
MAGATINE 


SALES REPRESENTATIVES 


Eastern —Julius Levenson, 7 E. 17th St., N.Y. 

Southern—Louis Williams, Nashville, Tenn. 

Midwest—South Bend Toy Mfg., So. Bend, Ind. 

So. Calif. & S. W.—And Sales Company, 

730 W. 10th Place, Los Angeles 15, Calif. 

No. Calif.—Standard Toy Agencies, 718 Mission, 
San Francisco, Calif. 

Denver & Pac. N. W.—Leo Scherrer, 2840 W. 
93rd St., Seattle 7, Wash. 
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in a haphazard fashion, and in 
some few instances, their sales- 
men may try to present four or 
five circulars during a call. It 
will be better to actually do a 
selling job with one piece of 
manufacturers literature, than 
to pass these circulars out in 
quantities. Let us devote some 
of our sales meeting to the pur- 
pose of educating our salesmen 
in the technique in selling from 
manufacturers circulars and 
pamphlets. Assign this idea of 
“selling from a circular” just as 
you would an actual demonstra- 
tion. 

I know of an automotive dis- 
tributor who has found a way to 
make his 19 salesmen pay at- 
tention during sales meetings. 
At the close of each sales meet- 
ing, 19 pre-arranged questions, 
all different, but pertaining only 
to the product just covered, are 
placed in a hat and each sales- 
man draws a _ question. The 
questions are read aloud and 
answered one at a time by the 
salesmen. If a salesman does 
not know the correct answer, the 
question is again read and may 
be answered by any other sales- 
man. With this system, sales- 
men who previously paid little 
attention at sales meetings, get 
on their toes, because they do 





AMERICAN ADVISORY BOARD 


W. A. PURTELL 
Holo-Krome Screw Corp. 


not want to make a poor show- 
ing in front of the boss and they 
do not want to lose face among 
their fellow salesmen. 

I have prepared a sample ques- 
tionnaire, which may be changed 
to suit the needs of individual 
and types of distributors. This 
questionnaire may be mimeo- 
graphed, as one form will suffice 
for a number of lines. 

If industrial supply distribu- 
tors follow this procedure, and 
I believe some are doing so, it 
should result in more sales en- 





SMITH INDUSTRIAL SUPPLY COMPANY 


Status of Line 
Exclusive ..... 
Selective 
Open Line 


On MAY 20, the JONES FILE CO representative MR. JOHN DOE will attend 
our weekly sales meeting. To obtain the most benefit from this meeting, please 


fill in answers to the following questions. 


1. Do you need assistance of factory representative in your territory? If an- 
swered "yes", how many days will be required. 


nN 


herr 
answered "yes", name customers. 


aw 


tributors? 


ur 


competitive product 


- Do you have any customer complaints on the quality of this product? If 


. Do you believe you obtain more than your share of business in this line? 
. Do you have competition from the above manufacturer—through other dis- 


. Have you found a definite price deviation in the sale of this, or a directly 


6. Have you found any deviation in transportation, such as competitors allowing 


freight or parcel post to destination? 


om 


if answered "yes", list accounts. 


. Is delivery service satisfactory on this line to your customers? 
. Do you find this manufacturer selling direct to any account in your territory? 


9. What can our company do, in your opinion, to increase th® sales in this line? 
10. YOU ask a question. Write at least one question, not covered in the above 
list, which you consider important, to be answered by the representative of 


the JONES FILE CO. at this sales meeting. 


Your salesmen answer 9 questions and ask one or more questions. 


You will be surprised by the large number of constructive ideas you will receive. 


Sample "What percentage of market potential are we getting in our area? We 
dislike charts comparing present sales with the last several boom years." 


This questionnaire to be returned to the sales manager three days prior to the 


above sales meeting date. 
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H. K. CLARK 
The Carborundum Co. 





FARNHAM YARDLEY 
Jenkins Bros. 


thusiasm; salesmen becoming 
efficient demonstrators; develop- 
ment of “sales sense,” which is 
probably related to “horse 
sense.” Sales sense, I inter- 
pret as the “ability to think 
one’s way through new sales 
situations.” 

Finally it should give those 
who come to your sales meet- 
ings a better return for the time 
they spend with you. 


J. Y. Scott's Address 
(Continued from page 133) 


such a good one, but the fact 
that in talking with a great 
many of our Morse distributors 
and also many manufacturers, 
so little use is made of what I 
consider to be an outstanding re- 
port and condensation of this 
problem of sales. 


Sales Training 


The training of salesmen, the 
type of salesmen, the method of 
approach by the men, all of these 
things are basic in good selling 
and so I say that if you have not 
already studied this report, get 
a copy from Mr. Hanson’s office 
and read it over again, applying 
it to your own business and profit 
thereby. 

The sales job for 1949 is, to 
my mind, the most difficult one 
that has ever been placed before 
the manufacturer or distributor. 
We key people of a key industry 
in the key country of the world 
have more than just the re- 
sponsibility for the movement >f 
goods to our customers. We are 
responsible for the employment 
of many hundreds of thousands 
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330 HUDSON STREET 
NEw YORK 13,N-Y. 





EXECUTIVE OFFICES 


April 22nd 
in our 74th 
year 1949 


TO OUR CUSTOMERS AND 
OUR SOURCES OF SUPPLY: 


The Masback organization continues in the belief that the more it knows 
about retailing by direct experience, the better it can serve its 
retail hardware dealer-customers. With only this and no other thought 
in mind, we established an experimental or testing retail store in 
White Plains, New York, about one year ago. This past March we 

opened a second experimental or testing store in Bayside, Long Island. 





These two stores were eStablished in order that we could test new 
merchandise, try out display ideas, experiment with store arrangement 
ideas and study consumer reaction to various types of displays and 
promotions that we might better be guided in serving our merchant 
customers. We believe, and still hold that opinion, that these ex- 
perimental stores would have developed invaluable knowledge to be 
utilized by our customers throughout the territory we serve. 





It was our desire, hope and belief, that these experimental or testing 
stores would prove an inspiration to many of our customers, providing 
places where they could see display ideas and consumer reactions to 
them and other merchandising efforts — likewise give inspiration on 
store arrangement. 


Unfortunately, too many of our retail hardware dealer customers did 
not agree with our view, and are quite unwilling to accept .this ex- 
periment at full face value. 


A few, but too few, have thoroughly approved and appreciated the ob- 
jectives we had in mind. 


But, as too many feel otherwise, we decided, in the past thirty days, 
to dispose of both retail stores and have already sold one completely. 
The second store is now in the process of being sold, and in both cases 
to private owners independent of our organization. 









We are making this public declaration of policy and procedure so that 
both our customers and our sources of supply will completely under- 
stand our position. 


Cordially yours, 


President 7 ” 
H. E. Masback:mas Vy) it 
erential a 


ainsi aed Wan 





SINCE 1875 . WHOLESALERS OF HARDWARE - HOUSEWARES - ELECTRICAL SUPPLIES - TOYS - SPORTING GOODS 
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PROFITABLE, 
STEADY SELLING 


TMENTS 


ass0R “9 


CONVENIENT 
ATTRACTIVE 
DURABLE 








TURNBUCKLES ASSORTMENT 


52 Turnbuckles in 10 fastest selling 
sizes, individually boxed. Attractive 
sturdy all metal display panel is 14” 
x 16”, silk screen printed in two colors. 
A complete line of open stock Eye 
‘and Eye, Hook and Eye, and Hook 





of people and it is my firm con- 
viction that if we are to have a 
real driving post-war prosperity, 
which will extend for years, all 
of these factors must be con- 
sidered. 


House Cleaning Time 


It is my firm conviction that it 
is time to clean house. A job 
that has been delayed by both 
manufacturers and distributors 
alike. A thorough 100 per cent 
going over of our organizations 
from top to bottom, either oy 
your own management or by an 
outside group of engineers, pays 
big dividends. At both Van Nor- 
man and Morse companies we 
have separate engineering firms 
who are assisting us in bring- 
ing to our distributors, and so 
to our customers, the benefits of 
modern metallurgy, modern sales 
methods, modern financial pro- 
cedure and modern packaging. If 
you will pardon me, the installa- 
tion of the new Morse code, and 
if you haven’t heard of it, talk 
to me and I will see you get a 
copy, should be of definite value 
to Morse distributors wherever 
they may be. 

It has been one of the fetishes 
of the Van Norman Co., the 





and Hook Turnbuckles available. 
parent company of Morse, to 


have exclusive distributors on 
their machine tools throughout 
the world and in the opinion of 
the management of our company, 
that feature alone has helped 
more than any other to bring 
Van Norman to the fore as one 
of the largest machine tool 
manufacturers in America. 





EYE BOLT ASSORTMENT 
12 each of 10 sizes of Eye Bolts most 
called for. Individually boxed. Beauti- 
ful display panel similar to other. 
Eye Bolts from open stock in 12 sizes 









avgilable. 
UTILITY 
“ae HOOKS S 
S$ HOOKS 
SCREEN 

DOOR BRACES 
Keep your stock complete with 
these Turnbuckles steady sellers. 


Tuataells 


TURNBUCKLES, INC. 





Cc. E. CURTIS 
BOX 333, MICHIGAN CITY, INDIANA The Western Iron 
FACTORY: GRAND BEACH, MICHIGAN Stores Co. 
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A. R. SMITH 
Boyer-Campbell Co. 


“It is my firm conviction 
that it is time to clean house. 
A job that has been delayed 
by both manufacturers and 
distributors alike. A_ thor- 
ough 100 per cent going over 
of our organizations from top 
to bottom, either by your 
own management or by an 
outside group of engineers, 
pay big dividends." 

—J. Y. Scott 


my i 

You will be interested to know 
that our policy at Morse will be 
to adhere as closely as possible 
to the fixed principles as laid 
down by our management to the 
end that we will do everything 
possible to increase the unit 
sales of our distributors, to re- 
duce his overhead cost, make it 
easier for him to sell our prod- 
uct, because only by these steps 
can we hope to have a fighting, 
go-getting distributor organi- 
zation that will create profits 
both for them and for our com- 
pany. 


More Sales Aids 


There are many companies to- 
day which are spending large 
amounts of money, and we are 
one of them, endeavoring to find 
new methods and new means of 
making it easier for our dis- 
tributors to sell our products. Of 
course, we are going to have 
competition. I come back again 
to the fact that if we believe in 
“the American Way of Life,” we 
believe in the competitive mar- 
ket. The big thing is to be able 
to make money in that competi- 


NATIONAL ADVISORY BOARD 





W. T. RYAN 
Cutter, Wood & 
Sanderson Co. 
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tive market and retain a sound 
financial condition. 

The kernel of this thought 
therefore, is this. A dynamic 
sales force should be the heart 
of our 1949 program. This pro- 
gram should call for a thorough 
analysis of our sales forces, our 
service, our financial status and 
also our productive capacities so 
that we will continue to enjoy a 
high level of employment, a bet- 
ter standard of living for our 
employees and better business 
for all of us. 


R. H. Russell's Address 


(Continued from page 162) 


figures which developed an aver- 
age “office and clerical cost” of 
handling an order of $1.77% 
(the high was $3.30 and the low 
$1.23). As the orders averaged 
2.8 invoice lines, the average cost 
per line of invoice was .6314. 
With these costs in mind, it be- 
comes important that we cut 
down the liability of the high 
percentage of orders under $5.00. 

With an average office and 
clerical cost of $1.77 per order, 
it becomes apparent that orders 
under $5.00 do not carry their 
own weight at present margins. 
A study at Holyoke in 1949 
showed 21,125 out of 32,172 
orders or 65.7 per cent under 
$5.00. This represented $39,504 
out of $248,880 total or 15.9 per 
cent dollars. Our function is sud- 
den service off the shelf—not off 
the tailboard—and competitive 
selling is putting goods back on 
the shelf to the extent that 1948 
direct sales were only 9.9 per 
cent of total. We can’t eliminate 
orders under $5.00 but we can 
cut the number in half and make 
the remainder more able to stand 
on their own feet. 


Exchange Information 


I certainly hope that distribu- 
tors will become more research- 
minded and less reticent about 
disclosing sales figures. The Na- 
tional overhead expense report 
showed total Salaries and Sales 
Expense for 1947 of 13.11 com- 
pared to 12.82 for 1945. This 
might seem reasonable in view 
of increased prices but suppose 
this was based on a 50 per cent 
increase in sales (at Holyoke the 
two year increase was 54.5 per 
cent). With this reasonable as- 
sumption, you now get an in- 
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SALES BOOM 
PROFITS MULTIPLY 


with THREADWELL 
MUN-E-MAKER MERCHANDISERS 








Get your quality taps and drills out in the open where customers 

can see, handle and buy them. Mun-E-Makers are compact, require 

less than two square feet of counter space. Complete assortment of 21 
fastest selling items. Labelled with easy to read price and size tags. 

Package comes freight prepaid complete with merchandiser, either 

| carbon or high speed taps or drills, price and size tags, drill gage, 


literature, and Threadwell’s handy sales envelopes. 


THREADWELL 
MUN-E-MAKER 
TAP 
MERCHANDISER 


21 sizes of popular 











best-selling 
ranging from 6-32 to 
%4" NPT carbon or 


high speed steel. 


taps 


Carefully selected for 
quick turnover. 
























ao 
| f P| THREADWELL 
| THREADWELL @& a ea MUN-E-MAKER 
| soseseneeeanseeeeeeeeee® yy DRILL 

| MERCHANDISER 


Carefully screened 
assortment contain- 
ing 21 popular quick 
a 
to 2" Jobbers carbon 
or high speed twist 


drills. 


G selling sizes from | 
4 
4 


MINIMUM PROFIT 33%% 
ON RETAIL SELLING PRICE 


Write for complete list of 
sizes and discount sheet. 








THREADWELL TAP & DIE COMPANY, Greenfield, Massachusetts 


Taps ® Dies ® Drills © Counterbores © Keyway Broaches ® Screwplates © Gages ® Pipe Threaders 
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RANGE 
CONNECTORS 





THE ONLY gas range con- 
nector using malleable iron 
fittings, the standard gas fitting 
material and best for the pur- 
pose ...a heavy flared tube 
fitting combined with special 
alloy aluminum tubing with 
.049" wall thickness, A connec- 
tor built to ‘‘take it”! UNDER- 
WRITERS APPROVED for 
all gases. 





Sac as 


EASY DOES IT. The long 


10° tapered cone of a Superseal 


fitting assures permanently [ 




















& 


la 


F cman seal. There’s no need 


to be ‘‘brutal” when tightening 
the nut, but you need not fear 
shearing the tubing or damag- 
ing the fitting. Tubing can be 
bent sharply close to the fitting 

— ideal for flush-to-wall instal- 
lations. 


COMPETITIVELY PRICED 
even though ‘‘the best’’. Avail- 
able in any combination of 
elbows and straight fittings as 
required. Write for complete 
description. Over 400 U. S. 
Distributors . . . one near you. 


eypewt ei, 


DIVISION 


COLUMBIA MALLEABLE 
CASTINGS CORPORATION 


COLUMBIA, PA. 
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How Many Correct Answers to Simple List— 
Discount Problem? 
Problem: Quote National List User for 13/, Doz. 
10-in. Mill Bastard—List $5.60 Doz. 


12 Different 


List List Correct 
Each Extended Less 20%, Less 20-10°%/, Quote Quotes 
46 9.66 7.728 6.955 6.95 
7.72 6.95 6.96 6.90 
7.73 6.96 6.94 
6.948 6.90 6.94 
6.94 
6.957 6.95 
6.96 
7.00 
47 9.87 7.896 7.106 7.11 
7.89 7.10 7.10 7.03 
7.90 7.11 
7.101 7.04 
7.05 
7.06 
466 9.786 7.828 7.045 7.04 
9.78 7.82 7.04 7.05 7.07 
9.79 7.83 7.05 7.03 
7.824 7.038 7.00 7.10 
7.832 7.03 
7.047 7.11 
7.041 
7.048 
467 9.807 7.845 7.06 7.06 
9.80 7.84 7.056 7.05 
9.81 7.85 7.05 7.07 
7.848 7.065 
7.07 
7.053 








crease in the amount of salaries 
and sales expense of 54 per cent 
for the two years and this is 
alarming! 

Whenever we make a study in 
Holyoke, we send copies of the 
figures as a matter of routine to 
Miles Stray at Waterbury and 
to Howard Begg at Newark. And 
very promptly their figures are 
compiled and circulated. They 
send copies of their original 
studies to Holyoke. We have re- 
cently exchanged figures on end- 
of-vear Receivables, Proportion 
of Direct Billings, Absenteeism, 


as well as detailed analyses of 
several lines of merchandise. 
There has been no embarrass- 
ment in exchanging actual dollar 
figures and the benefits are tre- 
mendous. 

This trial run P. O. S. has 
shown that the members will co- 
operate in furnishing figures 
that are necessary to our sup- 
pliers before they can give us 
streamlined merchandising. And 
I think that this brief study has 
also indicated that we desperate- 
ly need streamlined merchandis- 
ing. 





B. S. Barker, Jr.'s Address 


(Continued from page 142) 


of his product, had its merits ex- 
plained, told where it can be sold, 
felt the product and know what 
it looks like and what it is sup- 
posed to do. Then the next step 
is for the manufacturer’s sales- 
man to work with the distribu- 
tor’s salesmen in the field. This 
is where the distributor can be 
of great assistance. 

The distributor salesman 
covers a very small territory. If 
he is a territory man, he usually 


has a two to four week route and 
a city salesman has a one to two 
week route. If a distributor 
salesman is awake and turning 
in a good job for his firm, he 
knows the proper personnel to 
see at each plant and he has the 
proper entre. When the manu- 
facturer’s salesman works with 
the distributor salesman, he is 
taken to the proper man in the 
plant who is interested in the 
product presented. 
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“Having proper sales per- 
sonnel in the field makes or 
breaks the manufacturer." 


—B. S. Barker Jr. 


Oo 2 


A great deal of time is saved 
by the local salesman by such 
leads. If the manufacturer’s 
salesman puts over a good sales 
story and the proper impression 
is made on the plant buyers, it 
makes a lasting impression on 
the local salesman and resistance 
is broken down on future calls 
for the distributor salesman. 
The manufacturer’s salesman 
should work with the distributor 
salesman periodically until the 
local salesmen’s territory is cov- 
ered. 

This might seem to the manu- 
facturer as unnecessary, but it 
is very important. From per- 
sonal experience, I have tried to 
sell a product to a customer and 
have been unable to put over the 
sale. The buyer wasn’t interested. 
I tried and tried again. Then I 
took the manufacturer’s sales- 
man on the call with me. The 
buyer had heard the story many 
times, he knew the product, its 
merits, etc., but by just having 
the factory man along, the 
buyer’s confidence was strength- 
ened as the product was being 
backed up by its factory and. the 
buyer felt honored that a factory 
man was interested in his needs 
and problems and the sale was 
made. That confidence the buyer 
then has in the product and the 
company behind the _ product 
lingers on for a long time. 


Distributor's Purpose 


We charge ourselves, the dis- 
tributor, with the following. The 
mill supply distributor’s primary 
function is to act as a local ware- 
house for the manufacturer. The 
sole purpose of the distributor is 
to have merchandise readily 
available to customers in a local 
area. Having this stock avail- 
able is most important for the 
manufacturer and enables the 
distributor to function and pro- 
gress in business. 

The manufacturer sells his 
product to the distributor at a 
price and in turn the distributor 
sells the product at a selling 
price suggested by the manufac- 
turer. In this way the distribu- 
tor lives and the manufacturer 
has his goods readily available 
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Il’S A PLEASURE TO Seé.. 






SHARP, CLEAN- CUTTING 
KNIVES SPORTSMEN LIKE BEST 


3 Great New Numbers for 1949 


No. 677 with Bone Stag handle and 5-inch 
blood groove blade. Over-all size of knife is 
9144 in. Hand made new style Finnish-type 
embossed leather sheath filled with inside 
liner of tough wood for extra strength, protec- 
tion and durability. 


No. L28. A handy fishing and small game 
knife which features hole in end-knob for 
leather thong or metal chain. Blade is only 3 
in, long. Over-all size of knife is 6% in. Avail- 
able in brilliantly colored red or ivory plastic 
handles as well as natural leather. Embossed 
leather tubular sheath. 


No. 258. A very attractive knife with sabre 
blade and attractive non-breakable pearl com- 
position handle. Fancy wine colored hand- 
laced embossed tubular sheath. A great gift 
item for hunters. 


AND REMEMBER! ... your 


hunting knife sales are boosted by: 
¢ Colorful ads in all leading outdoor 
magazines every month of the year. 

e Attractive polished oak counter and 
floor displays and log panel displays. 
© Self-selling descriptive folders and 
other point-of-sale materials. 


Write for Catalog Today 


WESTERN STATES 
CUTLERY CO. 


1615 BROADWAY ¢ BOULDER, COLORADO 














CHAMPION 


Shelf Brackets 









THE ORIGINAL ONE 
PIECE BRACKET 


Sturdy-made of heavy gauge Cold 
Rolled Steel 


Easy to put up 


Inconspicuous 


Affords more room when used in 
series of shelving 


Supplied in all sizes 


No. 88J 
The 


CHAMPION HARDWARE (0. 


——? GENEVA. OHIO _ SJ 











, ? 
poms If ifs a CHAMPION ifs a winner 
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0, 
MAUREY 


MULTIPLE-PURPOSE 
INTERCHANGEABLE 


BUSHING 


Offers These Many Features 

x Simplified Stock *% Greater Combina- 
Keeping tion of Bore Sizes 

*& Availability — Never % One Bushing — One 
Lose a Sale! rice 

*% V Pulleys and Bush- % Elimination of In- 
ings Individually vestment in Three 
Packed and Labeled Bushing Stocks 

% Faster Turnover Than Any Other Interchange- 
able Hub or Bushing Line 


RUSH YOUR ORDER NOW 


MANUFACTURING CORP. 
2909 S. Wabash Ave., 
CHICAGO 














to the consumer in every corner 
of the country. 

A good manufacturer realizes 
the distributor’s position by as- 
sisting the distributor to select 
his stock carefully. If the manu- 
facturer high pressures the dis- 
tributor into buying too much 
stock or an unbalanced stock and 
items fail to move, the distribu- 
tor sees his money tied up in 
slow moving items and the line 
loses its appeal. The interest for 
the line lessens until neither the 
manufacturer nor the distribu- 
tor is happy over the connnec- 
tion. A real manufacturer sales- 
man can be of untold service to 
his distributor by assisting him 
in the proper selection of his 
stock. Real teamwork between 
manufacturer and distributor is 
good for both. 

I firmly believe the manufac- 
turer is just as important to a 
distributor as a customer is to a 
distributor. I have tried to bring 
forward up to this point an ideal 
situation between a manufac- 
turer and a distributor. The dis- 
tributor’s responsibility certain- 
ly doesn’t stop now. The manu- 
facturer looks the field over in a 
local area and selects his dis- 
tributor to handle his product. 
The distributor must have finan- 
cial responsibility, a good name 
among prospective customers for 
service and dependability, a 
sales force in the field covering 
industries where the product is 
used. After such careful study 
on the part of the manufacturer 
and of the line presented to the 
distributor as a profitable one 
and acceptable to the trade, the 


HOWARD M. SCHRAMM 
Turner Supply Co. 


SOUTHERN 
ADVISORY 
BOARD 


agreement, is made between the 
two. 


Sales Promotion 


In order now for the partner- 
ship to be successful, the dis- 
tributor must take advantage of 
every sales promotional idea the 
manufacturer has to offer. 

A complete up-to-date mailing 
list of the distributor’s cus- 
tomers should be given the 
manufacturer and his mailing 
list should be brought up-to-date 
at least twice a year. The mail- 
ing list is the most important 
single item in all sales promotion 
work. All literature furnished 
by the manufacturer should be 
used to the fullest extent. It is 
important to have a complete 
supply of the manufacturer’s 
literature in the store at all 
times. Keep it clean, keep it 
up-to-date. Be sure your sales- 
men distribute it to all pros- 
pective customers, handling it 
carefully in his car and keeping 
it in good condition. We must 
lend floor space for displays 
keeping such displays clean, neat 
and attractive. We must display 
any special signs inside or out- 
side the store if such material is 
furnished by the manufacturer. 


Distributor's Obligation 


We now have the most im- 
portant obligation to our source 
of supply, to give them the best 
type of representation we can 
develop. In the interest of 
serving our customers better, 
our sources of supply better, we 
must point to a better, more effi- 
cient, more productive sales 


0 


7 
wu 





J. M. BATES 
Moore-Handley 
Hardware Co. 
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training program that will de- 
velop each of our salesmen, in- 
side and outside, to the best of 
our ability. 

We count and depend on the 
manufacturer’s salesmen to as- 
sist us in this training by hold- 
ing sales meetings with our out- 
side and inside men. It is our 
duty to provide time for this 
training by factory salesmen. 
This training can go a long way 
if properly conducted by a fac- 
tory man who has been properly 
trained by his company. Field 
training by going in the field 
with distributor salesmen is 
equally important in a sales pro- 
gram. 


Dr. Distler's Address 
(Continued from page 139) 


the opportunity to save one little 
human life. No one can convince 
me that we cannot revive faith, 
faith not only in God but in each 
other, in a country whose heart 
is as big as the continent itself. 
I would not want to leave you 
without suggesting that we can 
do something about this. We 
ultimately have to make this 
democracy work in terms of our 
personal responsibility, in terms 
of our corporate responsibility, 
that is, working with others: 
Here’s my suggestion: We 
thought that our ideals and prac- 
tices were worth dying for. Let 
us make them worth living for. 
Let us determine that in addi- 
tion to whatever we may do in 
our work-a-day world to earn the 
necessities for clothing, food and 
shelter, that we will realize that 
we have a responsibility as citi- 
zens. To understand, and that 
means taking time to live respon- 
sibly and responsively as citizens 
and then to accept the further 
job of selling our way of life. 
Where? Why, everywhere we go. 
There is not one of us who 
doesn’t have anywhere from a 
single to a dozen opportunities a 
day in person-to-person contact 


to either revive, to educate, en- | 
lighten or strengthen some fel- | 


low citizen’s purposefulness and 
belief in our nation. It can’t be 
done by writing pretty pamph- 
lets, nor brochures with pictures, 
nor occasional spot announce- 
ments over the radio, nor indeed 
by speeches, helpful as all these 
are. 
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STOP FIRES FAST! 





THIS DEALER IS CASHING IN! 


(SO CAN YOU) 


The PYRENE No. 6 Sales-Starter Deal 
gives you $23.88 profit in five easy sales 


There’s real money in fire extinguishers these days! 

With homes and home furnishings so costly, people don’t want 
to take the slightest chance on a big fire loss. 

That’s why so many hardware dealers report fast turnover, with 
high unit profit, on Pyrene* Fire Extinguishers—the brand best- 
known to almost everyone, a symbol of quality since 1907. 

When you buy the Pyrene No. 6 Sales-Starter Deal you get three 
all-purpose 1 qt. PyrENE Vaporizing Liquid Extinguishers and two 
extra refills of extinguisher liquid. You get the sure-stopper, two- 
color, wood and masonite counter display you see in the picture 
(it’s only 15" x 13" x 15"). 

You get the benefit of consistent PyreNeE advertising, including 
a campaign in the Saturday Evening Post. And you get a complete 
merchandising program—with leaflets, circulars, window streamers, 
and other material—to help you make sales. Total list price is 
$63.40; cost to you only $39.52. 

The time to order is right now. Call your wholesaler, or write 
us for his name. 


*T.M. Reg. U.S. Pat. Off 


Sqrene Ca; fae 


wa 


PYRENE MANUFACTURING COMPANY 


584 Belmont Avenue 


Affiliated with C-O-Two Fire Equipment Co. 


Newark 8, N. 
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RESEARCH 


PROFITS 
Jif Mfaher 





Maker 


Woodruff’s adapted 


Lawn Seed... 
The finest and most profitable 
lawn seed you can stock. 
Order it today! 


F. H. WOODRUFF 


= 
and sons, inc. 
Milford, Conn. 
Bellerose 


Toledo 
Atlanta 
Sacramento 
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No. In the last analysis this 
is is a personal selling job. The 
job will be accomplished if you 
and I and the millions who be- 
lieve in our heritage, and in our 
way of life, and who have faith 
both in God and in our fellow- 
man and are willing to live as 


good citizens, will accept this 
challenge. There is no greater 
romance that I know of than liv- 
ing as a good American. There 
is no greater thrill that I can 
imagine than selling the Amer- 
ican Way of Life. 





Ray C. Neal's Address 


(Continued from page 146) 


Labeling is a half-brother to 
both of the foregoing; a present 
problem because of high labor 
costs. 

A label should have as its 
primary object the exact identi- 
fication of the material, as well 
as the quantity, in the package. 
It should be easily read by any 
order clerk in a _ half-lighted 
room. The name of the manu- 
facturer is of great importance 
to him. No objection if his name 
is on all sides of the package, 
but please give your distributor 
the label. A uniform industry 
label would be fine if it could 
be arranged, say for instance; 
high speed cutting tools—red; 
carbon cutting tools—blue; car- 
bide tipped tools—yellow; or 
for instance, round head stove 
bolts—black on white; flat head 
stove bolts—white on black; 
carriage bolts—green; machine 
bolts—yellow; etc. Also, may- 
be the diameter on the left; 
length on the right, or vice- 
versa. Well marked—with the 
number of threads if possible, 
and marked “National Coarse,” 
or “National Fine.” If this is 
too much to expect, then maybe 
the industry could settle on the 
arrangement of the diameter 
and length and each manufac- 





ROBERT D. BLACK 
The Black & Decker 
Mfg. Co. 


oS 


AMERICAN 
ADVISORY 
BOARD 
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turer could decide on his own 
color scheme. Colors are of 
great help. 

Congratulations to the bolt, 
nut, rivet, and screw industries 
for their approach to the sub- 
ject, by the employment of an 
outside agency, James O. Peck 
Co., to study these problems. 
We distributors, fully realize 
that such a move is expensive, 
and that it is done primarily 
for us. If no greater discounts 
are possible from you, then your 
help in assisting us to reduce 
handling costs is the next best 
step, and in reality arrives at 
the same end. 

Here is a new one of only 
about a year ago. You see, 
gentlemen, I am trying to mix 
things up. I do not want you to 
yawn, go to sleep or walk out, 
through being bored. I don’t 
want you to nudge each other 
and say, “the same old tun 
with the same old words.” No 
gentlemen, things have changed 
and are changing. While there 
are, as you have heard, and will 
hear again, a few situations 
which must keep coming up till 
a mutually satisfactory conclu- 
sion is reached, there are other 
conditions arising each year 
that are also most important. 








THEODORE F. SMITH 
Oliver Iron & 
Steel Corp. 
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"Better packaging, a com- 
panion to decimal packaging 
is now a basic need. !t means 
not only stronger cartons, 
but fewer odd shapes and 
sizes where possible for bet- 
ter shelf storage." 


—R. C. Neal 
a 2 oS 


This new one is, “Can You 
Manufacturers prepay freight 
for us with no extra cost or in- 
convenience to yourselves?” 
Note, gentlemen, we ask help 
only if the results to be attained 
can be accomplished with no ex- 
tra off-setting cost or incon- 
venience to you. This does not 
anticipate or ask for any other 
freight arrangements than now 
exist in each industry. If the 
standard terms are now f.0o.b. 
factory, they would remain the 
same, but in place of shipping 
freight collect, you would pre- 
pay and add the prepaid freight 
to the invoice (this amount 
would not be subject, of course, 
to any cash discount). This you 
do now on parcel post ship- 
ments, so it would really be only 
an extension of the partial pre- 
paid service you have now. If 
your terms are now freight al- 
lowed, and you show the amount 
of allowed freight on your in- 
voice and ship collect, you 
would now simply prepay it, and 
make no allowance on the in- 
voice. A saving in time. If your 
terms are freight allowed, and 
you do not show the allowance 
on the invoice, but wait for the 
distributor to send you the paid 


NATIONAL EXECUTIVE 
COMMITTEE 





J. D. NICHOLSON 
The Mine & Smelter 
Supply Co. 
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Wrought-steel 


throughout. 
3/8 inch 


round bars 


Installed or removed in a jiffy with spe- 
cial key. This means safety in time of fire, 
convenience for cleaning windows. And 
it means that customers can buy in your 
store and install them themselves, because 
no tools or special equipment are needed. 


They fit any window, being adjustable 
for width through all stock sizes, and 
made in graduated heights to fit all sash 
depths. To install, merely place in win- 
dow, underneath top sash, extend until 
sides are snug, and tighten two locking 
screws with the special key. 


Bring your customers new safety and 
convenience; it'll mean new profits for 
you. 


Write for details 


HAWKINS 


315 North 4th St. 
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arene wows! 
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Adjustable 


to fit 
all size 
windows. 


No damage to 
window frame 





YO 
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P.  — 


Also 


Adjustable Railings 


Fit any 
through an 


rise and 


tread, 
economical 


combination of stock parts. 


IRON CO., 


INC. 


Birmingham 4, Ala. 
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JULY 11-15 


(Monday thru Friday) 


July 1949 
NATIONAL 
HOUSEWARES 


and home appliance 


MANUFACTURERS 
EXHIBIT 


ATLANTIC 
CITY 
AUDITORIUM 


Atlantic City 
New Jersey 








NATIONAL 
HOUSEWARES 
MANUFACTURERS 
ASSOCIATION 
(Incorporated not for profit) 
Executive Offices: 


1140 Merchandise Mart, 
Chicago 54, Illinois 
Phone DElaware 7-8585 








"I recommend strongly that 
factories train their sales- 
men in their plants, for a 
longer period of time — 


‘trained in all respects’. 
—R. C. Neal 


Co 


freight bill for his credit to be 
deducted when paying, you will 
prepay with a saving in ac- 
counting and labor when re- 
mittance is received. The favor- 
able results would be: 

Your efficient and well or- 
ganized freight, or traffic de- 
partments, would be sure the 
lowest commodity freight rate 
would be applied. Very often a 
not too well informed railroad 
rate clerk applies the rate (NO: 
BN), with the result that your 
customer pays a higher tariff 
than is justified, therefore, a 
saving. 

The distributor would be re- 
lieved of many small freight 
bills paid to several railroads, 
either by cash or check. Again, 
he and you will also be relieved 
of much checking where there 


| is a freight allowance, but 


which is not shown on your in- 
voice, and must be charged back 
by the distributor with accom- 
panying freight bills as evi- 
dence to get his credit. It would 


also help the distributor in al- | 
locating his freight costs be- | 


cause he would have the amount 
of each invoice instead of do- 
ing all 
matching freight bills with in- 


the clerical work of | 





DEPENDABILITY 


Dependability sells ladders . . . and 
Famous ladders have those construc: 
tion features which 
assure strength and 
safety. Sell your 
customers on the 
seasoned woods, 
strong steel braces 
and hinges, smooth 
clean finishes of 
Famous ladders. 
Write for catalog 
and prices. 


LADDERS 
A size, style and type 


for every job. 


IRONING TABLES 


A complete line, quality built, 
at a selling price. 





Leaders in Quality Woodenware over 47 years. 


GOSHEN CHURN & LADDER INC. 
GOSHEN, INDIANA 
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ALVIN M. SMITH, Smith-Courtney 
Co., Richmond, Va., member of the 
Southern Association's advisory 
board, a past president and former 
secretary, who was introduced at 
the Southern Supply & Machinery 
Distributors’ annual session as its 
oldest living past president. 





BUILT STRONG 
FOR 
HEAVY JOBS! 


@ Set’emupor — 7 
@ Take ’em down '" © Jiffy 


NO NAILS—NO BOLTS—A 
strong, simple, bracket for 
making up Sawhorses! Use 
ordinary 2°’ x 4” for legs and 

2” x 4-6-""-B"-10" 
or 12” for the cross- 
bar. 















Boxed, one pair in 
counter display. 
Price . $1.50 
West of the 
Rockies $1.60 





_ ORDER FROM YOUR JOBBER OR WRITE TO US: 
GRAND HAVEN STAMPED PRODUCTS CO. 





GRAND HAVEN, MICH. 
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L WRITE TO US: 
RODUCTS CO. 
ICH. 
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NATIONAL ADVISORY 
BOARD 





W. M. PATTERSON 
Frick & Lindsay Co. 


ment. Also, you manufacturers, 
having credit at the railroad, 
could draw one check a week for 
all prepaid freight shipments. 
Compare this with all the pay- 
ments in small amounts by all 
distributors. What is the an- 
swer? We hope favorable, with 
no extra burden on you, our 
suppliers. Again a problem 
now only because of lower net 
profits and high clerical cost. 


Simplified Discounts 


Now — one not too old but 
important, one that has pro- 
gressed about as fast as any 
new activity undertaken. 

A problem again because of 
much paper work which was 
easily absorbed in earlier years 
of lower wages, longer working 
hours, and better margins. 

Not long ago there was quite 
a difference of opinion as to 
the feasibility of this program. 
That was because there was 
really a lack of thorough under- 
standing as to just what could 
be accomplished, how it could 
be accomplished, and what good 
would be derived therefrom. 

The discussions at the forums 
have clarified many questions 
on this subject. The result, new 
catalogs appearing with net 


"Your factory representative 

should be vitally interested 

in helping the distributor 

maintain an adequate, yet 

Properly assorted inventory." 
—R. C. Neal 
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With the new demand for more efficient 
closet space, leading home furnishings 
magazines are constantly pointing to 
cluttered, outmoded closets as the homemaker’s 
No. 1 headache. You can cure this headache 
profitably when you feature K-Veniences. 


K-VENIENCES will modernize and beautify 
any closet. They double closet capacity, keep 
everything in easy reach, save pressing — and 
they can be installed in a jiffy. K-VENIENCES 
give so much value for so little money. 


K-VENIENCES ARE UYsevlesléd 


FEATURE THEM CONSISTENTLY 





Garment bracket increases : ’ ; 
Clothing carrier brings 


clothes within easy reach. 
Extension closet rod holds 
clothes without sagging 


hook capacity six times. 
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, es; 
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Shoe rack holds five 
pairs of shoes securely. 


IRE QE 


WROTE W. 


GRAND RAPIDS, MICHIGAN 









SEND FOR 
FREE BOOKLET 
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quotas per distributor, potential 
volume of the territory, etc., 
are left to a guess, or a wild 
estimate by a none too well 
equipped factory representative, 
or set by some crystal ball 
gazer and based on none too 
pertinent facts contained in a 
clouds ball. Then unfortunately 
if the projected sales are 
not attained, more distributors 


of any size, type, or kind are 


added rather than the making 
of an intelligent investigation 
of real conditions in the terri- 
tory. Why there is not more 
checking by personal contact of 
the higher ups in at least the 
principle markets, I cannot un- 
derstand. 


Training Salesmen 


I recommend strongly that 
factories train their salesmen, 
in their plants, for a longer 
period of time. We would rather 
be without a factory representa- 
tive for a year while one is 
really being trained than to 
have one put into our territory 
who is “green.” When I say, 
“trained,” I mean “trained in 
all respects.” Not just product 
knowledge. A genius in prod- 
uct knowledge, but lacking in 
other important phases of sales 
and merchandising technique 
can do more damage than good. 
Your man should be trained in 
product, but he should also be 
trained to cooperate with the 
distributor who he should con- 
sider is his best customer. He 
should not be led to believe the 
distributor is just a means to 
the end to get to the user who 
he believes is his real customer. 
The user is the distributor’s cus- 
tomer. Your factory man should 
be trained so he can teach 
others. He should be able to 
conduct sales clinics, both at 
the consumer’s plant and in the 
distributor’s office. He should 
know how to instruct and hold 
attention. He should be taught 
that distributors’ salesmen are 
his best assets, and he should 
cater to them and assist them 
to learn to sell his product. It 
seems to me that the moving of 
good factory men from one dis- 
trict to another is many times 
over done. If one territory 
heeds a good man, it seems to 
me that the new man should be 
put there rather than to move 
two or three men from district 
to district, thereby upsetting 
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EASY TO SELL 


because their high quality is immedi- 
ately apparent in their deep, sharp, 
clean-cut teeth. 


PRODUCE REPEAT 
ORDERS 


because their long-wearing service wins 
friends and assures customer satisfac- 
tion. 


CONVENIENT 
TO HANDLE 


because of the complete line of shapes, 
sizes and cuts in which they are made, 
and the neat strong boxes in which they 
are packaged. 


FULLY GUARANTEED 


because we have stood squarely back of 
all our products for more than 50 years. 


Write for our Catalog describing and listing 
the entire line of "AMSWISS" American 
Pattern Files and Rasps. 


AMERICAN SWISS 
FILE & TOOL CO. 


410 Trumbull Street, Elizabeth 1, N. J. 


Also manufacturers of Swiss-Pattern files, milled curved 
tooth files, rotary files and mechanics hand tools. 
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jo 30 MILLION People AWILL 
143 ‘CARLSON ADVERTISING IN '49 


* SATURDAY EVENING POST 
* FARM JOURNAL 
* POPULAR SCIENCE 
* POPULAR MECHANICS 
* GOOD HOUSEKEEPING 
* CARPENTER 
*® OTHERS 


TO SELL ’EM, YOU GOTTA TELL ’EM... 


and in 1949 more people than ever before will want to buy Carlson rules 
at your store. Every Carlson ad in more than 12 national magazines will 
tell readers about Carlson’s replacement blade economy (quick change) 
automatic friction brake, coil control and other superior features of the 
famed Chief, White Chief, Hobby and the new Buddy rules. Check your 
stock now—then call your jobber —’49 is the rush to Carlson! 


CARLSON & SULLIVAN unc. 


1714 CALIFORNIA AVENUE ¢ MONROVIA, CALIF. 








CHICAGO SAW WORKS 


Presents its line of 


AFT 


TRADEMARK 

Now you can offer 

Hand Set, Hand Filed Saws 
to your home workshop trade 
. at reasonable prices. 


When you hand your customer an 
attractively packaged Bo-Craft saw 
. .. you know you’ve sold quality. 
You know he will get many, many 
clean accurate cuttings before 
sharpening is necessary. And since 
quality Bo-Craft saws cost no more 
than ordinary home workshop saws 

. you'll be building customer sat- 
isfaction and increased circular saw 
blade sales. 


Bo-Craft saws are made by the 
same skilled craftsmen who have 
made top quality “Chicago Saws’ HOME 


since 1921. WORKSHOP 









Stock and sell the Bo-Craft line 
... Offer the best in home workshop S$ A W S$ 
saws at attractive prices. 


ASK YOUR JOBBER OR WRITE... 


Jobbers Attention: 
"Vite tnty tr tit dents KOMORI RU Ol OR ee 


regarding available territories. 5044 S. WENTWORTH ier clown ae 
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three or four districts to cor- 
rect one. 
Pricing policies in advanc- 


ing and declining markets are 


another distributor problem un- 
der current conditions. 


Price Changes 


I cannot speak authoritatively 
at this time for the members of 
our association as to their pref- 
erence either for an advance 
notice of say, 15 to 30 days, on 
both advancing and declining 
prices or overnight advice. I 
know that one large group of 
distributors recently expressed 
the desire for no advance notice 
of market changes. I have talked 
informally with at least 10 
large distributors, five of whom 
also prefer no advance notice of 
price changes, while five ex- 
pressed the desire for 15 to 30 
days’ advance notice. Various 
industries, I believe, must more 
or less determine the best pro- 


| cedures for themselves. How- 


ever, I do believe that each in- 
dustry must take into account 


| that which they hope to attain 


in the way of distributor co- 
operation as far as inventory is 
concerned, and then make ar- 
rangement accordingly. Just as 
a suggestion, if you expect a 
good inventory to be main- 
tained, would it be feasible or 
possible to “protect your dis- 
tributor against inventory de- 
cline for the balance of mer- 
chandise in his stock from 
shipments received in the two 
or three preceding months.” 
Now, this would only mean the 
balance. If he sold 30, 50, or 
70 per cent during that time, 
your credit would be for only 
70, 50, or 30 per cent of your 
shipments, and of course, for 
only the percentage of decline. 
Now you see—if the distributor 
purchased like we did, a large 
quantity of S.F. nuts and wash- 
ers because they were hard to 
get and they all were finally de- 
livered fast so that none had 
been shipped in during the last 
two or three months, no credit 
would be in order even though 
we would take a substantial in- 
ventory loss on any market de- 
cline. 

And, talking about price 
changes, please remember again 


| that times such as this presents 
| to you the opportunity of which 
| many have taken advantage, to 


adjust the differential for bet- 
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ter profit for the distributor. A 
decline in price could be so 
adjusted that the consumer 
would receive his adjustment, 
but the adjustment to your dis- 
tributor could be slightly more. 


Clean Inventory 


Another important considera- 
tion is to have a clean fast mov- 
ing inventory. Your factory 
representative should be vitally 
interested in helping the dis- 
tributor maintain an adequate, 
yet properly assorted inventory. 
Too often the representative is 
more interested in an _ initial 
order, and then not having 
goods returned if some prove 
slow movers. He would rather 
risk the good will of his dis- 
tributor than to have this show 
as a credit against his sales. 
(This may be home office in- 
fluence.) This same factory 
representative, if his territory 
covers several distributors, 
could I believe, have a list of 
excess or overstock items of 
each of his distributors, and if 
a real effort were made, no 
doubt could help all exchange 
some slow movers. Or, the same 
representative could give the 
names of his distributors to 
each other who might do this 
among themselves. This has 
been tried, and has been found 
successful. I might say here 
that I have recollection of only 
five such factory men in my 30 
years of business. They were 
outstanding and successful. 

Just too many distributors 
are now being appointed, and 
of too many types and kinds. 
Now, a declining volume di- 
vided by 50 to 100 per cent more 
distributors equals a substan- 
tial cut in volume for your older 
distributor friends. It is true 
that selective or dual distribu- 
tion may give an increased vol- 
ume to certain manufacturers 
in certain territories, but by the 
same line of reasoning, further 
additional distribution will not 
secure the same percentage in- 
crease. And, if several compet- 
ing manufacturers decide to do 
the same thing in the same ter- 
ritory, the results are dis- 
astrous. 

Nothing like additional dis- 
tribution, cut prices, etc., can 
produce a greater volume in a 
territory than is there. Manu- 
facturers are using too thin 
reasoning for increasing their 
Coverage. They use such ex- 


HARDWARE AGE, MAY 5, 1949 


Tis tiiiiiii iii gf 


with 


f 4g 
— felypl eb” 


THE CHEMICAL 


Rua 
Destiny 


Pettitt tris ttittitittt 








Lleagwe it on far 
2 PAinutes then 
Wipe away the Rust 


MERCHANDISE WELL 
DISPLAYED IS HALF-SOLD! 


With this practical display, other dealers have found 
that customers buy RUST-I-CIDE, along with other 
requisites for a good paint or cleaning job, such as 
enamel, paint brushes and the like. 





YOUR customers will do the same. Wherever you are— 
whatever your type of trade, RUST-I-CIDE will be a 
sure-fire money-maker for you. 


For thirty years, RUST-I-CIDE has been a_ by-word, 


meaning rust removal. It takes off rust... it stops ru$t... 
it cleans metal . . . it adds years to the life of the surface. 


RUST-I-CIDE enables the housewife or the amateur to 
turn out a professional job. Then too, the automobile 
owner, the farmer, janitor, factory maintenance . . . they 


like the RUST-I-CIDE way. 


Don’t forget . . . RUST-I-CIDE cleans chromium and 
aluminum surfaces; removes rust and rings from bath- 
tubs and wash bowls . . . dozens of uses for this indis- 
pensable item. 


Simple to use .. . cost is small . . . a size for every user 
(from 4 ounce bottles to 50 gallon barrels) AND 
note this— 


A year-around seller .. . consistent repeater .. . good profit. 


Your display is packed in each carton of 4 oz. bottles. 

Set it up and watch it pay off. Also for the asking, free 

envelope stuffers, advertising mats, and display panel. 

Contact your jobber—or us, for prompt service. 
Manufactured only by 


RUSTICIDE PRODUCTS COMPANY 


3129 Perkins Ave. * Cleveland 14, Ohio 


RUST: 1-CIDE 


The Profit Making 
RUST 
REMOVER 
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GAIN 
MORE SALES 


with ai 
pp this 


NEW 
PRODUCT 








Your sales will show a decided 
increase with the new Excello Lawn 
Sweep. Sweeps leaves, grass clip- 
Pings, small twigs and papers from 
lawn and driveway with swift, 
easy action. Gives lawns that well 
groomed look. 















Five sturdy bassine fiber brushes 
mounted on steel shaft. Adjusts to 
242” sweeping height. Brush unit 
mounted on self-adjusting steel ball 
bearings. All adjustment units easily 
accessible. 





All castings of aluminum alloy 
which is light, strong, durable and 
rust-proof. Heavy canvas basket 
with rust-proof aluminum bottom 
easily detached for storage. Semi- 
Pneumatic rubber tires. Light 
weight—easy to operate. 








Manufactured by 


HEINEKE & CO. 


SPRINGFIELD, ILLINOIS 








pressions as “industry cover- 
age,” then amplify as, “whole- 
sale hardware,” “automotive,” 
“paint,” “floor,” “collision,” 
“foundry,” “plumbing,” ‘“mari- 
time,” etc., all of whom end up 
selling the industrial trade. 
This would be okay if they se- 
cured a distributor who stayed 
in each particular field, but no, 
they all go to the same house 
which has many of these de- 
partments, so that in the long 
run, certain distributors will 
have four or five leading lines 
that can be interchanged be- 
tween all departments. They 
will sell a certain brand of mer- 
chandise in the wholesale hard- 
ware department, a competitive 
brand in the automotive depart- 
ment, and maybe a third brand 
in the floor department. Then, 
some manufacturers in addition 
will give their line to a different 
jobber who maybe has an “in” 
at one large customer. By do- 
ing this he is thereby working 
against all of his distributors 
in many cities, and by so doing, 
is practically asking cut prices. 


A New Line 


A new line for stock, or 
new items in a line, to be car- 
ried for the manufacturers im- 
poses a headache many times. 
The distributor would be will- 
ing to do more if he were not 
too often left holding the bag 
by the manufacturers who gen- 
erally have an original stock 
recommendation. Some adjust- 
ment should be made possible 


by a definite procedure on slow 
moving items which are put in 
stock from time to time. This 
again, should be the responsibil- 
ity of the factory representa- 
tive. This he could do were he 
trained to be of help and as- 
sistance, and if he were satu- 
rated with the belief in the dis- 
tributor method of distribution, 
and that the distributor is his 
best friend and customer. Any 
new stock should have a definite 
period of adjustment, say from 
six to 12 months. The manu- 
facturers’ salesmen should be 
charged with the responsibility 
of helping the distributor keep 
his inventory in good shape. 
Then a yearly adjustment 
should be allowed, and if the 
factory representative were on 
his toes, the adjustment could 
not, or should not, become bur- 
densome to the manufacturers. 


Solutions to Problems 


Some of the main “Distribu- 
tors Problems Under Current 
Conditions,” and recommended 
solutions are: 

Problem: The making of a 
fair net profit in view of the 
high cost of wages and salaries 
with the limited margin avail- 
able today on many lines. This 
margin is cut considerably with 
a reduction in cash discount. 

Solution: Recognition of this 
problem by the manufacturers, 
and consideration of a better 
margin at the time of changing 
prices, maintain or retain the 
two per cent cash discount. 


SOUTHERN ADVISORY BOARD 


Cc. C. KRUEGER 
San Antonio Machine 
& Supply Co. 


J. A. RIECHMAN 
Riechman-Crosby Co. 


ERNEST HOWELL 
Capital City 
Supply Co. 


HARDWARE AGE, MAY 5, 1949 





\ 





























































on slow 
e put in 
ie. This 


ponsibil- 


resenta- 
were he 
and as- 
re satu- 
the dis- 
ribution, 
Ir is his 
er. Any 
, definite 
ay from 
2 manu- 
ould be 
nsibility 
tor keep 
| shape. 
stment 
1 if the 
were on 
nt could 
yme bur- 
icturers. 


pms 


istribu- 
Current 
mended 


ig of a 
’ of the 
salaries 
n avail- 
es. This 
bly with 
count. 


. of this | 


cturers, 
1 better 
hanging 
‘ain the 
unt. 





WELL 
sity 
0. 


5, 1949 


1609946 Circulation 
MOTO-M MOW ER” 











Before choosing a Power Mower to sell, take a look 


at “MOTO-MOWER” . . a quality product designed 
by specialists who have manufactured Power-Lawn- 
Mowers exclusively for thirty years and have estab- 
lished “MOTO-MOWER" to mean trouble free service, 
to the user and dealer alike. Send for the name of the 


nearest jobber. 


Ve ... sizes 20” to 71”, 
MOTO-MOWER 


4602 Woodward, DETROIT 1 
ees Se ‘Fi? Company 
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bility, easy handling. Stock the simplified Magor line 






MAGOR Shovels 
PILE PROFITS HIGH! 





Ac\a\ 





SIENA 


for more sales and repeat sales the year ’round. 


Feature 
Magor Brands 


MASTER 
POWER 
DIGWELL 
ARROW 
BULL’S EYE 
GOLD TARGET 








MAGOR 


SHOVEL DIVISION 





Users know Magor shov- 
mJ els, scoops and spades by 
their reputation for dura- 


CAR CORPORATION 


50 CHURCH ST., NEW YORK 7,N.Y. 


DEALERS.... 


Here’s a dependable sales builder 









@ 4753 








—— — 








—- 





SOLID BRAIDED COTTON CORDS 
and PLASTIC CLOTHES LINES 


spot CORD 





SAMSON 


| __ SAMSON CORDAGE WORKS soston 10. mass. | CORDAGE WORKS 





These 5 colorful Samson Display 
Containers deserve a place on your 


counter for this all-important reason 


— they will boost sales and increase ‘ 


your profits. They spotlight Samson 
quality, suggest uses — make it 
easy for customers to buy more solid 
braided cotton cord for 
windows, for clothes lines and for 
hundreds of other uses — also, the 


finest plastic clothes lines made. 
Full Information and Samples on Request 





hanging 


toh Bee), | 





40, | __ SAMSON CORDAGE WORKS soston 10. mass. | 





Problem 2: The growing 
trend to appoint too many dis- 
tributors in an area or a terri- 
tory in an effort to combat the 
present slowing tendency of 


business with its ruinous results, 








Solution: Consider the stabil- 
ity of your old local distributors 
—consult them as to their plans 
before taking any drastic action 
in appointing additional dis- 
tributors. 


Problem 3: The clerical ex- 
pense caused by the chain dis- 
count method of pricing. 


Solution: This problem is on 
the way to being solved through 
the present net price trend. 


Problem 4: The expense in- 
curred through a multitude of 
shipments on a freight collect 
basis. 


Solution: We are hopeful the 
manufacturers can assist in 
correcting this through prepay- 
ing of freight. 


Problem 5: Your sales repre- 
sentative. 

Solution: The factory repre- 
sentatives can be a greater as- 
set to the manufacturer and the 
distributor through better se- 
lection and better training. 


Problem 6: An adequate stock 
and inventory. 

Solution: Some procedure 
that will permit an exchange 
of slow moving standard mer- 
chandise, and which will permit 
the distributor to keep his stock 
more liquid and better repre- 
sentative of the products of his 
sources. 


Problem 7: Small order 
losses. 

Solution: Adoption of a min- 
imum economic unit of sale— 
with suggested resale prices. 
Also, suggested resale prices 
for the smaller units. 


Reguiation "W" Terms 
Loosened 


HE Board of Governors of the 

Federal Reserve System has 
ordered new easing of credit re- 
strictions effective April 27. The 
changes include: Maximum ma- 
turity in 24 months instead of 
21 months, reduction in down 
payments of from 15 per cent to 
10 per cent, and exemption of 
appliances, furniture, and other 
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articles costing less than $100. 

The Board made no changes in 
Regulation W insofar as it ap- 
plies to down payments on auto- 
mobiles. One-third of the pur- 
chase price of an automobile is 
still required as down payment. 

Thomas B. McCabe, chairman 
of the Board, pointed out that 
most of tne commodities subject 
to the regulation are now in sup- 
ply at prices more favorable to 
the consumer than prevailed last 
year. He said that although the 
Regulation affects only a “rela- 
tively small segment” of the na- 
tion’s credit structure, it has, 
nevertheless, made a “worth- 
while contribution” to the main- 
tenance of sound credit condi- 
tions and has “helped to prevent 
the consuming public from con- 
tracting an excessive amount of 
instalment debt during the peri- 
od of inflation.” 

“In relaxing the regulation at 
this time, the Board had in mind 
not only current credit develop- 
ments and current trends in em- 
ployment and business, but also 
the relation of the total volume 
of instalment credit to the na- 
tional income,” Mr. McCabe con- 
tinued. 

“Any increase in that credit to 
which relaxation of the Regula- 
tion might contribute would not 
under present circumstances be 
a significant element in reviving 
inflationary pressures. If, how- 
ever, such a condition were to 
arise again, I am sure the Board 
would act promptly to meet the 
situation,” he declared. 


Little Decrease Seen In 
1949 Dollar Sales 


ESPITE declining demand 

for some lines of goods, 
business generally expects to see 
but little decrease in dollar vol- 
ume of sales during 1949 over 
1948, according to a survey con- 
ducted by the Office of Business 
Economics. 

Moreover, industry and busi- 
ness are making no changes in 
plans to spend more than $18 bil- 
lion this year for plants, stores, 
equipment, etc. 

Manufacturing as a whole ex- 
pects no more than a one per 
cent decrease, mining as much 
as three per cent, and trade, one 
per cent. 
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Grinding 
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Carving 
modern 
plastics 





Polishing 
plastic 
sculpture 


O 





Filing 
and drilling 
metal models 


profitable hobby sales— 


The Dumore Hobby-Flex 


=D 4] e)(-Mlaloh iam Keto) 


Here’s a new tool with the famous Dumore name that’s bound 
to sell like hotcakes for you! It has so many uses that it is 
bound to appeal to any hobby-fan — no matter what his specific 
enthusiasm may be. The illustrations give you a few examples of 
the many jobs it can do for wood and metal workshop fans, 
model railroaders, amateur lapidaries, wood carvers, plastic 
sculptors, etc. And that’s only the beginning. 





Look at the special features that make this fine Dumore tool 
an outstanding seller: 
1. A vibrationless 449 hp Dumore motor (15000 rpm.) 
2. A durable 30” flexible shaft; 8-foot cord. 
3. A pen-size handpiece for “close control” on fine work. 
. A chuck that takes both 14%” and 342” tools. 


. A handy hanger-ring to hold the motor on a hook or 
overhead pipe. 


ash 


Doesn’t that add up to profit-making sales appeal? And it’s 
priced to sell. Let it prove itself in your store. Write for com- 
plete information, then follow through with a stock order, (This 
tool available through your jobber). : 





Don't forget these Hobby Favorites 


Dumore Duplex Grinder — 44 hp grinder with chuck 
capacity for 342”, 14”, and 14” tools. Accessories to con- 
vert it quickly to flexible-shaft tool, polisher-sander, 
bench-grinder, or lathe-grinder. 







Dumore Carvit — Fascinating 
wood-carving duplicator; allows 
anyone to do fine work without 
skill or training. Reproduces in- 
expensive models in fine 
woods, Flexible-shaft at- 
tachment increases utility, 


2 


vs <¢ 
Write for complete information and prices on 


RACINE, WISCONSIN the Dumore Hobby Tool line. 


Reg. U. S. Pat. Off. 


The Dumore Company 


Sold by leading industrial distributors p-4 Department E-56 e Racine, Wisconsin 
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Stock Control 


"tg heptane the stock control system used by 
his organization, Mr. Mann emphasizes that it 
is only of value when properly used. Its correct 
operation enabled the company to reduce ifs in- 
ventory, and increase its sales. 


By O. H. MANN,* 


Vice President, General Manager 
and Treasurer, Higginbotham- 
Pearlstone Hardware Co., 
Dallas, Tex. 


— I want to state 
some reasons why we installed 
a stock control system in our 
business. In Feb., 1926, the main 
stockholders who now own our 
company, owned several whole- 
sale grocery houses in North 
Texas, and I was connected with 
that firm at that time. The 
wholesale grocery business got 
so tough we decided to try to 
get in the wholesale hardware 
business in which we thought 
it would be easy as the gross 
profit was better. We bought out 
a Dallas hardware wholesaler 
in business over 50 years at 
that time. 

We hired most of the em- 
ployees of that company and 
started in the wholesale hard- 
ware business. They had four 
buyers in the hardware depart- 
ment so we kept four buyers. 
They had no records to go by, 
and we did not put in any rec- 
ords. We operated on that basis 
for several years, but we could 
not show any turn-over in our 
stock. In the wholesale grocery 
business, there was a good turn- 
over in the stock. We found our- 
selves in the hardware business 
with a big inventory at all 
times, and we could not get the 
turn-over. In fact, some years 
we did not get over two turn- 
overs, which you all know is 


*An address delivered at the con- 
vention of the American Hardware 
Manufacturers Assn. and the Southern 
Wholesale Hardware Assn. at Palm 


Beach, Fla., April 7, 1949. 
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not any good. We did‘a pretty 
good business, but we just car- 
ried too much merchandise. 

Finally, we let some of the 
old buyers go, and we employed 
Phil Hatley, who had been 
trained by Fones Brothers in 
Little Rock, Arkansas. When 
Mr. Hatley came to our com- 
pany and started checking into 
our inventory, he began talk- 
ing about installing a _ stock 
control system and told us what 
could be done with it. Personal- 
ly, I was not sold on it very 
much—so we drove up to Little 
Rock and looked over the sys- 
tem which Fones Brothers had 
at that time. We then proceeded 
to install a stock control sys- 
tem in our company. 


Reduced Inventory 


After we installed this sys- 
tem and were operating it cor- 
rectly, we reduced our inventory 
and at the same time increased 
our sales year after year. In 
1948 our sales were a little 
more than five times what they 
were in 1930, and we did not 
have as large an inventory any- 
time in 1948 as we carried all 
year in 1930. In other words, 
we were buying and selling 
merchandise. 

There are several different 
types of stock controls. Many 
concerns use loose leaf ledgers 
with pertinent information; 
other types are loose leaf card 
systems, Kardex systems and 
Speedex systems. No matter 





©. H. MANN 


what the system, they are all 
for the same purpose of letting 
you know if you have the 
proper amount of stock. 

The stock control system 
which we use is the Remington 
Rand Speedex System, which 
consists of two sets of cards, 
one of which is a buyer’s rec- 
ord, and the other is a dis- 
bursement record. The buying 
record shows the items on a 
permanent card, and on an over- 
riding sheet, divided into a 
twelve-month period by months. 
There is a space, for each item, 
to show whether or not a pur- 
chase has been made, a space 
in which to show receipts, the 
monthly sales and the stock on 
hand at the end of the month. 
The disbursement cards show 
the stock on hand at the first of 
the month, and as the item is 
sold each sale is shown on an 
over-riding card in cumulative 
figures. The amount of stock on 
hand can be determined at any 
given moment by subtracting 
the total disbursement figure 
from the stock on hand figure, 
and the difference is the amount 
of stock in the warehouse. As 
new material is received, in- 
voices are entered against the 
proper item on the disburse- 
ment card. Then the amount of 
stock on hand is the sum of the 
first of the month figure plus 
the invoice receipt figure less 
the disbursement figure. 

At the end of the month when 
the disbursement figures are 
transferred to the buying cards, 
the total disbursement is en- 
tered on the buying cards for 
sales for that month, and the 

(Continued on page 266) 
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HOUSEWARES ASSORTMENT 
No. 100 











(Plastic: 1 red... 1 green... 1 yellow) 

















No. 300 e WAXED PAPER DISPENSERS 
en $ 3 . ©] ©] 
No. 325 ¢ COMBINATION WAXED PAPER and PAPER 
TOWEL DISPENSERS @ 1.30 iist each; total...... 3 e gy @) 
No. 350 «© COMBINATION WAXED PAPER DISPENSERS 
and CONDIMENT SETS @ 2.00 list each; total.... 6 + @) @] 


6 cach... 


(2 red...2 green...and 2 yellow) 


No. 105P e PLASTIC DEMOUNTABLE KNIFE RACKS 
ae | yl ee eee rr $ 3. ©] @) 


6 se00... 


(3 red and white...3 white and red) 
No. 125 © STACK'N SERVE PLASTIC DESSERT MOLDS 


(packed 4 molds to a display carton) $ 3 Oo oO 
. 


@ .50 list per carton; total.........ccccccece 












RETAIL VALVE. .518.90 
YOUR COST....12.60 

See Your Jobber 
BERNARD EDWARD COMPANY LU ed Oh ee EL 


5252 SOUTH KOLMAR AVE, ° CHICAGO 32, ILLINOIS 


NEW YORK OFFICE: 
200 FIFTH AVENUE « NEW YORK, N.Y. 
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MADESCO 
BLOCKS 


stand the gaff 


wire 
rope 
blocks 


manila 
rope 
blocks 


For your 
customer 
satisfaction— 


service that backs you 

up ... prompt, complete 
and quality, too... 

a block for every purpose. 


Send for complete catalog... 


MADESCO 


TACKLE BLOCK COMPANY 


A quarter EASTON, 


century PENNSYLVANIA 


of service 
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HERE'S HOW “TEDDY” HELPS YOU 
SELL MORE ELECTRIC DRILLS 


The NEW 


TEDDY @ 


KIT 


SRINDING 
POLISHING 





ADDS OVER 1,000 USES 
AN IDEAL 
RELATED 

SALES ITEM 


Every electric drill owner is a potential customer for 
TEDDY KITS. Display and suggest them whenever 
and wherever drills are sold. Teddy ups drill sales by 
adding extra uses to the drill! Try the Teddy Related 
Sales Plan for a month and watch your sales and 
profits grow. 

SPECIAL OFFER! Compare Teddy Kit yourself. Send 


$1.25 for a $2.85 complete 5" kit plus literature and 
prices. One to a dealer. Send TODAY! 


FRED V. FOWLER COMPANY 


137 FEDERAL STREET Dept. A BOSTON, MASS. 























THE COLUMBIAN VISE & MFG. CO. 


9017 Bessemer Avenue « Cleveland 4, Ohio 








WORLD’S LARGEST MAKERS OF VISES 
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Get Set for Spring Sales! 
Peay a Bie ti difference 








(CHOREMasTER 


ONE WHEEL GARDEN TRACTOR 
AND ATTACHMENTS 


Every Home-OwnerNeedsAn 
IMPERIAL LAWN-EDGE TRIMMER! 







You'll find plenty of pros- @ Tempered steel blade has BIG MOWER 
pects for this nationally extra sharp cutting edge. = LINE... 
famous Lawn-Edge Trim- 
mer which makes quick, @ Sturdy handle features G CULTIVATING 
easy work of trimming convenient D-Grip. Ele LINE 
over-hanging grass along : stale 
sidewalks. Stock up now a ee a ee 

Pp your garden tool and G LINE OF 
and be ready to meet the harness hardware orders BG 
i i sal? aa a = OTHER USEFUL 
big Spring demand for Imperial’s quality line 
this sure-fire _ seller. costs no more—yet serves ATTACHMENTS 
Order from your jobber you and your customers 
today! better! 





RECISION-BUILT Choremaster is fast assuming leader- 
Pini both as garden tractor and power mower. 
You’ll find customers buy more Choremasters because 
they can get attachments for every type of job 


IMPERIAL BIT AND SNAP CO. * RACINE, WIS. 











G. C0. 


Ohio 
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around house, farm, yard or garden. Complete line 
of mowing tools including universal lawn mower 
attachments, cultivating tools, weed sprayer, com- 
pressor, wagon, table saw and others. 

During 1949, your customers are reading about 
Choremaster daily, in leading farm and home maga- 
zines — THOUSANDS OF INQUIRIES ARE BE- 
ING SENT TO OUR DEALERS. 
| WRITE FOR DEALER FRANCHISE INFOR- 
MATION NOW. Get your share of this rich Chore- 
‘master business . . . get the facts today. 








Display it 
for Quick Sale! 


Bright Light around home and yard 
—on the highway—on farms—for 


Priced for 
FASTER TURNOVER, MORE PROFIT 
LOW LIST PRICES 


*135.00 1H.P. *149.00 2 H.P." 


Attachments Extra Plus Freight 
*(Centrifugal Clutch $10.00 extra) 


SPECIAL PRODUCTS DIVISION 
The Lodge & Shipley Co. 
828-5 Evans St., Cincinnati 4, Ohio 


\ wes 





outdoor sports—utility—and emer- 
gency uses. i 





THESE FEATURES SELL BIG BEAM 


Top quality at a popular price. Lightweight — 
weatherproof. Handy finger-tip control switch. Sim- 
ple, quick adjustment gives choice of powerful search- 
light beam or a broad spread beam. 








Between-the-row 
Cultivation. No 
B more straddling. _ 





A full line of dry-cell or storage-battery models available 





U-C LITE MANUFACTURING CO. 


Trim close to fences... 
grass with CHOREMASTER’S sickle bor. 


cut weeds and 


1036 West Hubbard Street e Chicago 22, Illinois 
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Williams Adjustable 
Crowfoot Attachments 


J. H. Williams & Co., 400 Vulcan 
St., Buffalo 7, N. Y., has designed ad- 


justable crowfoot attachments which 





when used with the numerous handles 
and parts available, present many va- 
rieties of combinations which heretofore 
did not exist. Made from selected 
alloy steel in two square drive sizes; 
*% and \% in. with capacities of % and 
15/16 in. respectively. Square shoulders 
on body portion of sliding jaw provide 
maximum and positive bearing against 
working stress. 


Deco-Plastex Shelf 


Covering, Place Mats 


The Meyercord Co., 5323 W. Lake 
St., Chicago 44, Ill., is introducing sets 
of shelf covering, table place mats and 
decals. Deco-Plastex shelf covering and 
place mats are new products produced 
on a specially designed machine which 
prints in plastic inks on a plastic sur- 
face and is then given an additional 
coating of plastic to produce a durable 
surface. In some cases Trimz ready 
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pasted borders can be assembled. 
Maker claims shelf covering is stain 
resistant to greases, milk and acid 
fruit juices. A nine foot roll is suggest- 
ed to retail for 39 cents. Paper is 
washable. Place mats are plastic coated 
both on the front and reverse side. 
May be washed safely with any soap, 
it is said. A set of four mats is sug- 
gested to retail for 69 cents. Reverse 
side of mats are printed in an all- 
over design. Either the all-over plaid 


or the all-over dotted swiss are effec- 


tive and will fit with present kitchen, 
kitchenette and dinette decorations. 
Six designs are available in shelf cov- 
ering and place mats: cherry cider, 
fruit basket, rose and bow, geranium, 
Holland Dutch and Mexican. 


Savage .22 Hornet 


Savage Arms Corp., Chicopee Falls, 
Mass., is introducing the Stevens model 
322.22 Hornet rifle. It is a bolt action, 
clip magazine, repeating rifle in .22 
Hornet caliber. Reported to feature 
Stevens barrel accuracy, fast handling, 
natural pointing and dependability. 
Barrel is round, tapered, medium weight 
of Hi-Pressure smokeless steel. It is 
21 in. long. Stock and fore-end of one 
piece with semi-pistol grip and corru- 
gated butt plate. New design of bolt 
sear and trigger mechanism assures 
lighting fast ignition, positive opera- 
tion and crisp trigger pull, says maker. 
Ramp front, adjustable sporting rear 
sight also available, fitted with Savage 
No. 175 Micro peep sight. Independent 
thumb operated safety which locks sear 
and bolt. Weighs 6% Ib.:; overall 
length, 40 in. 


DeLuxe Carving Set 


Chas. D. Briddell, Inc., Crisfield, Md., 
offers the deluxe Carvel Hall carving 
knife and fork and six individual 
Carvel Hall steak knives. Long blades 





are hollow-ground chrome-vanadium 
steel. Handles are made of heat-re- 
sistant ivory Lustrex. Design of the 
safety bolter has been altered on the 
carving knife and fork to allow the 
knife and fork to be placed on table 
after carving, keeping blade and tines 
off tablecloth to prevent spoilage. Limed 
oak frame lined with burgundy Vel- 
vetyn with recesses to hold pieces in 
place. 


Atolak Wax and Cleaner 


Atomic, Inc., Wilmington, Del., is 
introducing an oil in water emulsion 
of powerful but harmless cleaning 
agents as well as a durable wax 
modified synthetic resins of the 
lacquer type, according to maker. I! 
is claimed that the resistance to 
weather and soap is caused throug! 
the use of an emulsifying technique 
using less than 1 per cent of the emu! 
sifying agents and a certain amount 
of synthetic resinous wax which is 
dificult to emulsify. Maker says that 
it is not necessary in most cases to 
wash or clean the car beforehand. 
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Free of die-castings — inside 


q 7 parts of rust-protected 
steel—trim of solid brass. 
ld DEXTER-TUBULAR 


The soft touch... 
with the snappy comeback 


THERE’S NO FOOLIN’ when a duo-springed Dexter Latch 
goes into action. First, there’s the soft touch, gentle and 
easy-like, which offers just enough tension to make one 
aware that smoothness is something to appreciate in a 
door latch. Then comes the quick kick that sends the 
knob and latch bolt back into normal position — 
without faltering. And this goes on for years and years 
—a lifetime — with no change in the feel of the soft 
touch, nor in the sure comeback of the knob and bolt. 
It’s all done with springs — big ones, exclusive with 
Dexter Latches. A light, feathery one up front, and a 
husky, heavier one in the rear — each of the right size 
for the right action. That’s the way it is with Dexter 
Latches all the way through — thoughtful engineering 
that has made the Dexter name stand for superiorities 
not to be found in any other latch. 


NATIONAL BRASS COMPANY 


Grand Rapids, Michigan 
MAKERS OF BUILDERS, CABINET, SCREEN DOOR 
AND SHELF HARDWARE 


Seles Representatives in NEW YORK BOSTON MILWAUKEE COLUMBUS, Ohie 
aoe DETROIT PORTLAND, Ore. ST. LOUIS BALTIMORE FORT WORTH CHICAGO 
LEVELAND PHILADELPHIA SAN FRANCISCO LOS ANGELES OMAHA KNOXVILLE 


In Canada: Dexter Lock Canada Ltd., Guelph, Ontario 
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@ FAST-SELLING 
ROYAL 
JOINT FASTENERS 


@ SELF-SELLING 
ROYAL 


TWO 
STEPS TO 
SMOOTHER 
PROFITS! 









DISPLAYS 

















Divergent corrugations, saw style, drive across 
or with grain. Available in tempered cold rolled 
steel, galvanized and solid brass. 


DEPTH: Y,”, %”, y,”, %”, y,”, %,”, 
CORRUGATIONS: 2, 3, 4, 5, 6, 7, etc. 
—SPECIAL SIZES TO ORDER 


IN BULK: in kegs of 50 or 100 Ibs., and car- 
tons of 500 or 1000. 











Most Popular Wood Joiner— 


- =f “ \Gs 
—For Everyone! 


OW NATIONALLY ADVERTISED! 
See your jobber —or write direct! 









' e 
¥INS OF Conrucatt? 


«vt *REG. U. S: PAT. OFF. 








Independent Metal Strap Co., Inc. 
ESTABLISHED 1907 


232 Third St., Brooklyn 15, N.Y. 
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WHAT'S NEW 





O'Cello Sponges 
Have New Label 


0-Cel-O Inc., 110 Thomas Bldg., 
Buffalo 13, N. Y., offers its cellulose 
sponge wrapped in colorful cellophane 





labels bearing the Good Housekeeping 
guaranty seal. Available in four dif- 
ferent sizes designed, according to 
maker, to meet every cleaning and 
polishing requirement. Reported to be 
ideal for dishwashing, cleaning wood- 
work, walls and bathrooms, dusting. 
polishing and waxing furniture. Labels 
read, “Soft and pliable when 
gentle to hands—used by smart house- 
wives for all types of cleaning and 
polishing.” 


moist, 


Roller Chain 


Repair Set 


Atlas Chain & Mfg. Co., Castor & 
Kensington Aves., Philadelphia 24, Pa., 
to facilitate chain repair, has developed 
a tool that is said to prevent binding. 
Consists of an anvil, a fork and a 
punch. To disassemble the chain, the 
prongs of the fork are inserted between 
the sideplates of the chain so as to 


span the two rollers containing the 





pins to be removed. Fork and chain are 
laid in the slot of the anvil which is 
milled to the contours of the chain s9 
that slippage cannot occur. In this 
position the chain is suspended on the 
fork and the pins can be removed by 
striking each one alternately until 
driven through the links. Because of 
its deep base, the chain tool can be 
used without the fork. In this case, 
chain rests on the floor of the slot and 
the pins are driven into two holes 
through the base of the tool. Milled 
corners on base further enable secure 
gripping by vise if desired. Available 
in sizes that fit any standard roller 
chain. 


Tubular Utility Cart 


Masters Planter Co., Benton Harbor, 
Mich., offers the all-purpose spray, 
burner and utility cart. Utility cart is 
said to carry weights up to 500 lbs 


\ 








Weighs 13 oz., and features extra heavy 
large wheels, perfect balance and all 
welded construction. Said to carry any 
size tank. Made of 20 gage steel, 10 in. 
diam. wheels and 1 in. wide rubber tires. 
Green finish, red wheels, stainless stee! 
hubcaps. Suggested to retail for $10.8 


'Tri-Lite’ 
Bakelite Bedlite 


Eagle Electric Mfg. Co., Inc., 231 
Bridge Plaza South, Long Island City 
1, N. Y., offers a bedlite which provides 
three deg. of light, 30, 70 and 100 watts 
when used with a three light bub 
Shade can be washed and Jamp doesn! 
have to be disconnected for cleaning 4 
shade slides into tracks on back plate 
and can be removed for cleaning 
Equipped with approved 3-way tum 
knob socket, 6 ft. rubber zip cord até 
flat cap. Measures 8% in. long, 3% 
wide and 4 in. high. Individually 
boxed. Finished in dark grained w# 
nut. 
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DU PONT ANNOUNCES 
IMPROVED NYLON BRISTLES 





Now—Du Pont nylon bristles are better than 
ever before! Improved equipment and produc- 
tion methods, at a new Du Pont plant at 
Parkersburg, West Va., have made this pos- 
sible. This plant has special machinery for 
spinning, drawing and conditioning tapered 
nylon filament for paint brushes. Special qual- 
ity controls give maximum uniformity to this 
higher-standard nylon. 

Manufacturers have gained much experience 
in recent years in the technique of making fine 
nylon-bristled paint brushes. Today, with this 
experience and improved nylon bristles, they 
can make a better paint brush . . . the most 
economical paint brush you ever used. 


HOW TO BUY A FINE 
NYLON-BRISTLED PAINT BRUSH 


Professional painters are craftsmen. They de- 
mand good brushes. Here’s what they look for 
when they select good nylon-bristled painting 
tools: 1) Tips should be well sanded to long, 
thin points—should feel soft to the touch. 2) 
Sanding should start well back from the tip of 
the brush. 3) Brush should contain a good 
blend of nylon bristles of various lengths in a 
good setting. 4) Nylon should feel firm and 
resilient when bent by hand. 5) Brush should 
have the marks of quality construction 
throughout. 


Be sure you’re buying genuine nylon-bristled 
brushes. Look for the word nylon stamped 
plainly on the handle. E. I. du Pont de Ne- 
mours & Co. (Inc.), Plastics Dept., Empire 
State Bldg., 350 Fifth Ave., New York 1, 
N. Y., 7 South Dearborn St., Chicago 3, 
Ill.; 845 E. 60th St., Los Angeles 1, Calif. 


ADVANTAGES OF PAINTING WITH 
NYLON-BRISTLED PAINT BRUSHES 
1. Easy application 
2. Easy to clean 
3. 3 to 5 times longer wearing 
4. Lower cost 


HARDWARE AGE, MAY 5, 1949 















Look AT THESE | 


@ More unifor 
silient 
rific tape" 


m filament 


e@ More Fe 
@ New: econ 
@ Better balan< “ 





DU PONT 
NYLON BRISTLES 


REG. U. 5. PAT. OFF 


BETTER THINGS FOR BETTER LIVING 
. THROUGH CHEMISTRY 





mpROVEMENTS 


of stiffness 





wesaattigs 
FREE MOVIE /“"#) 
FOR YOUR NEXT DEALER MEETING 


If you haven't seen the 16 mm. sound and 
color movie, ‘Painting with Nylon,’’ you're 
missing something. Fifteen minutes of inter- 
esting, educational entertainment — spiced 
with humor. Write on your business letter 
head giving three possible showing dates 
Print will be sent free of charge — postage 
paid both ways. 


, ie a a ae a a ae ae 
205 








Rugg : 
offers th 
brother ( 
Wear-Ever Four Quart Incorpora 


Pressure Cooker 


The Aluminum Cooking Utensil Co 
New Kensington, Pa., offers a four. 
quart wear-ever pressure cooker which 
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Here is a new Keystone product your 
customers will like . . . snug fitting 
frameless full length screens that cost | 
considerably less, complete, than or- | is made of hard sheet aluminum with 
dinary screening and frame. Easy to | ee daaiie ila Diaiaieai.” lg Ge 


stainless steel “snap-tite” cover fi 
. andle, weatherproof . oe wer oe 
install, store and h ’ with cam type heat resisting bakelite 





and neat, these features will assure fast handle. Features a 15 Ib. pressure § Kleen-Swe 
pee Get prices and discounts on | weight calibrated for accurate control | of a stee 
Sense Seaundiens Tension Screens | pt penn Molded flat gasket of spe- where me 
position resistant to heat, Teeth are 

today. | grease, food, air and water. May be steel espe 
| removed and replaced after each use. § are %4 in. 

| Safety plug in cover will release when § for gravel 


there is more than 20-25 lb. pressure § Up has a 
in pan. Steam vent has seven safety § Packed w 
openings. Perforated aluminum rack. ton, with 
All foods are cooked at one pressure, § to retail { 
} 15 Ib. Cover cannot be removed as 


WIRE REINFORCED long as there is any pressure in pan. 


Fairtraded to retail for $14.95 in West 
Grote . 


Rg Dl Ve Coated Cloth | and $13.95 in East. 
The Gr 


° * has ony has 
e Sun-Vita plastic coated cloth y ‘ ; sieldaian 
ble strength because it is reinforced 277 | Perfection ete 


with fine mesh galvanized screen wire. Portable Stove inet has s 


sures, het ny - , inet, givir 
ere oo on ag seeing ae Perfection Stove Co., Cleveland, Ohio, § The “Stor 
beds or cold frames, poultry houses ane ¢, 














Keyston 
remarka 















offers model 810 portable stove with J full-depth 


details - 
general farm and home use. Ask for “3 one high-power burner. A wire handle saves time 
makes it easy to carry this stove about. J are in vie 


sta! 

on this profitable new Sun-Vita! 
When not in use it may be hung up by tor it bec« 

the handle. Metal shield prevents the inet in the 


wind from blowing out the flame. Made Door” cal 




















| with a solid base so it will not tip J item catcl 

METAL INSECT SCREENING | over under heavy load. Large enough J fice. Al 

to accommodate a large frying pan of deep-draw 

a Alelad Aluminum —Bronze—Galuanized | kettle coment 
leature is 
i i ov can offer | - hw end 


the highest quality in screeni ; Lge 
i ibili d uniformity. Available in 
for their flexibility an eter a eat 


meshes with either 
wevovens WIRE CLOTH CO., Hanover Pa. bronze oF galvanized 
es, send ompl i i i 
counts on the | a a | wwe. 


= Keystone Frameless Tension Screens 
Keystone Sun-Vita plastic coated wire rein- 


forced cloth ¥ I 
D Keystone Insect Wire Screening 24 4 . s  @) AY 3 
Nome «+++ Oooo rere seereeees eeeeceee 





Se iichicnieiiastniseninonsindeaal Vil te meli- meow 
iievcnecatineescdiiprencutiatl HANOVER, PENN. | 
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‘Kleen-Up' Rake 

Rugg Mfg. Co., Greenfield, Mass., 
offers the “Kleen-Up” rake, little 
brother of the “Kleen-Sweep” rake. 
Incorporates all the features of the 





Kleen-Sweep plus the added strength 
of a steel neck reinforcing the spot 
where most of the breakage occurs. 
Teeth are made of high carbon spring 
steel especially heat treated. Fingers 
are 14 in. apart. Maker says it is ideal 
for gravel paths and driveways. Kleen- 
Up has an 18-in. head with 22 teeth. 
Packed with heads, one dozen to car- 
ton, with handles bundled. Suggested 
to retail for $1. 


Grote Stor-In-Door 


The Grote Mfg. Co., Bellevue, Ky., 


has announced a bathroom cabinet fea- 
ture—the “Stor-In-Door” cabinet. Cab- 
inet has shelves in the door of the cab- 
inet, giving more useable shelf space. 
The “Stor-In-Door” features all steel, 
full-depth construction. “Stor-In-Door” 
saves time—saves fumbling, as all items 
are in view. Furnished without a mir- 
tor it becomes a spice and extract cab- 
inet in the kitchen or pantry. “Stor-In- 
Door” cabinet is a convenient small 
item catch-all for the home, shop or 
ofice. All Grote recessed cabinets are 
deep-drawn, one piece seamless steel 
construction and the “Stor-In-Door” 
feature is furnished in all models—sur- 
face and recessed types, incandescent 
or fluorescent lighted and the unlighted 
models. 











HARDWARE AGE, MAY 5, 1949 








OLIVER FASTENERS 


The items you need ...and the 
high quality you demand 


You can get from OLIVER two essentials of a profit- 
able business in Industrial Fasteners—high quality, 
and a complete line. Made by one of the oldest and 
largest manufacturers in the industry, Oliver Fasteners 
are uniform, accurate, dependable. Our products in- 


clude bolts, nuts, rivets and cap screws. 


Your customers readily accept OLIVER Fasteners! 























Here’s the ladder that 
sells on sight and “lift!” 
You'll be amazed how 
many of your customers 
will lift the Duraladd 
Extension Ladder you 
have on display. And a 
“lifted” Duraladd is 
practically a sale. 

Here’s why Duraladd 
is easy selling and 
will make money for 
you. 


LIGHTER! 














STRONGER! 


GUARANTEED! 


Unconditionally guar- 
anteed against defec- 
tive workmanship and 
materials. 


Complete line of exten- 
sion, straight, staging, 
orchard, window-wash- 
ing and car-washing 
ladders from 6’ to 75’. 


POPULAR PRICED! 


Duraladd aluminum 
ladders are priced to 
give you a handsome 
mark-up. You cannot 
afford to be without 
such a fast, easy-sell- 
ing, profitable line. 
Your customers have 
already asked you for 
this type of ladder. 
Take steps, today, to 
carry a stock of Dura- 
ladd ladders. Write for 
literature, prices and 
name of the nearest 
Duraladd distributor. 





























DURALADD PRODUCTS CORP., DUNELLEN, N. J. 
Please send me literature and prices on 
(C Extension Ladders [1] Window Washing 


‘ Ladders 
C Straight Ladders [] Car Washing Ladders 


(] Staging () Orchard Ladders 

() Please send me name of nearest Duraladd 
Distributor. 

My Name 


Store Name 


Street 


City Zone . State 


DURALADD PRODUCTS CORP. 





DUNEFLLEN N. J 





208 


ALUMINUM EXTENSION 


LADDERS! 
























oo MAIL COUPON TODAY! 
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'Screen-o-matic’ 

Lockhart Mfg. Co., 5583 E. Eight 
Mile Rd., Van Dyke, Mich., is offer- 
ing “Screen-o-matic” fitted with Lumite 
screen wire, which is said to be wear- 























proof and rustproof, cannot corrode, 
stain or bulge. Housing is made of 
aluminum. When the window is closed 
the screen disappears. Self-contained, 
they will not interfere with storm win- 
dows. Screens never cover glass. They 
unsnap inside. Maker says the average 
five-room house may be screened for 
$60. Complete instructions for instal- 
lation are included with each screen. 
Screens are mounted on the outside 
of lower window sash and may be in- 
stalled either from the inside or out- 
side. The aluminum tube which rolls 
screen inside the housing contains an 
oil-tempered steel spring, rustproof and 
lubricated before sealing. Other metal 
parts have been plated to resist rusting. 


Colt Officers’ Model 


Colt officers model revolver features 
a heavy target barrel that provides the 
shooter with the weight he needs up 
front for a steady hold, it is reported. 





Sight combine is the same one used on 
the Colt Match Target Woodsman. 
Rear Coltmaster sight has click adjust- 
ments for elevation and windage. Front 
sight, mounted on a serrated ramp is 
undercut to eliminate reflection. Re- 
designed hammer permits easy cocking 
due to its deeper thumb cut and ser- 
rated spur, it is said. Improved crane 


and crane lock that maintains a con- 
stant tightening pressure on the cylin- 
der is claimed to eliminate the tend- 
ency ,for cylinders to loosen after 
much Shooting. Available in .38 special 
and .22 long rifle. Length overall is 
11% in. Finished in dual tone blue 
with checkered Coltwood stock. Colt’s 
Mfg. Co., Hartford, Conn. 


Fasco ‘Arctic-Aire’ Fans 


Fasco Industries, Inc., Rochester 2, 
N. Y., offers the 1949 “Arctic-Aire” 10 
in. oscillating fans powered by pre- 
cision-built Fasco shaded pole induc- 
tion motors. Both models have wide 
deep-pitched aluminum blades for quiet 
smooth air movement. For desk or 
wall mounting, they can be operated 
as oscillator or straight-blow fans. Both 
have a single speed. Precision machined 
oscillating mechanism is totally in- 
closed, eliminating dirt, protected from 
damage. Model 101, deluxe, delivers 
air at 705 CFM. while standard model 





103 has an air delivery capacity of 510 
CFM. Suggested to retail for $19.95 
and $14.95, respectively. 


Chicago Screen Door 
Spring Hinges 

Chicago Spring Hinge Co., 1500 W. 
Carroll Ave., Chicago 7, IIL, offers 


type 3005 and 4005 screen door spring 
hinges. Made of heavy wrought metal 





with springs of tempered steel wire 
and are entirely enclosed. Maker claims 
they have an excellent finish. 
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when it’s L-O-F Quality Window Glass 


If you've ever handled L-O-F Quality Window Glass, 
you know it doesn’t take any magic abracadabra or 
special technique to produce a good, clean cut with no 
jagged edges. All that’s needed is a straight, sharp 
score and a quick twist of the wrist. 

Ever wondered why L-O-F window glass is so easy 
cutting, with a minimum of breakage? It’s no secret. 
Just the simple fact of Libbey-Owens-Ford’s longer 
annealing, a process that cools the glass so gradually 


that internal stress and strain are minimized. Result: 


Saving on cutting time... less glass for your waste 
bin... more profit for you. 

What’s more, the L-O-F label is a business-getter 
since it marks your place of business as “‘Glass Head- 
quarters” in your locality and assures customers that 
vou handle quality merchandise. Why not call your 
L-O-F Glass Distributor the next time you reorder 
window glass. For your copy of “Greater Window 
Glass Profits” write Libbey-Owens:Ford Glass Com- 


pany, 4659 Nicholas Building. Toledo 3, Ohio. *® 





L-O-F also makes polished plate glass, safety 
glass, colorful Vitrolite* glass facing, Tuf-flex* 
tempered plate glass and other flat glasses. 
Only Libbey-Owens-Ford makes Thermopane* 

the first mass-produced insulating windowpane. 





LIBBEY* OWENS - FORD 
alu \Vamew GLASS 
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For man, woman or child 


YANKEE 


No. 41 Automatic Drill 





easiest to use .. 









easiest fo sell 











Push it! . . . nothing 
could be easier or more 
attractive to housewife, 
handyman or tothe skilled 
mechanic. Sturdy spring 
in handle makes drilling 
any hole a simple, one- 
hand job. Return stroke 
revolves drill backward to 
clear chips. Magazine 
handle contains 8 drills 
... 4g to 1%, inch... easy 
to see, select and replace. 
Drills easily inserted and 
removed from chuck; yet 
cannot pull out in use. 
Chromium plated, fine 
looking and stu-dy as all 
“Yankee” Tools. Every 
one you sell makes a 
friend as well as a profit 
‘or you. 


YANKEE TOOLS NOW PART OF 


THE TOOL BOX OF THE WORLD 


NORTH BROS. MFG. CO 


Philadelphia 33, Pa. 
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WHAT'S NEW 








Step-On Can With 
Odor Killing 'De-Fumer' 


Lincoln Metal Products Corp., Brook- 
lyn, N. Y., offers a step-on waste dis- 
posal unit called “Beautycan,” the in- 
side of which has a built-in De-Fumer 





that kills garbage can odors and other 
unpleasant smells. De-Fumer compart- 
ment holds a cake of chlorophyl chem- 
ical that lasts about a month, accord- 
ing to the maker, and refill cakes are 
available. Watertight inner pail is white 
porcelain enamel, with a protective ring 
of rubber around the upper rim. Outer 
cylinder is made of heavy rust-resistant 
finished in baked enamel in 
seven colors for the kitchen, bathroom, 
laundry, and in blue and pink for the 
nursery. 


steel, 


‘No-Splash’' 
Faucet Aerator 


The Andion Co., Minneapolis 3, 
Minn., is offering the “No-Splash” 
gopher spring-flo faucet aerator. Makes 
water flow in a stream of countless tiny 
bubbles. Said to eliminate all splash. 
Bubbles are reported to permit ease 





in rinsing dishes, glasses and _ silver 
without a splash. Maker claims that 
soap goes much further as it lathers 
so completely. Of all metal, it has no 
moving parts to wear. Model GA fits 
most faucets, adjustable clamp. sug- 
gested to retail for $1.95. Model OT 
fits outside thread faucets and_ sill 
cocks, retails for $1.95, and Model SH 
screws into sink hose spray _attach- 
ments, retails for $1.60. Model IT is 
for use on inside threaded faucets, 
retails also for $1.60. Construction in- 
cludes composition sealing washer, per- 
forated brass disc, perforated cup, three 
count screens, Spring-Flo body. 


‘Longcaster' Rod 


Waltco Products, 2300 W. 49th St., 
Chicago 9, Ill., offers the “Longcaster” 
casting rod, solid silicon steel with 
tight-tip action. Longcaster unit, han- 
dle and blade, $7.95; Stubcaster plus 
Longcaster blade, $10.90, and Long- 
caster blade alone to Stubcaster own- 
ers, $4.95. Is 52 in. overall in length. 
Solid electro-polished 
guides and top. Baked enamel finish 
to resist rust. Available in blue or 
opal white. Polished aluminum and 
plastic Stubcaster handle with pistol- 


stainless _ steel 





ee 


grip handle and blade. Packed in 


clear-plastic sleeves and packed in mas- 
ter cartons in units of 12, 24, 36 and 
72. Blades packed and shipped same 
way. Shipping weights about 12 lb. to 
dozen rods and 5 lb. to dozen blades. 


Mullins Opens Campaign 
To Recruit Retail Salesmen 


Mullins Mig. Corp., Warren, Ohio, 
has opened an intensive campaign to re- 
cruit retail salesmen for its Youngstown 
kitchen dealers. Advertisement “Men 
Wanted” will appear in consumer and 
trade papers and local newspaper ad- 
vertisements sponsored by distributors 
and Youngstown dealers will tie up the 
The ad describes the 
merchandising 


recruiting plan. 
Youngstown _ kitchen 
business as an industry that will bring 
“profitable employment to thousands 
of outstanding men.” “Men will be not 
merely salesmen—but trained consul- 
tants.” Men will receive sales train- 
ing, sales tools and backing of adver- 
tising that produces live prospects, 
says Mullins. Men are asked to write, 
telling about themselves and_ enclose 
a snapshot. Distributors have 
pleted plans to set up special training 
schools for the men. 


com- 
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SELLS ITSELF! 
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Start it, 
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effort than wall 
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looking - 


“4 ea Of the past. 





brings you nei 
Our Dealer- -Help —s new custome 
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your 


tige! 


QZ 11’°s PROFITABLE 


t $125 and $139: 50 





Bad 
a 
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set by its co 


d ¢ ene 


mplete simplicity 








The SECRET is in the : ae ES 
3rd Wheel Drive . 


HE “C Q.” No. 120 is a bargain model, made to sell 

at an attractive price. Yet it offers all the features 
of higher-priced grindstones. Note the oversized stone, 
running on special fixtures at a proper, slow speed 
that permits expert, non- burning sharpening of knives 
and other tools. 








To bring buyers into your store, place the No. 120 
on your sales floor or in your window. Once they try 


at \\ ‘ it out, they are sold—completely! 
Deal \ - ' 
er and 4 ,, \ = Advertising help is available to ’ 
Jobber , . help you introduce the “C. Q” Line to i 


your trade. Write us today. 


Territories 
Open 


The complete “C. Q.” Line of superior 





grindstones is shown in this attractive 
folder. Send for it today--no obligation! 








C05 Tes Crevetanil 
-QUARRIES COMPANY 


Southern Metal Stamping Co. Inc 
1740 East T elfth S 
New Orleans, La. Ee enlaces = 
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CASH, BOND 
and UTILITY 
BOXES 


FAST SELLING 
POPULAR STYLES 


PREFERRED for durable 


x construction a * 4 


HEAVY GAUGE STEEL 
es °@ 
% PREFERRED for beauty 
3% HAMMERED SILVER FINISH 4< 


e e 
{PREFERRED for styling 4 
2 SEAMLESS ONE PIECE 

or CORBIN 


CONSTRUCTION 
All corners rounded 
49 COMBINATION LOCK 
No. 10 Series (Shallow Box) 


Choice of 
FLAT KEY LOCK 
SIZE: 1142 x 6x 2%” 





Made in 4 styles. Available with or without 
6 compartment steel tray. Choice of flat key 
lock or combination lock. 


No. 23 Series (Large Box) 
SIZE: 11% x 6 x 4%” 


Made in 4 styles. Available with or without 
6 compartment steel tray. Choice of flat key 


lock or combination lock. 
ALL STYLES INDIVIDUALLY BOXED 
Sold by leading jobbers 


9” 
WRITE FOR CATALOG 


ENTRAL 


CAN COMPANY 
2415 WEST 19TH ST. 
CHICAGO 





Export Representatives 


Frazar & Co., 50 Church Street, New York 7, N. Y. 
Cable Address ‘*FRAZAR"’ New York 
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WHAT’S NEW 








Variable Feed 
Wick Oiler 


Trico Fuse Mfg. Co., 2948 N. 5th St., 
Milwaukee 12, Wis., offers variable-feed 
wick oiler with removable wick re- 
tainer. Recommended by maker for 





any equipment having solid bearings 
oiled from the top where a measured 
quantity of filtered oil is desirable. 
Feed of oil is controlled by varying 
size of wick embodied in tamper-proof 
base fitting. Reported to feed oil or 
liquids as thin as water or as heavy 
as molasses. Shatter-proof clear plas- 
tic bottle permits visibility of oil sup- 
ply. Metal parts heavily plated. Large 
sediment chamber traps dust, dirt, 
chips, ete. Available with or without 
fitting—with or without feed shut-off, 
1, 2, 4, and 8 oz. capacities in each 
type. Five wicks in different colors of 
graduated delivery capacity furnished 
with each unit. 


——_» 


’ eye 

Kook Kwik 

A. & M. Stemper, 500 Lumber Ex- 
change, Minneapolis, Minn., is the na- 
tional distributor for “Kook Kwiks,” 
the inside-out cookers which are de- 


kK? 4 “THE INSIDEOUT COOKER” 
wt Definitely Saves Time and ¢ ne! 








ae ee by arvithe weiwon camshineg boro the inate oe 


6 MORO COOMERS 
od the womnidero. ey can be ered tw eco, pass, Oud premewe soobes They ore wade of wrong 
Wise: 
ecanececeme 
Loeiieaed 
—— 
nee 





signed to save time by double-action 
cooking from the inside-out and the 
outside-in. May be used in ovens, pans 
and pressure cookers. Made of alumi- 
num alloy. Said to save time, shrinkage 
and drippings when used in roasts, 
Also good for baking potatoes and 
yams. 


‘Automatic Defrosting’ 
Refrigerator by Norge 


Norge Division, Borg-Warner Corp., 
Detroit, Mich., offers a_ refrigerator 
which provides built-in automatic de- 
frosting retailing at $269.95. It is an 
eight cu. ft. model with storage ca- 
pacity for 27 lbs. and a fold-away shelf 
for flexibility in food package arrange- 
ment. Public announcement of the new 
unit was precipitated by teaser cam- 
paigns which employed outdoor post- 
ers, newspaper and radio advertise- 
ments, window streamers and _ postcard 
mailers. Material reflected the theme 
of a four color poster of two painters in 
the process of painting a billboard. Let- 
ters S-D-F, revealed at the time of the 
announcement as an abbreviation for 
Self-D-Froster were partially concealed 








in the boards. In the dealer promotion 
kit was a plan book which outlined 
campaign and which included sample 
teaser and announcement newspaper 
ads of varying sizes, etc. Maker says 
meats are not disturbed during defrost: 
ing. Each night at 12, S-D-F turns of 
mechanism and turns it on after cycle 
is completed. One piece wrap-around 
rustproofed steel constructed cabinel 
is finished in white Norgloss enamel 
Thick blanket of glass-fiber insulation, 
averages more than 3 in. in thickness 
on all six sides of cabinet. Total shelf 
area 14.21 sq. ft. A one-year warraml) 
on complete unit, four-year protection 
plan on sealed-in mechanism. 
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Peers es eee? 


Every smart hardware man knows 
that effective display is the very 
essence of successful retailing 
Now, Williams has applied this 
profit proven principle to the mer- 
chandising of wrenches. 

With these nine eye-appealing 
display boards you can set up a 
COMPLETE wrench department in 


| a very small space. You not only 
}reap plus profits on “impulse” 





J. H. WILLIAMS & CO. 






oo 
















sales, but double up purchases 
from the customer who comes in 
for one wrench and buys several. 

You may order the complete set 
or as many ds you require for your 
trade. Boards remain in your store 
and you replace your depleted 
stock from your wholesaler. 

Call your Williams wholesaler 
for attractive discounts and de- 
scriptive literature. 





e BUFFALO 7, N.Y. 
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PUSH or PULL 
ACTION 


if the door swings 
pull it if the door 
That's the simple 






handle 


Push the 
away from you; 
swings toward you. 
principle of the Ideal Latch for screen 
and storm doors as well as many other 
applications. This unit includes latch- 
ing action in the strike .. . silent op- 
erating... easier latching... stronger 
handle. Trouble-free—absolutely guar- 
anteed against breakage regardless of 
cause. Requires no mortising — just 
bore one hole and insert 6 screws. 
Available with or without locking lever. 
Handles furnished in cast, brass, bronze 
and aluminum. Also latch with stamped 


steel handle manufactured as _ previ- 
ously. Ask your jobber, or write for 
literature. 


Display Models 
For Dealers 









Tedoch 


BRASS WORKS, INC. 





250 EAST FIFTH STREET 
ST. PAUL 1, MINNESOTA 










WwooD 
JOINERS 


SKO 


SKOTCH 


A Steady 
Profit Puller 


- PE Max > 
WonRMeE SS 
Cope l 8” x 10” carton displ 
| SSaeaeewee 







Here's a wood joiner that really 
HOLDS ... and holds without 
cutting or splitting wood fibers. 
Applied like a nail. Patented 
prongs pull wood together for tight 
strong joint. Works equally well 
on square, mitre, "T", split or dado 
joints. Perfect for repairs, making 
screens, etc. Easily displayed on 
counter or in self-service bins. 


Free Sales Helps... 


Sample wood foints that show uses 
of SKOTCH Wood Joiners an a new |Z 
counter folder are yours EE. Ask 
your Jobber or write direct for gen- 
erous supply. Dept. HA-I. 


SUPERIOR FASTENER CORP. 


2949 ELSTON AVE., CHICAGO 18, ILL. 


GRIPS LIKE A V 
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WHAT'S NEW 


Dixie Cup Wall Holder 


The new Dixie Cup Wall Holder for 
the home can be hung from any wall 
surface, from tile to wall board, and 








holds a full carton of cups in either 
the 3 oz. or 5 oz. sizes. Clear plastic. 
Comes packaged with two cartons of 
cups and instructions for hanging, in a 
combination package priced at $1.89. 
Refills in dust-proof, shelf-fitting pack- 
Dixie Cup Co., Easton, Pa. 


ages. 


Lawter's Luminous 
Demonstrator 


Lawter Chemicals, Inc., 3550 Touhy 
Ave., Chicago 45, IIl., offers a demon- 
strator display for Lawter’s luminous 
safety paint. Fluorescent printing on 
blue background. With eye 
pulled down, customers peeking inside 
see luminous illustrations of home in- 
dustrial safety applications glowing in 
the dark. Display, fluorescent high 
visibility window streamers and _ two 
color counter leaflets are free with each 
deal No. 72 consisting of four doz. 1% 
oz. jars, 59 cents, and two doz. three oz. 
jars, 88 Paint and merchan- 
dising aids packed in one carton weigh- 


piece 


cents. 


ing 27 lbs. 




















GREAT 
NECK 


Quality in 
every tool— 
at popular prices! 


Create VOLUME SALES! 


Great Neck 
tools are being 
sold to millions 

each year. Ask 
your jobber for the 

Great Neck catalog— 

key to sales at profit 
able prices. 


GREAT NECK SAW MERS., Inc. 


Mineola, New York 














a 
4 


4 Las 
VALVES 


Can be placed in any position. 
Flexible Monel Metal Poppet cannot 
leak. For cold or hot water or steam. 
150 Ibs. pressure. Noiseless. Ask 
for bulletin 302. 


Onder from your Yobler 


RATAFLO PRODUCTS, INC. 
% t aed WAYNE 1, INDIANA 
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Pyrene Control Nozzle 
For. Fire Extinguisher 
Pyrene Mfg. Co., Newark, N. J., has 


developed a control nozzle to permit 
better control in fighting fires which is 
standard equipment on the one gal. and 








two qt. stored pressure vaporizing 
liquid extinguishers. Lever operated, 
this nozzle is self closing and has a 
360 deg. swivel coupling fastened to 
the extinguisher hose for greater ease 
in operation. Hose and nozzle assembly 
is sold separately and can be easily 
installed on older model extinguishers 
of both one-gal. and two-qt. types. 
Gives either a solid stream or spray 
discharge. Solid stream has extended 
range. Spray is said to speedily cover 
a large area, vaporizes rapidly and 
avoids agitation of the surface of flam- 
mable liquids. Shut-off features elim- 
inates necessity of setting unit down 
to open or close discharge valve. 


Portable Belt 
Sander Attachment 


Belt sanding attachment for any elee- 
tric drill and flexible shaft, made of 
machined parts and cast aluminum 
housing, has phosphor bronze and self- 
lubricating bronze oilite bearings. Built 
to heavy industrial standards, it weighs 
approximately 6 pounds, length 8% in. 
Belt size 2 in. x 17% in. Power is 
transmitted to the drive roll by heavy 
cut steel gears sealed in grease said to 
be extremely versatile for sanding, pol- 
ishing and quick paint removal, on 
wood plastics, metal and glass. Han- 
dled like a plane it will do rough or 
very light sanding. This is accom- 
plished by interchangeable pressure 
pads supplied with the sanding kit. 
The sanding kit comes complete with 
instruction booklet, three pressure 
pads, two sanding belts and the handy 
sander. Suggested to retail for $29.95. 
United States Industries, Chicago, III. 
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Where would you be 


without screws, nuts and bolts? 


Sure, hardware retailing has come a long way since the days 
of harnass racks and oil lamps. You're selling plenty of lines 
now that were never thought of then—and your profit per unit 
sale is plenty good. But where would you be without the old 
staples—screws, nuts, and bolts—the “bread and butter” items 


of the hardware business ? 


Fasteners are still profit-makers, any way you look at it. They 
build traffic for other merchandise. Through related selling you 
move other lines. Fasteners take less space than many less 
profitable items —“no overhead” space in the back of your store. 
People still prefer to buy them in the kind of store where 


fasteners belong. 


Your customers recognize the easy-to-spot, easy-to-read 
Corbin label. When they see it, they know you carry the best 
fasteners. They know from experience that every Corbin screw 
they buy will do its job well. That's why it pays to sell the 


fastener line that stays sold — Corbin. st-94 


(her SLOTTED 











CORBIN SCREW 
DIVISION 


THE AMERICAN HARDWARE CORPORATION — NEW BRITAIN, CONN. 


WAREHOUSES: NEW BRITAIN e NEW YORK e CHICAGO 
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THIS 3-WAY CHOICE Bagong rt 
] | F. E. Redfield, 31 Colonial Parkway, finge 

| | Dumont, N. J., offers Touch ‘N’ Grip 

PA Y$ 3- WA y PROFIT | finger wrenches. Tool is slipped on the 

weal end of the finger, a nut picked up in its 

Peed UNE, | 
ee en, 
- “a 

WIRE MESH ‘ ecteitiiaal hexagonal opening and the nut and tool 

then placed with fingertip control in any 

hard-to-reach spot. A series of three 

is available corresponding to the four 
most widely used nut sizes: 4, 5/16, lated 
11/32 and % in. across the flat. inter 
Wrenches are formed from _high- ene 4 
strength steel, nickel-plated. Said to be or 4: 
f instantly adjustable to fit any size fin- retra 
bens vad ger. Mounted on cards, an assortment proo! 
of sizes to card. Suggested to reta’’ easily 
for 4¢ s per card. yacked i sir 
Look at it this way. Dobeckmun’s 3-way cHorce of fine glass self phi Ae Ad a poo — 
substitutes gives every customer just what he wants for any 10 by 10 in. rubb 
—s tectic 


purpose. SUNFED* for economy—high ultraviolet transmission, 


best dollar-for-dollar value. Inflated Plastic Toys 


DOPLEX* leads the field in quality for scrim-mesh construction. 


‘Sis: 


Piextron, Inc., 555 E. Tremont Ave. 
7 


25% heavier film, better eold-weather and moisture resistance, New York City 57, offers a line of in- . Fo 
; . ‘ ae ‘ ae - ses ta oe linn 
high light and ultraviolet transmission. 30% longer life than flated plastic toys. Toy is designed to — 
: . : : make bath-taking more fun for young: jo 1 
ordinary glazings, for little higher cost. ' sters. May be used also as a floating Sifte 


WIRE MESH—completes Dobeckmun 3-cHOICE LINE. Heaviest soap dish. Bottle boats have an all 
Vinylite hull, sail and pennant with 
lacquered wood mast and mast holder. 
tion for rust and weather resistance. Guaranteed for 3 years. Bach is a combination of red, bis 


coating of any plastic glazing; 10-mesh galvanized wire construc- 


yellow and white. Boat is 10 by 7 in, 


You gain a 3-way prorit— from increased sales, faster sell- 
wf i 9 j ‘ ake ‘ i I] not 
with 9 in. mat. Maker says it will n 


ing and higher turnover on lower investment in just one com- sink. Shipped inflated with mast re 
plete line. Ask your wholesaler for details and special dispenser- moved. Individually boxed. Suggested 


, 1 . ' . to retail for 49 cents each. 
display deal. The Dobeckmun Company, Cleveland 1, Ohio. a ee 


West Coast Division, Berkeley 2, California. 


hay, 


The first and largest manufacturers of laminated plastic glazing 
*Trade Mark 
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Retractable Trouble Light 
M. Black Mfg. Co., 300 N. Third St., 


Philadelphia 6, Pa., is introducing a 
portable retractable trouble light with 
nial Parkway, fingertip control. Light is fully insu- 
uch ‘N’ Grip 
lipped on the 
cked up in its 


A 2 7 Fingertip Control 





nut and tool 
ontrol in any 
‘ies of three 
to the four 
ss: 4, 5/16, 





lated and completely caged. May be 











ss the flat. interchanged with a female plug for 
from high- use with power tools, has radius of 25 
. Said to be or 45 ft. from its durable reel rack. A 
any size fin- retractable neoprene-jacketed _kink- 
n assortment proof cord that is said to play out 
ed to reta easily and automatically lock at the 
packed in a desired length permits all purpose 
, box about flexibility. Three-semi-suction cup 
rubber feet provide scratch proof pro- 
tection. 
5 ee ° + 
Sister Sifters 
remont Ave., 
a line of in- Foley Mfg. Co., Minneapolis 18, 6090 Cove Section 6290 —- Cove Section 6063 Reversible Corner 6066 — Reversible Corner 
designed to Minn., offers Sister Sifters suggested . 
1 for young- to retail for $2.18. The 1 cup Foley 
s a floating Sifter, Jr., Miss of sifters, and a five 
ave an all 


ennant with 
mast holder. 
f red, blue, 
10 by 7 in, 
s it will not 





anal Each — of MTRIM 
Pr easasct Is Trade-Name- d! This 
Suggeste “Silent lésman”’ Included 
With All meri als! 
Re 6027 Decorative Strip 6068 Flat Strip : - 
| | B.D. WERNER CO., INC, 295 Fifth Ave., New York 16, N. Y. aia 
inn, j Tell me how I can start a CHROMTRIM department 
” for as low as $39.95 and send additional informa- 
) | I tion on all 3 CHROMTRIM merchandiser deals. 
? cup sifter, Big sister to Jr. Miss, are EEE eee Need BURN E Ck Ue TEE EON SOA CE ERR Me ae 2 
a ah el we oncitatighe tear ad Mi i —=s ee ee 
o'2 x 6 x 7% in. Carton is printed in 
green and black. BI sks ssi asnonenabacsipvesioiisarbiscnigceiesaiidieniis A isiscseciisessiiticinienniin 


——— = a = Ge « 
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MAKING MORE KINDS OF CASTERS 
» . »« MAKING CASTERS DO MORE 
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This colorful Caster Display 
is trim and attention-compelling. 
It's part of the >. 
new Bassick way 
To pep up and step 
up your selling! 


SHOW ’EM 
and 


SELL ’EM 
_..with BaSSiCK ‘S 


New “Ten-Strike” 


Merchandising 


Package 





Take advantage of Bassick’s new 

time-saving, space-saving plan tokeep 

your caster sales at peak. You get: 

@ An assortment of ten of the most 
popular Bassick types and sizes— 
covering about 90% of your cus- 
tomers’ needs. 

@ An eye-catching display that shows 
these ten fast sellers in just 12” x 
61%" of space—a real, compact 
caster department. 

@ Every caster numbered for quick 
identification 
searching. 


no guesswork or 


A small stock order will bring you the 
new Bassick Display without charge 

for a timely, profit-building tie-in 
with Bassick’s regular advertising to 
your customers in the SATURDAY 
EVENING POST. Full particulars 


from your distributor, or write to 


THE BASSICK COMPANY 


Bridgeport 2, Conn. 
DIVISION OF STEWART-WARNER CORP. 
In Canada—BASSICK DIVISION, 
Stewart-Warner-Alemite Corp., Ltd., Belleville, Ont 


Bassick 





WHAT'S NEW 








"Handi-Lube’ 


Cities Service Co., 70 Pine St., 
New York City, offers “Handi-Lube” 
packaged in three-oz. nozzle appli- 





cator type tube. Said to be de- 
veloped to meet all conditions of high 
and low temperature operation from 
250 deg. to minus 40 deg. F. Reported 
not to oxidize and is water resistant. 
Most common uses are lubrication of 
lawn-mower gears, motor pumps, over- 
head doors, washing machines, screen 
slides, hinges, swings, outboard motors, 
guns and fishing tackle. Display carton 
holds 12 tubes and is adaptable for 
both counter and window placement. 
Suggested to retail for 25 cents per 
tube. 


Fastening, Hanging 
Device Merchandiser 


Display cartons are offered by The 
Paine Co., 2947 Carroll Ave., Chicago 
12, Ill, for its fastening and hanging 
devices. Descriptive folder is placed at 
front end of the self-selling merchan- 
diser and,gives details on how and 
where to use Spring Wing toggle bolts, 
hanger, iron and expansion anchors. 
Each display contains 24 separately 





packed units. Convenient sizes and 
clearly marked cartons make inventory, 
handling and storage simple. 


'Electrolunch’ 


Electro Lunch Co., Algonac, Mich., 
offers an electric Junch box which has 
a thermostat which controls the heat 
at 140 deg. Maker claims food will 
not burn or boil dry. Food containers 
each hold 1% cups of food and the 





heat resisting glass beverage bottles 
hold two average cups of liquid. Cold 
compartment is large enough for bread 
and butter, fruits, cookies, cake, pie 
or other desserts. Holders for knife, 
fork and spoon. Distribution is han- 
dled by A. G. A. Sales Co., 19170 Bir- 
wood, Detroit, Mich. 


Gillette ‘Triple Crown’ 
Racing Promotion Deal 


Gillette Safety Razor Co., 15 W. First 
St., Boston 6, Mass., has launched a 
sales promotion deal built around rac- 
ing’s “Triple Crown,” the Kentucky 
Derby, Preakness and the Belmont 
Stakes. Anyone purchasing a Gillette 
Super-Speed razor set can double his 
money back if he “doesn’t enjoy the 
quickest, most convenient and com- 
fortable shaves of his life.” Set retails 
for $1. Retailer will not have to handle 
any returns as merchandise must be 
returned by customer to Gillette in Bos- 
ton. During the period of the “Triple 
Crown,” the “double-your-money-back” 
deal will be featured on all Gillette 
broadcasts and telecasts during the pe- 
riod. Full color window displays are 
being installed in 15,000 retail outlets. 
“Mighty Midget” display rack has been 
redesigned and now features a three 
dimensional cut-out of a Super-Speed 
Razor and a 10 blade Gillette dispenser 
Dealers using the display during the 
promotion will receive a set free for 
each carton 12 sets purchased. 
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; uction methods an Bolts or Shoulder Screws @ Square Head Dog Point Set 
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" MAKE YOUR LAWN 
LOOK SWELL 


wu a BELL EDGER” 








Consumer publications are carrying to mil- 
lions of readers the story about the new Bell 
Lawn Edger. Your customers will rate Bell 
tops" because of its many exclusive fea- 
tures. It eliminates delay or costly expense 
in sharpening—Replaceable single-edge razor 
blades insure an edger that is always sharp— 
Turning of a screw loosens vertical plate so 
new blades may be inserted quickly and 
easily when old blades become dull—lIt re- 
moves weeds and long grass that escape 
mower along edges of walks and driveways— 
Slices a neat drainage gutter one-half inch 
deep between sidewalk and grass. 
Professional or home gardeners, who pride them- 
selves on having a a kept lawn Insist on having 
a new Bell. To show It means a sale. Made of 
heavy gauge steel! for life time durability. Six to 
a unit package. Retails for $2.95 each. 
Order from your jobber, or write for FREE 
literature. 


COMMERCIAL MANUFACTURING CO. 
BELL EDGER DIVISION 
1333 N. Halsted St., Chicago, Illinois 





FINEST hand mower 

Blair ever made. The 

seventy years of 
experience behind 

every Blair mower 

is reflected in the 
satisfaction they 

The guarantee your 

Pilgrim customers. 





LAWN MOWERS 
BLAIR MANUFACTURING CO. 


Telephone 2-7449 
SPRINGFIELD 7, MASSACHUSETTS 
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WHAT’S NEW 


Two Gas Utility 


Space Heaters 


Inland Steel Container Co., 6532 
Menard Ave., Chicago, IIl., has ex- 
panded its line of Comforteer unvented 
gas space heaters, with two “Comfor- 
teer” utility heaters. Like their larger 
companion models, the Comforteer Cir- 








culator and the Comforteer Radiant- 
Circulator, are of steel construction and 
have a sturdy, single piece, cast-iron 
burner with raiised ports. Designed to 
provide quick, safe heat, they can be 
used with any type of gas, says maker. 
Proper orifice inserted in the brass 
valve . automatically maintains the 
proper flow of fuel. Both of Comfor- 
teers are direct-type, unvented circu- 
lators, of a size which permits un- 
restricted use. Outside dimensions 
of both are the same, 7 in. deep 
x ll in. wide x 13% in. high, but 
Model No. 112 has a larger burner and 
a white, porcelain enamel outside fin- 
ish. Its input rating is 12,000 B.t.u. per 
hour. The Model No. 108 has an input 
rating of 8,000 B.t.u. per hour. Its 
cabinet is finished in white “Hi-Bake” 
enamel. Large size cabinets of the util- 
ity heaters enable them to circulate a 
great volume of heated air, it is claimed 
For use in bathrooms, nurseries, laun- 
dry rooms, kitchens and similar loca- 
tions, 


Molded Stesndenal 
Plastic Letters 


Display Features, 3811 Plumstead 
Ave., Drexel Hill, Pa., is employing a 
production development which permits 
molded dimensional plastic letters and 
numerals to be available at lower 
prices. Colors include: fluorescent red 
or green or any other color in trans- 
parent of opaque plastics, plexiglas or 
lucite. Letters may be used as depart- 
mental headings on wall case tops; as 
window, counter or wall display signs. 
Provided set up or suspended from 


| tracks supplied; affixed permanently to 
| plaques; as individual tab letters or 
| with needles imbedded for pinback pur- 


| poses, 





SALES FEATURES THAT... 


LATCH ONTO PROFITS 


SCREEN MASTER 


The Better 
SCREEN 


and 


STORM 
DOOR 
LATCH 








@ Self-contained latch mechanism 

@ Reversible without disassembly 

@ Adjustable to fit doors up to 2 Ye" thick 
@ Available with mortise or rim strike 


@ Priced for volume sales 


PROFIT CATCHING CABINET CATCHES 








SNUG.-TITE E-Z-ROLL 
> @,. 
No. 510 No. 502 


THE STREAMLINED RUBBER ROLLER 
CATCH FRICTION CATCH 
2 strikes — long and Quickly Mounted — 
short. Smartly styled easily adjusted— 
—popularly priced. positive holding— 
low priced. 


“ Carried in stock by your jobber. 





cD 
on THE ENGINEERED PRODUCTS CO 
FLINT 4, MICHIGAN 









THE LAST WORD IN 
WIRE PRODUCTS 


BRASS, COPPER, DARK, TINNED, / 
GALVANIZED COILS AND SPOOLS 
1 OZ. TO 20 LB. PACKAGES 











1 


Volt 8 STOVEPIPE WIRE 
COIL AND SPOOL 
ASSORTMENT 


STRANDED AND 
SOLID CLOTHES 
LINE WIRE 











STRANDED 
AERIAL WIRE 
RADIO ACCESSORIES 
SOLDER AND PASTE 










Y wi 4 BRAIDED 
PICTURE 
WIRE 








es SOLD THROUGH 


N ee = JOBBERS ONLY 


ASK YOURS FOR PARTICULARS 


BUY with CONFIDENCE 


NCHOR 





WIRE CORPORATION 


ee eee ee ee ee 
JAMAICA 3. LONG ISLAND, NEW TORK 
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'Handee’ Portable Power 
Tool Case of Wood 


Chicago Wheel & Mfg. Co., 100 
Aberdeen St., Chicago 7, IIL, has 
changed its “Handee” tool case to a 
highly polished wooden one that is said 





to be much more attractive and prac- 
tical for the user in storing accessories. 
This new package improves the point- 
of-display value of the Handee tool. In 
addition it houses tool and accommo- 
dates the 40 most popular accessories. 
The price of $27.50 remains the same. 
Dealers will be supplied with mats and 
electrotypes to convert their own ad- 
vertising by using this new illustration, 
tieing-in with the Handee national ad- 
vertising program. 


X-Acto Display 
Room on Wheels 


X-Acto Crescent Products Co., Inc., 
40 Fourth Ave., New York City 16, has 
announced that a mobile dealer display 
of all its products will visit every town 
in the country. Maker claims this 17 
by 7 ft. wide aluminum trailer is a 
handicraft exhibit, a model workshop 
and an X-Acto display room on wheels. 
Hardwood walls and counter and shelf 
arrangements are quiet. Demonstrates 
how merchandise should be displayed 
for maximum sale results. There are 
many built-up projects in all crafts 
that tell how much can be accomplished 
by the layman with X-Acto tools. Out- 
side carries a large X-Acto boy in depth 
of stainless steel and colored slogans: 
“Enjoy a Hobby—It’s Easier Than You 
Think.” 


‘Repeat-O-Plane’ Gun 


Trojan Games Co., 111 S. Sixth St., 
Minneapolis 2, Minn., is introducing a 
“Repeat-O-Plane” gun which is a nine 
and a half in. precision made aluminum 
toy gun that shoots model planes a 
of from 30 to 40 ft. Gun’s 
magazine take fiv> model planes at one 
loading. Has two springs, one for load- 
ing the the other to provide 
the forward action that sends the planes 
Soaring. Planes, made of aluminum, 
are rubber tipped. Individually boxed, 
packed 24 per carton, shipping weight 
20 lbs. Suggested to retail for $2. 


distance 


magazine 
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GET YOUR SHARE 
OF FISHING LINE 
SALES! 




















Get your order in now for America’s fastest selling 
Cuttyhunk Lines: Sunset Marina & Primo Cuttyhunk! 
Don't miss these important, profitable sales! Fishermen 
demand these super-strength and super-dependable, hard 
“cable-laid’” SUNSET LINES. Made of the finest Courtrai 
flax spun in foremost Irish mills to Sunset’s rigid specifica- 
tions... highest quality in the world! Most popular, profit 
making fishing line in all history! 


For faster profit, sell these “triple-stretch” Nylon Lines—Made 
only by Sunset! Smart sporting goods dealers sell the lines smart 
fishermen want. All undesirable stretch has been eliminated by Sunset’s 
exclusive ‘‘triple-stretch’’ process. Stock up now on the strongest, 
smoothest, smallest diameter nylon lines ever developed. Your 
customers will be looking for 'em! 


Sunset “free-reeling” Fly Lines and Silk Casting Lines— mean 
fast-sellers for you! Expert fishermen know that Sunset has seta stand- 
ard for casting lines that no other fishing line maker approaches. These 
men demand the best—buy lines that are precision built for perfect cast- 
ing in lakes, streams or salt water. Arrow Head Fly Lines are the acme of 
perfection—recognized as America’s finest by expert fishermen everywhere. 


~ See Your Jobber 











Representatives 

ED. W. SIMON CO., 320 Broadway, New York 7, N.Y. 
JOHN W. BENTLEY, 201 N. Wells St., Chicago 6, Ill. 
M. D. CHALKLEY, 706 Gettings Street, Suffolk, Va. 





















Why Not? '2v2,your PERSONAL ACCIDENT 
Y MOC. and HEALTH INSURANCE with... 


EASTERN 
COMMERCIAL TRAVELERS 


Mutual Association ¢ Direct Purchase 
No Branch Offices 
Massachusetts Company, Incorporated 1894 


geen Confinement Not Necessary to Receive Benefits 











CCIDENT POLICY PAYS SICKNESS POLICY PAYS 
$5,000. 00 $10, 000.00 $25.00—$50.00 $25.00 PER WEEK $10.00 PER 
FOR ACCIDENTAL FOR WEEKLY NFINING FOR NON-CONFINING 
DISABILITY SICKNESS 


Estimated Annual Cost $15 Estimated Annual Cost $24 


MORE THAN 50 YEARS OF UNFAILING SERVICE 


Provides protection 24 hours a day when traveling, while at 
work, around the home or on vacation 


NO POLICY CANCELLED OR RATES INCREASED OR ANY 
BENEFITS REDUCED ON ACCOUNT OF ADVANCED AGE! 


John S. Whittemore, See-Treas. 
Eastern Commercial Travelers 
80 Federal St., Boston 
Without obligation, please send complete information and 





SEND THE 
COUPON 
TODAY 

















rene application for membership to " 
Name 
~ 
Address. 
City State. 
HA-49 (No Solicitors Will Call 
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INCREASE SALES, 
SAVE SPACE 


Revolvo Stores and 
Displays Up to 
5 Tons of Merchandise 








Here is a simple, inexpensive sola- 
tion to the problem of storage and dis- 
play of nails, rivets, washers, fittings 
and similar 
bulk items. 
Revolvo 
Bins hold 
great quan- 
tities of 
hardware in 
easily ac-@ 
cessible 
compart- 
ments and 





save up to 

50% of  500A—58” diam., 66” high 

floor space. Bins rotate independently 
on ball-thrust bearings; will not sag or 
bind when fully or unequally loaded. 
Ideal for corner locations and wherever 
aisle frontage is at a premium. 

Revolvo Bins are available in sizes 
from 41 to 58 in. diameter and from 
34 to 67 in. high. Number of compart- 
ments vary from 12 to 50, hold up to 
140 lbs. each. Simply set in place; no 
bolts or bracing required. Shape of 
sloping front permits full view and 
quick, easy removal of contents. All 
models can be equipped with complete 
spring balance hanging scales, scoop 
and holding plate. 

The Revolvo illustrated (No. 500A) 
is 58 in. diameter, 66 in. high and has 
3 trays, 50 compartments with a capac- 
ity of 140 lbs. each. It costs only 
$138.05 f.0.'s. factory, Wellston, Ohio. 

The dealer using Revolvo saves both 
time and space and sells more merchan- 
dise. Savings realized can quickly pay 
for entire investment. 

Write, phone or wire for Circular 


103 which illustrates 
4 Ms and describes Revolvo 
Ny, Bins and F-G-M nail 


counters. 





The FRICK-GALLAGHER Mfg Co. 


Shelving—Parts Bins—Racks 
Counters—T ables—Benches 


417 Shubert Building, Phila. 2, Pa. 
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WHAT'S NEW 








Double Closet Space 
Saver Accessories 


E-Z-Do and .Princess House, 261 
Fifth Ave., New York City 16, has in- 


troduced a closet accessory set in a 





Garden Stripe pattern in wine and 
ivory stripes with an assortment of 
decorator colors in the bouquet design 
of flowers. Cherry red Taffetone, a 
quilted moire pattern of Vinyl plastic 
is also offered. Closet illustrated was 
too deep so it has been made into a 
double closet, 49 in. deep by 36 in. 
wide. Features two clothes rods. Back 
and closet and shelf provides space 
for over-season storage in garment bags 
and cabinets or tuckaway boxes. Re- 
versible shoe boxes underneath the 
suit bag and the hat box beneath the 
57-in. garment bag makes more space. 
Hinged front of drop-front box on 
shelf allows top to be used; tuckaways 
can be added to the over-season storage 
space. Added protection of five per 
cent DDT ard mildew preventive fin- 
ishes makes boxes fine for sweaters, 
swim suits, etc. Pouch style laundry 
bag completes unit. Taffetone plastic 
line can be kept clean with a damp 
cloth. 


DuPont Neoprene 
Household Gloves 


Household and garden gloves of Du 
Pont neoprene are made with knitted 
cotton or napped linings which are said 
to be soft, flexible and moisture-absor- 
bent. Among the styles are gloves 
called “Bluettes.” made by the Pioneer 
Rubber Co., Willard, Ohio: “Swagger- 
ettes” offered by Edmont Mjg. Co., Co- 
shocton, Ohio; and “Araskins” pro- 
duced by Hood Rubber Co., Water- 
town, Mass. All of the gloves are 
bright in color. Makers claim hand 
comfort is possible in hottest dishwater 


as the lining easily absorbs perspiration 
and reduces ability of heat to penetrate 
gloves. Neoprene covering which pro- 
tects lining is reported not to be af- 
fected by hot water, cleaning soaps or 
kitchen greases. Makers also claim the 
gloves may be slipped on and off with 
ease. Some of the gloves have a rough- 
ened surface extending to the middle 
of the hand, to provide a non-slip fin- 
ish that assures a firm grasp on soapy 
dishes and other slippery objects. Sev- 
eral types have been designed with 
short or slightly curved fingers. 


Kitchen Construction Book 


Mullins Mig. Corp., Warren, Ohio, 
offers “Blueprint for Better Kitchens.” 
The 12-page booklet, part of it in four 
colors, contains all specifications of 
Youngstown equipment needed _ by 
architects. Dimensional features are 
shown by diagrams. Entire Youngs- 


town line is shown. 


Bolens Huski 
‘Power-Ho’ 


Bolens Products Division, Food Ma- 
chinery & Chemical Corp., Port 
Washington, Wis., has improved the 
Bolens Huski Power-Ho. This garden 
tractor, with 114 h.p. features all-steel 
construction variable pitch sheave ad- 
justment for speed changes, arched 
axle for crop clearance up to 11% in. 
differential action wheel ratchets, pre- 
cision roller bearings, anti-tip nose 
stand and an engine stop switch on 
the handlebar. Snap-Hitch which re- 
quires three operations only, is used 
for hooking up front-mounted imple- 


hake os 
FF aes Ally 





yo 

Sf 
ments. All drawbar implements are 
attached with the Ten-Second | ch, 
claimed to be a simplified and de- 


pendable pin and socket device. Draw- 
bar implements are moldboard plow, 
cultivator, dise harrow, one-row secder, 


dump cart and riding sulky. 
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Aluminum Finish | 
Mailbox | 


Patent Novelty Co., Fulton, Il., offers | 
No. A-15-W mail box in an aluminum 
finish. Equipped with padlock hasp 


























and newspaper holder. Model is stur- 
dily constructed, storm-proof and is pro- 
tected by a heavy aluminum coating 
that bakes to a hard glossy finish. Size 
10% by 5% by 2 in.; weight 11/3 Ibs. 
Each is packed in an attractive indi- 
vidual carton. 


‘Slip-Lock' 
Pressure Terminal 


| 
Davis Mfg. Co., Plano, Ill, offers the | 
Slip-Lock pressure terminal which may | 
be used wherever three-wire 250 volt, | 
50 amp. power is needed. Connection 
of wires to receptacle is simplified into 
three steps; unscrewing and sliding out 
special terminal clip; inserting wire 





under clip and into clip housing; and 
tightening screw to complete wire con- 
nection. Approved by Underwriters’ 
Laboratories. | 
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‘Tue attractive counter display box shows 
your customer the complete +247 driver as- 
sortment of Bridgeport “Sure Grips’ with 
Amberlite handles. 


“Sure Grip” is more positive in its hold on the 
easier to sell. 





screw. Easier to operate 


Sizes available in open stock List Price 


No. 247 — 2” x 1/8” Square Blade $0.40 each 
No. 247 — 3” x 1/8” Square Blade 55 each 
No- 247 — 4” x 1/8” Square Blade .70 each 
No. 247 — 6” x 1/8” Square Blade.... —_.75 each 
No. 247 — 8” x 1/8” Square Blade. 80 each 
No. 248 — 2” x 3/16” Stubby 80 each 
No. 248 — 4” x 3/16” Square Blade 80 each 


0 each 


No- 248 — 7” x 3/16” 
No. 249 — 8” x 9/32” 
No. 261 — Phillips (No. 1 point) 

No. 262 — Phillips (No. 2 point).. 


Square Blade 


40 each 


Square Blade 

85 each 
1.00 each 
Packed 1/2 doz. of a size in box. 


Bridgeport 


TRACE MARK 


DROP-FORGED TOOLS 


KNOWN FOR FIFTY YEARS 
THE BRIDGEPORT HDWE. MFG. CORP. © BRIDGEPORT, CONN. 











for VOLUME 
SALES 


To a Public 
That Expects 


BETTER 
VALUES! 










full 5” high. Brass 
Head and Arms. 
Heavy Cast body and 
base. Hi-Spinning 
Center. Long-Life 
Bearing. Sprays large 
area. 


Sherman “GOLD LABEL" 


Rotating Sprinkler 


The Hardware Merchant knows 
he must have better goods to 
sell at lower prices. 

In the Lawn Hose Fitting field, 
the answer is to BUY SHER- 
MAN. For Sherman has never 
inflated prices. That is one rea- 
son why Sherman Sprinklers, 
Hose Nozzles, Couplings, etc., 
are watering more lawns and 
gardens than any other brand. 
This Spring ask your wholesaler 
to stock you with the Sherman 
line. This way you'll assure 
yourself extra sales volume and 
extra profits. You'll also en- 
hance your own reputation for 
giving the public top value for 
every dollar spent in your store. 


H.B. SRherman Mfo. Co. 


Battle Creek, Michigan 
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WHAT'S NEW 








'Rota-Mixer' 


Montgomery Tool & Engineering 


Co., Dayton, Ohio, is making the Rota- 


Mixer, which is said to be fine for mix- 
ing cake batters, various drinks and 





making mayonnaise dressing with an 
oil dripper. Incorporated in unit are 
bronze oilless bearings that are said to 
lubricated. Machine 
cut gears, beaters, shafts and other 


be permanently 


parts are made of non-rusting mate- 
rials. Beaters are easily removed for 
sterilization when used for baby’s 
things. Reported to be quiet in opera- 
tion. One or all five beaters may be 
used at the same time. A_ two-quart 
glass mixing bowl is furnished. Sug- 
gested to retail for $5.95. 


'Hotray'’ With Radiant 
Heated Glass Top 


Salton Mig. Co., Inc., 74 Reade St., 
New York City 7, offers the “Hotray,” 
a handy serving tray with a radiant 
heated glass top. Ideal for hot snacks, 
breakfast in bed, afternoon tea, etc. 
Plug into AC outlet, in two minutes 
the Ra-Grid glass top heats up to 200 
deg. and the thermostatic control keeps 
food hot and tasty, says maker. Glass 
top is reported to be shatterproof and 
you cannot burn yourself. Tray is 9 by 





14 in., finished with chrome trim and 
has two plasti-coolhandles. “our in- 
sulated feet prevent marring or scratch- 
ing table surface. Suggested to retail 
for $10.95. 


High Speed 
Floor Sander 


American Floor Surfacing Machine 
Co., Toledo, Ohio, offers a high speed 
floor sander. 
said to reduce operator fatigue as the 
machine operates at a normal walking 


Higher cutting speed is 


pace. It is a lever type sander powered 
by a specially designed 2 h.p. Ameri- 
can motor with motor speed of 1750 
r.p.m. Drum speeds can be quickly 
adjusted in a range from 1600 to 2800 
r.p.m. which permits greatest machine 
efficiency under varying conditions of 
voltage, flooring abrasive paper, etc. An 
improved method of power transmission 
is employed, using a vari-speed design. 
When motor is turned on, starts undera 
“no-load” condition due to automatic 
V-belt take-up. As motor gains speed, 
pulley squeezes V-belt from the side and 
belt turns the drum. To adjust the speed, 
press a button, and dial the speed in 
the range from 1600 to 2800 r.p.m. in 





Another fea- 


200 r.p.m. graduations. 
ture is the large-volume dust pick-up 
of the machine. Fan is large, deep and 
has a speed of 4500 r.p.m. Maker re- 
design of the 


ports that improved 
model increases cutting efficiency of 
abrasive paper. Also features heavier 
drum pressure ranging from 52 to 103 
lbs. Motor can be removed quickly by 
loosening one cap screw, then sliding 
motor forward and off. Has_ built-in 
handles. Manual switch is used for se- 
lecting 115 or 230 volts Switch has a 
safety feature which is designed to pre- 
vent throwing control from 115 to 230 
or vice versa in one movement. 
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'Kiddie-Bunk’ 
Koneta Products, P. O. Box 21, Wa- 
pakeneta, Ohio, offers the “Kiddie-Bunk” 


| ° ’ am n 
CLEVELAND 
| Recommend || V &! 
which fits from back of car to back of e 
front seat so the children can’t roll off. High Ca rbon Heat-Treated 
Cap Screws 


for EXTRA strong assembly - 


* 








Also provides a see-level play deck with 
room to relax. It is high enough, says 
maker, so that when youngsters are 
awake, they can sit up and look out. 
Top is made of durable biue-water re- 
pellent duck, 30 in. wide and 46 in. 
long. Frame is made of selected hard- 
wood, kiln dried and lacquered. Spe- 
cial heavy type hinges with automatic 
leg-locks provide utmost in rigidity. 
Two front legs, 19 in. long rest on car 
floor immediately in back of front seat. 
Two rear legs, 7% in. long fit into a 
saddle bar, 48 in. long that rests on 


CCCI C(A(( (dvi dd ig 


st Rete og 4 





and protects rear seat cushion. Weighs It’s good business to recommend these extra tough 
8 Ibs. Unit sets up like a card table. screws to all fastener customers—for fast handling in 


When not in use it can be folded to 
fit a space 48 by 5 in. Suggested to 
retail for $14.95. . 


assembly and extra strength in repairs and manufactured 
products. It pays you to sell them the best that money 
can buy at only a slight increase over the cost of 1020 
bright screws. Cleveland High Carbon Heat Treated 





' ' 
Evans Rules Cap Screws are made by the Kaufman Double Extrusion 
Display Box Process—a method that assures extra strong fasteners 
Evans & Co., 57 Branford St., New- with extra close tolerance forming. It pays you to stock 
ark 5, N. J., is packing its FR-1 six and sell Cleveland High Carbon Heat Treated Cap Screws. 
ft. folding rule in a display box. Each 
aids ty Ahaiee atl te gua THE CLEVELAND CAP SCREW COMPANY 


of 12 rules in display will be protected 
by individual sleeves which carry the 
Evans guarantee, instructions for care 
of rule and directions for getting broken 
slats replaced. Box is 8 by 8 by 1% 
in. Hinged lid opens to form three color 
display with space for retail price. Each 
box protected in transit by cardboard 
sleeve, open ends of which leave visible 
the identification information printed 
on end of display box. 


2917 EAST 79TH STREET ~ CLEVELAND 4, OHIO 
Warehouses: Chicago and Philadelphia 










When you need these “BRUTE” size 


large diameter cap and set screws 
(1% to 1% inch diameters) 








Many Sizes carried in Stock 


Westinghouse Sales Book 1020 Bright and High Carbon Heat Treated 


Westinghouse Electric Corp., Appli- 
ance Division, Mansfield, Ohio, offers 
a booklet, “Simple Stories Sell,” by | 
Vernon E. Vining, sales consultant. It | 
is prefaced by Mr. Vining’s definition 
of selling: “Having fun helping the 
other fellow having fun getting what 
he needs through me.” Basically all of 
the 13 stories are aimed at talking 
about Westinghouse small appliances 
in terms which interest most customers. | 
Copies available upon request. | 








ORIGINATORS OF THE 
\BLE 
KAUFMAN i ™ PROCESS 





Specialists for more than 30 years in 


CAP SCREWS, SET SCREWS, MILLED STUDS | 


Ask your jobber for Cleveland Fasteners 
* 
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Don’t say ‘PLIERS’, 
say CHANNELLOCK! 


The Channellock 2 
pliers with our exclusive 

tongue and groove joint give more 
features. Greater Strength — Longer 
Wearing — Closely Spaced Adjust- 
ments — Self Cleaning — Visible Ad- 
justments — No Wear on Joint Bolt. 





Use Channellock 
for your repair needs— 
electrical, plumbing, ignition, battery, 
automotive, and aviation work. 

Only these pliers incorporate the 
exclusive Channellock tongue and 
jroove joint. 


There is a line of 
standard pattern 

pliers, too, with 
Channellock 
quality construc- 
tion... including e 
diagonal cutters, ine? 
needle-nose 

pliers, linemen’s 

and electricians’ 

pliers, battery and 
standard slip- 

joint pliers. 
Choose the pliers 

that fit your 
needs... . Choose 
Channellock. 

Send for Free Catalog, A-5 


CHAMPION DEARMENT TOOL Co 
MEADVILLE + PA. 








Only 


Champion DeArment makes 


CHAN NE, LOCK] 
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WHAT'S NEW 


a 





‘Play-Safe' Teether-Rattle 


Sandee Mfg. Co., 5050 W. Foster 
Ave., Chicago 30, IIl., offers a Teether- 
Rattle. White ribbed plastic ring has 
three hollow balls an inch in diameter 
spaced squally distant around it. Each 
ball contains pleasant-sounding rat- 
tlers, says maker. Balls are duo-toned, 
pink and blue. Packaged in colorful 
dust free containers. 





‘Yankee Handyman’ Drill 


Point Merchandiser 
North Bros. Mfg. Co., Philadelphia, 


Pa., has offered an improved merchan- 
diser for No. 333 H. “Yankee” Handy- 
man drill points. It is a cardboard 
stand with easel, printed in red, white 
and blue. Contains six sets of drill 
points instead of the former three and 
takes up less counter space. Each set 
is packaged in a celluloid vial and mer- 
chandise is designed so dealer may 
write in selling price. 





Restyle King Cotton 
Cordage Line Packages 


John H. Graham & Co., Inc., 105 
Duane Street, New York 8, N. Y., an- 
nounces the package restyling of the 
King Cotton line of cotton cordage. 
Counter display cartons carry a list of 
the accepted uses for each type of cord 
thereby assisting the sales clerk and 
the customer in choosing the right cord 
for the specific job in mind. Color 
scheme is royal blue and yellow. This 
new packaging covers the following 
items: King Cotton Chalk Line, King 
Cotton Mason’s Line, King Cotton Util- 
ity Cord, King Cotton Clothesline, 


King Cotton Braided Cord, King Cot- 
ton Venetian Blind Cord and King 
Cotton Wrapping Twine. 





























the 
leader 
in 
CAULKING EQUIPMENT 
2) | 


A 











GUNS . . world’s most 
complete line—including ro- 
tary handle models. Sizes 1 pt. 
to 2% qts. 








NOZZLES ... interchangeable, for every 
size and shape of caulk strip. Sizes from 


1/16” up. 


za; =s = 








CARTRIDGES .. . plain, extruded or 
spouted cans. Specify VITAL cartridges 
from your caulk supplier. 


Keep VITAL caulk accessories in front of 
your customers and reap the benefits of 
this lucrative business. Order from your 
jobber! 


JOBBERS Order now— 


Uital Products Tg. Cs. 


7500 Quincy Avenue Cleveland 4, O. 























a 


: " SUPERIOR ] arn 
= MARKERS ff 





LUMBER 
CRAYONS 


FOR DRY OR 
GREEN 
LUMBER 


Bright, Weather- — 
proof marks. Fa- 
vorites in camps, 
yards and mills. 









A morker for 
every purpose 
every surface. 






Send for complete 
catalog OL 
« FAITHFUL line. 
Dept. HA-28 


; 7 if 
MERICAN CRAYON company ‘if 





ee eee 
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= VALUE POLICY 
= PILES UP 
ay SALES GAINS 
FOR 
DEALERS 





THOUSANDS SOLD 
AT $43.75 





*s 





JOIN PEEL SS IN 
pM ¢ ‘ql ‘ 
@ Partnership for Profit 


ieeeenis q 
PEERS E 

LOOK TO PEERLESS FOR | 
a Complete Line 


of Quality Water Systems 






| @ Motor performance and features equal drills 
| selling for as much as $58. 
| 
| 


@ Light, strong aluminum die cast frame. 
@ Jacobs 33-B Chuck. 
@ 2-pole heavy duty switch. 


@ Toughest alloy steel helical cut gears for 
quiet, smooth operation. 





@ Perpetually Guaranteed. 


Satisfy a/] your customer requirements for water systems from the com- 
plete Peerless line for '49. You can offer all types, sizes, capacities, lifts, 


Cummins’ new plant and new high production 
equipment make it possible to build BETTER 


and pressures at the price your customer wants to pay. Each Peerless tools at BETTER prices! Order from your 
system is easy to understand, install, operate and maintain. Included Jobber—get goin’ on Cusnsmniee’ quick turnover 
in the Peerless line are deep and shallow jets, the unique shallow well and customer satisfaction! . . . CUMMINS 
Peerless Water King, the compact shallow well Model H units and PORTABLE TOOLS, 4740 No. Ravenswood 


deep well reciprocating pumps. Sell Peerless and you profit from a Ave., Chicago 40, Ill. 
nationally-known buy-word in pumps and water systems that means ba : 
quality to your customers. Write for full details of the Peerless part- | 
nership for profit today. 


FOOD MACHINERY AND CHEMICAL CORPORATION 
Los Angees 31, California Indianapolis, Indiana 
District Offices: New York 5, 37 Wall Street; Chicago 40, 4554 North 
Broadway; Atlanta Office: Rutland Building, Decatur, Georgia; Omaha, 
Nebraska, 4330 Leavenworth Street; Dallas 1, Texas; Fresno, California; 
Los Angeles 31, California 
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WHAT'S NEW Unde 


Press. 





BS 





{qua 
Screen Door, Window ae 


Grille Guard to wate 


. . availab 
Air Control Products, Inc., Coopers- as 


ville, Mich., introduces the Leigh ad- 
justable grille guard for screen doors 
and windows. Made from custom 


ing sp 














wrought iron, it adjusts to fit all popu- 
lar sizes of screen doors and windows 


—from 16 to 33 in. Height varies with Replay 


INSECT 









width adjustment. Made of heavy large Hs 

| round edge bar stock, %4 in. by 13 gage. pipe. | 

WIRE | Riveted construciton, finished in baked through 
| aluminum enamel. Packed in_ indi- a relay 


each wi 


| vidual shipping containers. Installa- 
; . : , relay d 
tion screens included. Grille guard is a 
. . . outie i 
said not to interfere with screens or i oe 
age 1en in 
raising lower sash. 








There is no screening like wire screening for dependable service in window, | peats 1 
door, and porch screens. Sell Cortland Brand wire screening and you havea if $1.49 
consumer accepted product based on 75 years of experience under all condi- Hydraulic Door Control for sma 
tions. Sell Cortland Brand for a profitable line of steel and bronze insect wire —e circle o 
screening made to full U. S. Bureau of Standards specifications Fhe Cambridge Mis. Ce. 107 UB aie. 
g bent P ‘ erty St., New York City 6, offers a 
Cortland Brand brings you a wire screening for every customer — packaged hydraulic door closer that is light in Kordi 
right and priced right; in standardized 18 x 14 mesh; 100-foot linear rolls; weight and compact. Makers claim oral 
24” to 48” widths — that due to its design, Miis door con- Cloth 
trol, which may be used on both left 
Kordi 
CORTLAND GRAY WICK: ws Kort 
Popular all-purpose wire screening. Doubly protected against corro- line in 
sion by eléctro-zinc galvanizing and pigmented-varnish enameling. ing it 
“Glare-proofed” finish. into ha 
. nected 
CORTLAND ALUMINUM: Made from Alclad aluminum wire - K 
that cannot rust or stain. A strong lightweight wire screening. Shclens 











CORTLAND BRONZE: 
Corlland A special alloy wire that is rustless and not affected by salt air, acids, 
we or gases. Bright or antique (dark) finish. 


i f 
el 





Join the dealers who know the advantage of selling proven brand merchandise 
— time tested since 1873. 


Wire - Poultry Netting - Nails - Hardware Cloth 


and right hand doors, is leakproof. Re- 
quires no maintenance as there are non, Ob 
BRAND no adjustments to get out of order. In- for use, 


stallation is accomplished quickly with receive | 


WICKWIRE BROTHERS, INC., Cortland, N.Y. a ecrew driver. colors. 


228 HARDWARE AGE, MAY 5, 1949 HARD\ 














a 
Vv 


» Coopers- 
Leigh ad- 
‘een doors 
n custom 


all popu- 
windows 
aries with 
of heavy 
y 13 gage. 
in baked 
in indi- 
Installa- 
guard is 
creens or 


rol 
117 Lib- 


offers a 
light in 
rs claim 
loor con- 


both left 





roof. Re- 
here are 
rder. In- 
kly with 


5, 1949 











Underground 
Pressure Sprinkler 


{qua-Spray Lawn Sprinkler Co., 439 
E. Fort St., Detroit 26, Mich., offers 
an underground sprinkling system said 


to water any size or shape lawn with 
available water capacity. Self-drain- 
ing sprinkler heads prevent freezing. 





Replay valve feature said to permit 
large surface watering from small size 
pipe. Uniform small size piping used 
throughout system. Water flows through 
a relay valve which has eight outlets, 
each with four sprinkling heads. Bronze 
relay device sends water through one 
outlet at a time for about a minute 
then indexes to next outlet. Cycle re- 
peats until turned off. Junior unit, 
$1.49 each waters a 13 ft. dia. circle, 
for small lawns; large head covers a 
circle of 45 ft. dia. Heads are adjust- 
able. 


Kordite Plastic 
Clothesline Package 


Kordite Corp., Victor, N. Y., offers 
its Kordite plastic impregnated clothes- 
line in a new package instead of sell- 
ing it in continuous lengths formed 
into hanks, each of which was con- 
nected to its neighbor on the other 
side. Kordite is packed in a bag made 
of printed cellophane, designed by 
Shellmar Products Corp., Mount Ver- 





non, Ohio. Brand identity, instructions 
for use, and detailed advertising copy 
Teceive emphasis on a band of combined 
colors, 
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= WITT Can design and fabrication 


go so much sound planning, quality work- 
manship and careful inspection that the 
term ‘“‘can’’ just doesn’t cover the matter 
adequately. 


For example: between the well- fitting sturdy 
cover and the heavy gauge, rigid bottom— 
extend the straight sides that make WITT 
Cans famous for longer life. These sides are 
formed, not crimped, into deep, rolling cor- 
rugations (strongest known) and then ar- 
mored with structural bands, top and bot- 
tom. After pinch proof handles are added, 
the entire Can is hot-dip galvanized... 
bathed in purest rust-resisting zinc. 


The result . . . a Can guaranteed to outlast 
ordinary Cans 3 to 5 times. . . a Can that’s 
more satisfactory and profitable to sell be- 
cause owners find it the best to buy! 


Y ans 


Ms alm 


0 
engineering project / 


Ser ee ? 


Greater Resistance to 














on 





ng all “a 


oe RP i CR Re SO OS te. 





yk ee a He 








WITT CANS — 
ave te Might angle 
STRAIGHT SIDES Pro- 


vide Rugged Strength... 


Rough Handling . 
Longer Wear! 





THE WITT CORNICE COMPANY 


CINCINNATI 14, OHIO 
“Originators of the Corrugated Cas” 
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on your 
CUSTOMERS 









it pays to sell 


PLICOTE 


FINISHES 






The Screwdriver: 
with the easy 
opening screw 

holding clip 







under the 
Prorecteo Prorit Plan 








Plicote’s 4-point ‘*Protected Profit Plan’’ is a 
sure-fire money maker for Plicote dealers. Match 
this against any dealer plan you've ever heard: 


1. Extra large profits 


2. Only one Plicote dealer » . 
per community. 
3. No company stores 
4. No company direct sales 
All this, plus a high-quality line of home 
finishes backed by national advertising and in- 
tensive sales promotion, making large and con- 
sistent profits for Plicote dealers. 
FG COUNTER DISPLAY The 
P | Attractive Parker “Snap-In’ Counter the 
It Pays to Sell Plicote! Display. Holds one Screw Driver of 
Get full details of the Plicote ‘*Pro- _— ~ Easy to = up = y _ _ 
1s 
tected Profit Plan’’ at once. Fill out | ee On ane ee to 
the coupon and mail it today. | — 2 each F-2!/2 4 each F-5 fie 
“ <u y 4 each F-4 2 each F-7 
S< y 1 each “Snap-In” Counter Display 


Once your customer operates the exclusive, easy 
opening, screw holding clip on a Parker Falcon Grip 
Screwdriver, and grips the semi-square Parkaloid handle 
with concave sides and smooth corners — right then and 
there you've made a loyal friend. Greater leverage, few- 


PLICOTE, Inc. 
| 
| 
| 
| | er slips of the hand and a driver that won’t roll on flat 
| 
| 
| 
! 
| 
' 


225 Galveston Ave., Pittsburgh 30, Pa. 


Name : = 


surfaces are long sought features of this Parker small tool. 


Fy! Parker 


225 Galveston Avenue, Pittsburgh 30, Pa. PA R K fF * M A N U FA ( T U ¥ | N G C0. 


WORCESTER 1, MASS., U. S. A 


Firm—— ainsi stedeniitdlaniiaeataiil Siiasinilaiiibesedansaaali 
| 


Address 








- 
| 
| 
| 
| Please send me full details of Plicote’s Protected Profit Plan.” 
| 
| 
| 
| 
| 
| 
| 
| 


City - 





LM 





PLICOTE, Inc. 
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WHEELBARROWS 


gre CARTS §=— RAG SeRapep, 


law 
MORTAR TUBS 
MORTAR MIXING BOXES 


concr 


saLAMANDERS 











MAINTAINS YOUR 


VOLUME - PROFIT 
LEADERSHIP 





The wise dealer learned long ago that it's not 
the first sale that counts. It's repeat sales that 
make a business profitable. And when you want 
to be sure that YOUR customers will be satis- 
fied—JACKMANCO products lead the way. 









Superior 
Products 
Since 1876 


* 





JACKSON MANUFACTURING CO. 


HARRISBURG += PENNSYLVANIA 
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Amazing, New 













Win imp 


Flo wer ‘Spra y 


Lawn Sprinkler 


NOW 











Nationally “4 
Advertised =< 
RNR or, 


BIG SPRAIN 


SPRING and SUMMER 
CAMPAIGN to appear in 


BETTER HOMES & GARDENS e SUNSET 
@ PATHFINDER e AMERICAN HOME e 
HOUSE BEAUTIFUL e HOLLAND'S e 
HOUSE & GARDEN e 
THE FLOWER GROWER 





++. Over ten million messages every month 
to help you sell SPRAIN—the flower spray 


and lawn sprinkler every garden fan has Attractive, 
been dreaming about! 

Compact 
Contact your SPRAIN Jobber! Counter 
Here’s the hottest garden equipment deal Display ! 
for '49! SPRAIN has been or will be fea- pe 


tured editorially in Chicago Tribune, House 
& Garden, Better Homes & Gardens, New 
York Times and other leading publica- 
tions. Gets enthusiastic comments wher- 
ever demonstrated. Cash in on the interest 
SPRAIN will stir in your community. If 
your SPRAIN jobber hasn’t called on you, 
write for his name! 


most of every 
inch of your 
counter space! 


sprays. Order 
Spring and 
Summer needs 
from your job- 
ber now. 











And what performance! 


SPRAIN adjusts to a fine mist for correct spraying. of flower 
gardens. No heavy streams to break down stems or knock off 
petals. Another twist of the cap and your customers can give 
thirstiest lawns a heavy, thorough soaking. SPRAIN has no 
moving parts ... chrome plated . . . only 714 inches long... 
fits any standard — hose . . . a quick seller at $2.95. 


"HAIN; 
; IN 6560 WEST DIVERSEY AVENUE 


seb CHICAGO 35, ILLINOIS 


RAIN, FOG OR MIST... 
AT A MERE TWIST OF THE WRIST! 
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Masback Disposing of Both 


Retail Stores 


Experimental -Testing Units 


H. E. Masback, president and 
general manager, Masback, Inc., 
New York City, hardware whole- 
salers, announces that the com- 
pany’s two retail hardware stores 
are being sold. These are located 
at White Plains and Bayside, 
N. Y., and were originally in- 
tended to serve as experimental 
or testing laboratories which the 
company believed would be help- 
ful to its retail hardware dealer 
customers, as a guide for con- 


Intended As 


sumer reaction to display and | 
merchandising ideas, also pro- | 
viding help on store arrangement 
problems. 


Mr. Masback advises, at press | 





time, that one store has already | 
that the 
store is in the process of being 


been sold and secon: | 


sold. In both cases, he says, the 





new owners are privat2 operators 
independent of the Mashback or- 


ganization. 








ELECT B. F. CONNER 
PRESIDENT COLT’S MFG. 

At a meeting of the 
board of directors, B. Franklin 
Conner, formerly executive vice- 


recent 


president of Colt’s Mfg. Co., 
Hartford, Conn., was elected 


president to succeed Graham H. 
Anthony who was made chairman 
of the board. Richard S. Havourd 
was appointed vice-president and 
secretary. He was previously sec- 
retary of the company. Mr. Con- 
ner joined Colt’s in 1925, after 
serving as president of Conner & 
Latin, Newark, N. J., whose plas- 
tics products business was ac- 








B. F. CONNER 
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| Towne; F. Carroll Taylor, senior 


| president in 


|of Yale & Towne. 


quired by Colt’s in that year. In 
1946 he was appointed executive 
vice-president. 


| Cyclone’s home office at Wauke- 


YALE & TOWNE REELECTS 
OFFICERS; DIRECTORS 


At the 8lst annual meeting of 
the stockholders of The Yale & 
Mfg. Co., Stamford, 
Conn., held April 15, in the 
Towne Service Building, the 11 
directors of the company were 
re-elected for another yea~ 

The re-elected directors are? 
Joseph A. Horne, chairman of 
the board of directors of Yale & 
Towne; Robert Struthers, part- 
ner, Wood, Struthers & Co.; 
Gabriel S. Brown, chairman of 
the board, Alpha Portland Ce- 
ment Co.; Herbert G. Welling- 
ton, senior partner, Wellington & 
Co.; Fred Dunning, executive | 
vice-president, secretary and 
treasurer of Yale & Towne; Wil- | 
liam H. Mitchell, president, 
Mitchell Steel Co.; S. Bayard 
Colgate, chairman of the board, 
Colgate-Palmolive-Peet Co.; Cal- 
vert Carey, president of Yale & 


Tow ne 


| partner in the law firm’ of 
Porter & Taylor; Eugene W. 
Stetson, ef, vice-president, 
Chemical Bank & Trust Co.; 


and Gilbert W. Chapman, vice- 
charge of finance 


| G. Schwenk, 


The directors re-elected the 
following officers: Joseph A. 


Horne, chairman of the board; 
Calvert Carey, president; Fred 


Dunning, executive vice-presi- 
dent, secretary and _ treasurer; 


Gilbert W. Chapman, vice-presi- 
dent in charge of finance; Otto 
vice-president in 
charge of production; and Hugh 
J. Mathews, assistant secretary. 





CYCLONE FENCE HAS 
NEW SOUTHEAST DIST. 
SALES MANAGER 

Cyclone Fence Division 
(American Steel & Wire Co.) 

as announced the promotion of 
Frank E. Kyndberg to the posi- | 
tion of Southeastern District | 
Sales Manager, with headquar- 
ters at Savannah, Georgia. 

Mr. Kyndberg started his em- 
ployment with the Cyclone 
Fence sales organization in Jan- 
uary, 1925, at. Milwaukee, Wis. 
In 1928 he transferred to 





| 
was | 


gan, Illinois, handling sales in 





J. L. OGDEN MANAGES 
ALUMINUM COOKING 
CHICAGO SALES OFFICE 
5. ic Ogden has succeeded 


B. E. Hiles as manager of the 
Chicago Sales Office of The Alu- 





J. L. OGDEN 


minum Cooking Utensil Co. at 
1248 LaSalle-Wacker Bldg., it 
has been announced. Mr. Hiles 
has been transferred to the firm’s 
Home Office at New Kensington, 
Pa. Mr. Ogden goes there from 
Pittsburgh where he was mana- 
ger of the utensil 
office in that city. 


company § 


CONCO ENGINEERING 
BUYS CO-Z-AIR ELECTRIC 
RADIATOR RIGHTS 


Morton Gregory Corp. has sold 
the American manufacturing 
and sales rights to the CO-Z-AIR 
portable electric radiator to the 


| Conco Engineering Works, Men- 


F. E. KYNDBERG 


northern Illinois. On 
ber 1, 1937, he was transferred 
to the Chicago territory, where 
he has continued to function un- 
til his present promotion. 

As Southeastern district sales 
manager, Mr. Kyndberg will 
direct sales of all Cyclone prod- 
ucts in the states of North and 
South Carolina, Georgia, Florida, 
Alabama and southeastern Ten- 
nessee. 


Septem- | 


dota, II). 


George E. Gregory, vice-prest- 
5 evry) 


| dent and general manager of 
| Morton Gregory, who made the 
announcement, said that the 
rapidly expanding volume of 


| business and range of activities 
g 


in the Nelson Stud Welding Di- 
vision of Morton Gregory have 
made it impossible to carry out 
the original intention of housing 
the CO-Z-AIR heater completely 


at the company’s Lorain plant. 
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The appointment of A. R. 
Heck as merchandise manager 
of plumbing and heating distri- 
bution, a new channel of distri- 
bution for water heaters, water 
coolers and Waste-Away garbage 
disposers, has been announced 
by T. J. Newcomb, sales man- 
ager of the Westinghouse Elec- 
tric Appliance Division. 

Mr. Heck was merchandise 
manager of the household refrig- 
eration department before taking 
over his new responsibilities, a 
position he had held since 1943. 
Mr. Heck joined Westinghouse 
in 1936, was transferred to the 
Westinghouse Electric Supply 
Company’s Cleveland, Ohio, of- 
fice in 1940 and returned to the 
Mansfield headquarter’s office in 
1943. 


In his new post, Mr. Heck 
will be in charge of supple- 


mental distribution in the plumb- 
ing and heating industry of 


Westinghouse’s New Channel of Plumbing 
And Heating Distribution Headed By Heck 


Owens-Corning’s branch offices 
and sales divisions on the dis- 


tribution of Fiberglas products 


| into industrial, building, and re- 
| lated fields. 


Westinghouse products. Mr. | 
Newcomb reported that a na- 
tional franchise agreement for 


these products has been nego- 
tiated with the American Radi- 
ator & Standard Sanitary Corp., 
and that Westinghouse is now 
in the process of franchising the 
organization’s various branches 
throughout the country. 
Westinghouse is also seeking 
qualified plumbing and heating 


distributors in areas not now 
served by American Radiator 
and Standard Sanitary, Mr. 


Newcomb said. 

Westinghouse plans to add its 
dishwasher to the products to 
be distributed through American 
Radiator & Standard Sanitary 
and other distributors who may 
be added under this new pro- 
gram, as well as any future prod- 
ucts the division may add to its 
present full line that might flow 
through this type of distributor. 








UNION STEEL APPOINTS 
HDWE. DEPT. MANAGER 


Union Steel Products Co., 
Albion, Mich., has announced 
the appointment of Charles Clark 
as manager of the hardware de- 
partment. He will replace B. W. 
Chesebrough who has resigned 
to make his home in California. 





CHARLES CLARK 








After a year with Union Steel 
Mr. Clark was promoted to his 
present position. As manager 
of the hardware department he 
will handle the Union Steel line 
of “Zipper Top” and “Fold-Flat” 
Rubbish Burners, the Hi-Lo 
Picnic Stove and the clothes 
dryer line. 

PAT SMITH, SPECIAL 

ASS’T TO FIBERGLAS 

GENERAL SALES MGR. 


The appointment of E. W. Pat 
Smith as special assistant to the 
general sales manager of Owens- 
Corning Fiberglas Corp., Toledo, 
Ohio, has been announced. 

Until recently Mr. Smith was 
vice-president for sales of Philip 
Carey Mfg. Co. Previously he 
served in various sales capacities 
with the Johns-Manville Corp. 
and Certain-teed Products Corp. 

Mr. Smith is president of the 
Asbestos-Cement Products Asso- 
ciation, and past chairman of the 
board of governors of the As- 








phalt Roofing Industry Bureau. | 





Mr. Smith will work with 
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BUTTERFIELD RESIGNS AS 
VICE-PRES. SALES MGR. 
BUCKEYE ALUMINUM CO. 
H. Ward sutterfield, 


president and sales manager of 


vice- 


AMERICAN TACK OPENS The Buckeye Aluminum Co., 


SUFFERN, N. Y., PLANT 

The American Tack 
cently announced the opening of 
its new factory located in Suf- 
fern, New York. Situated about 
30 miles from New York City, 
this new, modern plant is now 
in production to meet the con- 
stantly 
company. It was also announced 
that the company has moved 
its New York showrooms to 
the Flatiron Building, 175 Fifth 
Avenue, New York City. 


( ‘0., re- 


KUEHLTHAU HEADS 
PACIFIC N.W. AREA 
FOR COOLERATOR 


Alex Kuehlthau has been ap- 
pointed Coolerator district man- 
ager for the Pacific Northwest 
territory, it was announced 
cently by the Coolerator 
Duluth, Minn. 

Recently associated with the 
Northwest Appliance Distribu- 
tors, Inc., as Seattle sales mana- 
ger, Mr. Kuehlthau was also 
Pacific coast manager for Elec- 
tromaster, Inc., for several years. 

He will direct the of 
Coolerator electric ranges, re- 
frigerators, and freezers in 
Washington, Oregon, Idaho, 
Utah, Wyoming, and Montana. 


re- 
CA. 


sales 





ALEX KUEHLTHAU 


expanding needs of the | 


| 
} 
| 
| 
| 
1 
| 
| 
| 
| 








WARD BUTTERFIELD 


Wooster, Ohio, has recently an- 
resignation from 
the company. He joined Buck- 
in 1945 having previously 
been with The National Enamel- 
ing & Stamping Co., where he 
of the pre- 
and the de 
chain store 


nounced his 


eye 


had been manager 
mium department 
partment handling 
and mail order sales since 1937. 
Prior to that he had been with 
West Bend Aluminum. 

Mr. Butterfield has joined 
Norris Stamping & Mfg. Co., Los 


Angeles, Cal., as sales manager. 


L & H APPOINTS N. Y. 
NEW ENGLAND DIST. MGR. 
A. J. Lindemann & °Hoverson 


Co., Milwaukee, has announced 
the appointment of Don H. Mac- 


| Quarrie of Springfield, Mass., as 


district manager in New England 
and New York State for L&H 
Electric Ranges and Water Heat- 
ers, as well as the Kerogas line 
of of] ranges. 

Mr. MacQuarrie 
represented 


formerly 
Coolerator in the 


| New England area and, prior to 


Atlantic Sea- 


American Gas 


the 
for 


that, covered 
board States 
Machine Co. 
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THE POPULAR 
FAST-SELLING 


Bench Pipe Vise 
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RIBEAIB Pipe Vises have handy | 


pipe rests and benders, a real sales feature 


@ RiceID bench vises make work extra 
easy ... fast... efficient. Integral pipe , 
rests support pipe firmly. Handy built- 
in benders won’t mar or flatten pipe. 
LonGrip jaws of heat-treated tool-steel 
have bulldog grip but are easy on pol- 
ished pipe or tubing. 8 sizes for pipe to 
6." Riteaip bench, post, stand and 
Tristand vises, yoke and chain types 
give your customers more for their 
money. Their popularity means fast turn- 
over, greater profits for you. 


epee SOO 1 8 
THE RIDGE TOOL CO. ¢ ELYRIA, OHIO 


worRkK = ae 
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| manager of 


| will continue as 


| for the past 20 years. 


OKONITE APPOINTS 
VICE-PRESIDENTS 

Three 

The 


were 


new vice-presidents of 
Okonite Co., Passaic, N. J., 
appointed by the board of 
directors at their regular meet- 





ing. These vice-presidents are: 
| I. W. Borda, a resident of San} 
| Anselmo, California, who has 
| been with the company since 
| 1924, and who will continue as 
the Pacific Coast 
District; W. R. Van Steenburgh 
of Peekskill, N. Y., who joined 
the company in 1917, and who 
manager of the 
north-east sales district; and 
Stephen A. Wilson of Hacken- 
sack, N. J., who has been with 
the company since 1936, and 
who will continue in the capacity 
of secretary and general counsel. 


The company also announced 
the opening of a new office in 


Dallas, Texas, at 1505 Tower 
Petroleum Building, with Otis 
W. Herring as manager. Mr. 


com- 
will 


formerly in the 
sirmingham office, 
by Sam K. Dick, 
who has_ been 
representative 
The Dallas 
under the super- 
3irmingham dis- 


Herring, 
pany’s 
be assisted 
sales engineer, 
Okonite’s Texas 


will be 
the 


office 
vision of 
trict. 


GAROD ESTABLISHES 
TV PLANT IN CANADA 
Leonard Ashbach, 
Garod Electronics Corp., 70 
Washington St. Brooklyn 1, 


president, 





N. Y., announces the formation 


of a new company to be known 
as Garod Electronics, Ltd., of 


Canada, with a plant located in 
the Small Arms Building at 
Long Beach, Ontario, a suburb 


of Toronto, for the manufacture 
and distribution in the Dominion 


of Canada of the complete line 


|of radios and television receivers 


now manufactured by Garod jin 
New York. The entire will 
be sold in Canada under the 
Garod trademark. 

Garod Electronics, Ltd. will be 
a subsidiary of Brand & Millen, 
Ltd. and will be headed by the 
same officers that are now ex- 


istent in Brand & Millen. 


line 





RAY SELLENS PROMOTED 
BY REYNOLDS METALS 


Ray Sellens has been ap- 
pointed sales manager of resi- 
dential products in the building 
products division of the Rey- 
nolds Metals Co., Louisville, Ky. 

Mr. Sellens was first employed 
by Reynolds in 1947 as territory 
salesman in Texas, where he 
later served as special represen- 
tative. Prior to his transfer to 
the Louisville office, he was 
special representaive in the com- 
pany’s Eastern division. 

Before entering the aluminum 
industry, he was assistant general 
sales manager and sales mana- 
ger of the Western Division of 
the Ford Roofing Products Co., 
Chicago. From 1939 to 1942, 
he trained salesmen and directed 
sales activities for Bird & Son, 
Inc., Shreveport, La., Chicago, 
Walpole, Mass. 


Ill., and East 















Joe Godfrey, Jr., Presents Fishing Hall of Fame Medal to 
. H. M. Gephart: At the Sportsman’s Club of America banquet 
| 3 “i | held recently in the Hotel Stevens, Chicago, H. M. Gephart, 


| Gephart Mfg. Co., was given the Fishing Hall of Fame Medal 
of Honor by Joe Godfrey, Jr., secretary of the club. The Gep 
tubular steel rod was voted first in performance and product 


HARDWARE AGE, 


| quality in a nation-wide poll taken by the club among Amer- 
| ica’s leading outdoor writers and 1,000 members. 


MAY 5, 1949 











H 


buyer an 
departme 
Memphi 
wholesale 
ored by tl 
Grand Ce 
Legion o} 
given onl 
personal 
above re] 


their Deh 


co 
CONSI 
MAKES 


A serie 
sales sta 
Works’ c 
vision we 
company 

Gerald 
New Engl 
sentative, 
politan Ne 
tative, 

Robert 
Indiana te 
tative, is 
representa 
sales, 

In other 
han and 
former m 
Eastern di 
Mackey’s 


_—__ 


_ 





Featuri 
mark, M. 
Los Ange 
introduce 
oe De an 

A Differ 
feature th 
Ported by 
Most of tl 
served by 


HARDWA 





to be known 
cs, Ltd. of 
it located in 
Building at 
0, a suburb 
manufacture 
he Dominion 
omplete line 
ion receivers 


xy Garod in 
ire line will 

under the 
Ltd. will be 


d & Millen, 
aded by the 
re now ex- 


lillen. 


ROMOTED 
METALS 


been ap- 
er of resi- 
he building 
f the Rey- 
uisville, Ky. 
st employed 
as territory 
where he 
al represen- 
transfer to 
e, he was 
in the com- 
on. 
> aluminum 
stant general 
sales mana- 
Division of 
roducts Co., 
9 to 1942, 
ind directed 
sird & Son, 


oe ol 
18 | 
+) 


yaad 
1435) 





tO ger 
iddtatioten) 





) Medal to 
a banquet 
. Gephart, 
.me Medal 
. The Gep 
d product 
ng Amer- 


Y 5, 1949 








E ; re ™ a4 territory, and Fred Sweet, Cen- 


tral district 
in the Ohio-Indiana 
Dudley Olcott, Jr., who recently 


manager of the Division’s eastern 
distributor sales, came with 
Corning in 1944 as New England 
States sales rperesentative. 

Mr. Keegan joined Corning in 
1933 as an office employee. 
Seven years later he was trans- 
ferred to the consumer products 
division in 1940 as a sales repre- 
sentative. In 1941 he was given 








HAROLD PAYNE 


buyer and manager of the tool 
department for Orgill Bros., 
Memphis, Tenn., hardware 
wholesalers, was recently hon- 
ored by the highest award of the 
Grand Council of DeMolay, the 
Legion of Honor. This award is 
given only to those whose daily 
personal and business life is 
above reproach, in addition to 
their DeMolay work. 


For the past three years Mr. 
Keegan was salesman in Ohio 
and Indiana. 

HOTPOINT WARRANTY 
ON WATER HEATERS 
CHANGED BY COMPANY 
A continuing survey by Hot- 
point, Inc., 5600 W. Taylor St., 
Chicago 44, IIl., as to consumer 











CORNING GLASS < 
per cent of those purchasing 


CONSUMER PRODUCTS iii: eselink Dichinal te ti 
MAKES SALES CHANGES |)" Saas 
last 12 months were influenced 


A series of changes in the; by the 10-year warranty plan. 
sales staff of Corning Glass | “Manufacturer’s reputation,” the 
Works’ consumer products di-| survey revealed, “influenced 50 
vision were announced by the) per cent of the consumer pur- 
company recently. chasers.” As a result of the sur- 

Gerald J. Mackey, former! vey «Stanley E. Wolkenheim, 
New England States sales repre-| manager of the water heater de- 
sentative, to the post of metro- 
politan New York sales represen- | 
tative. 

Robert Keegan, former Ohio- 
Indiana territory sales represen- 
lative, is now Chicago territory | 
representative for distributor 
sales, 10-year warranty to a standard 

In other changes Thomas Mee- | one-year warranty. 
han and James Risk, both! the new plan includes a liberal 
former missionary men in the} replacement program for tank 


heaters.” 


The $10 price reduction was 


Eastern district, will divide Mr. | failures over nine years on a 


Mackey’s New England States! sliding discount basis. 


Wl 


PROTOSSTOOLS| 


} 
LOS ANGELES 

















MADE 
IN U.S.A 


REG. U.S 
PAT. OFF 








SS 





Featuring the name “Proto” in a newly-designed trade- 
mark, M. B. Pendleton, president of the Plomb Tool Co., 
Los Angeles, Cal., has announced a promotion campaign to 
introduce this new trade mark to appear in 46 business | 
Papers and general consumer publications. The expression | 
A Different Name for Your Old Friends” is being used to | 
feature the Proto trade-mark. Proto dealers are to be sup- | 
Ported by a large and comprehensive selection of sales aids. 
Most of them are tailored to the specific types of customers | 
served by Proto distributors according to Mr. Pendleton. 
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missionary man, | 
will assume Mr. Keegan’s duties 
territory. 


joined the company, has been 


appointed missionary salesman | 
in the southern district. 
Mr. Mackey, who succeeds 


James B. Hardenbergh, now sales 


a military leave of absence and | 
returned to the company in 1945. 


| purchases, reveals that only five 


partment,” announced that “we | 
have altered our warranty plan | 
| in order to pass on to consumers | 
| savings of $10 on all our water | 


made possible by changing the | 


In addition, | 





AL FAST 
TURNOVER" 


Bicwir | 


KEY Kl 


FOR HEX SOCKET SCREWS 
























LEN WITH A 
TIDY PROFIT” 








A dozen 7-size hex-key assortments, enabling 
the buyer to fit any hex socket set screw from 
No. 8 to 4” or any socket head cap screw 
from No. 3 to 3". Displayed to catch the 
eye. Priced to sell on sight at 75 cents. 


Dealer’s price $6.03 complete as illustrated. 
List price $9.00. Dealer’s Profit $2.97. Buy from 
your Allen Hardware Jobber. For further details 
on this and other 
key and screw 
merchandisers, 
write directly to | 
the factory. 





. Connecticut, USA. 


NEW YORK, CLEVELAND. DETROIT, CHICAGO, LOS ANGELES 





235 














Bicycle Safety Promotion Kit Prepared 
For Nation-Wide Distribution 


A comprehensive program kit, 
containing publicity material 
for newspapers, radio and group 
talks for promoting bicycle safe- 
ty, has been prepared for nation- 
wide distribution by the Bicycle 
Institute of America, 1 East 57th 
St., New York City 22. 

The preparation of the pub- 
licity kit is in response to the 
demand of safety directors who 
supervised thousands of bicycle 
safety programs last year, ac- 
cording to John Auerbach, B.I.A. 
executive secretary. 

“They have prevailed upon us 
for this vital material so as to 
make their community programs 
more effective and more widely 
known,” Mr. Auerbach comment- 


ed. “We've given them a_ host 
of safety stories for the press, 


CARBORUNDUM MAKES 
DIST. SALES OFFICE 
PERSONNEL CHANGES 


The Carborundum Co., an- 
nounces the following changes 
in district sales office personnel: 
R. P. Colosi, presently office 
manager of the Buffalo district 
sales office, has been appointed 
office manager of the Cleveland 
district sales office to succeed 
H. P. Erbe, who is now office 
manager at Pittsburgh. 

H. E. Morrill, supervisor, 
branch inventories, has been 
promoted to the postion of of- 
fice manager of the Chicago dis- 
trict sales office to succeed R. J. 
Nemec. 

R. J. Nemec has been ap- 
pointed office manager of the 
St. Louis district sales office to 
succeed A. L. Fischer. Mr. 
Fischer will be assigned impor- 
tant duties with the St. Louis 
office organization. 


PERFECTO ENLARGES 
SALES FORCE 


Perfecto Products Co., 921 
East Pico Blvd., Los Angeles, 
has restaffed its sales organiza- 
tion. The following men and 
organizations have been ap- 
pointed to represent the Perfecto 
line of aluminum coffee makers: 
Mitchell & Morvay, New York 
City, for metropolitan New York; 
Harry J. Woolfson, Boston, for 
the New England states; Lester 
Beckman, Philadelphia, for east- 
ern Pennsylvania, Washington 
and Maryland; A. A. Johnson 
Co., Minneapolis, for Minnesota 
and North and South Dakota; 
Meierhoff Sales Co., Kansas City, 
for western Missouri and Kan- 
sas; Alvin Goldstein, St. Louis, 
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radio scripts, spot announce- 
ments, mats and speeches. 

“T have no doubt 
material will prove of great 
value to these thousands of edu- 
cators, police officials, civic and 
community leaders and bicycle 
retailers who daily strive to im- 
press riders with the extra plea- 
sures resulting from safe bi- 
cycling,” he said. 

The publicity kit, which was 
prepared by the B.LA.’s Bicycle 
Information Bureau, contains nu- 
merous releases, mats and other 
material for newspapers; back- 
ground data on the history, sta- 
tistics and safety measures of 
bicycling; two radio scripts; 
film information and a_ bibliog- 
raphy of bicycle source ma- 
terial. 


for eastern Missouri and south- 
ern Illinois. 

William Croney, Chicago, for 
northern Illinois and Wisconsin; 


Hugo Strauss, Detroit, for Mich- 
igan; J. G. Lowitt, Cleveland, 


for northern Ohio and western 
Pennsylvania; J. W. Michael, 
Marietta, Ga., for the southeast- 
ern states; H. Schultze and 
Associates, Louisville, for Ken- 
tucky, Tennessee, and southern 
Indiana; McDonald & Shaw, of 
Dallas and New Orleans, for 
Louisiana, Mississipi, Texas, 
Oklahoma, and 
Burt Klein, former sales man- 
ager of Finders Co., to cover 
southern California and Arizona. 
Several additional appointments 
will shortly be announced. 





CHICAGO SALESMEN 
HONOR PAST PRESIDENTS 


The Chicago Paint Salesmen’s 
Club honored their past pyesi- 
dents at its dinner meeting of 
April 28, 1949, at the Furniture 
Club, 666 Lake Shore Drive, 
Chicago. 


that this | 


Arkansas; and 


“Production versus Marketing 


Approach to Sales” was the title 
of the main talk by Dr. George 
H. Brown, professor of marketing 


at the University of Chicago. 
The Paint Salesmen took an 


active part in alerting the co- 
operation of the Trade in con- 
nection with Chicago’s Clean- 
up, Paint-up, Fix-up Campaign. 

Elmer Dreckman, _ regional 
vice-president of the National 
Paint Salesmen’s Association, an- 
nounced a preconvention meet- 


ing to be held in Chicago on 
May 20, 1949, which will be 


attended by officers or delegates 
from all the other clubs in the 
association. Place and time will 
be announced later. 























Is jour plant suffering 
Srom a 


dietribotion bottleneck? 


If you want action-producing distribu- 
tion on your builders’ hardware or 
tool line, we can give it to you. We can 
warehouse it, advertise it, sell it! 


Our organization has a record of suc- 
cessful distribution through established 
jobbers, contract hardware dealers, hard- 
ware retailers and chain lumber yards. 
Our 25 salesmen cover every major mar- 
ket in every state in the U.S. every month. 


Kwikset Locks are an example of what 
we can do—and what we have done for 
other lines also. We became national 
distributors for these locks three years 
ago when they were first being introduced. 
Today there are more than 4,000,000 
in use, and Kwikset is producing at a 
higher rate than ever before in a new, 
expanded plant. 


We can do this for your product! 


If you have a builders’ hardware or tool 
item that needs this kind of helpful distri- 
bution, drop us a line on your letterhead. 


_ 6€Tko 





INDUSTRIES 4 


1107 East Eighth Street, Los Angeles 21, California 
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“We saved time, money and installation 







. ¢. headaches on the Richland atomic-energy 
we. 3! housing project with KWIKSET LOCKSETS” 


/ ...says JOHN L. HUDSON, president of John L. 
Hudson Company, Portland, Ore., builders 

of the 450-unit Richland housing project 

shown below. 












400-A, 
5-pin 
tumbler 
entry 
locking set 
for exterior 
doors. 
Handle can 
be ordered 
separately, 
Deadlatch 
optional, 

















NEW = 
KWIKSET 






JIG 
Zonaes ses saicmae eee GOOD HARDWARE MARKS GOOD CONSTRUCTION 


Saves time and money. Write for 
details. 


«+e IN ONE HOME OR A THOUSAND 








Front door hardware can give a good or a poor impression 
of the construction that’s gone into a house. And handsome, 
lustrous Kwikset locksets give a good impression. — 

Yet builders save up to 20% on hardware costs with Kwikset 
because of low first cost and fast, easy two-hole installation. 
Kwikset locksets are sturdy, too. All parts are of brass 
stampings or pressure-cast from high-test Zamak No. 5. 
Each lockset is unconditionally guaranteed against defects 
in materials or workmanship. Over 4 million in use. Avail- 

able for all standard installations and in finishes of satin or 


LOCKSETS ef polished chrome, brass or bronze. 


Manufactured by KWIKSET LOCKS, INC., Anaheim, California 







a 








Distributed by Please send me complete information on Kwikset locksets and name of my 
PETKO INDUSTRIES, INC. a oo distributors are still available in goin 
1107 East Eighth Street 
Los Angeles, California Name - Company 
Street & No a 
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GASSAWAY REPRESENTS | 

HAMILTON BEACH 
William B. 
named 
by 


Gassaway has 
regional represen- 
Hamilton Beach Co., 


been 
tative 





WM. B. GASSAWAY 
Division Scovill Mfg. Co., Ra- 
cine, Wis., for the states of 


Louisiana, Mississippi, Arkansas, 
parts of Kentucky 
and Missouri. 

Mr. Gassaway’s 
are in Memphis. 


Tennessee, 


headquarters 


FAIRGATE MOVES TO 
LARGER PLANT 


The Fairgate Co. has recently 


moved to a new and_ larger 
plant at 177 Pacific Street, 
Brooklyn, N. Y. 

The enlarged facilities will 
enable this organization to in- 


crease its production and add 


new numbers to its line. 





COLUMBIANA PUMP 
NAMES DISTRICT 
SALES AGENTS 

The Columbiana 

Columbiana, Ohio, 


the appointment of Earl R. 
Waddell & Sons, Fort Worth, 


Pump Co., 


announced 





Texas, as district representatives | 
for the states of Texas, Arizona, | 
New Mexico, and Oklahoma. 

Earl R. Waddell, Sr., Route 1, 
Arlington, Texas, will handle | 
the Arizona area. Gordon R. 
Waddell, Route 1, Arlington, 
Texas, will cover West Texas 
and New Mexico. Earl R. Wad- 
dell, Jr., 2924 Milam, Fort | 
Worth, Texas, will the | 
South Texas area, and Lloyd S. | 
Waddell, 2513 Forest, Fort | 
Worth, Texas, will have the | 
North Texas and Oklahoma ter- | 
ritories. | 

Also appointed were H. H. 
Jarrett & Associates as district | 
representatives in the Atlanta, | 
Georgia, area. With offices at | 


cover 
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223 Peachtree Street, N. E., 
Atlanta, H. H. Jarrett and H. K. 
Price will cover Georgia, 
Florida, and Tennessee, except 
for Memphis and Jackson. 

L. B. Powers, 2396 Fairway 
Drive, Winston-Salem, N. C., will 
handle South Carolina, Virginia, 
and North Carolina. 

H. G. Beall, P. O. Box 1386, 
Birmingham, Alabama, will cover 
Alabama, Mississippi, Louisiana, 
Arkansas, and Memphis and 
Jackson, Tennessee. 


CHICOPEE LUMITE DIV. 
APPOINTS SALESMEN 


Three additions to the screen 
staff and one transfer have been 
made by the Lumite Division of 
the Chicopee Mfg. Corp., New 
York City. 

Edward C. Edwards will rep- 
resent the Lumite plastic screen 
sales in New York and Pennsyl- 
vania. He was formerly with 
Glore Forgan & Co., New York 
City, and Texas Oil Co., New 
York City. 

Drew N. Martin is the screen 
representative in North Caro- 
lina, Virginia, West Virginia, 
Maryland, Washington, D. C. 
and part of Tennessee. Previ- 
ously he spent two years as sales 
engineer for Parker Appliance 
Co.; and two years with Sales 
Engineering Service, Inc., both 
in Cleveland, Ohio. 

Roy W. Smith is appointed to 
the screen sales territory in 
Florida and Georgia. Before 
joining the Lumite Division, he 
was associated with Eastern Air- 
lines in the Passenger Service 





More than 500 people attended the 
dise Show of the Northern Wholesale Hardware Co., held recently on two floors of 


Division in New Orleans, La., 
and Atlanta, Ga. 

William P. Middleleer has 
been transferred from the New 
York area to represent Lumite 
wholesale screen sales in Illincis, 





RE-ELECT E. V. SNYDER 
MATHEWS & BOUCHER 
HARDWARE PRESIDENT 


meeting of the board. Two new 
officers named were Peter Tettle- 
bach, chairman of the board, and 
Kenneth L. Smith, vice-presi- 
dent. Also re-elected to the 


der and Henry 








EARL SNYDER 


company’s building in Portland, Ore. é 
George Moorad, a well known foreign correspondent, was the speaker at the opening 


dinner event, speaking on the subject, “Russia From the Inside.” 


Iowa, Michigan and Wisconsin. | 
He joined the company in 1948. | 


Earl V. Snyder was recently | 
re-elected president of Mathews | 
& Boucher Hardware Co., whole- | 
salers, Rochester, N. Y., at a | 


board were: Howard Q. Wallace, | 
Albert Holweded, Mrs. Earl Sny- 
C. Yatzy of | 





| KENNETH SMITH 


Rochester and Thomas F, Jor. 
don of Buffalo. 
Mr. Snyder 


has served as 
the 84-year-old company in 194 
Mr. Tettlebach has been on the 
board since 1946 and also serves 


on the board of three other 
Rochester manufacturers. Mr. 
Smith joined the organization 


in 1948, having previously been 
with Mauch Chunk National 
Bank, Pennsylvania. 


R. J. WEBER MADE 
TWIX TOOLS AGENT 

Twix Mfg. Co., 49-09 
Twenty-First St., Long Island 
City 1, N. Y., has announced the 
appointment of Robert J. Weber. 
1206 W. 73rd St., Clevelana, 
Ohio, as exclusive representative 
for Twix Tools in Ohio, Indiana 
| and Michigan. 


| 


Inc., 








27th Annual Dealers Convention and engine 3 
the 


A dealers’ forum was 


the feature of the next day's program, with a large percentage of dealers attending: 
Sound and color movies were shown intermittently throughout the convention by the 
Wright & McGill Co., Westinghouse Electric Co. and the 
furnished a picture entitled, “Wire and its By-products.” 
reports that it was the most satisfactory merchandise show ever held by the company: 


Bethlehem Steel Corp. which 


Thomas L. Willis, president, 
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announces the new 


Magnelite 


TRADE MARE REG U.S PAT OFFICE 


wag 





MAGNESIUM 


ALLOY 


¢ ONE-THIRD LIGHTER in Weight Than 
Aluminum. 


e STRONG—Frame is Unbreakable. 
¢ Newest Type Vial Assembly. 


HERE IT IS! —the new Magnelite level of 
Extruded Magnesium Alloy — masterpiece of 
perfection — the most perfect level made! 
Lightest weight—easiest to handle—durable 
as they come—perfect accuracy! Completely 
dependable. Beautiful streamlined design. 
Skilled craftsmen say “That’s the level for me!” 


Newest type die-cast vial assembly — un- 
usually strong and rigid. Adjustable — easily 
replaceable. 


Materials and workmanship fully 
guaranteed. 6 sizes: 24”, 28”, 30”, 
42”, 48”, 72”. 


YOUR JOBBER 
CAN SUPPLY YOU 





Ask about new Introductory Deal 


weees on display 


including Free Display Stand. 
Se Your Jobber. 


\, SCHARF MANUFACTURING CO., Dept. A-5, Omaha, Nebr. 
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For Metal, Tile, Porcelain, Plaster 
For Home, Farm, Shop and Factory, 
Outdoors and Indoors 


Economy Plumber METAL MEND will 
be the hardware dealer's best 
friend, his universal prescription to 
meet customer's requests for some- 
thing tohandle that tough repair job. 


Everyone will use it for Every- 
thing where a metal-hard filler 
and adhesive can be used:— 


Leaky Pipes, 
Boilers & Tanks 

Loose Tile 

Metal Fixtures 


Cracks between 
Wall and Bath- 


Wall Cracks in 
Plaster or 
Wallboard 


Auto Dents, 


Cracks, Rust 
Spots 


tub or Sink Gutters and Rain 
Loose Bolts, Nuts, Spouts 

Screws Impervious to 
Cracked Toilet Water, Steam, 

Bowls Oil & Gasoline 


Lower Prices, Higher Profits, 
On 3 Popular Sizes 
(6 oz., 12 Ib., 3 Ib.) 






To The ECONOMY PLUMBER COMPANY 
39 Lispenard Street, New York 13, N. Y. 


Please send me without obligation A FREE SAMPLE CAN of METAL MEND; 
A METAL MEND Price List; A METAL MEND Selling Guide. 


Name (please print) 
Address City & Zone No. 


State 


Name of Jobber 
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Chicago Retailers Advised Not to Fear 
Expansion, ‘Ours is an Economy of 
Abandance, Not of Scarcity’ 


At a recent meeting of The 
Chicago Retail Hardware Asso- 
ciation, 1195 Merchandise Mart, 
Chicago 54, IIl., which was at- 
tended by 150 members, Wil- 
liam D. Saltiel, attorney at law, 
former city attorney of the city | 
of Chicago and former Special 
Assistant to the Attorney Gen- 
of 





eral the United States, was 
guest speaker. 
Mr. Saltiel emphasized the 


important role of trade associa- 
tions in the present day economy 
as the spokes- 
manship of these groups at a 
time of confusion and misunder- | 
He predicted that in 
the days ahead, prosperity would 


business needs 


standing. 


reach unprecedented heights, 
even though the movement in 
that direction would not be 
without its temporary setbacks. 
He said that business has less 
debt and more cash than ever 
before. The national income, 
Mr. Saltiel maintained, is as 


nothing compared with the possi- 
bilities where materials, 
new processes, and new markets 
are tapped. Twelve million new 
are needed and the ac- 
utensils and equip- 
ment of these houses provide a 
market which should open great 
fields. 

“Wherever unfair labor prac- 
tices, antiquated building codes 
stymie construction and wherever 
vested interests of any kind 
stand in the way of needed 
building, it is necessary to pro- 
ceed with organized _ effort. | 
Wherever products are held up | 
because certain interests prevent 
expansion of their plants, or- 


new 


homes 


cessories, 





ganized tradesmen must join the | 
consumer to right these obvious | 


be afraid of 
Ours is an economy 
of 
as a nation 
integrity and 
upon laws 

You cannot legislate prosperity.” 


wrongs. Let’s not 
expansion. 
of abundance 
Our 


pends 


scarcity. 


de- 


not 
character 

upon 
alone. 


dealing, not 


GAMA FORMS NEW 
FLOOR FURNACE UNIT 


Formation 
the Gas 
turers 
nounced 
Massey, assistant 


unit of 
Manufac- 


of a new 
\ ppliance 
Association 

recently 


was an- 
by Harold 
managing di- 
rector of group activities of the 
organization. It will known 
as the Floor Furnace Group and 
its first chairman will be Lee 
A. Brand, of Beleville, Ill, vice- 
president of the Empire Stove 
Co. 

Frank J. Nugent, of Cleveland, 
president of GAMA, appointed 
Mr. Brand after the new group 
had been activated at the an- 
nual meeting of the Association 


be 


held in Colorado Springs.  In- 
creasing interest in and_ the 


growing importance of gas oper- 
ated floor furnaces resulted in 
the formation of the new unit 
which brings the number of di- 
visions and groups in GAMA 
to 18, covering practically all 
phases of the industry. 

The Floor Furnace Division 
will operate in conjunction with 
GAMA’s Gas House Heating & 
Air Conditioning Equipment Di- 
vision of which Frank L. Meyer, 
president of the Meyer Furnace 
Co., Peoria, Ill, is chairman. 


fair | 








WALTER N. WILHELM 
TWO DIST. MANAGERS; 
FOUR NEW SALESMEN 

NAMED BY DOBECKMUN 


Two promotions and four new 
appointments its field staff 
were announced recently by The 


Company, at its 


in 


Dobeckmun 
first full-scale general sales meet- 
ing since the conclusion of the 


war. 
Promotions were those of 
Walter N. Wilhelm and B. F. 


Kinter. Mr. Wilhelm, formerly 
St. Paul-Minneapolis sales rep- 
resentative, has been promoted 
to sales manager of the Chicago 
District. He 
Lindsay, who has assumed man- 
agement of an independent com- 
enterprise. Mr. 
named district 
of the newly- 
Division, based 


succeeds T. C. 


munications 
Kinter has been 
manager 
created Central 
in St. Louis, Mo. 


sales 


Other appointments were those 
of Aubert W. Thornton, Robert 
A. Stump, W. C. Dougan and 
Harvey V. Lawson, as sales rep- 
resentatives of the St. Paul-Min- 
neapolis, Kansas City, Pitts- 








Rain-Beau Fishline Executives met with factory representatives. in the Hotel Copley 


Plaza, Boston, recently. 


Left to right front row are: Sherman L. 


oyd, Dallas; Stanley 


Philips, McCune-Merifield Co.; J. M. Keely, Miami; John B. Merfield, Seattle; J. K. Hughes, 
Evanston, and Harry C. Miller, New York City. Rear row, left to right: Leonard Berko- 
witz, Abram Berkowitz, R. G. Hare, P. L. Lambe, president and general manager, Roy 
Anderson, George Galvin, Frank Fregory, A. Stewart Rogers, vice-president and sales 


manager. 
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B. F. KINTER 


and Chicago — districts 
respectively. 

The sales meeting was held in 
Cleveland, with nearly one hun- 
dred sales and management per- 


sonnel attending. 


AMERICAN NICKELOID 

APPOINTS WEST COAST 

SALES REPRESENTATIVE 

American Nickeloid Co., Peru, 
Il!., has announced the recent 
appointment of George A. Spen- 


cer to head its Los Angeles 
sales office. As new west coast 


sales representative, Mr. Spencer 
will be located at 1323 Venice 
Blvd., Los Angeles 6, Cal. 

This manufacturer of 
plated metals celebrating _ its 
50th anniversary last 
American Nickeloid Company is 
widely represented through 16 
sales branches in this country 
and Canada. Home office and 
plant is located in Peru, Ill, 
with a considerable portion of 
the manufacturing carried on at 
the Walnutport, Pa., branch 
plant. 


pre- 


year, 


TAYLOR HEADS MARKET 
DEVELOPMENT FOR 
HOTPOINT, INC. 

Edward R. Taylor, merchan- 
dising manager, Hotpoint, Inc., 


| 5600 W. Taylor St., Chicago, has 


been named manager of market 
John E. Bogan 
fill the mer- 
Formerly the 
national sales consultant to the 
Mr. 


Bogan has recently headed mat- 


development. 
was appointed to 
chandising post. 


American Gas association, 


keting for a mid-west range 
manufacturer. 


In his new position, Mr. Tay- 
lor will broaden and_ enlarge 
programs related to key dealers. 


| Before he came to Hotpoint as 


merchandising manager in 1947, 
he headed similar functions for 
a Chicago radio manufacturef. 
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B. W. CHESEBROUGH 


CHESEBROUGH RESIGNS 
AS UNION STEEL HDWE. 
SALES DEPT. MGR. 

Mr. B. W. Chesebrough, man- 
ager of the hardware sales de- 
partment for Union Steel Prod- 
ucts Co., at Albion, Mich., has 


CAMFIELD NAMES DIST. 
MGR. FOR ATLANTIC 
STATES TERRITORY 


Camfield Mfg. Co., Grand 
Haven, Mich., has announced 
the recent appointment of R. H. 
Sutcliffe as district manager of 
the Atlantic states territory, 
which includes the states of 
Pennsylvania, Virginia, Delaware, 


District of Columba, Maryland | 


and New Jersey. 

Mr. Sutcliffe until recently has 
been associated with the Waring 
Products Corp. as national sales 
manager. 


in the Infantry Division of the U. 
S. Army, following which he 


was four years with Conron, Inc. | 





DETROIT-MICHIGAN 
STOVE MAKES SALES 
FORCE CHANGES 


V. L. Berger and C. C. Red- 
ding have been appointed dis- 
trict managers, Southwestern 
Division, by Detroit-Michigan 
Stove Co., and will work under 
the direction of John M. Storm, 


Jr., who has been made south- | 


western divisional sales manager. 
FE. R. Tillotson has been ap- 





resigned as of Feb. 18. Mr. | 
Chesebrough has been with | 
Union Steel Products for 24} 


years and has been closely as- 
sociated with the hardware trade 
during — that of time. 
While his plans are indefinite as 
yet, he expects to locate in South- 
ern California in the very near 
future. 


period 


BREITENBACH RESIGNS 

FROM HOT BOY, INC. 

C. F. Breitenbach has an- 
nounced his resignation as assis- 
tant the of The 
Coroaire Heater Corp., and as 
manager of Hot Boy, Inc. 


to president 











WILLIAM R. McKNIGHT 


whose appointment as sales rep- 
resentative covering North and 
South Carolina for Caloric 
Stove Corp., Philadelphia, Pa., 
was announced in the April 
21st issue. 
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DAVISSON JOINS SALES 
STAFF FOR PERFECTION 


Sterner A. Davisson has joined 





pointed district manager, south- 
eastern division, and will work 
under the direction of F. F. 


sales manager. 








the sales of Perfection Stove Ward Jacobson has been ap- 
Company’s Chicago District to| pointed district manager, cen- 
cover the Central Illinois ter-| tral division, and will work un- 
ritory. der the direction of Paul Inskeep, 

From 1943 to 1945 he served! central divisional sales manager. 











A group of New Britain, Conn., manufacturers gathered 
in Buffalo, N. Y., at the Hotél Buffalo at a luncheon to honor 
Loren C. Davenport, vice-president of Weed & Co., hard- 
ware wholesalers, Buffalo, upon the occasion of his 80th 
birthday. E. J. Williams, Corbin Screw Division, American 
Hardware, was toastmaster and he is shown above present- 
ing Mr. Davenport with two pieces of luggage on behalf of 
the group. Mr. Davenport has been with Weed for 49 years 
and in the hardware and mill supply field for 66 years. Those 
attending include: Weed & Co., Buffalo, Walter Weed, presi- 
dent; Ray Smith, assistant buyer; Jess Sellers, assistant sales 
manager of Industrials, Z. A. Latham, sales manager, whole- 
sale division, A. G. Neiderlander, assistant manager, whole- 
sale division; Wm. Luxford, manager builders hardware, 
contract department, Weed & Co., Rochester; R. 
Roberts, vice-president and manager, J. L. MacKenzie, buyer; 
Stanley Works, New Britain, George Merrill, sales manager; 
Frank Marvin, sales department; A. O. Gustafson, sales de- 
partment; Stanley Tools, New Britain, Robert Parsons, sales 
manager, Paul Seelye, sales; Corbin Screw Division, Emmet 
Harding, sales manager, E. J. Williams, sales; Corbin Cabi- 
net Lock Div., Philip Walther, sales manager, S. Hooghkirk, 
sales, P. & F. Corbin Div., Howard Parsons, sales manager, 
Morris McNish, sales; Landers Frary & Clark, Earl Van 
Buskirk, vice-president and sales manager; E. C. Neilson, 
sales manager, N. Y. office; Cedar Hill Formulae Co., Ruth 
B. Walther, president; The McKay Co., York, Pa., George 
Kohler, Utica Drop Forge & Tool Co., F. J. Stiefvater, sales. 


| Hamilton, southeastern divisional | 


| pany. 
| | industrial 


| dustrial sales manager. 


| division 


LYNN F. 


BARNETT 


CENTRAL PAINT MAKES 
LYNN BARNETT 
GEN. SALES MANAGER 


Lynn F. Barnett, sales man- 
ager of the Export and Indus- 
trial Finishes divisions of the 
Central Paint & Varnish Works, 
Inc., Brooklyn, N. Y., has been 
appointed general sales manager 
of all Mr. Barnett, 
who was elected a vice-president 
in 1946, has been with the com- 
pany during the past nine years. 

Victor Isaacs, vice-president, 
will concentrate on more inten- 
sive credit control and general 
internal supervision of the com- 
Lester Bernard, regional 
manager, has 
moved up to the position of in- 
Several 


divisions. 


sales 


new assistants in the trade sales 


will be appointed 


| shortly. 














HARRY STRUGNELL 


whose retirement from the post- 
tion of district manager of us 
San Francisco office was a 
nounced by Remington Arms 
Co., Bridgeport, Conn., in the 
April 21, 1949, issue of Hard- 
ware Age. 
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Every Paint Brush 
needs 
DIC-A-DOO 
Paint-Brush Bath... 


A new paint brush deserves good care— 
an old paint brush needs it! That’s why 
your customers come back again and 
again for Dic-A-Doo Paint Brush Bath. 
They depend on Dic-A-Doo to quickly 
clean even old paint-hardened brushes— 
make ail brushes last longer and turn 
out a better job. 


Stock up now for profitable business— 
and don’t forget to suggest Dic-A-Doo 
Paint Brush Bath with every new brush 
you sell! 






SELLS FASTER because... 


cy 


@ EASY TO USE—JUST MIX WITH 
WARM WATER 


@ GETS BRUSHES REALLY CLEAN— 
EVEN THE OLD ONES 


@ KEEPS BRUSHES SPRINGY—FULL 
OF LIFE 


@ NATIONALLY ADVERTISED TO YOUR 
BEST CUSTOMERS 


ORDER FROM 
YOUR JOBBER 


PATENT CEREALS COMPANY ~- GENEVA, N. Y. 
“ERS OF REX PRODUCTS **° DIC-A-DOO CLEANERS 
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THEME OF NESCO 
MEETING ‘KNOW 
YOUR PRODUCT’ 


“Know your product” was the 
theme of the recent meeting of 
sales representatives of the Stove 
Division, National Enameling & 
Stamping Company at NESCO’s 
Milwaukee plant. 

In keeping with this theme, 
suit coats were discarded in 
favor of work aprons as the men 
actually installed the various 
accessories that can be added 
0 the NESCO Pot Type Heaters. 

Other phases of the meeting 
were devoted to the introduc- 
tion to the men of a 10-in. ra- 
diant heater and a 13-in. console 
model as the newest members of 
the NESCO pot type fuel oil 
heater line, and a presentation 
of the 1949 advertising and pro- 
motion program. 


INGERSOLL UTILITY 
DIV. BORG WARNER 
SUSPENDS OPERATION 


The operations of the Inger- 
soll Utility Unit Division, 321 
Plymouth, Court, Chicago, 4, of 
Borg-Warner Corporation are 
being suspended, according to 
Charles R. D’Olive, vice president 
and general manager of the 
division. 

This 


due 


our part is 
uncertainties 


action on 
to increasing 





in the over-all housing picture, 
together with the immediate de- 
mand for minimum units of 
types that we are not prepared 
to fabricate, Mr. D’Olive said. 
The Utility Unit Division has 
been manufacturing packaged 
units consisting of furnace, water 
heater, bath, and kitchen to- 
gether with plumbing waste and 
vent systems, for small houses. 


MAX BAUMRIN HEADS 
HDWE. INDUSTRY UNITED 
JEWISH APPEAL 


The Hardware Division’s in- 
dustry-wide drive for funds to 
carry out the United Jewish Ap- 
peal, 250 W. 57th St., New York 
City 19, program of relief and 
rehabilitation for the Jews over- 
seas will be led this year by 
Max Baumrin, president, Baum- 
rin Bros., it was announced re- 
cently. Mr. Baumrin was named 





| to the chairmanship at a recent 


dinner at the Hotel Brevoort 
attended by key men in the field. 

Mr. Baumrin succeeds Louis 
Segal, of the Segal Lock Co., 
under whose successful leader- 
ship the division raised $135,000 
last year. In accepting the 
chairmanship, he stressed the 
importance of making the indus- 
try’s UJA dinner on May 25th, 
at the Waldorf-Astoria a huge 
success. 











HONOR JOHN TRACY ON HIS RETIREMENT: Officers 
and employees of The Rawlplug Co., Inc., 271 Church St., | 
New York City, and representatives of the Hardware Square 
Club and the Hardware Boosters attended a testimonial din- 
ner, April 20, at the Downtown Athletic Club, New York 
City, to honor John H. Tracy, who has retired after 26 years 


with the company. Mr. 


Tracy, a past president, and past 


secretary of the Hardware Boosters and a former Hardware 
Square Club financial secretary, plans to make his home in 


Alfred, Me. 


The dinner, which was a complete surprise to 


Mr. Tracy, had as its toastmaster Winthvop R. Howard, presi- 
dent, The Rawlplug Co., Inc., who presented him with a 
watch as a token of esteem. Robert Duncanson, Richards- 
Wilcox Mfg. Co., as president of the Hardware Boosters, 


Inc., brought greetings from that group and informed Mr. | 


Tracy of his election to honorary life membership. As presi- 


dent of the Hardware Square Club, Ed. Brandt, Long Island | 
Hardware Co., presented a gold membership card to Mr. | 
Tracy and a traveling bag and fishing outfit were given to | 


him, from the Hardware Square Club by George Warner, 
George W. Warner & Co., Inc., chairman of the club’s wel- 
fare committee. In the photo Mr. Howard is shown presenting 


a wrist watch to Mr. Tracy. 
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| Chicago, 








This dinner, he pointed out, 
will be a testimonial to Abraham 
Rosenberg, of the General Hard- 
ware Co. 

Prominent men in the indus- 
try who were elected co-chairmen 
are: Baumrin Bros.; Abe Lewis, 
Globe Hardware Co.; Milton 
Kahn, W. L. Blumburg Co.; Isi- 
dore Silver, Walker St. Hard- 
ware Co.; Martin Messinger, 
Independent Lock Co.; Henry 
Stein, Whitlock Supply Co.; 
Dave Baumrin, Bauman Broth- 
ers; Bernard H. Fuller, Fuller 
Tool Co.; Charles’ Richter; 
Irving Feldman, Keystone Bolt & 
Nut Co.; Nat Josephy, Imperial 
Bolt & Nut Co.; Sidney Schein- 
ert, Scheinert Brothers, P. 
Schraeger, D. E. Kessler Co.; 
Sidney Fishman, S. Fishman 
Co.; Alfred Hauptman, Irval 
Sales Co.; Philip Hirth, Metro- 
politan Jobbing Co.; Louis Kos- 
sovsky, Elkay Jobbing House; 
William Kossovsky, W. Kay Co.; 
William Roth, Roth-Blau; David 
Rothbaum, D & R Sales Co.; 
Jack Snyder, Anco Co.; H. J. 


Lasky, Whitlock Supply Co.; 
Max Sanders, Independent Lock 
Co.; and Louis Segal, Segal 
Lock Co. 


In charge of arrangements for 
the testimonial to Abraham 
Rosenberg is dinner committee 
chairman Seymour Weinstein, 
president of the General Hard- 
ware Co. 


MELL-HOFFMANN 
APPOINTS O. M. 
THOMPSON CO. 
Appointment of O. M. Thomp- 
son Co., P. O. Box 518, Bothell, 
Washington, as sales representa- 
tive for Mell-Hoffmann Mfg. Co.., 
Ill., has been 


an- 
nounced. O. M. Thompson Co. 
will handle the complete Mell- 


Hoffmann line of dispensers for 
waxed paper, paper towels, and 
tissues; spice, range and drip 
sets for the kitchen; and metal 
shelves. The territory will in- 


| clude the states of Washington 


and Oregon. 


CONTAINER FOR 


|MacGREGOR GOLF CLUBS 


WINS AWARD 


A colorful, yet sturdy paper 
board container specially de- 
signed and produced by The C. 
W. Zumbiel Co., Cincinnati, for 
The MacGregor Co., Cincinnati 
golf equipment firm, to encase 


| a set of four golf clubs, was 


awarded honorable mention at 
the National Folding Paper Box 
Association’s recent annual meet- 
ing in Chicago. 

The container is fabricated of 
.040 special black folding board 
to specifications prepared by the 
MacGregor firm. 








I. N. HAMILTON 


was recently appointed sales. 
man in Tennessee for the 
Caloric Stove Corp., Philadel. 
phia. 








APPLIANCE AND RADIO 
DEALERS TO BE 
RE-POLLED ON REG. W 


Members of the National Ap- 
pliance & Radio Dealers Asso- 
ciation, 1437 Merchandise Mart, 
Chicago, will be polled for a 
second time within six months 
to determine the majority stand 
on Regulation W, it was an 


| nounced by C. C. Simpson, man- 


aging director. 

In his letter to the association 
membership, Mr. Simpson noted 
that the present credit regula- 
tion will end June 30 unless 
Congress edicts this “controver- 
sial order should be continued.” 
In the earlier poll, taken in 
January and February of this 
year, results from more than 50 
per cent of the membership re 
vealed that three-fourths of the 
dealers were in favor of keeping 
the regulation, in some form. 

Majority of those in favor of 
the credit terms were for easing 
the then existing controls. In 
requesting a complete member- 
ship vote on the subject of re 
taining or abolishing Regulation 
W, Mr. Simpson noted that “the 
opinion of the majority of our 
membership will be voiced by 
NARDA at Washington, D. C” 

Need for this second poll, Mr. 
Simpson said, is apparent in 
light of the amended controls 
announced several months ago. 
“Many of our members request: 
ed just such relief and have had 
some opportunity to see its ef 
fects in a normal, competitive 
market. This may or may not 
affect their opinons and the 4 
sociation must be currently i 
formed of its members’ desires 
before representing them on any 
specific stand on this matter.” 
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Some of the officers and directors of the North Dakota 
Retail Hardware Association as they attended the 50th an- 
nual convention in Fargo. Left to right: A. C. Anderson, 
Minot, past president and director; Clarine Sherwood, Grand 
Forks, secretary; Ralph Christensen, Watford City, past 
president and director; E. A. Roach, Carrington, director; 


Wallace Haugon, Portland, director, and E. S. Duea, Sharon, 
new president. Other officers elected are: Harlan H. Nelson, 
Carlisle & Bristol, Fargo, was elected first vice-president and 
Paul E. Gardner, Gardner & Zeren, New England, second 
vice-president. F. L. Gruye, Valencey Bros., Mandan, is a 
director at large. A. C. Gunvaldson, Stone & Gunvaldson, 
New Rockford, past president, retired from the advisory 
board after serving 14 years. Resolutions adopted by the 
group include: Wage and Hour law must be amended to 
exempt retailers completely; all competing business be taxed 
alike; manufacturers keep consistent vigilance in the en- 
forcement of fair trade agreements, that members examine 
practices in their business and make adjustments to maintain 
a strong merchandising establishment. 








DISCONTINUE HEAVY 
STEEL SCRAP CAMPAIGN 


Secretary of Commerce Charles 
Sawyer has requested The Ad- 
vertising Council, 25 W. 45th St. 
New York City, to discontinu 
its heavy steel scrap campaign 
eflective May 15, because of the 
improvement in the steel scrap 
supply situation. 

In announcing the end of the 
drive, Secretary Sawyer said: 


Street, New York City, by Dr. 
John Gaillard, 400 W. 118th St., 
New York City 27, MU-3-3058, 
mechanical engineer on the staff 
of the American Standards Asso- 
ciation and lecturer in industrial 
standardization at Columbia 
University. The seminar will 
consist of 10 conferences, two 
being held every day, at 9:30 
a.m. and 2:00 p.m. At each con- 
ference Dr. Gaillard will present 
‘The various efforts put forth| # lecture which will be followed 
... have produced scrap far in| by Tound-table discussion of 
excess of what we thought would questions of special interest to 
be available when the drive be-| those attending. 
gan... . The quality and quan- 
tity of scrap being obtained by | 
the steel mills as a result of the | 
industrial scrap drive has im- 
proved considerably, thereby 
making possible the production 
of more steel more quickly.” 
The unqualified cooperation 
which American business papers 
gave to this drive from the very 
start, through the Council’s 
Business Paper Advisory Com- 
mittee, was mainly responsible 
for these quick and excellent 





RECOMMENDATION ON 
EAVES TROUGH CON- 
DUCTOR PIPE IN PRINT 


Printed copies of Simplified 
Practice Recommendation R29- 
49, Eaves Trough, Conductor 
Pipe, and Fittings, are now avail- 
able, according to an announce- 
ment by the Commodity Stand- 
ards Division of the National 
Bureau of Standards. 


results. The recommendation,  orig- 
inally issued in 1925, consists 
STANDARDIZATION of a simplified list of types and 


sizes of eaves trough, conductor 
pipe, and fittings made of gal- 
vanized sheet steel, copper, alu- 
minum and stainless steel. Mini- 
mum weights and thicknesses of 
of standardization work, particu-| the fabricating materials are also 
larly in individual companies| given. 

will be held from June 20 to! Copies of the recommendation 
4, in Room 503, Engineering | are for sale by the Superin- 
Societies Building, 29 West 39th| tendent of Documents, Govern- 


WORK SEMINAR TO BE 
HELD JUNE 20-24 


A private five-day seminar on 
the organization and technique 
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ment Printing Office, Washing-|the program of unity and coor- 
ton 25, D. C., for 10 cents each. | dination carried out by the asso- 
A discount of 25 per cent will ciation. William J. Murray, 
be allowed on orders of 100 or| chairman, Texas Railroad Com- 
more copies. | mission, will discuss natural gas 
|problems in his state and the 
A.G.A. NATURAL GAS — of the = ego in 
the business outlook of the na- 

MEET TO DISCUSS PEAK | tion will be presented by Arch 
LOAD PROBLEMS M. Booth, general manager, 


U. S. Chamber of Commerce. 








Meeting peak load problems 
will be one of the major sub-| Progress made by the gas in- 
jects on the program of the| dustry through research and 
spring meeting of the Natural| advancements in standby tech- 
Gas Department, American Gas | niques toward meeting peak load 
Association at French Lick | problems will be presented by 
Springs Hotel, French Lick, Ind.,| Edwin L. Hall, director AGA 
May 9 and 10. The program | testing laboratories, catalytic re- 
committee under E. F. Schmidt, | forming and thermal cracking; 
Long Star Gas Co., Dallas, has | Max W. Ball storage and under- 
secured Robert W. Hendee,| ground reservoirs and E. P. 
president Colorado Interstate | Hough, vice-president, Southern 
Gas Co., and president of AGA| Counties Gas Co., Los Angeles, 
who will tell the delegates of | who will discuss pipe batteries. 


OBITUARIES 


ROBERT GARLAND 


Robert Garland, 86, “father of 
Daylight Saving Time,” and 
founder of the Garland Mfg. Co., 
died recently. He conceived the 
idea in 1917 of an extra hour of 
daylight as a war measure to 
step up industrial production. As 
a youth he went to work as a 
clerk for a steel firm. When he 
was 31 he had saved enough 
money to start his own company, 
Garland Mfg. Co. He was also 
a president of the American 
Hardware Manufacturers Associ- 
ation. He was also president of 
the Pittsburgh Chamber of Com- 
merce and chairman of the War 
Resources Commission for West- 
ern Pennsylvania and West Vir- 
ginia. Mr. Garland was appoint- 
ed chairman of the National 
Committee on Daylight Saving 
Time of the United States Cham- 
ber of Commerce and his in- 
fluence saw the idea spread to 
virtually all of the nation’s larger | 
cities and thousands of other 
communities. 

















he began practising law. When 
Joseph P. Foody Post, now 
Foody-Cornwell Post 95, Ameri- 
can Legion, was organized he 
served as its first commander. 
He was state Legion commander 
in 1923. He was an honorary 
member of the Xenia Rotary 
Club, having served as its first 
president in 1921-22. 


NESTOR JOHNSON 


Nestor Johnson, 82, said to be 
the inventor of the tubular ice 
skate, died recently at the North- 
woods Hospital, Phelps, Wis. 
Once known as the “King of the 
Blades,” he retired in 1917 to a 
farm on Big Twin Lake near 
Phelps. He was a tool and die 
maker in Chicago when he con- 
ceived his idea for the skate 
which was called the “Johnson 
Racer.” He established the Nes- 
tor Johnson Mfg..Co. in 1894, 





HARRY E. CREELY 
Harry E. Creely, 67, credit 
| manager of Shapleigh Hardware 
Co., wholesalers, died recently, 
having been an employee for 50 
years. 


CHARLES DARLINGTON 


Charles Leroy Darlington, 71, 
president of Hooven & Allison 
Co., Xenia, Ohio, cordage firm. 
Mr. Darlington was admitted to 
the bar in Ohio in 1903 and 
opened an office in the Union 
Trust Bldg., Cincinnati. Follow- 
ing his father’s death in 1908 he 
re-opened his father’s office in 
Xenia and practised until 1936. 
He became a director of Hooven 
& Allison in 1932 and was 
elected in 1936. He had served 
as counsel for the company since 


HARVEY A. WISE 


Harvey A. Wise, 73, operator 
of the Wise Hardware Co., Ver- 
sailles, Ohio, for the past five 
years, died after suffering a 
heart attack April 21. He also 
operated a Guernsey dairy farm, 
an ice cream store and milk 
routes in Versailles. Mr. Wise 
was active in Guernsey breeders’ 
groups, the Farm _ Bureau, 
Grange and the Christian church. 
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Junior Display Boards ! 


“Ya say ya need some 
super-selling P & C Display 
Boards? Ya say ya haven't 
much room for them in yer 
store? ...Tell ya what I’m 


goin’ to do! Friend, just 
because | like ya, I’m 


pas~ ee 
tippin’ ya off to 


GD 
2 Vae— | 
i), | 


ye” 


new P aC) 









Yes Sir! These Junior Displays have all the selling 
sock of P & C’s regular sized units, and their smaller 
dimensions of 1 ft. x 2 ft. save you plenty of room. 
But you still get the many features that have made 
P & C Displays top tool salesmen in your store: 








¢ Plainly marked tool numbers, opening sizes, 
and prices to aid customer self-service; 






¢ Sturdy hardware for holding ample tool 
stocks, mounted, ready to start making sales; 









¢ Tools “shadow-marked” for easy servicing; 
¢ Easel supports for counter use; 


¢ Stocks included are all popular types—the 
heart of the entire tool line. 


Order today from your P & C Distributor 








23-J Display and stock 
A Junior Display of the fastest 
moving tools in any line—screw- 
drivers, punches, chisels—and just 
the right size for your counter. 














& C HAND FORGED TOOL co. 


Box G, Milwaukie P. O., Portland 2, Oregon 





TAPER PINS » STRAIGHT PINS * COTTER PINS 
WOODRUFF KEYS > MACHINE KEYS 


AND OTHER 





ONE 
WOODRUFF KEY 


SORTED KEYS 
CONTAINING 100 AS! 08. 
ptanane worst MAK CORP = 








“STANHO" STEEL PRODUCTS 








HORSE SHOE NAILS 


NEW STANDARD BRAND 





STANDARD HORSE NAIL 


NEW BRIGHTON ° 





CORP. 
1872 
PENNSYLVANIA 
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How To Make 


Numbers Add 
Up To Profits! 


Feature these distinctive 
house numbers for good 
styling at low cost, Au- 
thentic correctly propor- 
tioned hammered Colonial 
reproductions, 3 high. 
Cast to last of rust-prool 
metal alloy, finished in dul 
black. Packed one doz. to 4 
box complete with escutch- 
eon pins. Write for sam- 
ples, prices. We also have 
house numbers in conven- 


’ tional styling, in ebony 
cadmium; brass or chrome 
finish. Super-strong — SU 
*per-smootn. Precision cas 





“ : nd 
for unexcelled impact ane 
tensile strength. 








2116-26 W. 








NICHOLAS STREET PHILADELPHIA 21, PA 
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Make Money Sharpening Lawn Mowers 
on the NEW GENERAL AUTOMATIC 


Lawn Mower Sharpener 


The “General” sharpens perfectly and any type or size lawn 
mower up to 24 inch blades, 

No experience is required to operate—just slip one wheel off of 
the mower, clamp it in the ‘‘General’ automatic Sharpener and 
start it going—sharpens perfectly—automatically. 

The principle employed in the General is the same as uSed to 
sharpen new mowers at the factory by practically 
all lawn mower manufacturers. The lawn mower 
blade is revolved against the cutting bar, and 
with the aid of special Keen Grit 
grinding compound, “laps in” the blade 
and bar so a perfect cutting surface 
is obtained. 






Mechanical 
Construction 


SN a Net 


@ The “general” is an unusually sturdy machine, built for 
all-purpose sharpening, and will give years of satisfactory 
service. 

@ The double reinforced frame eliminates vibration. 

@ Large adjustable tool-steel chuck fits all size mowers— 
no auxiliary parts to become lost or misplaced, 

@ All bearings oversized—babbitted with large oil cups for 
long lasting performance. 

@ Safety clutch allows you to engage or disengage the 
machine without stopping motor. 

@ Full quarter horse power finest quality electric motor. 
V-Belt positive drive. 











Write for prices and description of the Model LM-125 Lawn 
Mower Sharpener to 


GENERAL HARDWARE COMPANY 


3618 W. Pierce St. Milwaukee 4, Wisconsin 











“Our Twine is 
Your Twine’ 


We're not making 
records. We're 
breaking them. 
South Eastern's 
twines have reached 
a new high in “‘re- 
peat” orders. The 
reasons being qual- 
ity... economy... 
service. Thus, it is 
profitable to sell and 
profitable to use. Full 
information and 
samples on request. 


NBC BUILDING @ CLEVELAND 14, OHIO 
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Me Guretie Uy 


To Increase Your Pump 
and Water System Sales 


with a 
RED JACKET 


Working Pump Demonstrator 


PLUS | 


Greatly increasing your sales of bathtubs, sinks, all 
plumbing fixtures, paint, linoleum, many hardware 
items, and the hundreds of related products that go 
hand in hand with the sale of a water system. 


This quiet running Red Jacket Dealer Demonstrator 

consists of the popular "RC" shallow well factory 

assembled water system, mounted with all fittings, 

ready to plug in. The cost of the demonstrator equip- 

ment is only $5.95 plus the cost of the standard water 
system. It may be sold at any time 
with no loss of investment. 


( Here is an extra salesman in your 
J store, stopping store traffic for a 
"demonstration" and making sales 
for you. Write for complete infor- 
mation about this valuable helper 
in your store. 


*water~ 
service 
products 


RED JACKET MFG., co. Davenport, lowa 
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Zine and galvanized prod- 
ucts—Effective April 14, some com- 
panies’ base prices for rolled zinc were 
reduced to 18 cents a pound for sheet 
zinc and 17% cents for strip zinc, f.o.b. 
mill. These prices are in line with the 
latest downward revision in prices of 
one cent a pound in prime western 
zinc, to the basis of 14 cents E. St. 
Louis. Prices of galvanized sheet prod- 
ucts and galvanized pipe have been re- 
duced by Carnegie-Illinois Steel Corp. 
and National Tube Co., subsidiaries of 
U. S. Steel, as a result of the latest 
drop in the price of zinc. The reduc- 
tions amount to $1.50 a ton in the coat- 
ing extras for galvanized sheets, and $2 
a ton in the base discounts on galva- 
nized pipe. These further adjustments 
are made in accordance with a stand- 
ard formula, by which prices of such 
zinc-coated products are advanced or 
reduced depending on zinc prices. 
Galvanized products have declined in 
price four times in the past month in 
line with this formula. 


* * * 


Another zinc drop—On April 
19, the price of zinc was reduced 
another cent, to 13 cents a pound, E. 
St. Louis, by a custom smelter. This 
was the fourth decrease in zinc, for a 
total decline of 4% cents per lb. since 
March 23. The post-war high price 
was 17% cents, E. St. Louis. Zinc trans- 
actions for some time have been on the 
basis of price prevailing on date of 
shipment, so that most shipments of 
the metal today will be billed at 13 
cents. 


Brass and copper products 

On April 18, Scovill Mfg. Co.. a large 
brass mill, lowered prices for brass 
and copper alloy products. Its new 
prices are based on a cost of 21's 
cents a pound for copper, and 14 cents 
(not the latest lowering) for zine. This 


was the first recognition given by a 
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major producer of copper alloy goods 
to the price of 2142 cents a pound for 
refined copper set by custom smelters 
a week earlier. Copper mining com- 
panies at this writing are still holding 
their price at 23% cents. 


oo % 


Carbon steel plate—Lukens 
Steel Co. reduced its price of carbon 
steel plate $5 a ton because of lower 
raw materials costs. 


% ae * 


Galvanized pipe—tThe price of 
galvanized pipe % in. and larger has 
been reduced $2 a ton by National 
Supply Co. 

a % 

Insulated glass — Libbey- 
Owens-Ford Glass Co. reduced factory 
prices 5 per cent on quantity orders of 
triple thermopane. Libbey-Owens-Ford 
said the drop was made possible by 
“improved manufacturing techniques.” 
Triple thermopane is insulated glass 
for refrigerated retail display cases. 

x %* un 

Zine concentrates—On April 
16, the price of ‘zinc concentrates was 
reduced $7.50 a ton, based on the 
“next-to-last” drop of one cent in slab 
zinc, to 14 cents a pound at E. St. 
Louis. Eagle-Picher Mining & Smelt- 
ing Co. announced that the company 
will pay $90 a ton for 60 per cent zinc 
concentrates at its Central (Oklahoma) 
Mill. The former price for concen- 


trates, set March 8, was $97.50 a ton, 
cut from an earlier price of $105 a ton. 
* * & 

Steel scrap—On April 19, in 
Chicago, small tonnages of No. 2 heavy 
melting steel scrap sold at $22 a ton. 
Previous purchase was made at $30 a 
ton late last month. No. 1 and No. 2 
scrap—the chief steel-making grades— 
were commanding $43 a ton at the 
start of 1949. 


a 


Silicon sheet steel—On April 
19, Allegheny Ludlum Steel Corp. re- 
duced the base price of one grade of 
silicon sheet steel, effective at once, 
“in order to meet competitive prices.” 
Transformer Grade “C” silicon sheet 
was reduced from $10.05 per cwt. to a 
new price of $8.05 per cwt. This grade 
is used in making transformers and 
other electrical apparatus. 

* * % 

Locomotives — On April 16, 
diesel-electric locomotive prices were 
cut 5 per cent by General Motors Corp. 
The reductions, first in the industry 
since 1939, range from $5,000 to $8,200 
a unit. G. M. said it was passing on 
to customers “savings in manufactur- 
ing and material costs.” 

am * * 

Fractional horsepower mo- 
tors—Price reductions ranging from 
three to 14 per cent on standard sump- 
pump motors, oil burner, belt-drive fan 
motors and certain horsepower ratings 
of standard jet-pump motors have been 
announced by General Electric Com- 
pany’s Fractional Horsepower Motor 





DECLINES 


Some anti-freeze compounds. Some V-belts. Some household soap products. 
Some bedsprings. Some asphalt tile etc. Some pigment colors. Copper. 
One line lock sets, etc. One ironing table. Some electrical appliances. Some 
fractional horsepower motors. Some window glass. One line of clothes 
washers and dish washers. Some aluminum housewares specialties. Stee! 
scrap. Silicon sheet steel. Carbon steel plate. Galvanized pipe. Some ga!- 
vanized products. Zinc. Rolled zinc. Sheet zinc. Strip zinc. Some brass and 
copper products. Some lead products. Lead pigments. Some home freezers. 
One tine zinc concentrates. One line anti-knock compounds. One line electric 
refrigerators. Some electric ranges. One line insulated glass. One line diese! 
electric locomotives. Coal. 
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The product of 104 years’ experience 
in fastener manufacturing, 
sold through the finest distributors 
in the world. 





Assure satisfaction and dependability 
by selling RB&W Machine Screws, Stove Bolts 
and Tapping Screws... the product of 


more than a century of continuous research 
and progressive development in fastener 
manufacturing . . . backed by the skill of 


four generations of RB&W men and women. 


Plants at: Port Chester, N. Y., Coraopolis, 
Pa., Rock Falls, lll, Los Angeles, Calif. 
Additional sales offices at: Philadelphia, 
Detroit, Chicago, Chattanooga, Oakland, 








9 Ste % 


104 YEARS MAKING STRONG THE DISTRIBUTORS 





— 
RUSSELL, BURDSALL & WARD — © 


of 2° 
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NAILS 


For 


IMMEDIATE 
DELIVERY 


@ Common 

@ Cement Coated 
@ Box 

@ Finishing 

@ Casing 

® Roofing 


Carload or L.C.L. Shipments 


BLACK GALVANIZED and 
BRONZE WINDOW SCREENS 





Write Today for Catalog and 
New Price List 











VALENTINE EQUIPMENT CO. 


561 WASHINGTON BLYD., CHICAGO, ILL. 











SBeeaeme ee ees eee an seen ee ee 


and cash in on every 


customer JACK need 


a RATCHET JACKS FY) 


Single or Double Actmg 
1% to 35 Tons Cap. 


Safe, fast, powerful for all 
types of jacking in every field. 
Lift ful] capacity on cap or toe. 
Rugged construction for heavy 
duty. 


etseuuuae 
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8 Models — 3 to 100 Tons Cap. 
Safety Tested to 50% Overload. 
The finest hydraulic jack you 
can sell! Neoprene packing 
seals—plus many other exclusive Simplex 
features for safer, easier-to-use hydraulic 
jacking power. 


ae 


euea mae a? 


88% Easier Lifting * 4-Way or 
Ratchet Head * Malleable Housings 
31 Models—10 to 24 Tons Cap. 

A single chrome-moly ball, nested 
under corrugated cap actually re- 
duces friction 88 - ball won't 
flatten; cap can’t slip. All purpose 

jacks for rugged action. 


SEND TODAY FOR SIMPLEX CATALOG 49 — 
Let the complete Simplex line show you the way 
to more profits on every type of jack customer. 


Simplex 
LEVER - SCREW . HYDRAULIC 


Jacks 


TEMPLETON, KENLY & COMPANY 








‘Sell SIMPLEX : 


o HYDRAULIC JACKS Eig 





1056 S. Central Ave. Chicago 44, Illinois 
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Divisions. Fractional-hp motors af- 
fected by the price cuts include: The 
standard 1/3-hp sump- 
pump motor which was reduced 5 per 
cent, effective Jan. 17, resulting in a 
of $27.11. Standard 
models of oil-burner motors rated ¥% 
and 1/6-hp which were reduced, as ef 
Feb. 23, 14 per cent and 12.1 per cent, 
respectively. New list prices are $20.28 
for the 4%-hp motor and $20.72 for the 
1/6-hp motor. The NEMA 
Standard single phase jet-pump motor 
was reduced 9 per making 
list price $45.35. The 1-hp 
NEMA Standard single phase jet-pump 
9.2 per cent to 
Prices on 


phase 


single 


new list price 


%4-hp 


cent, 
the new 
motor was reduced 
a new list price of $58.59. 
off-standard jet-pump ratings were not 
reduced. Price reductions also have 
been announced on the small 6.292 in. 
diameter 4, %4, and 1-hp single-phase 
motor parts of welded-core design for 
commercial hermetic refrigeration com- 
pressors. 
% ue ok 
Elec. 
Price reductions 
to $25 on all 


Refrigerator and 


ranges, refrigerators 
ranging from $10 
the 1949 
Electric 


models in 
Coolerator 
Range lines were announced by Coole- 


rator Co., Duluth, Minn. Effective 
March 28 the reduced national sug- 


gested list prices for all models in the 
1949 Coolerator Refrigerator Line are: 
9RD8 Deluxe 8.6 Model, $329.95, re- 
duced from $339.95; 9RC8 Regal 8.6 
Model, $299.95, reduced from $319.95; 
9RD7 Deluxe 8.0 Space-Saver, $289.95, 


reduced from $299.95; 9RB8 Standard 
8.3 Space-Saver, $219.95, reduced from 
$234.95. Prices on the 1949 models of 
Coolerator Electric Ranges are revised 
to the following schedule: 9HC61 De. 
Model, $279.95, from 


luxe reduced 


$299.95; 9HB42 Regal Model, $214.95, 


reduced from $239.95; 9HB41 Standard 
Model $199.95, reduced from $224.95; 
9HB43 Budget Model, $179.95, reduced 
from $199.95. 
price 


In accordance with its 


existing protection plan, the 
Coolerator Company through its dis. 
tributors will make refunds on al! 1949 
Model Coolerator 
Electric Ranges in the dealer’s stock 
as of March 28, 1949. 
will also be made for models in dis- 


stock. List 


Refrigerators and 
Adjustments 
prices for the 


tributor’s 


Coolerator Commercial and Home 


Freezer remain unchanged. 


* * * 


Home _ freezers—International 
April 15, 


prices on its two home freezer models, 


Harvester Co., on reduced 
The price of the 11 cu. ft. box freezer 
was reduced $28 and the 15 cu. ft. box, 
$25. The company lowered household 
The new 
suggested list prices for the two freez- 
be $370 for the Smaller 


model and $450 for the larger freezer, 


refrigerator prices March 18. 
ers will now 
both f.o.b. factory. 

* * * 


Bed-springs reduced—Fflec- 
tive April 18, reductions in the whole- 
(Continued on page 252) 








Second W. D. Heller model hardware store completed: W. C. Heller & Co. 
Montpelier, Ohio, has equipped its second model hardware store with its 


improved line of multi-level display fixtures. 


Finished in oak exposure in 


the Heller bleach with light green display panels and background, the stores’ 
fixtures provide multi-levels for display of a maximum amount of items. 
All dealers who visit the Heller factory are invited to see this mode! store. 
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Cit CHipi 


INSWELL PROOF COIL 











INSWELL BBB COIL 


CM INSWELL CHAIN is nationally advertised ...known 
and preferred by chain users in every type of business. 





LIBERTY COIL STRAIGHT LINK 


A REGULAR SELLER 





LIBERTY COIL TWIST LINK 


CM INSWELL CHAIN is available in all standard 
welded chain types and sizes. 


seen. 
| checking inventories, 
traffic, attendances, 





LIBERTY MACHINE STRAIGHT LINK 


AT A REGULAR PROFIT 





LIBERTY MACHINE TWIST LINK 


CM INSWELL CHAIN cold shuts, repair links, hooks 
and other accessory fittings make ours a “‘one-stop” 
chain supply service. 


COLUMBUS McKINNON 


CHAIN CORPORATION 
Affiliated with Chisholm-Moore Hoist Corporation 
GENERAL OFFICES AND FACTORIES: TONAWANDA, N. Y. 


SALES OFFICES: NEW YORK ¢ CHICAGO e CLEVELAND ¢ SAN FRANCISCO 


Other Factories at Angolo, New York, St Catharines, Ontario and Johannesburg, S A 
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2 handy counter 


VEEDER-ROOT 





CLUTCH SPEED COUNTER 





Quickly and accurately counts the 
R.P.M. of shafts or other revolving 
parts. Invaluable in factories, home 
workshops and other places where 
machinery, motors or generators 
must be checked for efficient 
speeds. To use, simply press against 
revolving object and time one 


minute, using any watch with a 


second hand. The counter will then 
show the exact R.P.M. The ex- 
clusive Veeder-Root spring clutch 


allows the operator’s attention to 
be given to the watch instead of 


the counter. Retails at $5.50. 


*e¢eee¢e @ 


&¢@ 
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THE VEEDER-ROOT HAND TALLY 


A compatt "precision 5 

er that counts 
anything that can be 
Invaluable for 





meals, dishes orfinens. // 


A slight pressure on/ 
operating leyér adds 
one count. Quickly’re- 
turned to zef@ by turn- 
ing the reget knob. 

Retails ag $7.50. 











Individually boxed 
im attractive six-unst 
self-display carton 





Order from your wholesaler or direct using coupon 


VEEDER-ROOT INC., HARTFORD 2, CONN. G 
Please send literature and dealer prices on: 

[] Veeder-Root Clutch Speed Counters 

(0 Veeder-Root Hand Tally Counter 

CODEPAINY 2. cccccccccescccccccccvvcssscnssescssscnccssessccssscescosossesnseosonsoosossoncsonses 
Reiser sievacsisnvosaseceeel Ge ca itinintanes oy | See 
INADAB,.......22..00cccccoccccccccsccccccccnvcncesesscscccsscscsessessoneesssonsccsccssoososecesenssess 
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The Best Are 
BETTER BRAND 


mouse and rat 
TRAPS 










e METAL OR WOOD TRIGGER 
e FOUR-WAY ACTION 
e OIL TEMPERED SPRINGS 


McGILL METAL PRODUCTS CO. 


Marengo, Illinois 











NESTS COMPACTLY 
FOR DISPLAY 
AND SHIPMENT 





FOUR measures in one set 


This amazingly popular long fingered spoon 
set (51” long) has been the crying need 
of every housewife. Gets that last portion 
out of the bottom of the package! Measures 


tablespoon, teasp , 2 teasp and 4 
teaspoon. Orders placed now can be filled 
promptly. Assorted colors, packed one dozen 
sets to a carton. 


Phone, Wire or Write for Prices! 


MACK MO co. 


ee INCORPORATED 
| 7142 MAIN sT., WAYNE, NEW JERSEY 
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sale price of metal bed-springs ranging 
from 5 per cent to 9 per cent were an- 
nounced by the Simmons Co. Affected 
are low and_ wmedium-priced coil 
springs, utility cots and link springs. 
An official said that the price cuts had 
been made possible by lower prices of 
rail steel, used in making the springs. 


* * * 


Window glass — Wholesalers 
report that on April 1 a leading manu- 
facturer of window glass made adjust- 
ments in its list prices and discounts. 
This was followed up on April 6 in the 
Chicago area with a reduction to the 
retailer. The old base discount of 64 
per cent was changed to 67 per cent. 


* * * 


Clothes washers, dish wash- 
ers—Thor Corp., Chicago, Ill., an- 
nounced a 13 per cent slash in the 
retail price of its automatic clothes 
washer and dishwashers as of April 25. 
The cut will reduce the clothes wash- 
er’s suggested retail selling price from 
$229.50 to $199.50 and the dishwasher 
from $249.50 to $219.50. The combina- 
tion clothes and dishwasher will be 
lowered, in suggested retail selling 
price, from $309.45 to $279.45. 


a * + 


Electric range line — Price 
cuts of $25 and $15 have gone into 
effect on two models of 1949 electric 
ranges made by the Westinghouse Elec- 


tric Appliance Division, it was reported 
by R. M. Beatty, manager of the elec- 
tric range department. The Commodore 
electric range (Model No. E-64-49) 
was reduced from a suggested list price 
of $214.95 to $189.95, and the Chieftan 
electric range (Model No. ES-64-49) 
was cut from a suggested price of 
$244.95 to $229.95. The Chieftan was 
recently announced to the Westing- 
house distributor organization. All 
dealers and distributors will receive 
price protection on the stocks of the 
two models they now have. 


+ * * 


Lead products—Leading man- 
ufacturers of lead products and pig- 
ments have announced price reduc- 
tions ranging from % cent to one 
cent per pound, effective April 7, and 
reductions of one cent on lead oxides, 
effective April 6. On lead products, 
full lead sheets, 140 sq. ft. rolls and 
lead pipe, 5 in. to 6 in.—in the New 
York area, have been reduced one cent 
to a basis of 20 cents per pound. On 
lead traps and bends, combination lead 
and iron bends and ferrules, the quota- 
tion is now list plus 53 per cent against 
list plus 55 per cent previously. Lead 
oxides are down one cent, bringing 
litharge in less than carlots to 17% 
cents per pound; dry red lead to 18% 
cents and orange mineral to 21.10 
cents Carload quantities are one cent 


(Continued on page 254) 








TRAVELING DISPLAY TO DEMONSTRATE JACUZZI PUMPS AND WATER 
SYSTEMS. This mobile demonstrator, designed to bring its latest develop- 
ments in pumps and water systems to distributors and dealers of Jacuzi 


Bros., Inc., Richmond, Cal., 


and St. Louis, is touring the nation. 


It is a ‘49 


Mercury station wagon, equipped with a sliding tray holding cut-away 


models of the newest Jacuzzi pumps. 


Inspecting the display are Tad 


Lombardi of General Electric, Oakland, and Candido Jacuzzi, vice-president 
and general manager of Jacuzzi. 
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4 
¢ Feces Hotpoint heads the field—this 
time with the amazing 1949 Hotpoint 
Automatic Electric Dishwasher which 


offers almost unlimited sales opportu- 
nities for dealers everywhere! 


For here’s the appliance women every- 


where want—the greatest time- an@ work- 
saver ever invented for their kitchens! It 
double washes, double rinses and dries 


dishes hygienically clean . . . and it does 
the entire job automatically. 
* 


Iishwasher Ever! fierce cae 


ELECTRIC DRYING 


Plus exclusive Impeller Screen, Front 
i i Opening, Top-Spray Action and 12 great 
Sensational 1949 Model Wins nd pieisn aii. San 2 
° ° New '49 sales clinchers include gasket- 
Enthusiastic Dealer- Consumer less door that closes like an oven door, 
simplified drain system, steam baffle and 
many more. With achievements like these, 


Acceptance For Industry’s Leader! is it any wonder dealers call Hotpoint 


“the franchise with a future!” 
Hotpoint Inc. (A General Electric Affiliate) 5600 W. Taylor St., Chicago 44, lll. 
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BN ONE, 





Everybody’s Pointing To 








Ranges © Refrigerators « Water Heaters « Freezers « Dishwashers 
Disposalls® « Clothes Washers « Dryers lroners « Cabinets & Sinks 
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AN ALUMICAST SUGGESTION 


A Home 


is a symbol of perma- 
nence and quality in 
living. Your customers’ 
needs are thus quali- 
fied and is the “why” 
they come to you. An 
Alumicast Letter Box 
meets those qualifica- 


tions in construction and’ 


materials. 


ALUMICAST CORP. 


1515 N. KILPATRICK AVE., CHICAGO 51 
Ask your Jobber for all the facts 


> 








HARDWARE OF PRESTIGE 
TOPS IN QUALITY— 
COMPETITIVELY PRICED 


Ask your distributor or write for 
samples and catalog 


aa SOld through Jobbers and Contract 


Builders Hardware Specialists 


Ajax Tool & Mfg. Co., Inc. 
6829 Avalon + Los Angeles 





| 


| 
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below the lLc.l. prices. Reductions on 
pigments brought dry white lead to 18 
cents in less than carload lots, off %4 
sublimed white 


cents, both off 


cent per pound and 


and blue lead to 16%4 


one cent per pound. 


| chines 


* ok x 
“Antiknock” compounds — 
Effective April 5, Ethyl Corp., an- 


reductions in prices of its 


“antiknock” compounds for automobile 


nounced 


and aviation gasoline. Tetratethyl lead 
content for motor fuel was cut to 57.7 
Tet- 


was 


cents a pound from 59.1 cents. 
lead for fuel 
to 63.2 cents a pound from 


raethyl airplane 
lowered 
64.6 cents. 

* ak ok 
Automatic washing 
Bendix Home Appliances re- 


ma- 


| duced, on April 11, its prices by $34.95 


and 


| products by six 


$30.00 on two automatic washer 


models. 
a * 
“Anti-freeze” compounds — 
Publicker Industries, on April 11, re- 
duced “Thermo” anti-freeze prices 
33.1/3 per cent. 
u ae aE 
Household soap products — 
Colgate-Palmolive-Peet Co. reduced 


wholesale prices of household soap 


per cent because of 
lower costs for fats and oils. 
ae x * 


Multiple V_ belts, ete.—Allis- 


Chalmers Mfg. Co. recently announced 
a price reduction of seven to 19 per 
cent on its multiple V belt drive, in. 
cluding all types of multiple V_ belts, 
sheaves and accessories. 

* * * 


Asphalt tile, Hach. 
meister, Inc. announced a reduction on 


etc. 


the prices of its asphalt tile and allied 
products of 8 to 18.2 per cent on April 


14, and that it will now market its 
products on an f.o.b. Pittsburgh basis, 
ck * ao 


Colors—A second price reduc- 

tion, in less than a month, on all lead- 
colors 
Pont de 


containing inorganic pigment 
has been made by E. I. du 

Nemours & Co., Inc. -The new reduc- 
tion applies to shipments from April 8, 
and amounts to one cent a pound on 
chrome yellow and orange, and to one- 
half cent a pound on molybdate orange 
and chrome green. Previous reduction 
was made on March 17 when the same 
lowered by — similar 


pigments were 


amounts. 
* * & 


Lock sets — Kwikset Locks, 
Calif., manufacturers 
locks and _ other 


announced 


Inc., Anaheim, 


of residential door 
builders’ hardware, has 
price reductions on lock sets ranging 
from 5 to 15 per cent. Adlof Schoepe, 
Kwikset president, said the price slash, 
effective April 1, 
streamlined 


was made _ possible 


because of production 








The Green Spot merchandising 
plan for 1949, according to Scovill 
Mfg. Co., Waterbury, Conn., in- 
cludes a new Don Herold booklet 
prepared for retailers to hand to 
customers. Called, "How to Water 
Your Lawn... Right", it was writ- 
ten by Mr. Herold in conjunction 
with experts. New bonus items have 
been introduced into the program 
to aid retailers in making fast sales. 
Mr. Herold designed  self-selling 
display cards which carry quick 
connector hose couplings and goose- 


necks. On the back of every center 
card there is a series of illustra- 
tions diagramming the most effec- 
tive way to set up displays. Line is 
packed in metal-edged boxes print- 
ed in black, yellow and green which 
can be used as counter displays. 
Each box is labeled on both ends 
with a product picture, quantity of 
items and number. Newspaper mats 
are available and package inserts 
and product tags instruct purchaser 
in proper use of product. 
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methods, increased volume and a slight 
reduction in raw material cost. 
* * e 


Aluminum housewares -— 
Dor-File Mfg. Co., Portland, Ore., has 
announced a price reduction, on house- 
hold aluminum products, reductions 
ranging up to as high as 25 per cent. 
The new price cut, due to increased 
production at lower operating costs, 
includes the company’s spice rack 
which was reduced from 79 cents to 
59 cents at the consumer level and the 
cleanser racks which were reduced 
from $1.49 to $1.39. 

* * & 

Ironing table—Announcement 
has been made simultaneously by Nob- 
litt'Sparks Industries, Inc., Columbus, 
Ind., and Salmanson & Co., Inc., New 
York City, of a reduction in the sug- 
gested minimum consumer price of the 
Arvin All-Metal Ironing Table. The 
new price became effective April 4th 
and will be $7.95 (slightly higher at 
distant points; west of Denver, etc.) 
as against the previous $8.75 retail. 
It is pointed out that this reduction 
and the revision of wholesale and 
dealer price schedules as well, are in 
line with the policy of both companies, 
that wherever possible, by reason of 
full capacity operation and increased 
production savings, prices shall be ad- 
justed to reflect same. Prices on Arvin 
Dinette Sets and Arvin Outdoor Fur- 
niture remain unchanged. 

oa a 

Coal — Several leading coal 
companies on April 11 announced re- 
ductions of 25 to 50 cents a ton for 
anthracite at the mines” The 50 cent 
reduction applies to prepared sizes 
broken, egg, stove, nut and pea. No. 1 
buckwheat and rice have been cut 25 
cents a ton, each. 
made in other sizes. 

x & 


No change was 


Steel demand—Steel custom- 
ts this week are playing the “hesita- 
tion waltz” with steel makers. In some 
cases it is almost the refrain, “Waltz 
me around again, Willie.” Six months 
ago steel consumers were knocking at 
steel firms’ doors for future steel. Now 
steel companies are trying to get many 
of their customers to make up their 
minds how much steel they will want 
for the third quarter. They are not 
having too much luck, according to The 
Iron Age, April 21, national metal- 
working weekly, published by Chilton 
Co., publishers of Harpware AcE and 
other business publications. This week 
the steel shortage is definitely over. 
Many products are in general balance 
with demand. Some items will soon be 
in better supply than the demand for 
them. So strong is this trend to normal 
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STRAINER 


... Needed 
In Every Home 


Compartment 
Catches and Holds 
All Drippings 














NO MORE SPILLING 
on way to garbage cap 


A NEW PLASTIC—GUARANTEED 
against warpage when washed in scalding 
water. Sturdily made. 

CHOICE OF COLORS 


to match pastel kitchen trims. 


MODERN DESIGN 
Has “eye-appeal.” Large capacity. 


RETAIL PRICE Only OF 


Sample requests welcome. Send for catalog 
sheet today explaining our Guaranteed 
Sales plan. Display material furnished. 
Nationally advertised! 


















MFG. CO., 


TIME SAVING 
WIRE FORMS! 


Machining time, milling time, i 








WARDROBES 
CHESTS AND 
UTILITY CABINETS 
and 


Princess Youse 
CLOSET ACCESSORIES 


grinding time, welding time — 
can often be replaced by a feu 
minutes of assembly time by 








using Brooks Wire Forms. 


Let us “time” study your product 
for possible savings. 


M. S. Brooks & Sons, Inc., Chester, Conn. 
Since 1848 


“BROGKS  HOGKS® 








261 Fifth Ave., New York 











Sharon Refills keep your Assort- 
ments always full, always making 
sales and profits for you. They keep 
shelves free of excess inventory... 
save you extra expense ... give you 
precious shelf space you need. Once 
you stock Sharon Assortments, you 
need never lose a sale; because 
Sharon Refills keep you supplied 
with all the sizes and types of 
screws, nuts, bolts, etc., most in de- 
mand 
Ask your jobber today about 
SHARON REFILLABLE ASSORTMENTS 
or write direct to us. 


DN} 
Shanon Bilt and Scheu Co 


BOSTON 10, MASS. 








When it comes to selling pump leathers, 
reach for a Simplex and you've made a 
quick, easy sale. 


These high-quality pump leathers carry 
a clear-stamped size imprint. The cus- 
tomer will know he is getting the size he 
needs, and you know you are giving him 
the size for which he asks. 


Specify “‘Simplex’’ the next time you 
order pump leathers. 


Ask your jobber or write us 
for price list. 


N G 


MAN UFACTURI 


AUBURN, 
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methods of buying steel that at least 
two steel firms have started to take 
blanket orders from customers. A 
blanket order (prewar 
order for general requirements for a 
long period. Specifications against these 
blanket orders come through at a later 
date. This is a sure sign that the in- 
flationary bloom is off steel. Steel users 
have one eye on their inventories and 
the other on the general economic out- 
look. Their reaction is anything but 
placid. Knowing full well that ECA 
has been approved, that Western 
Europe will be rearmed and that there 
may be steel losses due to a long coal 
strike; they still, this week, look like 
they will take a chance and go slowly 
on future steel commitments, said The 
Tron Age. 


style) is an 


% * % 


Steel in the home field—Use 
of steel in home construction is in- 
creasing at a rate that may make all- 
steel residences a common sight within 
10 years, the American Iron & Steel 
Institute says. During pre-war years 
the use of steel in small homes was al- 
ready growing, because of its strength 
and But current use of 
steel is much higher than the pre-war 
average of 3 tons per home. For ex- 
ample, the Institute said: “An experi- 
organization is 


versatility. 


enced construction 
building a development of individual 
homes, largely of steel. Each house is 
of good size, sturdy, and built to the 
measure of modest means—$6,750 with 
lot. Major sections, the walls and roof 
are pre-built in nearby shops and taken 
to the homesite, where complete houses 
are put up in a matter of days. Al- 
though 1,500 board feet of lumber are 
used, almost all of it is in the roof. 
More welding rod, by weight, is used 
in putting the house together, than 
nails.” Steel window frames, stair- 
cases, floors and walls are being used 


on a large and ‘growing scale. Panels 
of lightweight steel have been de- 


veloped that can be set up in any com- 
bination to fit any desired house size. 
Small steel beams are another advance 
in the small home field. They can be 
interlocked, bolted, riveted, or welded 
to give a sturdy, sagless framework. 
“The uses of steel in small homes are 
endless,” concludes the Institute. 
“Steel promises much in a field where 
millions of new homes are needed over 
the next 10 years.” 


* * * 


Galvanized sheet demand 
remains large—N. B. Randolph, vice- 
president of Granite City Steel Co., 
told the annual meeting of the Ameri- 
can Zinc Institute recently. Demand 
for galvanized sheets, and especially 
light gage roofing for farm dwellings, 


| 
| 
| 
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There’s More to it 
than the BALL 


Complete 
Assortment 

in 64-Box 
Display Carton 







It’s the PACKAGE that SELLS 


How much profit do you make on the sale of a few 
loose steel balls... counting handling? Not much! 
But when you put the PAK-BAL Assortment on 
your counter your sales soar and your selling cost is 
virtually nothing. 

PAK-BALS, packaged in small quantities, sell for 
one uniform price of 25c a box. Sizes range from 
Yeth inch to Yeth inch by 32nds. And the most 
important thing ... you need only reorder PAK-BALS 
in the faster selling sizes. 

PAK-BALS are high quality, high carbon-chrome, 
thru hardened steel, precision ground to close tol- 
erance. Never touched by human hands, there is no 
loss from rust or corrosion from handling. 

Order from your jobber or write direct for prices and discounts, 


Cap the Packaged Ball Co. 


LANGHORNE, PENNSYLVANIA 





ache OPERATOR 


A quality operator priced to 
sell rapidly . . . extra heavy 


worm gear that assures lifetime, 
trouble-free operation . . . re- 
quires only |!/," between sash 


and screen . . . made of finest 


metals. 


CASEMENT FASTENERS. 
Smooth working . . . will fit all 
conditions . attractively 
priced. 

WRITE FOR FOLDER 
COVERING COMPLETE LINE 


PACIFIC BRASS & HARDWARE 
MANUFACTURING CO. 
1126 Chico Ave., El Monte, Calif 


Warehouses in New York, Boston, Chicage 
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is just as critical as at any time during 
the war or in the post-war period, he 
declared. “I predict a tremendous de- 
mand for galvanized sheets, more par- 
ticularly agricultural roofing, for many 
months to come,” Mr. Randolph added. 
He said the farmer will be the best 
customer for galvanized sheets, but 
warned that these sheets must be pro- 
duced and sold at prices competitive 
with other materials available. 
*K a * 

Consumer durable goods— 
Production of consumer durable goods 
in 1947 greatly exceeded 1939 pro- 


duction, according to preliminary Cen-" | 


sus of Manufactures figures released 
by the Bureau of the Census, Depart- 
ment of Commerce. Production of house- 
hold washing machines increased 185 
per cent from 1.5 million units in 1939 
to 4 million units in 1947. The small 
size washing machines increased from 
only 11 thousand in 1939 to 419 thou- 
sand in 1947. Production of household 
sewing machines increased from 457 
thousand units in 1939 to 621 thou- 
sand units in 1947, an increase of 36 
per cent. Of the 1947 production of 
sewing machines, well over half were 
the electric cabinet type. The produc- 
tion of household vacuum cleaners, 
other than hand type, increased almost 
three-fold from the 1 million produced 
in 1939 to slightly over 4 million in 
1947. These included the upright, cyl- 
inder and other general purpose stand- 
ard type cleaners. Almcst 4 million 
household mechanical refrigerators 
(electric and gas), valued at half a 
billion dollars, were produced during 
1947. The 7 cu. ft. refrigerators con- 
stituted almost half of the number and 
value of all refrigerators during 1947. 
Approximately 611 thousand home and 
valued at over $100 
million, were produced during 1947. 
In 1947, 987 thousand electric storage 
water heaters, valued at about $60 mil- 
lion, were produced. This represented 
an increase of more than 10-fold in 
the number of these heaters produced 
over 1939 when the total was only 82 
thousand. Most electric appliances, in- 
cluding the small household types, 
showed large increases in production 
from 1939 to 1947. These data are de- 
rived from a preliminary tabulation of 
reports submitted by manufacturers in 
the 1947 Census of Manufactures. It 
includes data both on consumer dur- 
able goods made by manufacturers 
whose principal products are these 
items as well as consumer durable 
goods produced by manufacturers tak- 
ing them as secondary products. 
a * * 


Building above 1948 — New 
construction put in place in March was 
2 per cent greater than in the like 


farm freezers, 
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| The Demand for | 
Kester Metal Mender 


(acid-core solder) 


Increases Every Day 
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oo Kester Metal 
Mender (Acid-Core Solder) 
and Kester Radio Solder (Rosin-Core). 

These products are packed ten boxes each to a counter 
display carton. Fast moving items, backed by a 

vast national advertising program, 


that sell on sight (25¢ in most areas). 


Also Available ... 


Kester Acid-Core and Rosin-Core 


SoOo.veEn, 


Solder on 1 and 5-Ib. spools 
— 


The larger Kester units have instant 
acceptance by the solder user whose 


needs are greater. 







KESTER SOLDER COMPANY | 


4201 Wrightwood Avenue, Chicago 39, Illinois 


Factories also at Newark, New Jersey + Brantford, Canada ° 
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Get More 
for your 
Money./ 


$325 00 


F.O.B. YOUR JOBBER’S 
STOCK 


eo ae) 


Oster ‘Pipe Master” 


A complete, portable threading machine! 


“~ 


Take a tip from"Scotty”: Get More 
for your money! Buy an Oster PIPE 
MASTER"! 


Compare its features .. . compare its 
price ... only $325.00 for this COM- 
PLETE portable pipe threader! Note, 
too, that the $325.00 price is F.O.B. 
your Oster Distributor's stock! 


The Pipe Master" is a Money-Maker! 


Time saved on threading, reaming and 
cutting off quickly pays for the Oster 
"PIPE MASTER". Then it starts making 


money for you. 


The new'’SPINFAST" wrenchless Front 
Chuck (an exclusive Oster feature) 
is a big time saver. Many other up- 
to-date features. 


Range of the “Pipe Master” 


Standard range |/4" to 2” pipe. Extra range '/,” 
pipe. Connected to universal drive shaft the 
machine has ample power to drive geared 
receding die-stocks up to 6” capacity. 


Ask for Catalog No. 24-A 


THE OSTER MFG. COMPANY 
2028 E. 61st St. * Cleveland 3, Ohio « U.S.A. 
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month a year ago. Dollar volume 
reached $1,195 million, compared with 
$1,166 million in March, 1948. Despite 
the rise in total activity, privately 
financed building was sharply below a 
year ago. Publicly financed construc- 
tion was 39 per cent above last year’s 
March level, with hospital and institu- 
tional building showing the largest 
gain. In the “heavy” construction 
field, contract awards in the week 
ended April 12 were 9 per cent above 
the like 1948 period, the Engineering 
Vews-Record reported. Awards for the 
week totaled $158,193,000, 11 per cent 
below the previous week. But awards 
for the first 15 weeks of 1949 totaled 
$2.208,874,000, or 17 per cent above 
the like 1948 period. 


* * * 


Building costs eased — Con- 
struction costs dropped 1.4 per cent 
during the six months ended April 14, 
with lumber prices leading the down- 
trend, according to Engineering News- 


Record. 
are still 7 per cent above mid-April, 


However, construction costs 


1948. Materials costs are down 5 per 
cent from their high last August be- 
cause of steadily declining lumber 
prices. Lumber prices are down an 
average of 10.7 per cent below July, 
1948, with April the ninth straight 
month of decline. 


* * * 


Building contracts — F. W. 

Dodge Corp. reported recently that 
contracts awarded for building and 
engineering works in the first quarter 
in the 37 states east of the Rocky 
Mountains declined 9 per cent from the 
corresponding period of last year. The 
first quarter total of building and con- 
struction awards was $1,799,070,000 
compared with $1,986,936,000 in the 
first quarter of 1948. Despite the de- 
cline, the dollar volume total was the 
second highest, for a first quarter on 
record, being exceeded only by last 
year’s corresponding quarter. March 
awards were up sharply over the total 
for March of last year, and reduced 
considerably the margin of decline 
shown for the first two months of the 
year. Nonresidential building as a 
group showed a gain of 1 per cent in 
the quarter with a total of $771,219,000. 
The increase was attributable mainly 
to public building contracts—public ad- 
ministration buildings, post office build- 
ings, armories, and similar structures 
the total for which was $42,751,000 
against $17,012,000 in the correspond- 
ing quarter of last year. Religious 
building awards increased 49 per cent 
to a total of $53,942,000 in the first 
quarter. Other major nonresidential 
building classifications, with exception 
of social and recreational buildings, 


showed declines ranging from 2. per 
cent for educational buildings, to !9 
per cent for manufacturing buildings. 
Residential building awards in the first 
quarter amounted to  $603,971,000 
against $746,889,000 in the correspond- 
ing period of last year, effecting a 19 
per cent decline. Contracts for single 
family houses built to owners’ orders 
for their own occupancy increased 23 
per cent, and dormitory awards jumped 
43 per cent, but other residential build- 
ing classifications declined with hotel 
contracts down 36 per cent, apartment 
house awards off 20 per cent, and 
single-family houses built by operative 
builders for sale or rent down 32 per 
cent. 
* * # 

A 1948 home-building record 
—Construction of more than a million 
houses and apartments in 1948 “set a 
record,” says the National Association 
of Home Builders. The previous high 
was set in 1925 when 937,000 units 
were erected. The Association added 
that there was a strong trend in 1948 
“toward the production of compact, 
well-designed houses for the lower in- 
come bracket families.” Two out of 
every five houses were bought by fami- 
lies with incomes of less than $3,000 
and four out of every five by families 
earning less than $5,000 a year. Less 
than $10,000 was paid for 80 per cent 
of all houses sold last year, according 
to the Association. 

* * * 


Materials production—Build- 
ing material production in January was 
more than seasonally below December, 
the Commerce Department reported. 
Its index for output of such goods was 
12 per cent below December and 11.5 
per cent below Jan., 1948. The Depart- 
ment said “supplies of many materials 
during 1948 more than balanced de 
mands” and producers are becoming 
“more sensitive to seasonal demands.” 
Production of wire nails and steel re- 
inforcing bars rose, because these items 
are still in comparatively short supply, 
the Department added. 


* * * 


Price index still sliding 
The Labor Department said its whole- 
sale price index fell 0.3 per cent dur 
ing the week ended April 12, to 157.6 
per cent of the 1926 average, compared 
with 158.0 on April 5. The index has 
fallen steadily in the last month. The 
April 12 level was 3.1 per cent lower 


than in the like week a year ago. ‘The 


Labor Department said all major con 
modity groups, including farm prod 
ucts, foods, textiles, fuel and lighting 


materials, and building materials 


] 


shared in the latest weekly de« 
But price cuts in “driblets” are bad 
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YOURS... this beautiful 
** Scale-Dispenser” Displav 
free with new Borg 6-scale 
Deal. Ask your wholesaler. 





Borg means BIG business 
in bathroom scales 


Business is good with Borg dealers. Stores whose too-cautious 
inventories lost them hundreds of sales a few months back, are 
ordering heavily now . . . and selling Borgs as fast as they arrive. 
Consumer demand never stops, since 27,500,000 people saw the 
Borg advertised in LIFE. Customers prefer this modern bathroom 
scale . . . so beautiful, so accurate, so remarkably guaranteed. 
And you’re sure of full profit with the Borg—the full price 


(6.95 to 9.95) is the Fair Trade Minimum. 


NO OTHER SCALE IS MADE LIKE A lil 
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J A The Borg-Erickson Corp. 





169 E. Ohio St., Chicago 11 
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WRO WASHERS 
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ve SYMBOL of QUALITY for 62 YEARS 


WASHERS .. . Standard and Special, Every Type, Material, Purpose, 
Finish ... STAMPINGS of every Description . . . Blanking, Forming, 
Drawing, Extruding. 

Your most dependable source of supply — the world’s largest manurac- 
turer of Washers, serving Industry since 1887. Over 22,000 sets of Dies. 
Submit your blueprints and quantity requirements for estimates. 


WROUGHT WASHER © 


MANUFACTURING CO. | 


The World's Largest Producer of Washers 




















The Wire of a 
Thousand Uses 


MUSIC WIRE 


Attractively packaged 
— VY |b., Y2 Ib. and 
1 1b.—Convenient for 
display or handling. 
At your jobber or any 
Johnson branch. 


JOHNSON 


STEEL AND WIRE COMPANY, INC. 
WORCESTER 1, MASS, 


PHILADELPHIA CLEVELAND DETROIT AKRON 
HOUSTON TULSA LOS ANGELES 














CHICAGO 
TORONTO 


NEW YORK 
ATLANTA 





JOHNSON XLo YY 








psychology, Chairman Nourse of the 
President’s Council of Economic Ad. 
visers believes. He tells businessmen, 
in effect, “hold off your price reduc. 
tions until you can make substantial 
He says small reductions only 
postpone 


” 
ones. 
lead consumers to 
and to wait for further cuts. 


buying, 


* * * 


Plumbing supplies “ade- 
quate”—In contrast to the shortages 
of a year ago, builders are finding 
plumbing fixtures in adequate supply 
as the spring building program gets 
into full swing, so says the Plumbing 
and Heating Industries Bureau. With 
white fixtures available largely from 
stock the only possible delay will be in 
some models of colored fixtures, it 
adds. 
attributed to rising plant capacity, ap. 
parent from the fact that 1,950,770 
bathtubs were produced last year, 
against 1,668,872 in 1947. The Bureau 
predicted 1949 water closet production 
will be more than 4,200,000 units, com- 
pared with 3,359,229 last year and 
2,542,625 in 1947. 


This betterment of supply is 


a x * 
Vacuum cleaners — Factory 
sales of standard-size household vacuum 
cleaners in March totaled 309,897 


units, an increase of 28.4 per cent over 
241,267 units in February and a de- 
crease of 12.7 per cent from 355,415 
in March, 1948, 
industry-wide figures 

C. G. Frantz, secretary-treasurer of the 


units according to 


announced _ by 


Vacuum Cleaner Manufacturers’ Asse 
ciation. 
a * * 

Crosley sales increase—The 
Crosley Div., Avco Mfg. Co., Cincin- 
nati, Ohio, announced that its sales 
this year are breaking all records for 
the firm’s 28-year history. Radio and 
television sales for the first four months 
of its 1949 fiscal 
through March—were up 42 per cent 


year—December 


over a year ago, according to John W. 
Craig, Avco vice-president and Crosley 
general manager. Shelvador refriger- 
ator sales have exceeded the 1948 fig- 
ures by 25 per cent, he said. Crosley 
total sales were 56 per cent higher in 
March, 1949, than a year ago, increas 
ing from $5,005,509 to $7,834,943. 


” * + 


Rolling off the assembly 
lines—Car and truck production in the 
mid-April week established a post-war 
record for the second straight week, as 
U. S. and Canadian plants turned out 
133,335 units, according to Ward's 
Automotive Reports. This compares 
with 131,970 in the previous week, 
with 104,761 in the like week of 1948, 
and with 99,945 in the like week of 
1941. Passenger car output for the 
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THE s190,000-000 
WITH MCDONALD WATER SYSTEMS 


The MSDonald name helps you sell 
The M€Donald Diamond trademark identifies a complete 
family of water systems which you can sell with confi- 
dence that each is the finest of its type. All of M€Donald’s 
resources, their 93 years of manufacturing experience 
and technical skills are behind the name. 
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The full line builds greater profits 








ireau. With : You sell the right size and type of equipment when you’ Deep Well Reciprocating Type 
largely from Shallow Well Reciprocating Type sell from M{Donald’s full line. You don’t waste customer's Systems. 160 to 1875 gallons per 
. . Systems. 250 to 650 gallons per hour. 4 hour. Series 400 & 600 illustrated. 
ay will be in Series 420 illustrated. money on too much or too little capacity. And you sell ike 
fixtures, it the unbeatable combination of quality and service which . i ——_ 
f supply is have made M¢€Donald Water Systems nationally known ; PG 
capacity, ap- for dependability. It all adds up to profit and prestige. 
mg R 
- ; 1,950,770 Tie in with MCDonald's advertising and merchandising plans. Get into 
st y ° ° ° ° ° 
von the big profit picture. Your MCDonald jobber will give you the facts. 
The Bureau 


t production 


A. Y. MCDONALD MFG. CO. 
DUBUQUE, IOWA 
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— Factory Shallow Well Hydro-Jet Systems, Hydro-Jet Systems for Shallow or 
hold vacuum Series 2000. %, ¥3, 42 h. p. sizes with Deep Wells. 160 to 1880 gallons 


led 309,897 5, 10, 25, 42 gallon tank capacity. PUMPS e PLUMBER'S BRASS @ OJL EQUIPMENT per hour. 
er cent Over AMERICA’S FINEST FULL LINE FARM AND DOMESTIC WATER SYSTEMS 
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at its sales 
records for | The tremendous market for power 
Radio and | mowers has scarcely been touched. We 
four months | designed our Model B 17 E electric to 
r—December é es 
Son on bring power mowers within the reach 
to John W. | Of your big market — the city home 
and Crosley | Owner with the 50 or 60-foot lot. The 
lor refrige- | B17 E is every inch quality built. It 
he 1948 fig | cuts grass faster .. . eliminates raking 
pop tient? ... reduces hand trimming. It's easy to 
ago, increas | “monstrate, easy to sell. Let me send 
834,943. you my message on Spring and Summer 
Profits today. 
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CASEMENT 
WINDOW 
OPERATOR 


This time-proven Ives operator is 
designed for heavy duty, smooth, 
trouble-free operation. Can be used 
for right or left hand windows. Heav- 
ier arm ... sturdy flanges ... arm and 
gear forged in one piece, operates in 
brass bushing . . . forged hob-shaped 
gear teeth... deep drawn and hard- 
ened housing .. . self lubricating 
worm, full length bearing surfaces... 
sash track slide assembled with 
phospher bronze, non-rusting spring 
to take up wear and eliminate rattle. 





Vv 


Angle Drive Operator for Special 
Applications. 
For average size casements with wide 
stools... smooth acting ...non-rattling. 





AdjusTITE Catches. 
Draws top of casement window tight 
-+. NO mortising required ... adjustable 
tension . . . template furnished. 


See your Jobber 
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second quarter is likely to approach the 
record high for that period of 1,506,494 
cars, set in 1929, Ward’s said. Of the 
total for the latest week, 102,359 were 
U. S. passenger cars, also a new post- 
war mark. Car figures so far this year 
are computed by Ward’s to be 1,284,- 
486, or 17 per cent more than last 
year, while trucks are running about 7 
per cent behind 1948, having reached 
389,035 units. W. F. Hufstader, Gen- 
eral Motors vice-president said “we ex- 
pect 1949 will be a better year for 
G. M. than 1948. We expect to pro- 
duce more cars and we expect to sell 
Studebaker Corp. 
of cars and 


every one of them.” 
reports its retail sales 
trucks in March and in the first three 
months of 1949 were the greatest in 
Nash, too, says its demand 
is bettering sharply. Most makers and 
dealers now should be happy; they re- 
port a spring upsurge in new car sales. 
And most of their customers should be 
happy, too; winter waiting lists have 
melted, and almost any make of car 
ordered today will be delivered to a 
motorist in plenty of time for summer 
payments are no 


its history. 


driving. Premium 


longer asked. 


Tires—Tire manufacturers are 
facing stiff competition of pre-war days 
as they approach a normal spring and 
summer Ship- 
ments of Akron companies during the 
below last year. 


increase in business. 


first quarter were 
Dealers’ unit sales, however, are better 
than 1948 and they have been working 
down inventories, still heavy compared 
with pre-war. But in view of the high 
post-war demand for tires, stocks are 
not considered out of line. 


* * * 


Other rubber goods steady 
—Aside from tires, rubber goods busi- 
ness of the Akron companies continues 
to hold steady. Mechanical goods, con- 
sidered a good barometer of industrial 
business health, are still strong, al- 
though order backlogs which zoomed 
to record levels after the war, are 
gradually being whittled down. This 
includes belting and hose and miscel- 
laneous molded goods. Goodrich, Fire- 
stone and Goodyear continue to make 
strides in the field of chemicals and 
plastics. Foam rubber production is 
growing. Goodyear, whose foam rubber 
demand is considered “excellent,” has 
expanded production facilities. Fire- 
stone is bringing added capacity into 
production. Cushioning for passenger 
cars, buses and airplanes is still the 
predominant market for foam rubber, 
though its use is growing in furniture 
and mattresses. 


Farm income— The Agricul- 
ture Department predicts that 1949 jn. 
come will be about 10 per cent less 
than the 1948 total of $17,400 million. 
It said the reason for the drop wil! be 
“little 
change” in the quantity of their pro- 


lower prices, and it expects 
duce farmers ship to market. The De- 
partment also made some predictions 
for the country’s general economic 
situation in 1949, including: Inflation. 
ary pressures in most directions haye 
eased. Business expenditures for 
plant and equipment are expected to 
1949, but “moderately 


lower” than 1948. Exports in 1949 “are 


be large in 


likely to be maintained slightly above 
the level of the fourth quarter of 1948,” 
Residential construction will be high, 
but not as high as 1948. The Agricul- 
tural Department says that costs of 
farm production will be less this year 
than in 1948, but not enough to com- 
pensate for the drop in farm prices. 
It estimates that costs will drop about 
5 per cent, compared with a 10 per 


cent drop in farm prices and income. 


Farm buying—Farmers _ still 
have money to spend and are willing to 
spend it. But this great segment of 
the American market is growing much 
more selective. This word comes from 
makers of agricultural machinery and 
tools, and from the dealers, themselves, 
who pass along their wares to the farm 


With the 


weather, dealers in new equipment are 


buyers. return of warm 


experiencing a sharp pick-up in de- 
mand. But this 
buying what 


spring farmers are 
they want, when _ they 
want it, and on their own terms. They 
are no longer eager for second-hand 
equipment, so sales and prices of used 
farm machinery have declined. And 
farmers are no longer willing to pay 
premium prices and wait months for 
delivery of new equipment. Both the 
“grey market” and the long waiting 
lists are rapidly vanishing. Finally, 
farmers are shopping around for their 
items and makes. 


preferred specific 


Despite this growing selectivity and 
signs of a buyer’s market, farm equip- 
ment sales stand a good chance of hit- 
Most farm 


between 


ting a new high this year. 
machinery _ buying 
March and June. 


comes 
Judging from spring 
purchases so far, farmers are well on 
the way to buying more new tractors 
and implements than ever _ before. 
Farm equipment makers have gained 
hugely during the past 10 years. Their 
dollar volume reached $2 billion last 


year, 37 per cent above 1947’s business 
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WITH NESCO’S NO. 2015 GOLDEN JUBILEE 


MERCHANDISING PACKAGE OF 


NESCO 


Qewhest 


STAINLESS STEEL UTENSILS! 










THESE 15 FAST-SELLING ITEMS — 


PLUS A FREE KIT OF VALUABLE 
ADVERTISING DISPLAY MATERIALS! 


[F it’s profits you want, this Nesco Golden 

Jubilee Merchandising package offers 
you a hot opportunity to ‘strike it rich”! 
Every item is a proven best-seller, and the 
whole package carries a markup of 54% 
—which means better*than average profits 
for you. 

Aggressive national advertising on 
Nesco Evenheet Stainless Steel Utensils— 
in the best women’s magazines—is pre- 
selling your customers right now. Don’t 
delay! Order your Nesco Golden Jubilee 
Merchandising Package today from your 
distributor! 


“THE COOKING WARE 
WITH THE 


BUILT-1N 
heat 
distributor |” 


NATIONAL ENAMELING AND STAMPING COMPANY 


270 North 12th Street, Milwaukee 1, Wisconsin 
Sales Offices: 1430 Candler Bidg., Atlanta « 1166 Merchandise 
Mart, Chicago - 200 Fifth Ave., New York » Western Merchan- 
dise Mart, Son Francisco + 901 Ambassador Bidg., St. Louis 
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summer he drove around the Ard- 
moré area and noted the different 
types of chairs, hammocks and 
umbrellas that were on the lawns. 
He reasoned, that if residents in 
his area purchased certain types 
of merchandise, their neighbors 
would certainly be in the market 
for it as well. He therefore aug- 
mented his lawn and garden mer- 
chandise stocks with several other 
lines. 


Always There 


Now that the Lyons store had 
the type of merchandise that resi- 
dents in the area used, his next 
step was to make the type of dis- 
plays that would inform his cus- 
tomers of his stocks and it was 
decided that spot displays were 
the thing. 

His first spot display was of 
lawn chairs at the entrance of the 
store. A full line of outdoor chairs 
were displayed there so that cus- 
tomers could not possibly fail to 
see them as they entered the door. 


A large opened sun umbrella 
was attached to every table. As 
the store has a large number of 
tables, there were naturally a large 
number of opened umbrellas, so 
that no matter to whatever counter 
a customer walked over to select 
merchandise, the umbrella was 
overhead. 


“Our display raised the sale of 
sun umbrellas over 50 per cent of 
the total number that we sold at 
the same time last year, Mr. Mc- 
Laughlin says. “This shows that 
open umbrellas on every table 
where customers can see them, sell 
much faster than when they are 
folded and lay in rack.” 


Another spot display in the 
store was a garden equipment 
rack. On this rack were displayed 
such items as garden tools, hose, 
digging forks and rakes. Earth 
was spread on the ground around 
this rack display, and a few small 
tools laid on it. Customers could 
not possibly miss this display as 
they couldn’t just walk by it, for 
the earth that was spread on the 
ground made them walk around 
it, which attracted attention to the 
rack, 

One of the Lyons windows was 
tied in with the sale of this mer- 
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PAINT DEALER 
switches to AMERICAN 





Rents sanders 55 times 
in 64 





R. H. Spangler, progressive owner 
of the Marietta Paint Store, Newark, 
Ohio, started the new year right— 
with a complete new line-up of 
American Machines! In the first 
64 days—he rented American Floor 
Sanders 55 times . . . American 
Edgers 57 times...andan American 
DeLuxe Maintenance Machine 11 
times. Rental fees alone total 
$356.50 for this period! 

At this rate, his rental income for 
the year will be $1,750—and that 
means, “the machines will pay for 
themselves the first year,”’ says 
Mr. Spangler. This includes one 
American Standard 8 Floor Sander, 
two Little American 8’ Floor 
Sanders, one American DeLuxe 
Maintenance Machine, and two 
American Edgers. 

Mr. Spangler reports, “American 
Machines are highly satisfactory. 
Everybody likes the way they oper- 
ate—and these satisfied customers 
tell their friends.” 

* This dealer has done a wonderful 
job in promoting paint sales in his 


store. He has boosted the store’s 
annual volume 300% in four years! 
Sander rentals have played an 
important part in attracting busi- 
ness... creating extra sales of floor 
finishes, sandpaper, brushes, paints, 
varnish, seals, waxes, etc....and 
bringing in profits on rental fees! 
Mr. Spangler uses window and 
counter displays... streamers... 
newspaper advertising . . . and 
personal suggestion to keep sander 
rentals ringing up profits! 


MERICAN 


FLOOR MACHINES 


Send Coupon Today! 
ee 


é The American Floor Surfacing Machine Co. 
522 So. St. Clair St., Toledo 3, Ohio 


Please send latest catalog on the following, 
without obligation. 


0 Floor Sanders (with free 12-page profit- 
plan booklet) 


O Edgers O) Maintenance Machines 
Name cececeeeccerrerersrereeseveses . 
Street cece receesereresereseseseeeee ee 
City> seccveceveceseves State ererereere 














STOCK UP FOR 
A Big SUMMER 


with 
The best looking 
The longest lasting 


INSECT WIRE SCREEN 


you've ever seen! 





*An exclusive Hanover product 


Corronized licks corrosion! It's the 
beautiful sky blue screen hardware 
dealers are talking about . . . Slo- 
Platéd for long life, exceptional dura- 
bility. Won't stain woodwork, melt, or 
discolor. For every screen application. 


WRITE FOR FREE SAMPLE 
SWATCH BOOK AND PRICES 


HANOVER WIRE CLOTH DIVISION 


Continental Copper & Steel 
Industries, Inc. 


HANOVER 6, PENNSYLVANIA 
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ONLY Ee 
EAGLE RULES ~\~ 
HAVE RIVETED <‘\_\ 
STRIKE-PLATE 
JOINTS 


EAGLE RULE MFG. CORP. 
NEW YORK 59,0. ¥. 6 7, 
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chandise. It resembled a garden 
and featured a green outdoor 
chaise lounge. A few magazines 
and a croquet set were laid on 
the ground next to it, to give it 
an interesting leisurely garden ap- 
pearance. 

Although the spot displays in 


the store attract the attention of 
all the customers that enter, still 
Mr. McLaughlin feels that the 
power of suggestion helps to make 
and close sales. For this reason, 
he has instructed all his sales staff 
to suggest this particular type of 
merchandise to all customers. 





Hunting Prospects Better Than Ever; 
2,000,000 Licensed to Shoot Ducks 


Washington Bureau 
Of Hardware Age 


OOD hunting was had last 

year by the nimrods who 
stalked the government and other 
hunting grounds last year, accord- 
ing to reports of forest service 
officials. Game inventories, now 
being tabulated, indicate that 
1949 prospects will be as good if 
not better than last year. 

In the realm of larger game. 
forest service officials report that 
two out of nine hunters on gov- 
ernment lands brought home an 
elk, a bear or a deer. Specifically, 
the 1,200,000 hunters registered 
with national forest officials re- 
ported a kill of 280,000. animals. 

Indicative of the increasing in- 
terest in hunting is the mounting 
sales figures for the so-called duck 
stamp which all duck hunters must 
possess (proceeds of which go for 
conservation and_ protection of 
waterfowl). Through Dec. 31, 
first half of fiscal year 1948-49, 
approximately 1,898,000 stamps 
had been reported sold. 

The Federal Fish and Wild 
Life Service says that this may be 
an indication that total sales for 
the year, ending June 30, may ex- 
ceed the all-time high of 2,000,000 
in 1946-47, Current first half sales 
were 175,000 more than for the 
same period last year. 

Largest sales of the stamps have 
been reported from Minnesota 
(158.000), Texas (150,000) , Cali- 
fornia (132.000) and 
(105,000). Only five 
Delaware, Rhode Island. Georgia, 


Illinois 
states— 


New Hampshire and Vermont— 
had sales of less than 5000. 
Through the combined medium 
of closed or sharply restricted 
seasons and more attention to con- 


servation and _ protection, most 


game animals are increasing. Dur- 
ing the last fiscal year (1947-48), 
officials of the Fish and Wild Life 
Service alone nabbed more than 
3000 game-law violators, exclu- 
sive of arrests by regularly con- 
stituted game wardens and other 
enforcement officers. 

Officials of the Service told 
Harpwake AcE that its annual in- 
ventory of migratory waterfowl 
conducted at the wintering 
grounds last January showed an 
“encouraging increase” in ducks, 
geese and brant but that a decline 
in coot had been noted. 

About 61 per cent of the total 
inventoried waterfowl were found 
on wintering grounds within the 
United States, 27 per cent in Cen- 
tral America and Mexico, and 4 
per cent in Canada. 

It is further estimated by the 
Service that ducks comprise about 
75 per cent of total waterfowl and 
their increase is figured at more 
than 10 per cent. Geese comprise 
about 10 per cent of the total and 
their numbers increased by nearly 
a third. A heavy depletion among 
coot has brought the ratio to 12 
per cent. 

Breaking down the inventory 
still further, it is estimated that 
mallards now make up about a 
third of all migratory waterfowl. 
They concentrate along the Mis- 
sissippi Flyway. 

Second most numerous is the 
pintail, comprising slightly more 
than a seventh of the total water- 
fowl and is found in greatest 
quantity along the Pacific Flyway. 


Stock Control 


(Continued from page 198) 
on-hand figures and receipt fig- 
ures are totaled on the disburse- 
ment cards. The disbursement 
is subtracted, and the difference 
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is the stock on hand for the 
start of the new month. This 
figure is entered on both the 
buyer’s card and the disburse- 
ment cards. The buyer can then 
go through his cards and check 
sales against stock. If the move- 
ment is normal, orders may be 
issued to replace the stock sold, 
basing the amount bought on 
the sales for a 30, 60 or 90-day 
period as required. If the rec- 
ord shows too much = stock 
against sales, then an effort 
should be made to reduce the 
stock to a figure which is com- 
parable to the stock sold and 
no orders are placed until the 
overstock is corrected. 


Take Proper Steps 


If the merchandise is out of 
stock before new stock arrives, 
the stock record clerk passes 
an “out” list to the different 
buyers. They then determine 
whether or not the item has 
been previously ordered or if it 
should be ordered or discontin- 
ued. Then they take proper 
steps to get the merchandise in 
a hurry or to discontinue it in 
the catalog. If the merchandise 
is on order and has not yet 
come in, the catalog is marked 
by means of a “temporarily out” 
list, being reinstated when the 
merchandise arrives. 

At the end of the year, month- 
ly sales are transferred to the 
permanent card under the over- 
riding sheet for the year. This 
shows sales movement over 
the year and is used as a base 
from which the new year may 
be projected. 

The majority of orders will 
be placed at the first of each 
month without benefit of sales- 
men. For ordering, during the 
month, when salesmen call, the 
disbursement cards may _ be 
checked quickly to see if ma- 
terial is required. 


Future Business 


Future business may be pro- 
jected from the cards by re- 
ferring to records of the previ- 
Ous years, sales on the per- 
manent record. When placing 
an order based on the previous 
year, we are protected by a 
clause providing for revision 
before actual shipment is made. 

Stock records should be spot- 
checked occasionally against 
actual stock in the warehouse, 
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both PROFIT with 


omiy i” 
MOVEMENT 
AT EXTREME POINT 


"A FAST MOVING ITEM" 


Just ask the Carpenter, 
Handy man, Shipping 
clerk, Insulator, Roofer and 
many others who depend § 
on SPEED and ACCURACY 
and they'll tell you how 
wonderful the ARROW 
T-32 GUN TACKER per- 
forms. 


LOCKS TO FIT 
IN POCKET 


Distributorships available 
Write for complete information 


size staples 





FOR FLAT HEAD SPECIFY FS GROUP 
FOR ROUND HEAD SPECIFY RS GROUP 


@ ELECTRO GALVANIZED 
@ NUTS ARE ATTACHED 
@ PRICES AND SIZES CLEARLY MARKED 
@ ALWAYS NEAT AND IN PLACE 









40 SIZES 
1633 PIECES 


ALL IN ONE FOOT 
OF SPACE! 






















Each Group Consists of: 
|—731 1". Assortment 
Ve" & 5/32” dia. from 
cap stove BOLTS Y2" to 2” long 
ROUND HEAD 9” , 1—394 3/16” Assortment 
son <8 3/16” dia. from 1/2” to 
- 3” long 
L1S 1—2639 14," Assortment 
“ \%," dia. from 1/2” to 3” 
long 
1—143 5/16” Assortment 
5/16” dia. from %," to 3” 
long 
1—96 ¥,"" Assortment 
: 1S ‘ 3," dia. from %" to 3” 
stove BO long 


Round mi) sroue 80 


PT HEAD st0ue goits 





pound HEAD 


Sharon Gltand Sphbut Co 


Boston, Mass. »* 
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AUTOMATIC WAT 


This specially designed fountain is 
i Sdls for sanitation and easy cleaning. 


[- OR 


fresh water at all times. 


/ sturdily as adult fountain, 
e é with a 7 in. diameter bowl. SA 
Retailsat . 
Life Guard Cap, 60¢ extra. s 





FOUNTAINS FOR 
BABY CHICKS AND 
ADULT BIRDS ARE 


shal- 


low and hung low, with space beneath 


It is 


completely automatic and provides clean, 
Made as 


35 


LESS 
TAND 


CLEAN, FRESH WATER INCREASES 


water systems. 


Needs no attention. Saves 
labor and water. 
wear out. 


Dept. 6, 251 W. Kellogg Bivd., St. Paul |, 


EGG PRODUCTION! 


Operates from gravity or pressure 
It is up off the 
floor and easy to keep clean. 


time, 


No parts to 
Has 7 in. diameter 
bow! and is built of brass and 


hard plastic. $ 35 
Retails at ...... LESS 
STAND 


SEND FOR ADVERTISING AND 
DISPLAY MATERIAL TODAY! 


Pees els teas iL cmete) TTT hae | 





It takes years of actual service on 
the job to create a popular buying 
trend for builders’ hardware. Smooth, 
friction-free service, year ofter year, 
has proved that NATIONAL Hard- 
ware possesses exceptional “built-in” 
stamina. 


The modern designs incorporated in 
this extensive line meet the require- 
ments of both present-day construc- 
tion and those of tomorrow. 


Attractive, protective finishes and 
neat packaging are further aids in 
building profitable repeat sales with 
National Hardware. 


NATIONAL 
MANUFACTURING COMPANY 


Illinois 


Sterling ° 
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when it can be determined 
whether the records are being 
kept accurately enough to be of 
any value. 

Some control systems show a 
minimum and maximum figure 
for stock on hand, this pro- 
cedure being used in a great 
many manufacturing plants in 
which a production has been 
projected for a long period. For 
a wholesale house this is not 
entirely satisfactory as there 
are times when certain items 
of stock need to be run down 
very quickly. If there is an auto- 
matic minimum by which to buy, 
you may find that you are buy- 
ing when you should be selling 
and running out of seasonal 
merchandise. At the same time, 
there are instances where it is 
very desirable to replenish or 
overstock to some degree. If 


| there is a maximum arbitrarily 


set up, the system is thrown 


| out of kilter. 


Not Infallible 


A stock record in a wholesale 


| house in which one is using 


one’s judgment against market 


' conditions is not an infallible 


guide for buying, but it is a 
very valuable indication of how 
an item is selling. It shows the 
amount of merchandise you 
should keep on hand to main- 
tain your required turn-over. 
There is no control system 
you could install that would be 
worth any money to any whole- 


| sale hardware concern unless 
| it is properly operated. We have 


a good wholesale hardware man 
who spends all of his time post- 
ing our contrd] system, and we 
have another good hardware 
man who spends a considerable 
amount of time assisting the 
regular operator at the end of 


each month to make the trans- | 


fers. I have discussed control 


| systems with several concerns, 


and some wholesale houses have 
girls who do not know anything 
about the hardware business op- 
erating the systems. 


Must Be Posted 


If your control system is not 
posted every day, it will be of no 
value. 

Personally, we would not do 


without our stock control sys- | 
tem, and during the war days | 


when we had to sign affidavits 












Tightens. loose furniture 
WITHOUT taking it apart 


CHAIR-LOG 


WOOD JOINTS TIGHT 


THE CHAIR-LOC COMPANY, Freeport, N.Y. 















GOODYEAR LOADBINDER 


OPEN 


GOODYEAR & MILLER CO. 


BLOOMDALE, OHIO, USA. 














“GUNSHINE 
ON, 


MADE IN U.S.A. 


ASK YOUR JOGOBBER 


FOR OUR DOUBLE DUTY CHAMOIS 
DOUBLE VALUE TO THE CONSUMER 


HOYT & WORTHEN TANNING CORP 
MAVERHILL. MASS 

















KASS TANK 
BALL GUIDE 


Easily installed without tools, 
Adjustable Clamp—fits all 
sizes of overflow pipes. Flex- 
ible bolt teeth assure non-slip 
grip — permanent tightness. 
Perfect alignment assures 
noiseless, leak-proof service. 
Built to last of rustproof brass. 
Profitable seller. Write: 


KASS HARDWARE COMPANY 


1836 MARKET ST., PHILADELPHIA, PA. 

















New products and new 
trade names are constantly 
being added to the list- 
ings for the next Directory 
Number of HARDWARE 
AGE, 

Therefore, if you do not 
find in the current issue of 
the Directory Number the 
product you are interested 
in, write to the “Who 
Makes It” Editor. He'll be 
glad to serve you. 


_ HARDWARE AGE 











100 E. 42nd St., New York 17, N. Y. _ 
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Safe’s newest addition to the 
builders hardware line are 
-* these tubular latch sets for 
every door in the home (no 


die cast or sub- 
stitute metals 
used). 











TUBULAR 
FRONT DOOR 
HANDLE SETS 























AS A NEEDLE ! 





W.W.CROSS & CO. INC. 
























East Jaffrey, N.H. PASSAGE 
SETS 
“TC 10a. SAFE 
an ARE PROSPECTS _ CYLINDER 
assures Every Business Needs Protection Against Loss | TUBULAR | 
cas of Records from F/RE LATCH SETS 
MPANY 
LPHIA, PA SELL PROTECTALL | , 

















= | AT A PROFIT | ‘ 
2S ® Many Business Men do NOT | i 
I 


> now own Safes 


©75% of presently-owned 
safes are OBSOLETE 











=z 
warn 4 







new ® PROTECTALL SAFES carry | >> ~-~—...} 

ntly the Underwriters’ ‘‘C’’ Label bt ” : 

list- e Business records are SAFE w ww 

tory in a Protectall BATHRO 

ARE PROTECTALL SAFES—for Modern Fire Protection OM AND 


BEDROOM SETS 


Seven Suitable Sizes * Several Interior Arrangements * Three 
Colors © Modern, Steel Construction Economically "riced. | 

















not 

e of — 

the — Get the Protectall Story Today. Write / 
sill PROTECTALL MFG. CORP. 

* 938 S. Salina St.,. Syracuse, N. Y. BUILDERS HARDWARE 
Who SINCE 1849 

1 be CELEBRATING 100 YEARS 


CONTINUOUS SERVICE 
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So OI eet Mes en se 


LONGER HANDLES! 
PERFECTLY BALANCED 
Shaped to Fit the Hand 


Instantly Replaceable 
DOUBLE-EDGE 
SUPER-KEEN BLADES 


No screw driver or tool 
needed to replace the 
high quality blades — 
just push in new blades, 
and out come the old 
ones. Stock genuine 
RED DEVIL BLADES for 
replacements. 


RED DEVIL TOOLS. 
Irvington 11, N. J., U.S.A. 





Our 





Quality Line of Door 
Pulls and Handles... 





ce, 


Write for Catalog No. 4-A Fully Illustrating 





Finished to a 
High Lustre 
Brass or 
- Satin Finish. 


Also Available 
in Polished and 
Dull Chrome. 


Wo. 120 - 
° 


Wo, 125 


Builders’ Hardware and Specialty Items. 





Rockwood Manufacturing Co 


Rockwood, Pennsylvania 





and make statements to the Gov- 
ernment, we would have had to 
do a lot of guessing if we had 
not had a control system. It is 
my opinion that a good stock 
control system will help anyone 
in the wholesale hardware busi- 
ness and will be worth its cost 


at all times. In fact, before we 
installed our control system, we 
had to borrow money occasion- 
ally to discount our bills, but 
since we have had this system, 
we have not borrowed money 
and we carry a nice bank ac- 
count at all times. 
















“COMING 
CONVENTIONS 











Associated Pot and Kettle Clubs 
of America, convention, June 19-22, 
at the Santa Barbara Biltmore Hotel, 


Santa Barbara, Calif. Convention chair- 
man, George H. Slater, 712 So. Olive 
St., Los Angeles 14. 


Carolinas, Hardware Assn. of, con- 
vention, June 9-10, at The Francis 
Marion Hotel, Charleston, S. C. Sally 
Couch Masten, acting secretary, 118% 
E. Fourth St., Charlotte 2, N. C. 


Central States Golf Party, June 
23, at the Tam-O-Shanter Country Club, 
Chicago, Ill., sponsored by the Central 
States Hardware Club, Ben Leve, 530 
W. Cornelia Ave., Chicago 13, is secre- 
tary. 


Eastern Hardware Golf Associa- 
tion, 13th Annual Tournament, May 
18-20, inclusive, 1949, at Shawnee Coun- 
try Club, Shawnee-on-Delaware, Pa. 
H. L. Gilliam, Wood Shovel & Tool Co., 
30 Rockefeller Plaza, New York City, is 
secretary of the association. 

Florida Retail Hardware Assn. and 
Georgia Retail Hardware Assn., joint 
convention, May 22-24, at the Seminole 
Hotel, Jacksonville, Fla. W. W. Howell, 


executive manager, Waycross, Ga. 


Gift Show, July 24-29 at Los An- 


geles, Calif.. under management of 
W. C. Klingborg, L. -A. Trade Fair, 
Inc., 1151 S. Broadway, Los Angeles 
15. 

Louisiana Retail Hardware Assn. 
and Mississippi Retail Hardware 
Assn. joint convention and_ exhibit, 
June 6-8, at the Hotel Jung, New 









AND 
EVENTS 








Orleans, La. Secretary for both associa- 
tions is David O. Mansfield, 
State St., Jackson, Miss. 


226 S. 


National Cutlery Week, May 2-9, 
inclusive, sponsored by Associated Cut- 
lery Industries of America, Deerfield, 
Mass. L. D. Bement, secretary. 

National Hardware Show, Oct. 12- 
15, Grand Central Palace, New York 
City. Frank M. Yeager, 331 Madison 
Ave., New York City, is the director 
of the show. 

National Housewares and Major 
Appliance Manufacturers’ Exhibit and 
Meeting, July 11 to 15, 1949, in the 
Atlantic City Auditorium, Atlantic City, 
N. J., sponsored by the National House- 
wares Manufacturers Association. A. W. 
1402 Mart, 


Chicago, 54, IIl., is executive secretary. 


Suddenberg, Merchandise 


National Retail Hardware Asso- 
ciation, 50th annual congress, at the 
Statler Hotel, Boston, Mass., July 11-14. 
333 No. Pennsylvania 


Ind., 


Rivers Peterson, 
Si., Indianapolis, managing di- 


rector, 


National Sporting Goods conven- 
tion and show, Jan. 22-26, 1950, at the 
Hotel Morrison, Chicago, Ill. Exhibits 
in booths and rooms. Sponsored by the 
National Sporting Goods Assn., One 
North LaSalle St., Chicago 2; G. Mar- 


vin Shutt, secretary. 


Store Modernization Show, June 
19-24 at Palace, New 
York 
Modernization Institute, 40 E. 49th St. 
New York City 17. 


Grand Central 


City, sponsored by the tore 
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“Tumblers are big business with me’ 


says Mr. Paul Weill, of Kassal’s 


> 


“T push Corning Double-Tough Tumblers,” says 
Mr. Weill. 


“I get a quick turnover and a day-to-day profit that 
adds up to BIG BUSINESS. 


“Corning Double-Toughs are displayed on the same 
counter as Pyrex Ware in my store—and one fa- 
mous name helps to sell another. 


“First, the attractive Double-Tough package invites 
customers to buy. Then, I follow up by telling cus- 
tomers that these tumblers outlast ordinary tum- 
blers 3 to 1. That I know because I use them at 
home. 


“There’s a size for every use and customers usually 
take more than one box of the same size—just by 
my suggesting it. 

“Corning Double-Toughs not only move fast, but 
handling costs are practically nothing. I don’t have 
to waste time and paper in nesting and wrapping 
glasses. These Corning Double-Toughs are ready 
packed for the customer to take home.” 


“Eee 
x -_ 


FRUSTRATION on FRONT STREET 














8-year-old Bobby, told to help with the 
dishes, ee maybe carelessness will bounces!) ... 


doesn’t even chip!)... 





--lets one tumbler drop to floor (it 
bangs another on the sink (it 











There’s a size for évery 
use—from 5 oz. to 12 oz. 
—attractively boxed 8 
to a set, 85¢ to $1.25, 
according to size. 


CORNING 


--hears his mother say, “Save your TUMBLERS © 
strength, Bobby. Those are Corning Double- 


| Tough Tumblers. Here’s a dry dish towel.”’ “Pyrex, 


and* 
oso"! u. 3 Psa Corning Ging Works. Cornin, 
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Safer! Stronger! Last longer! 


Corning Double-Tough Tumblers are 
smart, thin, graceful, but they can take 
plenty of rough treatment! They actually 
outlast most other tumblers 3 to 1. 


Made by the makers of Pyrex Ware 


“Double. aoe" es’ trade-marks in 





Hardware, Suffern, N. Y. 





Advertised in POST 


to make more sales for Mr. Weill and you! 





Timed to the big tumbler-selling sea- 
son—a new campaign in The Saturday 
Evening Post! 

Hard-selling cartoon ads, bound to get 
readers, bound to make sales. 

New campaign starts April 30th. So 
check your stock now, and feature 
Corning Double-Tough Tumblers in all 
sizes. Get extra sales and easier profits 
with these packaged tumblers. 


MADE BY THE MAKERS OF PYREX WARE 


CORNING 


ouble- 


TUMBLERS 
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HEAVY DUTY 
HAY CARRIER No. 932 


The easiest operating, light- 
est pulling, hay carrier on the 
market. Extra strong con- 
struction assures long rope 
life, reduced pulling, years of 
trouble free service. 
swivel action—reversible. 


LOOSE TINE FLEXIBLE 
GRAPPLE FORK No. 894-895 


Handles baled hay as well as 
loose hay. Four high carbon 
extra stiff tines. No. 894 has six 
foot spread—No. 895 seven and 
ahalf foot. Equipped with Mo- 
line positive action trip lock 
and heavy flexible steel chains. 


DOUBLE HARPOON 
FORK No. 891 


The No. 891 is made to handle large 
loads. Tines are 31 inches long and 
17 inches apart. Also featured are 
No. 890 for smaller loads and the 
392 Husky, heavy duty fork for lift- 
ing extra large loads 


KNOT PASSING PULLEY 
No. 857 


This 5% inch sheave is 1% inch thick, 
hard maple, kiln dried and oiled to pre- 
vent cracking and warping. Frame de- 
signed with large opening to allow knot 
to pass through. 





Write Dept. HA today for prices 
and complete Hay Tool catalog. 


Over seventy years of service 


MOLINE 


IRON worRKS 


JA. 
LIME, ILLINOIS. u.s 


mo 
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NEW FREE saces PROVEN 


SPINNING 





COUNTER AND WINDOW DISPLAY STAND NIN 
*With your initial order of 5 fast-selling vises oes to 1 


Here's the deal: You purchase five Desmond Utility Vises and get this 
sturdy, attractive display stand free. Desmond Simples Vises give you all 
the talking points—plus low price—for satisfied customers and quick turnover, 
Order from your distributor or write for full details. 


THE DESMOND-STEPHAN MFG. CO. 
Urbana, Ohio 


Per; e 
%, 





Sales Offices: 74 Murray St., 34 Clinton St., Red 
New York City Chicago, III. oo = 
Also manufacturers of grinding wheel dressing tools. Saye 


a 
= 


DGOR STOPS 


ANNOUNCING 

THE DIECO 48 

PUSH BUTTON TUBULAR 
LOCK i 


with screwless knobs 





For a first time a lock with these sensa- 
tional advantages at such a low pricel 
Panic proof .. . practical . . . easy In- 


stallation . . . the DIECO 48 has all the 
features that will make It a best seller! 


also available the DIECO 49 and DIECO 
50 sets for passage and closet. 


WRITE FOR OUR 
COMPLETE 


HARDWARE 
CATALOGUE 


CUPBOARD 


NO-SLAM DOOR CHECKS 
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MORE SATISFACTION for your customers 
LESS SERVICE TROUBLES for you 
WHEN YOU SELL... 


WHIRLWIND 


ROTARY-SCYTHE 


POWER MOWERS 


3MODELS for home lawns: self 
propelled and hand propelled. 








difference! The 





weeds a 






grass, 








id 
SPINNING BLADES (fully enclosed) cut 
grass, weeds of any height, chop clip- 
pings to fine mulch. 






TRADE MARK 











EASY TO SHARPEN! Simply remove 
rotary blade and sharpen with hand file. 











Mow once a week or once 
a month... height makes no 


Whirlwind 


nd 


gives lawns a perfect rug- 
smooth grooming... cuts tall 


heavy 


growth with ease. Perfect for 
farms, resorts, and estates. 
Simple rotary blade trims 
evenly, mulchifies clippings, 
eliminates hand raking. No 
reel and bed knife to adjust. 
Safe, simple, dependable. 
17 years a favorite! Write | 
for dealership information. 


WHIRLWIND 


Reg. U. S. Pat. Off. 
Dept. HA-59, Milwaukee 12, Wisc. 


A subsidiary of Toro Manufacturing 
Corporation, Minneapolis 6, Minn. 








is now made better than ever 
with M-2 high speed steel 




















more cutting ... 
on every job... 
hands alike. 
















cause there’s no accidental breakage. 
the 
MILFORD’S exclusive easy starting 
teeth. 


by pays in profits and customer 
© satisfaction to sell the best. BAS ‘ 
S 







KE 


ur 
ort 


This modern post-war steel means even 
even faster cutting . . . 
in skilled and unskilled 


The same sofe cutting, because it’s shatter- 
proof! The same economical cutting, be- 


And 


same easy cutting because of 
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oct 
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THE HENRY G. THOMPSON & SON CO. 









MILFORD 


Saw Speciolis 


NEW HAVEN 5 


s Exclusively for 


CONN 
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Profit from the Biggest 
Selling Name in Clamps 


© 
HARGRAVE 


“INDIVIDUALLY TESTED" 


: 





IMPROVED 
SAW VISE 


BRACE WRENCH 


Increase clamp sales with the most popular name in 
Clamps. Each clamp is Individually Tested under hydrau- 
lic pressure far above rated capacities . . . they must be 
stronger, tougher, and flaw-free to make thé grade. Skilled 
craftsmen know from experience that the Hargrave trade- 
mark is the stamp of “Quality”. The Hargrave line includes 
tested Clamps in 25 different patterns with a size for every 
job . . . Individually Tested Chisels and Punches in 80 dif- 
ferent patterns, and other mechanics’ hand tools. Eight 
members of this famous selling line-up are illustrated 
above. Hargrave Clamps are available with openings from 
34, in. to 12 ft., from 1/4 in. to 16 in. depth. 


YOUR HARDWARE JOBBER 
CAN SUPPLY YOU 









WRITE FOR CATALOG showing 
complete line of Clamps, Chisels, Punches, 
Star Drills, File Cleaners, Brace Wrenches, 
Washer Cutters, Saw Vises, etc. 


uabenaye 
Teitid Tools 


THE CINCINNATI 
TOOL COMPANY 


MONTGOMERY RD. 
CINCINNATI 12, OHIO 
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Trustee’s Sale in Bankruptcy 
and by order of the 
Reconstruction Finance 
Corporation 


AT AUCTION 


ENTIRE INVENTORY 


Consisting of 


Machinery — Supplies — Office 


Furniture of 


PREFAB HOUSE 
MANUFACTURER 


William H. Harman Corporation 
Located in Dravo Shipyard 
Foot of Madison St., Wilmington, Del. 


Wednesday, May 18, 1949 at 10 A.M. 


on the Premises 





BUILDING MATERIALS: Bethlehem Steel expanded joists, Channel iron 
joists, Copper and steel flashing. Gutter assemblies. Steel gusset plates of all 
types and sizes. Door studs, Frames and assemblies, Steel fixed sash and 
windows, Steel 2 vent casements and windows, Left end right hand steel case- 
ments and windows, Steel frame screens, Aluminum frame storm sash, Steel 
door bucks, Steel window sill assemblies, Air supply ducts, flues, etc., Very 
large lots of angle and channel iron, Wood and metal doors, Quantities of rolled 
sheet steel, Ventilator assemblies, Rain spouting, Chimney base frames, Large 
lots of sheet Celotex, Rolls of insulation and insulation paper, Large lots of 
finished dry lumber consisting of shelving, stripping, stringers, etc., Large 
lots of Flexboard, Congowall, plywood, etc., Metal mouldings, Sliding door 
tracks end hangers. 

HARDWARE Hg SUPPLIES—Brass & Steel Hinges, Interior & Exterior Door 
Latch & Lock Sets, Casement Window Actuating Mechanisms, Celotex and 
Miscellaneous Clips,Large Lots of Window Glass, Glazing Compound. Large 
Lots of Paint in Various Colors, Paint Solvent, Door & Cabinet Handles & 
Catches, Clothing Hooks and Closet Bars, Copper and Steel Weather Stripping, 
Hardened Steel & Brass Screws, Nuts, Bolts, Washers, Nails, 2d to (0d 
Common, Nails, 4 & 6d Finishing, Toggle Switch Plates & Assemblies, BX 
and Armored Cable. Dining Room and Miscellaneous Electric Lighting, 
Fixtures w/ reflectors, Shades, ete. Wood & Steel Wall Cabinets, Wood & 
Steel Base Cabinets, Kitchen Ranges. 

PLUMBING FIXTURES & SUPPLIES—Steel Bath Tubs w/ Fittings, Lava- 
tories w/ Fittings, Water Closets w/ Tanks & Fittings and Seats, Drainboard 
Top Sinks w/ Cabinet Bases, Medicine Cabinets, Soa Dishes, Towel Racks, 
Tumbler & Toothbrush Holders, etc. Sink and Wash Basin Fittings, Penfield, 
Reddyhot & Heatmaster, Electric Hot Water Heaters, Steel and Brass Assorted 
Nipples, C. 1. Soil Pipe, Copper Tubing, Soil Pipe Fittings, Y's, T’s, L. 
Elbows, etc. Valves, Couplings, Flanges, Elbows Fittings, etc. Oil and Gas 
Hot ay ale Oil Lift Pumps, Furnace Fans. 

MACHINERY—Cincinnati No. 2 ML Univ. M. D. Horiz. Miller, Lodge & 
Shipley ie M. D. Gear Head Lathe, Cincinnati Bickford 3’ M. D. Radial 
Drill, Drill Presses. Hand Tools, Taps, Dies, Reamers, Milling Cutters, etc. 
1947 Model 5000 Lb. Revolvator, & Clark Gasoline Fork 6000 Lb. Lift Trucks, 
3 Elwell Parker 4000 Lb. Battery Fork. Lift Trucks, 7 Dewalt Radial Saws. 
Bench Grinders, Work Benehes, Tables, Stencil Machines, Stock Bins, Scales, 
115 Sections of Steel Roller Conveyor, Welding Equipment, Layout Tables, 
Surface Plates, Paint Spray Equipment,Dipping Tanks, etc. Wheel Barrows, 
Trucks, etc. Ford Steel Bedy Dump Truck, 339 Foot Continuous Cleaning. 
Spraying, Drying Unit, Spraying Unit, Fosteria — Red Heating Unit, 
3 Continuous Conveyors, Pipe and Channel tren Suppo 

OFFICE FURNITURE—5 Remington, Friden and te Adding Machines 
& Calculators, 3 Monroe, Safeguard & Todd Checkwriters, 12 1.B.M. Time & 
Job Clocks, 12 Dictating & Transcribing Machines, 31 Royal, Underwood, L. C. 
Smith, Electromatic Typewriters 10” to 18” Carriages, Blue Print Cabinets, 
Costumers Utility Cabinets, 139 Swivel. Side, Arm and Stenographers Chairs, 
62 Oak & Walnut, Executive, Secretarial and Typists Desks, 28 Pedestal, Table 
and Wall Electric Fans, 6! Legal Size, 3 & 4 Drawer, Kardex, Letter Size, 
Card Index and Slidomatie Files, Flucrescent Lamps, Drawing Stools, 41 Office, 
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Drafting ard Typist Tables, Book Cases, Duplicating Machines, Photographic 
Equipment, Rugs, Cafeteria Equipment. 


Sale By Order of James J. McKeough, Trustee 
E. Ennalls Berl, Esq., Attorney for Trustee 
and By Order of Reconstruction Finance Corporation 


Sale Subject to Confirmation 
Illustrated Brochure on Request—Itemized Catalogue 
Available at the Sale 


SAMUEL T. FREEMAN (CO. 


Auctioneers — Appraisers 


1808-10 CHESTNUT STREET 
Philadelphia 3, Pa. 
80 Federal Street, Boston 10, Mass. 
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HELLER STORE FIXTURES ARE THE BEST 
COMPARE HELLER FEATURES BEFORE YOU BUY 


New Modern Styles—Better Built—Assembled & Finished— 
Larger Selections — Conventional Styles— New MULTI- 
LEVEL Styles. 

You are invited to visit our factory and see these beautiful 


fixtures in a model store setting. It makes selection of 


fixtures interesting and easy. 


FREE STORE PLANNING SERVICE 
Write today for huge catalog No. 49. Send us a sketch of 
your store for free store plan. 


W. C. HELLER & CO. 
1049 BRYANT STREET MONTPELIER, OHIO 


DESIGNERS AND MANUFACTURERS OF HARDWARE 
STORE FIXTURES EXCLUSIVELY SINCE 1891 




















Youre tu ~ 
the “Jap aud Die Business 
utth this display on your counter 


Lola ob bet-am comme (oMM lbh ame) oso ME-mer-bade)el-belels oleic 
the c4ce self-seller cabinet on your counter. 


Stock is all arranged, and this constant 
silent salesman of items that are always 
in demand*immediately goes to work for 
you. This c4ce assortment is worked out 
on a turnover schedule of each size based 
on actual sales in hardware stores. From 
your jobber or 


HENRY L. HANSON COMPANY 
Worcester 8, Massachusetts 
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HARDWA 


The CABINET of 1000 uses 


@ Homes 


e@ 10 Drawers 
All-Steel 











SPRING 


HINGES @ Garages 
ARE THE 


@ Radio and 
Electrical 
Shops 

@ Stores 

@ Factories <. 

@ Offices & 





A sensational seller with a 
tremendous market! They’re 
heavy gauge steel — electri- 
cally welded construction 
@ Brown with drawer pulls that have 

Hammerloid Finish identification card geo 
| iti 1 Cabinets embossed for stack- 
ia see” wine & © ing multiple units. Priced 





@ Adjustable 
drawer dividers 








ee ee ee 


len o high x 10” deep right to sell — get your stock 

| @ Drawer depth 1%s” at once. 
etch of | SEE YOUR JOBBER — WRITE FOR LITERATURE 
OHIO Tle Lel BOX and CABINET CO. 
ARE jg 205 West Wacker Drive Chicago 6, Illinois 











mic 2 A NEW KIND of 
| r VISE PLIERS 


PUTS NEW Z/P INTO HAND-TOOL SALES! 











FINGER-TIP 
RELEASE 
SELLS IT! 














A “tlick of one finger opens powerful jaws, with- 
out banging knuckles. Dealers say this exclusive new fea- 
ture alone sells GRISPO on sight to craftsmen. In addition, sales reports show volume 
GRISPO sales to both farm and city trade. “Mr. Farmer’’ and “Mr. Average Man” find 
GRIPSO’s all-purpose use as a pliers, hand-vise, pipe wrench, clamp, and nut wrench 
ideal for household repairs, farm and workshop use. And dealers report this widespread 
interest created by GRIPSO’s many uses and revolutionizing features puts sudden new 
life into a// their hand-tool business. If you are an established wholesaler, and volxme sales 
appeal to you, it will pay you to investigate the profit opportunities of GRIPSO. 


ight 14* eons. 
strat yy girection 
rip 
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SEND THIS COUPON TODAY OR WRITE FOR FULL INFORMATION AND SELLING PLANS 
FIRM NAME 
ADDRESS 


AE = ae ‘ * TITLE 








Street City State 


A PRODUCT OF H. R. BASFORD CO., «+ DEPT- B-I, 235 I5th STREET + SAN FRANCISCO, CALIFORNIA 
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TEGCO BUILDERS HARDWARE 


Opens The Door To Finer Living ... 
... for both you and your customers 


To You It Means a fast-selling line that you 
can sell against any competition—a complete, 
quality line on which you can make real money. 


To Your Customers It Means strength, reliabil- 
ity and all-motif gracefulness. True quality all 
the way! 


Ask your jobber about Tegco Hardware! 





TECHNICAL GLASS COMPANY, Inc. 


2050 E. 48th St. Los Angeles 11, Calif. 


IMMEDIATE DELIVERY 


fm, BAMBOO RAKES 











= .———S> - ————— I a i ———a) 





Except for Metal Fasteners, 
This Rake is Made Exclusively of Bamboo 


SPECIFICATIONS 


SN OUD oc ccciscavsccscde Oe 
Length of Handle ..................45"" to 48” 
Diameter of Handle ... 2.0.2.0... .. cc cee ceed 
eT 
ee re 
OED WUD ose Seascieuscccwrseaaeemee 
Average Weight ......................19 ounces 


A two-nut adjustable “U” bolt fastens the ends of the 
tines to the handle and a square-nut bolt fastens the end 
of the handle to a reinforcing bar that is wired to the tines. 
100 are packed into a well-fastened bala protected by a 
heavy, woven jute fiber. A bale weighs approximately 
120 pounds. 


If your own dealer does not have a stock of these “best- 


buy bamboos,” write to us.for the name of nearest jobber. 


| 
|| A FEW JOBBER AREAS ARE STILL AVAILABLE 
| 


GENERAL EXPORT COMPANY 
IMPORT DEPARTMENT 


74 Sacramento Street San Francisco 11, California 

















Handle HOPPE Products 


There's nothing of greater importance to a gun owner 
than his gun and there's nothing more important to his 
gun than proper cleaning and protection. That's why 
Hoppe’s No. 9 Solvent, 
Hoppe’s Gun Cleaning Patches, 
Hoppe’s Lubricating Oil, 
Hoppe’s Gun Grease, and 
Hoppe’s Gun Cleaning Packs 


enjoy a steady, all year around demand. Ask your 
Jobber — he can supply you. 


FRANK A. HOPPE, INC. 


2314A North 8th St., Philadelphia 33, Pa. 








If You Want Sales Action 

















276 








Now! BIG PROFITS with this complete 








_ WRENCH DEP’T. 
















actoRy * Farm e HOME "AU, 


— 
i “ 
BALANCED TOOLS 
s™ 


COMBINATION 








Dispensing 
Display 
Assortment 


Striking metal rack contains 

76 fast-moving wrenches in the most 
popular sizes for SHOP, FARM, HOME and AUTO 

use. No duplication of sizes. Finest Metalite tool steel, heat 


treated for extra strength. Rust-resisting nickel chrome finish. Sell on sight! 


price QJ 20 price $4360 





DIVISION METAL ENGINEERING CO. 
134 NORTH LA SALLE STREET * CHICAGO 2 
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HARD’ 












——___.. 
LKES ) COLORFUL RAINBOW DISPLAY ; | Forged 
attracts sales for FAGLE \ | DOOR PU LLS 
——————) gee, “. “ 
: f HYDRAULIC (7 ee WRU ee 
Bamboo PUMP OILERS a | a 
{ oe ae Jand BRASS ':’ 
| br “aa cae \ POLISHED OR SATIN 
minimum _ counter “ IZE Wf x 2 > 
gig e FLAWLESS FINISH 
from all angles. Shows No BETTER Quality At Any Price! 
6 Le agp —— p ee ee 
raulic pump oilers o 1 
{ 3/; ci candi, En- | ALUMINUM _ 90% ee 
1 — con green mt :] reve NET 
Carton opens like a book, no wesamae eae BRASS He ‘ nf ae a 
{ of oilers for displaying. 6 F.0.5. FA OY eae 
| — 
a y NEW EAGLE Att-purrose \ 4 
the tines. MP-3 filler can \ f 
cted by a 
oximately bg A ners Kagh oe J, | 
( or —- - cottages and trail- ( 
evens | | ( Sealer, RS’ 
; prime galvanized sheets, with ( 
st jobber. triple lock body seams and 
( = Lu-Mar_ quick- ( 
AILABLE , 
>ANY ) EAGLE MANUFACTURING COMPANY | 
6 Dept. HA 549 Wellsburg, West Virginia 
|, California 6 “Serving the trade since 1894” ( | 

















HANDY 


Accurate and Dependable Y 
CARPENTERS’ and MASONS’ Shoe Last and Foot Rest 


A new item 
for home use. 
Can be used 
for both repairing and shin- 
- ing shoes on a bench, chair, 


LEVELS 


Known from Coast 
to Coast! 







—_ 








ETC @] = box or lap. Will fit all sizes 

° >? of shoes. Takes up very 
pensing Sm little space. Finished in 
i | we high black enamel. Made 
Isp ay a Z i < > in one pitce of unbreak- 
ortment x ao iil Tested grr og te. it able malleable iron and 


guaranteed. Retails at 


1 rack contains i fine, seasoned woods. a reasonable price. Also 





hes in the most yO ie bad 


DME ond MNO ¢ a Packed in individual cartons. i wf 
: “ ar STAR Heel Plates 
tool stosl, best Nate Workmanship that has made Peerless The Popu 
re a leader for over 30 years. Always in demand and profitable for you to handle. 
7 Made in sizes 000 to 6. 
1350 Sold only through recognized jobbers. Order your supply 
Write for new Peerless literature. today. 





LEVEL & TOOL S T A K 
COMPANY HEEL PLATE CO. 


STERLING, ILLINOIS te 4«- NEWARK, NJ. 
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Make Your Selection NOW! 
Quality Screen Door Spring Hinges | 


~( CHICAGO) 
SPRING HINGES 


Chicago Screen Door Spring Hinges 













are of Superior Quality throughout. MORE BRUSHES—MORE SANDPAPER—MORE TOOLS and SUPPLIES) 
combining so many features of 
proven advantage. It’s a Promise! You can share in 









extra heavy profits now being made on 


@ Made of heavy wrought metal. home building and modernization jobs 








@ Springs are made of tempered by owning and renting out this new 
steel wire and are entirely en- | Lincoln Speed-O-Lite 7” Sander. Cus- 
closed. tomers eagerly PAY UP TO $5 PER 
@ Have an excellent finish and the | DAY in rentals alone. 
workmanship is of highest qual- Besides, each rental customer 
ity. invariably buys paint, varnish, 
@ Adjustable tension is provided filler, brushes, sandpaper, tools 
and spring action may be regu- and supplies to keep your cash 
lated according to the size and register ringing up MORE 
weight of the door. PROFITABLE SALES. 
Hardware Dealers know that Chi- Install This New Lincoln 
cago Spring Hinges are easier to ' ” 
sell and that they give lasting satis- 5 P E ED 0 L l T E 7 
faction to Architects, Contractors Hi-Speed Rental Sander 
and owners. Take advantage of Lincoln's 
y Easy Payment Plan which en- Write for Proof of the Big Money 
There Is No Substitute ables you to retire your invest- Making Power of Speed-O-Lite 7" 
: . ment out of increased profits. Time-Payments to Suit Your Needs 
Type 3005 for Quality! Representatives in All Principal Cities 


hincolu-Schlucler 












Chicago Sprinn Ninae Co. 


CHICAGO U.S.A. NEW YORK 


FLOOR MACHINERY COMPANY, Inc. 
1252 WEST VAN BUREN ST., CHICAGO 7, ILLINOIS 





World's Manufacturer of the Most Comalete Line of Fleor Maintenanee Equipmen 


HAND AND POWER 

MOWERS — BUILT 

FOR SERVICE AND 

DURABILITY — 

SCLD TO DEALERS 

- THROUGH JOBBERS f 

FLUX-Stik . . . eliminates H/ fi} GRIPTROL ! 
acids and paste. A safe, Y/ The amazing 
fast, clean method of surface new Homkc 
Preparation. No filing, sand- 









sey PIPE JOINT 

COMPOUND 
PIPETITE-Stik . . . a quick, 
positive seal for — oil, acid, 
air, gas, gasoline, butane, 
propane, brine, water, steam, 





feature — fin 
gertip control 








hydraulic oils. Easy to use; F papering or wire brushing. a ‘ % through the 
assures tight joints; with- Non-running, non-injurious. a, . / handle grips. 
stands pressures to 2100 Ibs. Ideal for all metals except iy i ; f 

Contains no lead. t aluminum. 


PIPE MENDING CEMENT 


Plumber KRAK-Stik . . . Stops leaks instantly in split soil pipes, sand # + Va = ia TRULY A 
holes, cracks; gaskets, metal vats, and containers. No surface heating my Be <4 \ QUALITY 
required. Quick-acting and easy to apply, a positive seal for any s ; | & PRODUCT 
leak. Just rub over the leak —even while liquid is running through es "94" cuts ee F 


pipe. An excellent caulking compound. 





DEALERS—Write for Literature and Samples 
@ | of these Popular, Well-Advertised, Fast-Selling | @ Homko Products for Home Comfort 


STIKS. Excellent Profits for YOU! WESTERN TOOL & STAMPING CO. 


Lake Chemical Co. ge leggy | 2725 Second Ave. . Des Moines, lowa 
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SELL AMERICA’S 


Complete LINE 


Watch your water system sales “come to 
life’ when you start handling DEMPSTER Shallow and Deep Well Recip- 
Water Supply Equipment. rocating Pumps ® Shallow and 






Deep Well Ejector Type Pumps 
© Steel Tanks © Windmills ® 
Irrigation Equipment ® Dis- 


There is a huge rural and suburban de- 
mand for running water. By selling a com- 





























plete line, and the kind of service that goes tributors of Pipe, Fittings, and 
with it, you can be the dealer that taps this Plumbing Supplies 
rich, ready made market. —— 
Get started right now. Team up with sS Deep Well Reciprocating Pump 
DEMPSTER, the name that has meant de- e & 
pendability to farmers for over 70 years. DNT-1-49 &  &| Deep Well 
i % | Ejector Type 
#2 
DEMPSTER MILL MFG.CO.])| | . 
BEATRICE NEBRASKA 













SCREW 
ORIVERS 
Shock and break 
proof Handles 
Forged Chrome 
Alloy Steel Blades 





SOCKETS 
and FITTINGS 
Super Quality 
Chrome Alloy 

























You'll Soon Want More From INDESTRO’S 
20 Boards of Farm and Tractor Tools! 


Put these Profit Leaders out in front and watch sales go up on 
all items of your full Indestro Farm and Tractor Tool Line! 









Use the PROFIT LEADER Formula for Successful Tool Selling 
like thousands of aggressive dealers are doing! Display 
these 6 Tool Merchandising Boards, then watch them 
catch your customers’ attention and open up sales 
all the way down the most complete line of tools— 
from 117-piece Master Mechanic ‘‘Streamliner”’ 























OPEN END Tool Chest to midget screwdrivers! 

WRENCHES BALL PEIN 
f . . HAMMERS 

Select Steel Make Yours a Profit Leader Tool Business Special Heat 






and Chrome Treated Forged 


Alloy Steel 






Today! Start now by sending for Indestro’s 
new Catalog INH2, as well as complete 
details about Indestro’s fast-moving 

1949 PROFIT LEADER DEALS which 
include FREE tool display boards! 


INDESTRO 
Toots for Service 


INDESTRO MANUFACTURING CORP. 













PUNCHES 
AND 
CHISELS 









Heat Treated j 
N. Kildare at Schubert, Chicago 39, Chrome Alloy i 
BOX WRENCHES Illinois, U. S. A Steel 
Drop-forged 
Select Steel INDE STRO 





and Chrome 
Alloy Steel 
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JUST OFF THE PRESS! 


THE EAGERLY AWAITED — 
NINETEENTH EDITION OF THE 


HARDWARE AGE VERIFIED LIST 


THE MOST COMPLETE, COMPREHENSIVE AND AUTHORITATIVE LIST OF 


WHOLESALE HARDWARE HOUSES 


WE HAVE YET PUBLISHED 





Indispensable for contacting the wholesale hardware houses in the 
United States and Canada: 


GIVES THEIR NAMES AND ADDRESSES 
CAPITALIZATIONS 
LINES HANDLED 
TERRITORIES COVERED 
NUMBER OF MEN TRAVELED 
THE YEAR WHEN BUSINESSES 
WERE ESTABLISHED 
THE NAMES OF THE BUYERS 
AND OFFICIALS WITH TITLES 


Obviously, highly useful information for calling on hardware 
wholesalers—in making credit arrangements—and in direct 
mail sales promotion advertising. 
* + * 

This publication also contains separate lists of: 

MILL SUPPLY DISTRIBUTORS 

PLUMBERS’ AND TINNERS’ SUPPLIES JOBBERS 

MANUFACTURERS’ AGENTS 

HARDWARE CHAIN STORES 

HARDWARE ASSOCIATION LISTS 


THESE LISTS ARE NEEDED BY ALL WHO SELL THROUGH HARDWARE CHANNELS 


PRICE $1590 q@ COPY Remittance WITH orpeER 


HARDWARE AGE VERIFIED LIST 


100 EAST 42nd STREET NEW YORK 17, N. Y. 
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SQUAREFORM 
STEEL BRACKET 










word for “curtain stretcher’’ 


Tops in value—made of fine quality lumber, with heavy steel zinc-plated 





hardware attached—no loose pieces to handle. Special design makes it 







easy to set up or take down—its many features mean satisfaction, sales 
and profits. Write for descriptive literature and discounts. 


MODEL 321 MODEL MODEL 
(Illustrated) $7.99 221 $6.99 322 $5.99 
Prices shown are retail. Inquire about additional low-priced promotional 
WORLDSBEST curtain stretchers. 


eibennte - WORLDSBEST INDUSTRIES, INC. 
1150 BROADWAY - NEW YORK 1, N. Y. 











é 


& HAND 





R 
powe avn Best in Shooters Equipment 


MOWERS 


snc TRU-LINE JR. 
RELOADING PRESS ‘TW 


Nearly 70 years of 
specialized manufac- 
turing experience as- 
sures lawn mowers 
that you can 







handle with for all i 
absolute i 
confidence. Popular > 
Cartridges > 
J 

Model 76A Power King 
A thoroughly dependable power job ; 
Completely modern design, precision Model 550 Deluxe The IDEAL TRU-LINE JR. is a sturdy and com- 
built. Many desirable features: — Alumi- Unquestionably the pact press for producing reliable ammunition quickly 
num alloy castings. Tubular steel handles. finest hand mower and easily—a typical example of well designed, well 

attien : ' . w re eve - 
Munstive Tales enema Gulch. S-itnds = Tl ke ‘modern. || made, reasonably priced Lyman line of equipment 
belt bearing reel with take-up for wear. pt I for shooters including: 
ao gg adjustable for height. Positive Popularly priced. In- LYMAN METALLIC SIGHTS 

ch. Highly reliable power unit. Rug- vestigate this excel- 
ged tires. Weight 87 Ibs. lent selling item | ee er eee eae oe S 

information on request. Write today! | CUTTS COMPENSATORS 


Priced for Jobber and Dealer acceptance and 


NYAS Mao | LYMAN GUN SIGHT CORP. 


POWER & HAND LAWN MOWERS | poy Middlefield, Conn. 














IN HOGE BRUSHES There’s a Difference Worth Knowing! 


¢ © © Specialists in Industrial Sweeping Brushes 
* ¢ © Finest Quality Brushes, Guaranteed against Mechanical Defects 
* ¢ © Prompt Attention — Courteous Service. Write for Catalog & Prices. 


Ask for prices on HOGE BRUSHES for Industrial and Municipal Uses. 


HOGE BRUSH COMPANY ° New Knoxville, Ohio 


ee 
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* MARSHALLTOWN TROWELS* 


MARSHALLTOWN TROWEL COMPANY 


* MARSHALLTOWN, IOWA 








/ eae) wre un | 














FIMONSEN HAS 


TOOL CASE <ge 


Here is the tool box that is the fa- 
vorite of mechanics 
everywhere. 4 tray, 
cantilever action, 
finished in 2 tone 
brown wrinkle finish. 
18" x 10" x 13", also 









; 
tg: 


in 20° — 24" sizes. 
Plenty of room. Contin- 
uous hinge. Comes in 4 
or 6 trays. 


SIMONSEN INDUSTRIES INC. 
1410 S. Michigan Ave., Chicago, Iil. 











ts 10th Year! 


Yow! 


winoow Brust WAG CXC) ee eT 
and SQUEEGEE 


There’s a Minute Mop fast-seller to speed every house- | 
hold cleaning job. Women want and BUY the popular | 
Minute Dish Mop, Soap Bank, Bath Tub Brush, Win- | 
dow Brush and Squeegee. Toi-La-Kleen, and the long 
famous standard size Minute Mop and Drainer, and 
also the new Jumbo Minute Mop for large floor areas. 
All made of Du-Pont Cellulose Sponge. Write or phone 
vour jobber today. 











a 
PUSHLESS PICTURE HANGERS ¢ PUSH-PINS 


The VERY BEST that money can buy. Sell them to your cus- 
tomers with COMPLETE CONFIDENCE. Nationally advertised. 


MOORE PUSH-PIN CO. Since /900 








113-25 BERKLEY ST. PHILADELPHIA 44, PA. 











Fe 1s Tideeo. 











PICTURE 
HANGERS 


TATE 


Closet Rod Brackets * Wardrobe Loops 
Cup Hooks + Push Pins 


Friction Catches * Shower Curtain Hooks 
Picture Wire+ Coiled Wire*Spooled Wire 










Estab. 1872 

















251 Causeway St. 
BOSTON, MASS., U.S.A. 





Get this extra profit NOW! Sell 
MILLER SAFETY HITCH-PINS 


A proven best-seller for implement men; a proven 
better hitch-pin for the farmer. Now, add the 
MILLER PIN to your hardware stock and watch 
it sell! Case-hardening, handy handle, safety 
features, yet the popular 3," size sells for only 
85¢. {5¢ higher on west coast.) Fifteen sizes 
and types. 


Ask your jobber today. Or write... 


MILLER PRODUCTS CO. 


713-723 CHERRY ST. DES MOINES, IOWA 
(JOBBERS: Write for full Information.) 








When You Know 
The Trade-Name — 


of a certain product and want to know “Who Makes It?” 
look in the General Directory Section of the "Who Makes It?” 
Number of HARDWARE AGE for the trade-name. You'll find 
it listed alphabetically under the product heading of the item 
in question. Alongside the trade-name you will find the name 
of the manufacturer, also the address of the maker arranged 
alphabetically in the same list. Keep your "Who Makes It?" 
Number close at hand where it will serve your wants quickly. 


HARDWARE AGE 


100 East 42nd St. New York 17, N. Y. 














FOL 
Year after year HARDWARE AGE has led its field in 
the volume of CLASSIFIED as well as DISPLAY adver- 
tising. Its classified columns bring together buyer and 
seller, employer and employee. 





“Want Ad" ADVERTISING— 


HARDWARE AGE _ Classified Opportunities Dept. 100 East 42nd Street, New York 17, N. Y- 


Those who contact the hardware trade know from ex- 
perience that HARDWARE AGE is the logical medium 
to use to secure RESULTS from their classified adver- 
tising. Follow the leader. 
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CABINET HARDWARE 
BUILDERS HARDWARE 
CABINET LOCKS 
SCREWS AND BOLTS 
SASH HARDWARE 





M0 GARDEN DEPT COMPL ETE a 
EVERY GARDENER NEEDS ONE & 


for sifting soil in Hot Beds, Seed Flats, Special- 
ied Gordening, Window Boxes, Flower Pots, 
Excellent for spreading dry type fertilizer. 
Hundreds of uses around home or farm. 


Thousands Now in Use 


MORE BEING SOLD EVERY DAY 


RETAILS for 1.35 BIG PROFIT 


MARGIN 


WRITE FOR INFORMATION 
ON THIS SURE SELLER! 
THE HANDY SIFTER 


Me all COMPANY 









Fine or Coarse Mesh—4ll 
Steel Welded Construction 
—Green Eneme! Finish 








OVER 80 YEARS' EXPERIENCE 


PRIEST’S 
CLIPPERS 


Triple plate—copper, 
nickel, chromium finish. 
Ball bearing, easy action. 


Over 80 years’ experience. 


ASK YOUR JOBBER 


AMERICAN SHEARER MFG. CO. 


NASHUA, NEW HAMPSHIRE, U.S.A. 



















adjustable and standard types...a 
level for every use. 


HALL LEVEL & MFG. WORKS 


AUSTIN, TEXAS 










AND ALUMINUM 


ASK YOUR DEALER 
FOR 
MAYES TOOLS 





HARDWARE AGE, MAY 5, 1949 


DISTINCTIVE I 


ALL FROM 


iP Walel, lie ele Giele) 7-1.) mami 








Al LUMIN | 
Il il | PRECISION ° a. yo hed ee 





TKVTIR AW TD 
wiyn ih > 


ROCKFORD, ILLINOIS 


Autoyre i 
; ACCESSORIES FOR all 2 


‘onxyree CONNECTICUT F 


LP esas. 5 


Fi ES cael Silks Si ad: 


sib es i 


ENAMELWARE ea 
SINCE 1 90 a x 


THE FLETCHER ENAMEL “COMPANY 
DUNBAR, WEST VIRGINIA 
14-117 Merchandise Mart 
CHICAGO, ILLINOIS 


200 Fifth Avenue 
NEW YORK, NEW YORK 








ASK 
YOUR 
JOBBER 
TODAY! 


STYLED FOR BEAUTY * GUARANTEED FOR SERVICE 
Distributed exclusively through your jobber 





Made exclusively for 


AMERICAN IMPORT CO., San Francisco, California 





] 





ORIGINATED 1896 
MAYES GUARANTEES ACCURACY, SERVICE 
*-AND DURABILITY: 


MAYES BROS.TOOL MANUFACTURING CO. Inc. Port Austin, Micu. 


ELS © 


AND ALUMINUM 


or NPN molce Je): 
ASKING 
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Classified Advertising Rates i 





Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 


Allow Seven Words for Keyed Address 
or Your Address 








*BOXED DISPLAY RATES | 
$8.00 Per Column Inch | 








Set solid, maximum, 50 words....... $5.00 
Each additional word.......-. 10 . Cuts or special borders not allowed. 
Positions Wanted 5% discount for 4 or more lasertions 
(Special Rate) set solid, maximum, No Agency Commission allowed on Classified 
DO MEE oc nccscccesescesececess $2.00 Advertising. 
Each additional word......... 05 REMITTANCE MUST ACCOMPANY ORDER 


Send check or money order, 
not currency or stamps. 


Samples of Merchandise, Literature, Catalogs, 
etc., will not be forwarded to box number 
advertisers unless accompanied by sufficient 
postage for remailing. 

HARDWARE AGE is published every other 
Thursday. Classified forms close 15 days 
previous to date of publication, 


Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 








100 East 42nd St., New York 17, N. Y. 














C Help Wanted 


~ ]| (Salles Representatives Wanted ||[Sales Representatives Wanted] 








ALASKA 


ALASKAN HARDWARE STORE WANTS AN EX- 
PERIENCED HARDWARE SALESMAN. A GOOD 
OPPORTUNITY FOR THE RIGHT MAN. POSI- 
TION IS PERMANENT. IF INTERESTED SEND 
EXPERIENCE AND REFERENCES VIAAIR MAIL. 


COOPER'S HARDWARE COMPANY 
BOX 1569 FAIRBANKS, ALASKA 


| N-229, care of Harpware AGE, 








MANUFACTURER’S REPRESENTATIVE 
FOR Coal, Oil, and Gas Ranges wants Sales- 
men in areas covering New York and New 


England States who have connections with plumb- | 
ing and heating supply houses, appliances and | 
| hardware stores. Commission basis. Address Box 


St., New York 17, N. Y. 





WHOLESALE HARDWARE WAREHOUSE 


FOREMAN. One experienced in similar work— 


about 40 years of age—know all phases of ship- 
ping, receiving, order picking, packing. ni 

Shop. 18 employees in warehouse. Volume slightly 
under two million annually. Must be able to han- 
dle help—know merchandise—be 


possess initiative—good opportunity for 








progressive— } 
right | 


man. Location—Eastern Pennsylvania. Character, | 


experience, references must stand rigid investi- 
gation. Reply with full references to Box N-191, 
care of Harpware Ace, 100 East 42nd St., New 
York 17, N. Y 





A YOUNG PROGRESSIVE JOBBER COV.- 
ERING PORTIONS OF FIVE STATES from 
Eastern Pennsylvania offers an unusual opportu- 
nity to two young men. Must have knowledge of 
paint and kindred lines or plumbing supplies to 





develop a department as a buyer and salesman | 


for each of these products to hardware dealers 
only. Here is an opening for two young men with 
initiative to develop really worthwhile positions. 
Must have previous buying experience in paint, 
glass, linseed oil, turpentine and all related prod- 
ucts; or in domestic plumbing supplies, pipe, 
valves, fixtures, etc. References and experience 
must pass rigid inspection. Reply with full partic- 
ulars to Box N-190, care of Harpware Ace, 100 
East 42nd St., New York 17, N. Y. 








SUCCESSFUL SALESMEN 


One of America's oldest manufacturers of 
heating equipment is expanding its Stove 
and Range Division. They are seeking suc- 
cessful sales representatives who are in- 
terested in top quality merchandise. Sev- 
eral choice protected territories are still 
available. Excellent opportunity. No ob- 
jections to non-conflicting lines. Liberal 
commissions; give complete information, 
including lines now carried, in first letter. 
Enclose snapshot if available. All replies 
held in strictest confidence. 


Address Box N-209, care HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 














| 





| 
| 


| WARE DEALERS in New Jersey. 


| 


SULTAN BROS., INC., 1470 39th ST., 
BROOKLYN, NEW YORK, MANUFACTUR- 
ERS OF QUALITY LINE of Builders’ Hard- 
ware, such as inside sets, front door sets, tubular 
sets, flush bolts, kitchen cabinet hardware, etc. 
Want commission salesmen who are calling on 
lumber yards and large hardware dealers, for 
Eastern and Middle Western States. 








THIS LONG ESTABLISHED HIGHLY RATED 
COMPANY offers 75 factory lines to salesmen 
covering retail stores outside of the larger 
cities. Here are seventy-five complete factory 
lines, and salesmen earn a good living handling 
them. It would take you a lifetime to assemble 
so varied an assortment of lines. Write Sales 
Manager, Box N-I45, care of Hardware Age, 
100 East 42nd St., New York 17, N. Y. 

















SALESMEN WANTED 


WITH FOLLOWING IN HARDWARE TRADE 
TO SELL LINE OF PAINT BRUSHES. STATE 
EXPERIENCE. WRITE BOX N-I82, CARE OF 
HARDWARE AGE, 100 EAST 42nd ST., NEW 
YORK 17, N. Y. 














WITH HARD- 
Long estab- 


SALESMAN FAMILIAR 


| LUMBER YARDS, HARDWARE 


100 East 42nd 


WANTED: SALESMEN WITH LUMBER 
YARD AND DEALER FOLLOWING to sell 
Custom Line of Unpainted Wooden Kitchen 
Cabinets. Excellent opportunity. Eastern terri- 
tories open. Full protection. State full qualifi. 
cations. Address Box N-204, care of Harpwaaz 
| Ace, 100 East 42nd St., New York 17, N. Y. 





SALESMEN WANTED—TO COVER Plumb. 
ing, Hardware, Automotive and Variety Chains 
and Department Stores. Large distributor and 
manufacturer of plumbing specialties and sup- 
plies, rubber hose, and allied items. Many terri- 


| tories open. Reply in detail. Address Box N-223, 


care of Harpware Ace, 100 East 42nd St., New 
York 17, N. Y. 


SIDELINE CONTACTING 
DEALERS, 
FENCE BUILDERS to sell Dole Foot Operated 
Gate Latches. The greatest improvement in gate 
latches in 40 years. High commissions, protected 
territory. Immediate delivery, most territories 
available. Advise lines carried and territory cov- 
ered. Address Dole Industries, 1131 Tennessee 


SALESMAN 


| St., Vallejo, Calif. 


lished, manufactyrer has an attractive cffering | 


for one thoroughly familiar with the dealer trade 
in New Jersey. Address Box N-2i4, care of 


| Harpware Ace, 100 East 42nd St., New York 
7 N.Y 


7, Bas Os 








SALESMEN WANTED 


By a long established, well rated manufac- 
turer, of a complete line of leather DOG 
COLLARS, HARNESSES, etc. Opportunity 
for experienced men calling on retail hard- 
ware and variety stores. Protected territory; 
liberal commission. 





Address Box N-1{22, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 











LARGE CHICAGO DISTRIBUTOR 
REQUIRES SIDE LINE SALESMEN 
To sell complete line of Nationally Advertised Hard- 
ware, Mill and Automotive Supplies in territories 
outside of Metropolitan Chicago. Prefer men with 
following and established accounts. Liberal commis- 
sions—state lines now carried and territory covered. 

Write fully. 
Address Box N-222, care HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 

















SIDELINE SALESMEN 


or distributors wanted for several terrr 
tories to sell new patented process exterior 
house paint and primer. Sells for half the 
price of nationally advertised lead and oil 
paints. It is in large demand. Made from 
titanium, synthetic resin and linseed oil. 
Due to the high cost of drying oils and 
white lead, dependable lower priced paints 
are not available to dealers. Here are large 
volume leaders for all live wire dealers. 
Sold satisfaction guaranteed. 


The Merit Paint & Varnish Co. 
3748 E. 91st Street 
Cleveland 5, Ohio 


—— 
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Sales j 





Wanted 


SALESMAN WANTED. PROMINENT NA- 
TIONAL PAINT BRUSH MANUFACTURER 
HAS OPEN TERRITORIES for men now call- 
ing on paint and hardware dealers, lumber yards, 
department stores, industrials, etc. Sideline men 
or manufacturers’ agents considereed. Good com- 
missions. Territory protected. Write details of 
experience to Box M-672, care of Harpware AGgE, 
100 East 42nd St., New York 17, N. Y. | 








SALESMEN CALLING ON HARDWARE, 
DEPARTMENT STORE, FACTORIES, 
FARMS, PAINT STORE, AND CONTRAC- 
TORS to handle full line of Paints, Enamels and 
Varnishes, 10% Commission, Excellent opportuni- 
ties and territories protected. Write details, 
present connections, territory covered. Bissell 
Varnish Company, 277 Mountain Grove Street, 
Bridgeport, Conn. 








SALESMEN WANTED. EXPERIENCED 
WHOLESALE HARDWARE, HOUSEFUR- 
NISHING AND ELECTRICAL. Only those 
with following need apply. Long established well 
reputed New York distributor, handling standard 
brand merchandise, plus well rounded out stocks. | 
Territories, New Jersey, New York, Pennsyl- | 
vania, Long Island, Westchester, Connecticut, 
Massachusetts, Rhode Island. Give details of last 
five vears employment, also if presently em- 
ployed. Confidential. Commission basis. Address 
Box N-156, care of Harpware Acg, 100 East 
42nd St., New York 17, N. Y. 








RELIABLE ES 
COLLAR’ AND 
complete line in- 


SALESMEN WANTED. 

TABLISHED HARNESS, 

SADDLERY HOUSE selling 
cludipg kindred items of saddlery, hardware, 
blankets, hames, chains and _ leather. Protected 
territories in States of New York, Pennsylvania, 
Wisconsin and New England as well as those 
west of the Mississippi River are available. Only 
substantial aggressive men who are willing to 
work hard and on commission basis will be given 


consideration. Application by letter only. Give | 
full information about yourself and your busi- | 
ness activities over the past five years in first | 


letter. Southern Saddlery Company, Chattanooga 
2, Tennessee. 





DISTRIBUTOR WANTED. EXCLUSIVE 

TERRITORY, ALL SIX NEW ENGLAND 
STATES. Individual or concern financially 
responsible to handle nationally advertised, fast 
repeating hardware item . . Now sold in 
ardware, Chain, Department and Plumbing 
Stores, also Lumber and _ Building Supply 
Dealers. Address inquiries to Ted Black A/i- 
-eapaeg Agency, Medical Arts Bldg., Reading, 
a. 





SALES REPRESENTATIVE WANTED. 
Low Price, Quality Cylinder Tubular Entry and 
Interior Door Locks. Complete line. Want Com- 
mission Representative with established clientele 
covering Contract Builders Hardware Trade and 
other large Builders’ Hardware Outlets. Non- 
conflicting sidelines may be carried. Several ter- 
ritories open. Please state territory covered and 
lines handled. Address Box N-216, care of 
oe Ace, 100 East 42nd St., New York | 


SALES REPRESENTATIVES FOR NEW 
YORK FIRM WANTED to sell 
Specialties and Heating Supplies to hardware 
stores and plumbing contractors. Various terri- 
tories open. Replies strictly confidential. Address 
Box N-133, care of Harpware Acz, 100 East 
42nd St., New York 17, N. Y. 





SALES REPRESENTATIVES—OPVPORTU- 
NITY FOR AMBITIOUS MEN to acquire 
Liberal Territorial Sales Franchise for popular 
line of responsible manufacturer. Must have 


floor sander and finishing sales experience, ser- 
viceable car, and be available now. Write Box 
N-215, care of Harpware Ace, 100 East 42nd 
St., New York 17, N. Y. 








SALES REPRESENTATIVES WANTED 


Well Rated Power Lawn Mower Manufacturer with 
best product in its fleld is revising distribution 
system and has openings for a few outstanding sales 
representatives in choice territories. Your applica- 
tion will be treated in strict confidence and no 
contacts made without your permission. Write full 
details and send recent photo to Sales Manager. 


Box N-227, care HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 

















WANTED 


SIX MANUFACTURER 
SALES REPRESENTATIVE 
ORGANIZATIONS 


That specialize in selling to 
Wholesale Hardware, Mill, 
Contractor, Oil and Mine Sup- 
ply Companies in the following 
six areas: 


1. Chicago Area 

. Detroit Area 

. Pittsburgh & Ohio 
Areas 

. Atlanta-Birmingham 
Areas 

. St. Louis-Kansas City 
Areas 

. Texas-Louisiana- 
Oklahoma-Arkansas 
Areas 

LARGE WELL KNOWN and long 

established manufacturer of Hickory 

Striking Tool handles is now consider- 

ing expanding its sales activities. 

This is a great opportunity that comes 

once in a lifetime—All inquiries will 

be confidential. 


Address Box N-225, care HARDWARE AGE 
100 East 42nd Street, New York 17, WN. Y. 


oOo on Ff. Wwhd 











Plumbing | 


[Sales Representatives Warde] | [Sales Repwrenialine Wanted 


MANUFACTURER’S AGENT WANTED. 
TO HANDLE A LINE of Vises and Other 
Allied Items to the hardware and automotive 
trades. Address Box N-221, care of Harpware 
Acre, 100 East 42nd St., New York 17, N. Y 


MFR'S AGENTS WANTED TO CALL ON 
Hardware Jobbers, Department Stores and Re- 
| tail Trade. Complete line of quality Outdoor 
Clothes Dryers offers excellent sales possibilities. 
Aluminum; Steel or Hardwood. Exclusive ter 
ritories guaranteed. Commission basis only. 
References required. Address Merit Products, 
P.O. Box 644, Holyoke, Mass 


MANUFACTURER’S REPRESENTATIVES 
| WANTED. PROMINENT MANUFACTURER 
OF PLASTIC HOUSEWARES seeks Live Wire 


Representation to reach Jobbers, Department, 
Chain, Variety, and Hardware Outlets. Choice 
territories available in South, Southeast and 


Southwest. See our ad on Page 199. Write, wire, 
or phone today. Bernard Edward Company, 5252 
South Kolmar, Chicago 32, 1 Telephone 
Virginia 7-5353. 


SALES REPRESENTATIVE WAN'TED 
Reputable manufacturer of Low Priced Lavatory 
(and kitchen sink) Mixing Valves with Detach- 
ible Spray Head has open protectel territories 
for side line men or manufacturer’s agents now 
calling on hardware dealers, department stores, 
chains, etc. Liberal commission. Please write 
brief resume, stating whether individual or sales 
organization, lines now carried, territory pres- 
ently covered, experience. Address Box N-218, 
care of Harpware Ace, 190 East 4Znd St., New 
York 17, N. Y. 





| Accounts Wanted | 


WANTED ESTABLISHED WELL KNOWN 
LINES BY SOUTHERN MFGRS’ AGENT to 
sell to Hardware and Paint Wholesalers in Dis- 
trict of Colurfbia, Va., North and South Carolina, 
Ga., Fla., Ala., Miss., Tenn., W. Va., Ky. and 
Cinn., Ohio. Best reference, 18 years’ experience. 
Present annual sales $1,000,000. Address Cor- 
nelius deWitt, 4501 Archer Ave., Richmond, Va. 








REPRESENTATIVE AVAILABLE, COM- 


| MISSION OR SALARY, calling on the Hard- 


| retailing, 


ware Jobbers in the Mid-West States of Iowa, 
Nebraska, Kansas, Missouri and Minnesota. Ex- 
perienced in all phases of the hardware business, 
jobbing and manufacturing. Many 
years successful selling Address Box N-208, 
care of Harpware Ace, 100 East 42nd St., New 
York 17, N. Y 


MANUFACTURER’S REPRESENTATIVE, 
EXPERIENCED, HARD WORKER, calling on 
hardware, housefurnishing, automotive, electrical, 


(Classified Opportunities continued on page 286) 
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ind mill supply jobbers in Metropolitan New 
York and New Jersey desires Additional Line 
with reputable concer: Can prom complete 
ind frequent coverage. Address Box N-215, care 
f Harpware AGE, ! East 42nd St., New York 
17, BH. YF. 
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| —s Accounts Wanted 





] | Positions Wanted || Business Opportunitier |} 





ACCOUNTS WANTED MANUFACTUR. 
ERS AGENT, MILWAUKEE HEADQUAR- 
TERS, Established 1932 Have display room 
and shipping facilities Desire additional line 
for hardware, plumbing or mill supply trade for 
Wisconsin, Illinois, Towa, Minnesota. Address 
Box N-217, care of Harnware Ace, 109 East 
42nd St., New York 17, N. Y 





NATIONAL DISTRIBUTORS 
Established—Reliable Aggressive 
ANCO CORPORATION Pittsburgh 22, Pa. 
Branch Offices 
New York @ Philadelphia @ Detroit 
Cleveland @ Louisville 
Covering all classes of jobbers. We will carry | 

the accounts or you can bill direct. 
Write for further information and references. 








POSITION WANTED. EXPERIENCED 
HARDWARE MAN in all branches of the 
business retail and wholesale, experience in store 
departmentizing and display work, sign and 
show card experience, capable as dept. or store 
manager, wish to locate in Michigan, Northern 
Illinois or Indiana. Address Box N-212, care 
of Harpware AcE, 100 East 42nd St., New 
York 17, N. Y. 


| RETIRED SALESMAN FOR A NATIONAL 
ABRASIVE MANUFACTURER WANTS SIT 
UATION selling to Hardware, Mill and Mine 
Supply Jobbers and Dealers in Arizona and 
| Southern California. Large acquaintance and 
good standing in trade. Perfect health. Have car 
| Will furnish references. What have you to offer? 
| Address H. E. Kulle, 339 W. Portland St.. 
Phoenix, Arizona. 








SOUTHEASTERN STATES 


Manufacturer’s Agents. Established 1926. 
Staff of 5 men. Cover trade 4 times yearly. 
Commission basis. Inquiries invited. 


McCUTCHEN-SIMPSON, INC. 
9822 N. E. 2nd Avenue Miami 38, Floride 














NEW EXPORT FIRM 
MEMBER OF THE I.T.G. ESTABLISHED 
BUYERS WORLD WIDE. INTERESTED IN 
DISTRIBUTION FOR MANUFACTURERS. 


Address Replies to Box N-210, care HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 














MANUFACTURERS REPRESENTATIVE 


Well established following of wholesale hard- 
ware and mill supply accounts in Michigan 
and Northern Ohio, wants Major Builders 
Hardware or Tool Line with reputable firm. 
Three men covering trade thoroughly. 
Address Box N-224, care HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 














[ Posttiom Wanted | 


YOUNG MARRIED MAN SEEKS INSIDE | 
SALES, Department Manager or Office Position 





in New York City Vicinity with chance for ad- | 
vancement. 11 years experience in wholesale | 
builders’ hardware, lock supplies, key blanks and 


machines. Knows sales correspondence, pricing, 
phone orders, customers complaints and catalogs 
Address Box N-228, care of Harnware AcE, 100 


East 42nd St., New York 17, N. Y. 


RETAIL HARDWARE MANAGER OR AS 
SISTANT. I am 38 vears of married and 


age, 


have been in the wholesale, retail and mill sup 
ply business for the past 20 years, covering most 
phases of the industry, Purchasing, merchandis 


ing, store and window display among my greater 
assets Metropolitan New York only. Address 
Box N-220, care of Haroware Ace, 100 East 
42nd St., New York 17, N. Y 
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| pending 


ADVERTISING MANAGER 
PROMOTIONS THAT TEAM 


CREATES 


WITH ADVERTISING, yielding new accounts 


all phases trade, direct mail, publicity campaigns. 
Writes powerful selling copy. Wide background 
in mechanical and electrical fields. Recently em- 
ployed by paint manufacturer in New Yor City. 


SELLING | 


FOR SALE: HARDWARE STORE IN A 
THRIVING JERSEY SHORE TOWN Clean 
stock, well established business. Owner wishing 
to retire. Will also sell building if desired. Wij] 
sell at invoice. Living quarters included 35,000 
to $40,000 cash needed. Must be seen to be 


appreciated. Shown by appointment. Address 
N-211, care of Haroware Ace, 100 East 42nd 
St., New York 17, N. Y. 


PLUMBING, HARDWARE, APPLIANCES 
AND MODERN 5-ROOM BUNGALOW; bo. 
cated Northeastern Indiana. Doing large plumb- 
ing contracting business Carries complete line 


plumbing supplies, small hardware, small and 
major appliances. New brick store building, 
three lots and warehouse. Has made present 
| owner financially independent. Address Midwest 
Business Exchange, 204 Standard Building, Fort 
Wayne, Indiana, 
FOR SALE—RETAIL HARDWARE BUSI- 


| NESS, established over 30 years, doing all year 


| resort 


| Marine 


| Address Box N-175, care of Harnware Ace, 100 | 


} 

| 

and more volume at minimum costs. Experienced 
| 

| 

| 

| East 42nd St., New York 17, N. Y. 





‘round business. Location popular New Jersey 
city. Stock comprises complete line of 
Hardware, Sporting Goods, Housefurnishings, 
Hardware, Paints, etc. Buyer may lease 
store, or purchase building. Reason for selling, 
owner retiring. Address Box N-219, care of 
Harpwarrt AGE, 100 East 42nd St., New York 
‘.. &. 


| 17, 


[[Baainess Oppovunitien | 





DEALERS WANTED — NEW_ SPECIAL 
| ALLOY CHAIN SAW WEDGE. Highly 
praised by all users, proven successful under all 


| . 
conditions, light, strong, tensile strength 35,000 


Ibs. per square inch. Designed for the job. Will 
not damage chain Good discount Address 
Louis Bero & Sons, St. Louisville, Ohio 
FORMER CHAIN STORE MANAGER 
WANTS TO BUY HARDWARE STORE in 
Mid-West. Prefer town around 4000 in good 
crop or orchard area. , Would consider partner- 


| ship with someone who wants to retire in near 
future. Experienced former distributor for 
spray chemicals. C 1. Martell, Romeo, Michi- 
gan 


MANUFACTURERS. 
YOUR OWN BRAND OF 
ITEMS? A clearing house for inventors and 
manufacturers has a few hundred diversified 
meritorious hardware and household patented and 
items. These are now being offered to 
responsible manufacturers on an exclusive license 
and royalty basis. Address Inventors & Manufac 
turers Associates, Inc., 7 Beekman St., New York 
7; es 


ATTENTION 
NOT PRODUCE 


WHY 


WANTED: JOBBER SALESMAN OR FOR 
MER HARDWARE SALESMAN TO CARRY 
SIDELINE (One jobber salesman pays all ex- 
penses with our line.) You take orders; we send 
goods; collect from the dealer and send you your 
check e€: week. Perhaps you want to carry 
is with you If you want to build your own 


ch 


got 


business we will help you. All inquiries con 
fidential Write for details. Address Master 
Laboratories, Beaver Falls, Pa. 





OLD ESTABLISHED HARDWARE 
AND APPLIANCE BUSINESS IN 
PENNSYLVANIA FOR SALE 
because of age of owner. Over $100,000 gross 
sales in 1948. No debt, complete inventory. 


If necessary, building can be leased from owner 
of business. 


Address Box N-226, care HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 

















Speak to the right "class"—in 
the Classified Opportunities 
Section of 


HARDWARE AGE 


100 East 42nd St. New York 17, N. Y. 


— 
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; Ready Patch, the ready-mixed, ready to use patching composi- 
. P gwinins tion—at new low prices for greater volume and profits! 
ore M&H LABORATORIES, 2703 ARCHER AVENUE, CHICAGO 8, ILLINOIS 











co'et | | J) gym FOR OVER 50 YEARS It Cultivates! - - It Weeds! 
















) } 42nd 
Write Us For Catalogs & FAST SELLER— |stats " 
Prices For Profit Build- PROFITABLE ITEM pa 
: @ WEEDS & CULTIVATES TIVATORS 
ing Hardware Items. @ “SOIL-FLOW” CURVATURE | 7p BDGeRs 
-PLIANCES PRONGS : 
VISES, JACK SCREWS & — @ SHARP WEEDING BLADE SEEDERS 
0. 
INDUSTRIAL SCALES - List $1.60 @ FULLY GUARANTEED WHEDess i cthe 
Write for Catalog GARDEX, Inc. Michigan City, Ind. BROOM RAKES 














AMERICAN SCALE COMPANY O.: 
Since GARDEX TO re) LS 


919 Beltimere Avense Americas Modern Garden 


Kansas City 6, Missouri 








With FRICTION-GRIP "*No Wobble"’ HANDLE SOCKET 


























\.RE BUSI- 
ing all year BRUSHES 
New Jersey HERE'S A POPULAR HOME-IMPROVEMENT ITEM! 
ete line of ° 
furnishings, Touch-Up Bronzing National METAL 
Py, = Marking Varnishing 
or selling, : 
9, care of Enameling Lacquerin W , AT “ 7 ie $ T w | p id > * 
New York ' . a a aan d —_ 2" 
/ KITS oo. 
—_— “with this compact unit any handyman can do a pro- 
| For DOORS fessional job. Contains high-grade bronze weatherstrip, 
E-Z-ON, nails, instructions for one door or window. Two 
7 and WINDOWS standard doors—four standard windows. Odd sizes made 
LE to order in quantity. 
weet i Write or wire for prices 
,000 gross phe a boxes | | | } 
inventory. —_ - | , to 
om owner ae : Brae ESS =National Metal Products Company 
Send for Descriptive Folder. MM. GRUMBACHER Lay 5 
E AGE “ | 
1 HATEAU STREET PITTSBURGH 12, PENNA. 
N. Y. Order from your Jobber 464 WEST 34th STREET NEW YORK | NEW YORK nite 




















SELL THE 


HEARD LEETONIA SUPERIOR SERVICE TOOLS 
SPECIAL QUALITY STEEL — PACKAGED 


to save handling and storage costs. Finishes to 


EST. 1857 


SADDLE LEATHER LINE 








” create eye appeal at point of sale. When order- Sittctnen, el cnen, cncetias 
ing from your favorite distributor be sure to belts, and other Lawrence saddle 
specify Leetonia Brand. Catalog of Hardware — leather sporting goods are profit 

d Mari . " FOR CATALOG producers. Made in the West since 

and Marine Tools, also Mine Drills and Tools, one OF THE 1857. Nationally advertised in lead- 
LAWRENCE : 

or both upon request. LEATHER LINE ing outdoor magazines. Dealerships 


available. Write for information. 


The LEETONIA TOOL COMPANY THE GEORGE LAWRENCE CO. PORTLAND 4, OREGON 


LEETONIA, OHIO, U. S. A. s 
\ 


= STEVENS LEVELS === 


Is 
eee 
(pp 


RGU oom Ome Mes —— 3 
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HOLD-E-ZEE 


AUTOMATIC GRIP SCREWDRIVERS 


Hold-E-Zees do the job better, faster. 
They excel wherever screwdrivers 
are used. Gripper instantly released 
by spring action, sliding up out of 
way when not in use. Highest quality 
materials throughout. 


UPSON BROS., inc. 


65 Broad St. 
Rochester 4, N.Y. 

















JOBBER 


OLORTOP 


FUSES 


THE COLOR TELLS THE SIZE 


CUSTOMERS GET 
Extra Safety Features . . 


only TRICO OFFERS 


@ SAFETY TOP—no glass to cut. 

@ NON-METALLIC TOP—no shocks 
@® NON-VENTILATING TOP—no burns. 
Show the 7 color display box that flags and 
stops customers. WATCH YOUR FUSE SALES 
ROW. 


ASK YOUR JOBBER FOR COLORTOPS 


TRICO FUSE MFG. CO. 


MILWAUKEE WISCONSIN 











PRODUCTS BY SWIFT &@ COMPANY 
Plant Food Division Chicago 9, Illinois 


Genuine DOMES of SILENCE 


SLIDE SILENTLY — SOFTLY — SMOOTHLY 


50c SET - 15c SET - 10c SET SAVE FURNITURE & 
FLOORS-CREATE QUIET 





Name ‘Domes of Silence 
on each genuine Glide. 


Domes of Silence 
Rubber Cushion Glides 


For Tile, Marble, Cement and Bathroom Floors. 
Noiseless. Sizes for metal beds, wood beds, large 
chairs and all furniture. 


Ask your Jobber. If he is not supplicd write to 


DOMES of SILENCE, Inc., 35 Pearl St. N. Y. C. 
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*Reg. U. S. Pat. Off. 
The MODERN 
Precision Level 
with Pre-Adjusted 
Spirit Vials 
Schultes Spirit Vials are adjusted at Factory. 
Anyone can insert Vials on spot to accuracy of 1/10 of 1°, 


A great selling point to user! Eliminates bother of returning Levels to 
factory for repair. 





e@ Interested in handling complete line? Write for details. 
SCHULTES LEVEL, INC. 
17403 GABLE e DETROIT 12, MICHIGAN 


*PATENTED AND PATENTS PENDING 











ideal for ‘‘PARKING”’ 
Tools, Brooms, 
Implements or any- 
thing with a handle. 
SMALL - MEDIUM - 
LARGE. 


“HOLD EVERYTHING” 
The Favorite With Home Workshop “Fans” 


Just Ask Your Jobber 
PLATT CO., Fairfield, Conn. 


ADJUSTS IN A JIFFY 
FASTENS TO ANY WOODWORK 


ARTHUR Il. 











Off’ 


Supreme Silk 
BAIT CASTING LINE 


NORWICH presents the title-holder—the line that won the world’s 
record of a 151-pound tarpon on an 18-pound test line—makes it 
available in 6 tests from 12 to 36 pound tests to suit every purpose! 


Ask your Jobber Salesman 


WORWICH- 


LINE COMPANY, Inc. 
NORWICH, N.Y. 










The Line of Champions 











GARDEN - GUARD SELLS ON SIGHT! 


DEALERS— this boon to home gardeners is a money-maker for 
you! Constructed of 12'' wire-mesh, with steel supports, has attractive 
white finish. Comes in short 3-post sections for easy erection. Single 
section protects young plant or shrub...several protect garden 
plots, evergreens, etc. Packed dozen to a carton. Sales-tested In the 
midwest's larger department stores. 
1 Buy direct from 
| factory... 
~—| shipped PREPAID, 
on orders for 
3 dozen or more. 





IMMEDIATE DELIVERY! 








a. 4 € 
CASH-WITH-ORDER— 
ONLY $4 PER DOZEN Garden-Guard f= 
DEPARTMENT A, 413 SOUTH 12th STREET, OMAHA, NEBRASKA 
289 
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STOVE DIVISION — ERIE AVE, & F STREET — PHILA. 34, PA. 


of 
double your sales , 
swag gerelles 


this new display 


. y * 
anne pros 
HOUSEWORK, 
" GARDENING 


raft, fabric-limed for comfurt 


ary fo stip on amd off! 


\Edmont . 
Swaageretie 


— 


use many ways 


These fabric lined rubber gloves, advertised in Saturday 
Evening Post, Good Housekeeping, Better Homes & Gardens, 
Sunset, will move quickly with this compact display, set up 
on glove box or its own easel . . . Order Swaggerettes and 
display from your wholesaler (3 assorted sizes, 1 doz. to box, 
1 gross to case, priced to retail at 95c pr.) or mail coupon. 


FILL IN OR JUST CLIP TO LETTERHEAD 


Edmont Mfg. Co., 523 Orange St., Coshocton, Ohio 
( Send new Swaggerette display and 6 effective display ideas. 
CD Send Pocket Catalog and prices on complete line of plastic, 
rubber and NEOX coated household, garden and work gloves. 


NAME___ 
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a MILLION, 
THINGS! | 


{ \ 
7 a) STOPS LEAKS 
We FP im TANKS . PIPES 


paconsar: Ss 
Aa 


FIXES cS 
POTS - PANS —: 


MENDS CHINA 


FASTER SALES! § 
EXTRA PROFIT! 


Feature Tip-Top, the Liquid Solder and House- 
hold Cement that always makes customers come back 
to your store for more. Colorful, eye-stopper tubes. 
Attractive self-selling Counter Cards that list many 
uses for Tip-Top Liquid Solder and Cement. Na- 
tionally advertised. Every tube unconditionally guar- 
anteed. Ask your jobber or write us for complete in- 
formation today. 


Tip-Top, Originators of Liquid Solder 


Tip Top PRODUCTS COMPANY 


OMAHA 2, NEBRASKA 








Wright Galvanized Wire Strand 
(Clothesline) 


CONNECTED LENGTHS marked every 50 
feet, four and six strand, No. 20 gauge. 
Cushion center cable, best clothesline con- 
struction known . . . 50’ lengths. Solid... 
50’ and 100’ lengths. Also on brightly litho- 
graphed steel spools, 500’ and 1000’. 


WRIGHT quality wire brightly galvanized. 


GE WRIGHT wieec 


WORCESTER +s MASS. 
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